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Industry  shifts  erode 
customer  dependence 

Part  1  of  a  three-part  series  researched 
and  written  by  Computerworld ’s  Rose¬ 
mary  Hamilton,  Johanna  Ambrosio, 
Patricia  Keefe  and  Kim  S.  Nash 

IBM  raked  in  nearly  $10  billion  in  world¬ 
wide  software  sales  last  year.  That 
means  its  software  business  alone  was 
nearly  as  big  as  the  second  largest  U.S. 
computer  maker  and  six  times  the  size  of  the  largest  indepen¬ 
dent  software  vendor. 

Yet  IBM’s  recent  performance  in  the  software  business  has 
been  a  mixed  bag,  and  its  future  holds  both  promise  and  uncer¬ 
tainty. 

The  company  that  was  once  the  compelling  force  in  software 
is  now  trying  to  redefine  its  role  in  an  information  systems  world 
in  which  customer  requirements  have  become  too  complex  and 
computing  platforms  too  numerous  for  one  company  to  reign  su¬ 
preme  any  longer. 

“Five  or  six  years  ago,  when  [IBM]  did  something  or  said  they 
were  going  to,  it  froze  a  lot  of  people.  Not  anymore,”  said  Roger 
Bast,  director  of  MIS  at  Air  Products  and  Chemicals,  Inc.’s  gases 
group  in  Allentown,  Pa.  “IBM’s  an  important  supplier,  but  they 
don’t  call  the  shots.” 

Since  the  mid-1980s,  IBM  has  been  refocusing  and  diversify¬ 
ing  its  software  business  to  adjust  to  these  changes.  It  has  had 
high-profile  successes  and  mistakes.  For  example,  it  rules 

Continued  on  page  8 
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PanAm’sIS 
chief  opts  for 
land  route 

BY  RICHARD  PASTORE 

CW  STAFF 


NEW  YORK  —  Robert  0.  Wag¬ 
ner  recently  said  his  toughest  job 
has  been  motivating  his  informa¬ 
tion  systems  employees  to  stick 
with  Pan  American  World  Air¬ 
ways  through  the  trials  of  Chap¬ 
ter  11  bankruptcy  protection. 
But  the  temptation  to  leave 
proved  to  be  too  strong  for  Wag¬ 
ner.  Last  week,  it  was  an¬ 
nounced  that  he  will  leave  his 
post  as  vice  president  of  IS  and 
move  to  Consolidated  Rail  Corp. 

Wagner,  54,  will  start  June  1 
as  vice  president  of  IS  at  the  Phil- 


Jochen  Stein 


Wagner  leaves  Pan  Am  to 

join  Consolidated  Rail 

adelphia-based  rail  freight  com¬ 
pany.  There  he  will  report  to  Da¬ 
vid  Levan,  who  oversees  corpo¬ 
rate  strategies,  administrative 
Continued  on  page  111 
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Massive  merger  task  begins 


Users  expecti  ng  AT&T 
to  buy  into  strategic 
directions  set  by  NCR 

BY  MICHAEL  FITZGERALD 

CW  STAFF 


NEW  YORK  —  AT&T  placed  a 
$7.4  billion  bet  last  week  that 
NCR  Corp.  will  erase  AT&T’s 
years  of  frustration  in  the  com¬ 
puter  market  —  along  with  an 
estimated  $2  billion  in  losses 
over  sue  years. 

AT&T  is  gambling  that  a 
transition  team  of  top  executives 
from  both  sides  will  make  this 
merger  different  from  those  that 
preceded  it  (notably  the  union  of 
Burroughs  Corp.  and  Sperry 
Corp.  into  Unisys  Corp.  and 
Hewlett-Packard  Co.’s  swallow- 


ANALYSIS 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


What  AT&T  Chairman  Robert 
E.  Allen  wants  is  a  global,  enter¬ 
prisewide  company  that  is  equal¬ 
ly  adept  at  computing  and  tele¬ 
communications.  What  he  has  is 
a  company  that  has  yet  to  realize 
its  ambitions,  let  alone  his  vision 
of  the  future. 

Conventional  wisdom  holds 
that  Allen’s  acquisitiveness 
hinged  on  NCR  Corp.'s  Open, 


At  a  glance 


1990  revenue:  $6.29B 
1990  profits:  $369M 
Employees:  55,000 


CW  Chart:  Tom  Monahan 


Cooperative  Computing  Archi¬ 
tecture  strategy,  based  on  open 
systems  and  standards.  That  is 
hogwash,  one  analyst  said. 

“This  isn’t  about  technology; 
it’s  about  critical  mass,  scope 
and  scale,  internationalization 
—  that’s  what  [AT&T’s]  get¬ 
ting,”  said  Robert  Kidd,  an  ana¬ 
lyst  at  market  research  firm  Da- 
taquest,  Inc.  in  San  Jose,  Calif. 

That  point  was  affirmed  by 
Bill  O’Shea,  AT&T  Computer 
Systems  Division’s  vice  presi¬ 
dent  of  systems  development 
and  marketing.  “We  desire  to 


ing  of  Apollo  Computer,  Inc.), 
which  have  met  with  more  mis¬ 
fortune  than  success. 

“It’s  going  to  take  a  major  ef¬ 
fort  to  make  this  one  work,”  said 
Robert  Kidd,  an  analyst  at  Data- 
quest,  Inc.  “If  it  does  work,  they 
will  represent  a  considerable 
competitor  [in  the  market¬ 
place].”  The  companies  would 
proceed  as  rapidly  as  possible  to 
consolidate  AT&T’s  computer 
operations  into  NCR  in  advance 
of  the  legal  consummation  of  the 
merger,  which  could  take  sever¬ 
al  months,  NCR  Chairman 
Charles  E.  Exley  Jr.  said  in  a 
statement  Friday. 

Users  of  both  companies’ 
computers  reacted  to  the  merg¬ 
er  with  little  concern,  perhaps 
because  they  have  had  nearly  six 
Continued  on  page  112 


become  a  more  global  company; 
we  see  a  tremendous  need  for 
data  networking  and  a  conver¬ 
gence  of  the  technology  founda¬ 
tion  for  computing  and  commu¬ 
nications,”  he  said. 

In  London,  Robert  Baird,  vice 
chairman  of  the  NCR  Users  As¬ 
sociation,  said  the  merger  should 
work  “very  well  as  long  as 
AT&T  does  not  try  to  turn  NCR 
into  the  AT&T  computer  divi¬ 
sion.” 

Claiming  that  AT&T’s  Com¬ 
puter  Systems  Division  had  been 
on  the  right  track,  O'Shea  indi¬ 
cated  the  problem  was  that  it 
was  just  not  large  enough  to 
Continued  on  page  113 


Global  goals  of  technological  convergence  hinge 
on  unproven  * open  vision  ' and  critical  mass 


FCC  opens  local  access  doors 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  The 
Federal  Communications  Com¬ 
mission  struck  a  blow  against  the 
last  bastion  of  monopoly  power 
in  the  100-year-old  Bell  tele¬ 
phone  system  last  week.  By  a 
vote  of  5-to-0,  the  FCC  proposed 
allowing  independent  telephone 
companies  to  connect  with  the 
networks  of  local  Bell  companies 
through  the  local  companies’ 
central  offices. 

That  will  give  users  commu¬ 
nications  alternatives  that  are 
not  now  available  on  a  cost-effec¬ 
tive  basis.  For  example,  a  firm 
will  be  able  to  send  data  from  its 
headquarters  to  its  branch  of¬ 
fices  over  the  fiber-optic  net¬ 


work  of  one  of  the  new  private 
telephone  companies,  routing  it 
through  the  local  Bell  company’s 
central  office.  Currently,  users 
have  to  pay  for  both  the  private 
fiber  lines  and  the  parallel  tradi¬ 
tional  telephone  lines. 

“Competition  [at  the  local 
level]  is  the  best  thing  that  could 
happen  to  us,”  said  Augie  Ble- 
gen,  executive  director  of  the 
Association  of  Data  Communica¬ 
tions  Users,  Inc.  “I  can’t  see 
anything  that  is  not  positive  in 
this.” 

The  idea,  while  endorsed  by 
business  users  who  said  in¬ 
creased  competition  will  lead  to 
lower  prices,  better  service  and 
greater  innovation,  was  opposed 
by  the  Bell  companies.  “The 
Continued  on  page  4 
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Executive  Report  —  Data 
center  efficiency:  Improve  it 
or  lose  it.  Page  71. 

Businessland  losses  ex¬ 
pected  to  be  severe,  clouding 
the  future  viability  of  the 
once  high-flying  PC  retail 
chain.  Page  111. 

In  their  own  words:  Gates 
and  McNealy  detail  their  re¬ 
spective  definitions  of  what 
really  makes  up  ‘open  sys¬ 
tems.’  Page  21. 

Tandy  grabs  for  multime¬ 
dia  brass  ring  with  jazzed-up 
PC  line  featuring  CD-ROM 
and  stereo  sound.  Page  6. 
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4  The  growing  rivalry 
among  supercomputer  mak¬ 
ers  heated  up  last  week  with 
the  announcement  of  a  new 
Convex  Computer  line 
that  will  compete  head-on 
with  Cray  Research. 

6  Lotus  has  introduced  a 
new  low-end  member  of  its 
1-2-3  spreadsheet  family, 
but  the  sibling  may  be  over¬ 
shadowed  by  the  forthcom¬ 
ing  1-2-3  for  Windows. 

7  DEC  takes  another  stab 
at  the  high-end  PC  market  in 
an  attempt  to  stem  the  tide 
of  DEC  users  crossing  over  to 
IBM  for  their  PCs. 

1 0  For  the  first  time,  a 
suit  filed  by  the  Software 
Publishers  Association 
has  been  dropped  for  lack  of 
merit. 

1 4  IS  managers  responsi¬ 
ble  for  keeping  their  shops  se¬ 
cure  will  now  have  extra 
help:  National  Security  As¬ 
sociates  will  officially  kick 
off  an  on-line  service  dedicat¬ 
ed  solely  to  computer  secu¬ 
rity. 

111  A  reported  120  re¬ 
search  employees  at  Wang 
received  pink  slips  last 
week;  the  company  says  the 
cutbacks  are  part  of  an  ongo¬ 
ing  plan  to  improve  the  com¬ 
pany’s  bottom  line. 

112  Will  the  AT&T/NCR 
merger  be  good  or  bad  for  the 
companies’  users?  Most  ob¬ 
servers  aren’t  worried  — 
provided  AT&T  doesn’t 
mess  with  NCR’s  successful 
product  lines. 


Quotable 

“  k  t  some  point, 

IX  well  all  have  a 
computer  on  our 
desk  and  a  phone  in 
our  shoe,  but  who 
will  pay  for  it?” 

SHERRIE  P.  MARSHALL 
FCC 

On  the  future  of  telecommuni¬ 
cations.  See  story  page  55. 
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25  Clouds  of  doubt  settle 
over  the  once-reliable 
Specmarks,  the 
benchmark  that  measures 
CPU  speed  on  workstations. 
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37  Recent  price  cuts 
haven’t  made  much  of  a  dent 
for  Compaq  computer  us¬ 
ers:  Only  small  savings  are 
trickling  down  to  customers. 

49  Technology  Analysis: 
Panasonic’s  KX-P4420  la¬ 
ser  printer  is  affordable  but 
awkward;  Okidata’s  OL  820 
LED  Page  Printer  is  fast  and 
reliable  but  lacks  laser  output, 
reviewers  report. 

NETWORKING 

55  Trying  to  play  fair: 

IBM  holds  fast  to  its  “sepa¬ 
rate  but  equal”  position  re¬ 
garding  its  marketing  of  No¬ 
vell  Netware  alongside  its 
own  offering,  OS/2  LAN 
Server. 
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63  Caught  between  trying 
to  accommodate  workers’ 
needs  and  keeping  budgets 
in  line,  IS  managers  search 
for  answers  to  ergonomic 
questions. 
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89  Smooth  sailing:  Raising 
eyebrows  throughout  the 
computer  industry, 
Northgate  Computer 
Systems  rescues  itself 
from  a  sea  of  red  ink. 
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71  Some  data  center 
managers  are  employing  new 
strategies  to  fend  off 
outsourcing. 
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8 1  The  insurance  industry 
grapples  with  how  to  assess 
the  business  value  of  IS.  By 
Michael  L.  Sullivan-Trainor. 

DEPARTMENTS 

6,  1 1 1  News  Shorts 
1 7  Advanced  Technology 
20  Editorial 
64  Clips 
68  Calendar 
97  Computer  Careers 
104  Marketplace 
1 08  Education  &  Training 
110  Stocks 
114  Trends 


The  5th  Wave 


"  USING  A  FOUR-TIERED  SYSTEM—  PC  TO  MINI  ID  MR.  SMOOTHY  TO  MAINFRAME.'’ 


EXECUTIVE  BRIEFING 

■  IBM  is  no  longer  the  only  software 
game  in  town,  and  the  industry  leader  is 
struggling  with  the  transition  from  being  the 
dominant  player  in  the  computer  industry  to 
becoming  one  of  many.  Although  some  seg¬ 
ments  such  as  DB2  have  been  hugely  suc¬ 
cessful,  more  recent  directions,  including 
Officevision  and  AD/Cycle,  have  had  mixed 
market  and  technical  results.  IBM  says  its 
software  business  is  meeting  growth  goals, 
but  customers  say  they  are  increasingly  bas¬ 
ing  software  decisions  on  product  quality 
rather  than  account  control.  The  first  of  a 
three-part  Computerworld  series.  Pages  1 
and  8. 

■  Pan  AnTs  top  IS  executive  departs  to 
hop  on  board  at  Conrail.  Robert  0.  Wagner, 
vice  president  of  information  services,  fol¬ 
lows  the  lead  of  many  other  IS  employees 
who  have  left  Pan  Am  since  its  filing  for 
Chapter  11  bankruptcy  protection.  Wagner 
will  likely  be  replaced  by  an  internal  candi¬ 
date.  Page  1. 

■  The  Software  Publish¬ 
ers  Association  withdraws 
a  piracy  lawsuit  for  the  first 
time.  Employees  at  Snap-on 
Tools  convinced  the  SPA  that 
they  had  valid  ownership  of 
software  from  Lotus,  Ashton¬ 
Tate,  WordPerfect  and  Mi¬ 
crosoft.  Page  10. 

■  AT&T  and  NCR  users 
say  the  $7.4  billion  merg¬ 
er  can  work  —  if  AT&T 
leaves  well  enough  alone.  Al¬ 
though  AT&T  says  it  will  pre¬ 
serve  NCR’s  recently  an¬ 
nounced  product  strategy, 
some  users  still  want  more  in¬ 
formation  about  how  the  com¬ 
bination  will  fit.  Pages  1, 

112, 113. 

■  The  threat  of  outsourc¬ 
ing  is  forcing  many  data 
centers  to  adopt  perfor¬ 
mance-boosting  tactics  in¬ 
cluding  consolidation,  auto¬ 
mation,  facilities  sharing  and 
relocation.  Page  71. 

■  Wang  reportedly  lays 
off  120  more  employees, 

although  the  company  re¬ 
fuses  to  confirm  the  figure. 

Meanwhile,  the  next  install¬ 
ment  of  Wang’s  Office  2000 
strategy  has  been  delayed  un¬ 
til  next  month.  Page  111. 

■  IBM  slashes  prices  on 
the  RS/6000,  but  the  real 
cost  difference  to  customers 
may  be  minimal.  One  analyst 
calls  the  cuts  little  more  than 
“IBM  going  public  with  its 
discount  schedule.”  Page  4. 

■  DEC  users  can  expect  a 
tenfold  price  /perfor¬ 
mance  increase  in  VAX/ 


VMS  products  by  1993,  a 
DEC  vice  president  tells  De- 
cus  members.  Page  14. 

■  Office  ergonomic  is¬ 
sues  are  increasingly  im¬ 
portant  to  IS  managers.  But 
the  sudden  awareness  is 
spawning  a  marketplace  of  in¬ 
stant  ergonomic  “experts” 
and  products.  Managers 
should  be  wary.  Page  63. 

■  Insurance  IS  chiefs  are 
under  pressure  to  assess 
the  business  value  of  technol¬ 
ogy,  but  no  one  ultimate  mea¬ 
sure  exists.  Instead,  they’ve 
had  to  mix  and  match  busi¬ 
ness  measures  with  IS 
gauges.  Page  81. 

■  IS  career  opportunities 
in  retail  aren’t  sizzling,  but 
there  are  a  few  bright  spots  at 
mail-order  firms,  retail  sup¬ 
pliers  and  prescription  drug 
companies.  Page  97. 

■  Users  trying  to  dispose 
of  an  older  minicomputer 

or  midrange  machine  may  be 
surprised  by  the  degree  of  ef¬ 
fort  involved  and  disappoint¬ 
ed  by  the  prices  they  receive. 

Page  104. 

• 

■  On-site  this  week:  The 
tie  that  binds  scattered  DEC 
VAXs  at  Chaparral  Steel  in 
Midlothian,  Texas,  is  Suite- 
talk,  a  message  bus  for  client/ 
server  computing  from  Suite 
Software.  Page  29.  A  Bull 
DPS  6  Plus  minicomputer 
speeds  processing  of  voca¬ 
tional  rehabilitation  services 
needs  at  Kentucky’s  Depart¬ 
ment  of  Vocational  Rehabili¬ 
tation  in  Frankfort.  Page  29. 
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IBM  slashes  RS/6000  prices 


BY  PATRICIA  KEEFE 

CW  STAFF 


Touting  its  commitment  to  pro¬ 
vide  more  bang  for  the  buck,  a 
nimble  IBM  beefed  up  its  RISC 
System/6000  line  last  week  with 
new  compilers  and  added  memo¬ 
ry  while  cutting  prices  on  most 
models.  Cost  savings  range  from 
$830  to  $52,140. 

However,  users  may  reap  few 
benefits  from  the  seemingly  im¬ 
pressive  price  cuts,  which  one 
analyst  claimed  are  nothing 
more  than  IBM  going  public  with 
its  discount  schedule. 

David  Card,  an  analyst  at  In¬ 
ternational  Data  Corp.  in  Fra¬ 
mingham,  Mass.,  said  that  while 
IBM  will  continue  to  offer  dis¬ 
counts  to  its  customers,  they  will 
probably  not  be  as  significant  as 
they  were  before  the  cuts. 

Users  will  also  have  to  wait 
until  mid-September  for  a  previ¬ 
ously  promised  low-end  work¬ 
station,  according  to  analysts. 

Analysts  praised  IBM  for  its 
quick  response  to  the  March  re¬ 
lease  of  Hewlett-Packard  Co.'s 
HP  730.  As  a  result,  IBM’s 
prices  are  right  in  line  with  HP’s, 
Card  said. 

IBM  had  to  respond  in  some 
way  to  HP,  which  Card  and  other 
analysts  said  is  the  current  price/ 
performance  leader  in  reduced 
instruction  set  computing 
(RISC)  workstations.  Card  said 
the  players  in  the  RISC  worksta¬ 
tion  market  are  constantly 
changing  the  rules  —  that  is,  re¬ 
setting  the  pricing  parameters. 

However,  Card  noted  that  in 


BY  J.  A.  SAVAGE 

CW  STAFF 


RICHARDSON,  Texas  —  The 
rivalry  in  the  supercomputer 
arena  was  jacked  up  a  notch  last 
week  when  Convex  Computer 
Corp.  announced  a  system  family 


1990,  IBM  managed  to  move 
only  250  of  the  big  rack-mount¬ 
ed  System  900  family;  converse¬ 
ly,  the  System  550  was  much 
more  successful. 

IBM  also  increased  the 
amount  of  standard  memory  and 
disk  storage  capacity  on  selected 
models  and  slashed  prices  on  the 
RS/6000  entry-level  three-di- 


Source:  IBM 

mensional  color  graphic  adapt¬ 
ers.  The  8-bit  adapter  was 
$4,160;  it  now  costs  $2,320. 
The  24-bit  card  was  $10,400;  it 
now  costs  $4,520. 

However,  the  bottom  line  for 
users,  who  were  already  benefit¬ 
ing  from  deep  discounting  by 
IBM,  should  prove  to  be  either  a 
wash  or  negligible,  claimed  Nili 
Young,  a  vice  president  at  Meta 
Group,  Inc.  in  Stamford,  Conn. 
She  challenged  a  statement  by 
Jeff  Mason,  IBM’s  advanced 
workstation  and  AIX  systems  di¬ 
rector,  who  said  the  announce¬ 
ment  will  enable  customers  to 


aimed  at  the  lower  portion  of 
Cray  Research,  Inc.’s  processor 
line. 

Convex  introduced  the  C3  se¬ 
ries,  ranging  from  44  sustained 
million  floating-point  operations 
per  second  (MFLOPS)  Linpack 
performance  to  111  MFLOPS 


run  their  applications  “faster 
and  more  cost-effectively.” 

Young  claimed  that  all  IBM 
really  did  was  translate  into  pub¬ 
lic  prices  what  it  was  already  of¬ 
fering  users  privately.  Those  dis¬ 
counts  are  said  to  have  ranged 
from  30%  to  60%.  Formalizing 
the  process  means  lower  dis¬ 
counts  from  IBM;  hence,  users 


CW  Chart:  Doreen  St.  John 

can  expect  to  pay  the  same 
prices  or  a  shade  less,  she 
claimed. 

The  Model  950  received  the 
heaviest  price  cut.  It  has  yet  to 
ship,  but  users  made  it  clear  to 
IBM  after  its  announcement  that 
it  had  been  mispriced,  Young 
said. 

The  performance  increase  is 
attributed  to  a  new  Fortran  com¬ 
piler,  which  includes  a  new  re¬ 
lease  of  AIX  XL  Fortran  Run 
Time  Environment/6000. 

Senior  Writer  Mary f ran 
Johnson  contributed  to  this  re¬ 
port. 


per  CPU. 

The  high  end  of  the  family, 
the  C3800s,  are  most  closely 
targeted  at  Cray.  Intensified 
competition  with  Cray  combined 
with  recessionary  cutbacks  on 
high-end  buying  are  likely  to 
mean  good  deals  for  super¬ 
computer  consumers  in  the  next 
six  months,  said  analyst  Gary 
Smaby,  president  of  Smaby 
Group,  Inc.  in  Minneapolis. 
“Both  Cray  and  Convex  could 
get  bloodied,  and  buyers  are  go¬ 
ing  to  benefit,”  he  said. 

The  C3800s  begin  at  $2  mil¬ 
lion  and  depend  fully  on  gallium 
arsenide  for  speed.  They  can  be 
configured  with  up  to  eight  pro¬ 
cessors. 

Analysts  agreed  that  the  mid¬ 
range  systems,  the  C3400s, 
which  sustain  34  MFLOPS  in  a 
single-processor  configuration, 
are  likely  to  be  the  most  popular. 
Starting  at  $650,000,  the 
C3400  also  includes  gallium  ar¬ 
senide  technology  in  its  proces¬ 
sors. 

At  the  low  end,  the  C3200s, 
which  Smaby  said  are  positioned 
as  huge  workstation  servers, 
start  at  $350,000.  The  C3200  is 
a  streamlined  model  of  the  com¬ 
pany’s  current  C2  system,  said 


FCC 

FROM  PAGE  1 

most  important  point  is  that  this 
will  bring  end  users  some 
choices,”  said  FCC  Commission¬ 
er  Andrew  C.  Barrett. 

Industry  watchers  compared 
the  FCC’s  proposed  action  with 
court  rulings  in  the  late  1970s 
that  allowed  MCI  Communica¬ 
tions  Corp.  and  others  to  con¬ 
nect  to  the  public  network  in  or¬ 
der  to  offer  long-distance  ser¬ 
vices  in  competition  with  AT&T. 
That  resulted  in  new  services 
and  sharply  reduced  costs. 

Local-access  charges  total 
$25  billion,  with  only  about  $100 
million  now  going  to  alternate 
providers  such  as  Metropolitan 
Fiber  Systems,  Inc.  (MFS), 
which  brought  the  local-access 
petition  to  the  FCC  18  months 
ago. 

MFS  provides  fiber-optic 
communications  services  in  11 
cities  in  competition  with  local 
telephone  companies.  Access  to 
the  local  networks  will  enable 
MFS  to  serve  midsize  and  small 
businesses  that  cannot  now  af¬ 
ford  direct  dedicated  links  to 
MFS  facilities.  These  users  will 
now  be  able  to  tie  into  an  MFS  fi¬ 
ber-optic  net  via  existing  local 
telephone  lines. 

Royce  Holland,  president  of 
MFS,  said  the  company  has  in¬ 
vested  more  than  $100  million  in 
a  plant  and  equipment. 

Without  the  connections  to 
the  local  telephone  companies, 
10  to  20  major  markets  can  be 
economically  served  by  the  al¬ 
ternate  fiber-optic  carriers.  With 
it,  the  market  will  expand  to  50 
to  75  metropolitan  areas,  he 
said. 

Holland  said  co-location  of 
MFS  equipment  at  telephone 
companies’  central  offices  can 
also  offer  users  a  backup. 

He  added  that  MFS  will  seek 
reciprocal  arrangements  with 
the  Bell  companies  so  traffic  can 
be  switched  from  one  network  to 
another  in  the  event  of  a  net¬ 
work  outage. 

Implementation  details  for 
the  FCC  proposal  will  be  worked 
out  after  a  period  of  additional 
public  comment.  A  final  order 
could  be  issued  in  eight  to  12 
months. 


Frank  Marshall,  vice  president 
of  engineering  at  Convex. 

Scheduled  delivery  dates  are 
staggered  throughout  the  year. 
The  C3200s  are  available  now, 
the  C3400s  are  scheduled  to 
ship  in  the  third  quarter  and  the 
C3800s  are  expected  to  have 
limited  availability  by  year’s  end. 

“The  announcement  protects 
Convex’s  position  as  middle¬ 
weight  champion,”  said  George 
Lindamood,  director  of  high-per¬ 
formance  computing  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 
He  added  that  the  midrange  sys¬ 
tems  could  even  attract  new  su¬ 
percomputer  users. 


New  frontiers 

Convex  Computer  Corp.  ’s  C3  series  not  only  builds  on  the  earlier  C2 
architecture  with  the  C3200  but  also  expands  into  the  worlds  of  galli¬ 
um  arsenide  and  RISC 


Model 


CPUs 


Maximum  Peak  per-  Base 

memory  formance  price 


C3200 

1-4 

2G  bytes 

200 

MFLOPS 

$350K 

C3400 

1-8 

(RISC) 

2G  bytes 

800 

MFLOPS 

$650K 

C3800 

1-8 

(gallium 

arsenide) 

4G  bytes 

2 

G  FIX)  PS 

$2M 

Source:  Convex  Computer  Corp. 


CW  Chart:  Tom  Monahan 


Change  at  the  top 

The  high  end  of  the  IBM  RISC/ System  6000 family  was  most  affected  by 
the  significant  price  cuts 


System 

Old 

|  base  price 

Old  memory 
range  (bytes) 

New 

base  price 

New  memory 
range  (bytes) 

320H 

$11,750 

16M-160M 

$11,750 

16M-400M 

520 

$22,330 

8M-355M 

$21,500 

16M-355M 

530 

$38,410 

16M-355M 

$31,500 

32M-355M 

550 

$130,000 

64M-800M 

$52,500 

64M-800M 

730 

$62,625 

16M-355M 

$48,275 

16M-355M 

930 

$61,910 

16M-670M 

$59,500 

32M-670M 

950 

$146,640 

32M-857M 

$94,500 

64M-1.7G 

Convex  targets  low  end  of 
Cray  supercomputer  line 
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SEMATECH,  a  14-member  consortium  including  IBM,  Digital,  Texas  Instruments, 
Hewlett-Packard  and  AT&T,  has  cited  Oracle  for  its  commitment  to  Total  Quality. 

Oracle  is  pleased  to  be  the  first  and  only  software  company  to  have  won  this  prestigious  award. 
But  we’re  even  more  pleased  to  offer  quality  products  and  services. 


Software  that  runs  on  all  your  computers. 


C  1991  Oracle  Corporation.  ORACLE  »  a  registered  trademark  of  Oracle  Corporation  IBM.  Digital  Equipment  Corporation,  Texas  Instruments.  Hewlett-Packard  and  AT&T  are  all  trademarks  of  their  respective  companies 
Call  1-800-633-1071  Ext.  8139  for  information  on  Oracle  products,  services  and  seminars.  In  CANADA,  please  call  1-800-668-8925  for  product  and  seminar  information- 


NEWS 


NEWS  SHORTS 

And  the  winners  are  .  .  . 

The  Fourth  Awards  for  Achievement  in  Managing  Information 
Technology  were  handed  out  last  week  in  New  York.  The  five 
winners  are  David  M.  Carlson,  senior  vice  president  for  corpo¬ 
rate  information  systems  at  K  Mart  Corp.;  Richard  A. 
Detweiler,  vice  president  and  professor  of  psychology  at  Drew 
University;  John  F.  Muratore,  chief  of  the  Reconfiguration 
Management  Division  of  the  National  Aeronautics  and  Space 
Administration’s  Johnson  Space  Center;  John  W.  Turko,  vice 
president  and  director  of  management  IS  at  Kennametal,  Inc.; 
and  C.  Diana  Whitehead,  executive  director  of  marketing  sup¬ 
port  at  Pacific  Bell.  The  awards  are  sponsored  by  American 
Management  Systems,  Inc.  and  Carnegie  Mellon  University. 


Prime  adds  to  minicomputer  line 

Prime  Computer,  Inc.  expanded  its  proprietary  line  of  mid¬ 
range  5000  series  systems  last  week  with  the  announcement 
of  the  5370.  The  system  incorporates  a  dual  CPU  design  on  a 
single  board  and  employs  CMOS  technology.  Available  imme¬ 
diately,  the  standard  5370  configuration  is  priced  at  $226,000. 


IBM  center  to  service  Kodak 

IBM  opened  a  189,000-sq-ft  data  center  last  week  in  Roches¬ 
ter,  N.Y.,  to  help  manage  Eastman  Kodak  Co.’s  IS  operation 
under  a  1989  outsourcing  agreement.  About  300  employees 
will  staff  the  facility,  which  will  help  IBM  consolidate  opera¬ 
tions  now  performed  at  three  Kodak  sites. 


Jessel  named  IS  chief  at  EMI 

EMI  Music  in  New  York  has  named  former  McKinsey  &  Co.  IS 
consultant  Peter  G.  Jessel  to  fill  its  vacant  position  of  senior 
vice  president  of  information  technology.  The  post  had  been 
open  since  the  resignation  of  R.  Anne  Payne  [CW,  Feb.  4]. 
Jessel  had  been  an  industry  consultant  for  the  information  tech¬ 
nology/systems  practice  at  McKinsey  for  five  years. 


Micrografx  upgrades  Designer 

Micrografx,  Inc.  shipped  the  3.1  upgrade  to  its  popular  Micro¬ 
soft  Corp.  Windows-based  Designer  illustration  package  last 
week.  An  IBM  Presentation  Manager  version  of  the  product 
will  be  available  by  the  fourth  quarter,  the  company  said.  Reg¬ 
istered  users  of  Designer  3.0  and  up  can  upgrade  for  $49.95; 
all  other  Designer  users  can  upgrade  for  $99.95.  New  features 
include  file  compatibility  with  more  than  30  other  file  formats. 
Also  built  in  are  two  new  special  effects  —  text  along  a  path  and 
object  blending  —  as  well  as  a  Windows-based  installation  pro¬ 
gram  and  network  file  locking. 


DEC,  Hyperdesk  team  up 

Hyperdesk  Corp.  and  Digital  Equipment  Corp.  last  week  an¬ 
nounced  their  joint  development  of  a  distributed  computing 
technology  that  the  companies  are  proposing  as  an  industry 
standard  for  software  developers.  DEC  and  Hyperdesk  will 
merge  their  definitions  of  a  central  communications  and  inte¬ 
gration  manager  —  called  Object  Request  Broker  (ORB)  — 
that  ties  together  various  types  of  software  objects  across  di¬ 
verse  platforms.  The  ORB  manager  is  the  first  of  several  stan¬ 
dards  being  defined  by  the  Object  Management  Group. 


Lotus  seeks  ruling  in  Borland  case 

Lotus  Development  Corp.  asked  a  federal  judge  in  Boston  last 
week  to  forget  about  a  trial  and  award  it  a  win  with  a  summary 
judgment  ruling  in  its  copyright  infringement  suit  against  Bor¬ 
land  International,  Inc.  The  two  sides  are  scheduled  to  appear 
in  court  in  June  to  work  out  a  trial  date.  However,  Lotus 
jumped  the  gun  in  its  request  for  a  summary  judgment  by  say¬ 
ing  that  there  are  no  factual  differences  to  be  settled  in  a  trial. 
Lotus  claimed  there  is  no  doubt  that  Lotus’  1-2-3  was  copy¬ 
rightable  and  that  Borland  copied  elements  of  that  program. 
Borland  continues  to  deny  this. 

More  news  shorts  on  page  111 


Multimedia  PCs  make  appearance 


BY  JAMES  DALY 

CW  STAFF 


The  industry’s  slow  crawl  to¬ 
ward  multimedia  enjoyed  a 
microburst  of  momentum  last 
week  when  hardware  manufac¬ 
turers  Tandy  Corp. 
and  Compuadd  Corp. 
unveiled  new  offer¬ 
ings  and  Sun  Micro¬ 
systems,  Inc. 

sketched  out  future 
multimedia-based 
product  directions. 

Analysts,  howev¬ 
er,  noted  that  the 
link  between  multimedia  —  the 
blending  of  audio,  video  and  ani¬ 
mation  into  traditional  data  pre¬ 
sentations  —  and  the  needs  of 
the  average  computer  user  re¬ 
main  elusive  and  could  represent 
a  serious  marketing  challenge. 

The  five-member  Tandy  of¬ 
fering  is  the  equivalent  of  the 
firm’s  current  line  of  business 
computers  with  Microsoft 
Corp.’s  Multimedia  Extensions 
for  Windows  preinstalled.  The 
machines  include  a  compact  disc/ 


read-only  memory  drive  and  are 
priced  from  $2,599  to  $5,499  — 
approximately  $250  to  $800 
more  than  similarly  configured 
nonmultimedia  Tandy  personal 
computers.  The  new  units  are 
scheduled  to  be  in  all  7,000  Ra¬ 
dio  Shack  stores  by 
summer,  officials  at 
the  Fort  Worth, 
Texas-based  firm 
said. 

While  the  Radio 
Shack  connection 
represents  a  signifi¬ 
cant  distribution  ad¬ 
vantage,  analysts 
said  the  price  of  the  new  models 
could  result  in  slow  sales. 

“Tandy  has  a  good  feel  for  the 
home  market,  but  these  ma¬ 
chines  are  still  too  pricey  for 
most  consumers,  who  right  now 
have  little  need  for  what  multi- 
media  offers,”  said  Tim  Bajarin, 
an  analyst  at  Creative  Strategies 
Research  International,  Inc.  in 
Santa  Clara,  Calif. 

Austin,  Texas-based  Compu¬ 
add  took  the  multimedia  plunge 
with  the  announcement  of  an  In¬ 


tel  Corp.  80386SX-based  PC 
that  provides  photolike  images, 
stereo  sound,  television,  AM/ 
FM  and  CD  capabilities. 

Available  soon 

The  Compuadd  setup  sells  for 
$2,995,  and  a  multimedia  up¬ 
grade  kit  will  cost  $895.  Both 
are  scheduled  to  ship  to  develop¬ 
ers  this  week  and  will  be  general¬ 
ly  available  in  July. 

While  Tandy  and  Compuadd 
were  demonstrating  what  they 
could  do  today,  Sun  officials 
looked  to  the  future  and  plotted 
out  its  first  strides  into  multime¬ 
dia  territory.  Wayne  Rosing, 
vice  president  of  advanced  tech¬ 
nology,  demonstrated  a  Sparc- 
station-based  multimedia  setup 
last  week  at  Demo  ’91  in  Palm 
Springs,  Calif. 

The  hookup  simulated  a  live 
video  conference  connecting 
two  Sparcstations  over  an 
Ethernet  network. 

The  arrangement  also  includ¬ 
ed  a  prototype  of  a  modified  Sun 
S-bus  wired  with  Intel  1750 
chips  to  carry  the  video  feed. 


1-2-3  users  split  on  2.3 
upgrade,  Windows  version 


BY  PATRICIA  KEEFE 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Lotus 
Development  Corp.  jazzed  up 
the  low  end  of  its  spreadsheet 
family  last  week  with  the  debut 
of  1-2-3  Release  2.3.  But  by 
now,  user  interest  may  have 
shifted  to  the  Release  3  genera¬ 
tion,  particularly  the  forthcom¬ 
ing  Windows  version. 

Lotus  accounts  said  users  of 
Release  2.2,  the  predecessor  to 
2.3,  tend  to  fall  into  two  groups: 
those  who  refused  to  purchase 
1-2-3  3.0  after  it  finally  shipped 
and  are  now  waiting  for  1-2-3/ 
Windows  and  those  who  are  tied 
to  Intel  Corp.  80286-based  com¬ 
puters.  At  minimum,  the  latter 
group  is  expected  to  upgrade. 

Leapfrog  to  3.1 

At  Lehman  Brothers,  Inc.  in 
New  York,  the  decision  was 
made  a  while  ago  to  leap  from 
1-2-3  Release  2.01  to  3.1.  “We 
are  much  more  interested  in  the 
Windows  version  than  in  2.3,” 
said  Jude  Gartland,  senior  vice 
president  of  investment  bank¬ 


ing.  He  said  many  current  Re¬ 
lease  2.2  users  are  probably  us¬ 
ing  8088-  or  80286-based 
machines  that  lack  the  memory 
needed  to  rim  later  versions  of 
1-2-3,  such  as  Release  3.0. 

“If  they  are  not  about  to  buy 
386s,  or  they  have  no  interest  in 
Windows,  then  they  will  proba¬ 
bly  be  very  interested  in  2.3,” 
Gartland  said.  Most  user  surveys 
indicate  interest  in  Windows  and 
386  personal  computers. 

Sheldon  Laube,  director  of 
technology  at  Price  Waterhouse, 
is  another  Release  2.2  (and  3.0) 
user.  He,  too,  has  long  since 
made  a  decision  to  move  to  the 
Version  3  family.  “We  just  want 
to  make  one  more  jump,  to  a 
Windows  spreadsheet.  It’s  just 
not  worth  all  this  fiddling  around 
[with  other  releases],”  he  said. 

But  for  those  content  with  the 
tried-and-true  Release  2  genera¬ 
tion,  their  annual  upgrade  fix 
comes  with  improved  graphical 
and  analytical  features. 

Priced  at  $495, 1-2-3  Release 
2.3  includes  interactive  what- 
you-see-is-what-you-get  display 
and  presentation-quality  output 


capabilities,  spreadsheet  audit¬ 
ing  tools,  a  file-finding  feature 
and  other  ease-of-use  improve¬ 
ments  such  as  interactive  dialog 
boxes,  “vastly  improved”  Help 
facilities  and  improved  error¬ 
handling,  Lotus  said. 

Also  unwrapped  was  1-2-3  for 
DOS  Release  3.1 +  .  It  includes 
the  Viewer  and  Auditor  capabili¬ 
ties  introduced  in  Release  2.3  as 
well  as  the  Solver  technology 
first  introduced  in  1-2-3/G  for 
OS/2.  Currently  in  beta  testing, 
3.1+  is  expected  to  ship  within 
60  days. 

Four  versions  of  1  -2-3 

Lotus  now  has  four  key  versions 
of  1-2-3  on  the  market:  2.2,  2.3, 
3.0  and  3.1  —  a  release  that  is 
Windows  3.0-compatible  only.  A 
fifth  version,  1-2-3  for  Wmdows, 
was  designed  to  take  advantage 
of  Windows  3.0.  It  is  now  in  beta 
testing,  and  industry  observers 
expect  a  June  ship  date. 

The  aging  Release  2.2  re¬ 
mains  a  best-seller,  according  to 
users  and  software  resellers.  It 
tops  the  sales  list  at  Corporate 
Software,  Inc.  in  Canton,  Mass., 
a  spokeswoman  said. 

An  Englewood,  Calif. -based 
Merisel  spokeswoman  said  1-2-3 
Release  2.2  has  consistently 
placed  third  or  fourth  on  the 
firm’s  hot  list  since  December. 


CORRECTIONS 

Because  of  an  editing  error,  we 
reported  that  the  estimated  cost 
of  the  National  Weather  Ser¬ 
vice’s  new  Advanced  Weather 
Interactive  Processing  System 
(AWIPS)  was  $3  billion  [CW, 
April  1].  That  is  the  cost  for  the 
entire  Weather  Service  modern¬ 
ization,  including  three  major 


components,  in  addition  to 
AWIPS. 


TPL  Tables,  a  personal  comput¬ 
er-based  cross  tabulation  and  ta¬ 
ble  production  software  pack¬ 
age,  was  incorrectly  referred  to 
as  TP  Tables  in  a  new  product 
announcement  [CW,  April  15]. 
TPL  Tables  is  a  product  of  Ar¬ 


lington,  Va.-based  QQQ  Soft¬ 
ware,  Inc. 


The  article  “IS  adjusts  as  porta¬ 
bles  fly  the  coop”  [CW,  April  22] 
incorrectly  said  Hyundai  Motor 
America’s  information  systems 
department  is  not  in  charge  of 
laptop  management.  It  does  in 
fact  have  this  responsibility. 
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DEC  to  take  PC  high  road 


BY  PATRICIA  KEEFE 

CW  STAFF 


MAYNARD,  Mass.  —  Digital  Equipment 
Corp.  will  take  another  stab  tomorrow  at 
the  high  end  of  the  personal  computer 
market,  focusing  on  direct  sales  to  its  in¬ 
stalled  customer  base. 

The  latest  foray,  which  comes  on  the 
heels  of  some  resounding  failures  in  this 
market,  will  serve  DEC  in  two  ways,  ana¬ 
lysts  said:  It  will  stem  the  tide  of  DEC  ac¬ 
counts  crossing  over  to  purchase  PCs 
from  IBM,  and  it  will  get  DEC  on  the  PC 
bid  lists.  DEC  is  planning  to  unwrap  a  fam¬ 
ily  of  PCs  tomorrow. 

DEC  is  expected  to  position  its  sys¬ 
tems  as  a  natural  extension  of  its  VAX  and 
terminal  businesses.  DEC  is  “trying  to 
make  the  affinity  to  the  VAX  look  more 
desirable,”  said  Nili  Young,  a  vice  presi¬ 
dent  and  analyst  at  Meta  Group,  Inc. 

Analysts  were  agog  over  DEC’s  plans 
to  be  extremely  price-competitive.  Sev¬ 
eral  said  it  will  be  difficult  for  DEC  to 
make  money  on  the  actual  PCs.  However, 

Court  tosses 
Inslaw  appeal 

BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  A  three-judge 
panel  of  the  U.S.  Court  of  Appeals  threw 
out  two  lower  court  rulings  last  week  that 
said  the  U.S.  Department  of  Justice  had 
stolen  software  from  Inslaw,  Inc.  and  had 
conspired  to  drive  the  firm  out  of  busi¬ 
ness. 

The  Court  of  Appeals  for  the  Washing¬ 
ton,  D.C.,  circuit  did  not  consider  the  va¬ 
lidity  of  the  lower  court  findings  but  said 
the  bankruptcy  court  that  first  upheld  Ins¬ 
law’s  charges  had  exceeded  its  authority. 

This  is  a  serious  setback  for  Inslaw, 
which  said  it  has  spent  five  years  and  $6 
million  in  legal  fees  on  the  matter,  but  the 
company  vowed  to  fight  on.  It  may  ask  the 
full  court  to  reconsider,  it  may  appeal  to 
the  U.S.  Supreme  Court,  or  it  may  go  to 
more  specialized  tribunals  set  up  by  the 
government  to  hear  disputes  over  con¬ 
tracts,  trade  secrets  and  copyrights,  Ins¬ 
law  President  William  Hamilton  said. 

“Not  many  firms  could  have  lasted  this 
long,  and  now  to  have  this  happen  is  just 
unbelievable.  But  there’s  no  way  in  hell 
we  will  put  up  with  it,”  an  obviously  em¬ 
bittered  Hamilton  said.  It  may  cost  the 
tiny  firm  “millions  more”  to  reach  the 
next  major  legal  milestone,  he  said. 

Double  trouble 

Since  the  bankruptcy  court  trial  in  1987, 
Inslaw  has  learned  of  additional  alleged 
wrongdoings  by  the  Justice  Department. 

“The  new  evidence  indicates  that  the 
motive  for  the  [software  theft]  was  to  put 
Inslaw’s  software  in  the  hands  of  private- 
sector  friends  of  the  Reagan/Bush  admin¬ 
istration  and  then  to  award  lucrative  gov¬ 
ernment  contracts  to  those  political 
supporters,”  Hamilton  said. 

He  said  other  evidence  suggests  that 
the  software  was  also  illegally  sold  to  for¬ 
eign  intelligence  agencies  [CW,  April  1], 


the  PCs  are  expected  to  provide  incentive 
for  more  add-on  sales  related  to  DEC’s 
monitor,  network  software  and  VAX 
equipment.  For  example,  some  of  the 
boxes  will  come  equipped  with  Ethernet 
cards  but  not  DEC’s  Pathway  network 
software  —  hence  the  extra  sales. 

“DEC  is  in  the  terminal  business;  why 
shouldn’t  they  be  in  the  diskless  worksta¬ 
tion  business?  It’s  perfectly  logical,”  said 
Frank  Dzubeck,  a  consultant  at  Washing¬ 
ton,  D.C.-based  Communications  Net¬ 
work  Architects,  Inc.. 

Hampton,  N.H.-based  Workgroup 
Technologies,  Inc.  said  the  new  machines 


will  come  from  multiple  sources.  The 
models  are  said  to  include  the  following: 

•  An  Intel  Corp.  I486DX-based  box. 
Priced  at  approximately  $6,000,  it  also 
features  26.2  million  instructions  per  sec¬ 
ond,  a  turbo  cache,  Ethernet  and  SCSI  2 
(possibly  on  a  single  board);  8M  bytes  of 
memory  (expandable  to  64M  bytes);  a 
Texas  Instruments,  Inc.  graphics  proces¬ 
sor;  178K  vector  per  second  graphics 
performance;  and  2M  bytes  of  graphics 
memory. 

•  A  Tandy  Corp.-sourced  486DL.  Priced 
in  the  vicinity  of  $1 1,500,  it  will  run  at  33 
MHz  and  have  six  Extended  Industry 
Standard  Architecture  slots,  10  5Vi-in. 
drive  bays,  4M  bytes  of  memory  and  a 
lG-byte  disk. 

•  Two  Ing.  C.  Olivetti  &  Co.-based  porta¬ 


bles.  One  is  a  6-pound  notebook  priced  at 
$4,850  that  is  based  on  a  386SX  25-MHz 
chip.  (Intel  has  not  announced  a  386SX 
with  that  speed  rating,  but  Advanced  Mi¬ 
cro  Devices,  Inc.  has  said  it  will  deliver  a 
25-MHz  clone  chip.)  It  has  2M  bytes  of 
memory,  a  60M-byte  disk,  an  internal 
modem  and  a  9-in.  display.  Also  slated  to 
debut  is  a  heavier  (about  1 1  pounds)  lug¬ 
gable  priced  at  roughly  $6,460.  It  will  fea¬ 
ture  a  386DX  running  at  33  MHz  with  2M 
bytes  of  memory,  a  60M-byte  disk,  a  re¬ 
movable  display  and  an  11-in.  LCD  Video 
Graphics  Array  support  (32  gray  scale). 
Pricing  was  unavailable. 

Dzubeck  and  Young  dismissed  the 
view  held  by  some  analysts  that  DEC’s  of¬ 
fering  represented  the  first  collision  of  PC 
and  workstation  technology. 
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the  mainframe  relational  data¬ 
base  management  system  mar¬ 
ket  with  DB2,  but  it  has  strug¬ 
gled  for  more  than  one  year  to 
release  a  full-function  version  of 
its  strategic  Officevision.  In  to¬ 
tal,  IBM  is  simultaneously  lead¬ 
er,  follower  and  flounderer. 

“I  think  their  portion  of  the 
overall  software  pie  is  decreas¬ 
ing,”  said  Michael  Sztejnberg,  a 
vice  president  of  information 
systems  at  Manufacturers  Han¬ 
over  Trust  Co.  “Mainline  soft¬ 
ware  is  staying  stable,  while 
many,  many  other  disciplines  are 
springing  up  that  IS  shops  are 
spending  dollars  on.  And  in  those 
areas,  IBM  is  not  as  strong,  and 
in  some  is  just  one  of  many.” 

Image  shift 

The  general  perception  of  IBM 
that  is  emerging  among  custom¬ 
ers  and  observers  goes  beyond 
individual  market  results.  IBM  is 
now  perceived  as  an  influencer 
and  no  longer  as  the  rule  maker 
and  dominant  product  provider  it 
once  was.  While  customers  look 
to  IBM  to  provide  computing  ar¬ 
chitectures  and  guidance,  they 
want  to  make  their  own  product 
decisions. 

IBM  executives  agreed  there 
has  been  a  shift,  but  they  said  it  is 
one  of  moving  away  from  a  prod¬ 
uct  focus  and  zeroing  in  on  the 
complex  set  of  customer  re¬ 
quirements.  To  IBM  executives, 
the  bigger  job  is  to  get  systems 
to  customers  by  providing  core 
technologies  and  encouraging 
other  suppliers  to  provide  addi¬ 
tional  pieces,  said  Robert  Li- 
butti,  director  of  market  strate¬ 
gies  at  IBM’s  Programming 
Systems  Division. 

In  addition,  IBM  hopes  to  pro¬ 
vide  whatever  services  are  nec¬ 
essary  to  make  these  complex 


systems  work.  “The  goal  is  to 
realize  the  capability  that  the 
customer  needs  and  to  do  it 
quickly,”  said  Richard  Goldberg, 
IBM’s  assistant  general  manag¬ 
er  of  software  marketing. 

For  IBM,  the  emerging  role 
of  influencer  means  that  when  it 
comes  to  future  software  reve¬ 
nue,  there  will  be  far  fewer  sure 
bets  than  there  once  were.  Its  in¬ 
fluence  assures  it  will  continue  as 
a  signficant  factor,  particularly  in 
large  systems  markets,  but  does 
not  guarantee  that  customers 
will  put  their  software  dollars  in 
IBM’s  pockets. 

IBM  has  a  goal  of  achieving 
one-third  of  its  revenues  from 
software  and  services  in  this  de¬ 
cade.  A  company  spokesman 
said  it  is  close  to  that  goal  now. 
Last  year,  worldwide  software 
and  services  revenue  accounted 
for  31%  of  total  revenue,  accord¬ 
ing  to  the  IBM  annual  report. 
The  company  does  not  publicly 
state  a  separate  goal  for  percent¬ 
age  of  revenue  from  software. 
That  revenue  has  been  creeping 
up  since  1986,  when  it  account¬ 
ed  for  10.6%  of  revenue,  to 
14.4%  last  year. 

Customer  perceptions 

Although  IBM  is  on  track,  it 
faces  an  increasingly  competi¬ 
tive  market.  Interviews  with 
more  than  50  users,  analysts  and 
third-party  executives  show  that 
IBM  now  faces  some  of  the  fol¬ 
lowing  customer  perceptions: 

•  Many  large-system  and  mid¬ 
range  customers  look  to  IBM  to 
provide  an  overall  framework  for 
corporatewide  computing.  While 
they  want  IBM  to  paint  the  big 
picture,  they  also  want  the  flexi¬ 
bility  to  fill  in  the  details  with 
their  own  product  choices. 

•  They  continue  to  rely  on  IBM 
to  provide  core  software  pieces 
such  as  operating  systems. 

•  Many  count  on  IBM  to  provide 
the  core  subsystems,  such  as  da¬ 


tabases,  as  well.  But  what  is 
more  important  to  customers  is 
for  IBM  to  set  the  standards 
here,  which  does  not  always 
translate  into  revenue  for  IBM. 
Customers  are  willing  to  license 
a  non-IBM  product  if  it  fits  with 
IBM’s  scheme. 

•  Beyond  databases,  IBM  typi¬ 
cally  becomes  only  one  software 
supplier  among  many. 

•  With  some  exceptions,  cus¬ 
tomers  do  not  perceive  IBM  as 
an  applications  provider. 

•  On  the  desktop,  IBM  is  re¬ 
spected  for  its  ability  to  set  oper¬ 


ating  system  and  network  stan¬ 
dards  but  not  for  its  skill  in 
programming  any  applications 
on  its  own.  IBM  has  practically 
given  up  on  the  single-user  appli¬ 
cations  market. 

•  Many  customers  give  IBM 
credit  for  finally  making  the 
plunge  into  open  systems.  How¬ 
ever,  there  is  healthy  skepticism 
about  how  committed  IBM  is. 

Work  hard  for  the  money 

In  short,  as  IBM  moves  further 
away  from  its  traditional  base,  it 
faces  increasingly  competitive 
pressures  that  will  force  it  to 
work  harder  for  each  software 
dollar. 

Even  within  the  EBM  core 
base,  it  is  hardly  a  sure  bet. 
While  some  large  IS  shops  are 
closely  wedded  to  IBM  products 
and  direction,  others  prefer  to 
keep  their  distance. 

For  example,  Chuck  Myer,  di¬ 
rector  of  data  resource  develop¬ 
ment  at  Pacific  Bell,  has  a  close 
and  strategic  relationship  with 
IBM  and  calls  the  company  a 
“business  partner.” 

However,  several  other  cus¬ 
tomers  suggested  IBM  does  not 
have  all  the  answers. 

“We  look  at  what  they  say, 
look  at  their  partners,  and  that 
helps  guide  us  in  the  tools  that 
we  pick,”  said  James  Stuber,  a 
vice  president  at  Mellon  Bank 
Corp.  “But  we  wouldn’t  pick  one 
just  because  IBM  says  it’s  the 
one.  If  I  found  a  tool  that  was 
really  good  and  it  wasn’t  AD/Cy- 
cle,  I  would  have  no  hesitation.” 

Next  week:  The  highs  and 
lows  of  IBM’s  software  perfor¬ 
mance  in  the  1980s. 


Learning  to  listen 


sked  to  compare  today’s  IBM  with  the 
company  of  earlier  times,  IS  managers 
said  one  major  difference  is  that  IBM 
has  finally  learned  to  listen. 

“I  would  say  they  can  still  do  bet¬ 
ter,  but  we  have  to  realize  from  where  they 
came,”  said  Richard  Kolbe,  director  of  MIS  at 
Harley-Davidson,  Inc.  in  Milwau¬ 
kee.  “They  seem  to  be  extremely 
receptive  to  discussing  what  we  at 
Harley  are  doing  instead  of  saying, 

‘Hi,  we’re  IBM,  and  we  have  all  your 
answers.’  ” 

Since  the  late  1980s,  IBM  has 
set  up  user  councils  that  give  cus¬ 
tomers  a  chance  to  convey  their  re¬ 
quirements  to  IBM  before  a  product 
is  complete.  Users  also  noted  a  change  in  their 
on-site  relationships  with  IBM  representatives. 

However,  these  actions  do  not  spring  from 
kindness,  and  IBM  is  the  first  to  admit  it. 

“Customers  have  the  best  vehicle  to  tell  us 
what  to  do:  their  purses,”  said  Richard  Gold¬ 
berg,  an  IBM  assistant  general  manager  in 


charge  of  software  marketing.  “When  you  go 
back  to  1985, 1986,  we  began  to  look  at  the  way 
customers  wanted  to  spend  their  money,  and  we 
were  obviously  not  listening  to  what  they  were 
saying.  That’s  what  got  us  refocused.” 

Dan  Cavanagh,  senior  vice  president  of  IS  at 
Metropolitan  Life  Insurance  Co.,  said  that  in  the 
early  1980s,  IBM  made  an  effort  to 
hear  what  users  had  to  say,  but  “you 
felt  like  it  wasn’t  serious,  like  they 
really  weren’t  listening.” 

However,  Cavanagh  said,  he  re¬ 
members  a  turning  point  in  IBM’s 
approach  in  the  late  1980s.  Metro¬ 
politan  Life  had  set  up  a  meeting 
with  IBM  to  discuss  communica¬ 
tions  software.  While  these  meet¬ 
ings  were  usually  attended  by  IBM  representa¬ 
tives,  he  explained,  this  time  Ellen  Hancock,  an 
IBM  vice  president  and  general  manager  of  com¬ 
munications  systems,  showed  up. 

“Something  changed  in  terms  of  who  was  lis¬ 
tening,”  Cavanagh  said.  “That  was  far  different 
than  just  having  a  bunch  of  staff  people.” 


SOFTWARE 
GIANT  IN 

TRANSITION 


IBM  has  fattened  its 
income  with 
software  sales  ... 

For  the  past  five  years,  IBM's 
sales  force  has  pushed  software 
sales 

IBM's  worldwide 
software  sales 
(in  millions)* 
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...  and  bulked  up 
software  as  a  portion 
of  annual  revenue 

Although  software  is  a  growing 
part  of  total  revenue,  the  rate  of 
growth  is  leveling  off 

IBM  software’  sales  as 
a  percent  of  total 
worldwide  revenue 
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IBM’s  slice  of  worldwide  software  sales 

America's  biggest  computer  company  holds  less  of  the  software  market 
now  than  it  did  five  years  ago 

Percent  of  IBM's  share  of  worldwide  software  market 
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Surveying 
a  giant 

IBM’s  huge  size  and  main¬ 
frame  roots  are  both  its 
greatest  strengths  and  its 
most  frustrating  weak¬ 
nesses,  according  to  IS 
managers  who  were  inter¬ 
viewed  recently. 

On  one  hand,  IBM’s 
size  gives  users  a  sense  of 
comfort.  “After  being  with 
Cullinet  [Software,  Inc.] 
and  seeing  it  die,  it  scares 
you  to  think  of  being  tied 
to  a  smaller,  independent 
vendor,”  said  John  Fisher, 
a  software  manager  at 
Bergen  Brunswig  Corp. 

At  the  same  time,  cus¬ 
tomers  said  IBM’s  soft¬ 
ware  business  is  so  big  and 
bureaucratic  that  it  often 
takes  too  long  to  ship  prod¬ 
ucts,  and  many  products 
are  too  generalized  in  an 
attempt  to  meet  many  us¬ 
ers’  needs. 

“They  have  a  tendency 
to  try  to  do  everything  for 
everybody,”  said  Jack 
Cooper,  chief  information 
officer  at  Joseph  E.  Sea¬ 
gram  &  Sons,  Inc.  “They 
could  use  more  focus.” 

IS  managers  said  IBM’s 
traditional  business  — 
mainframe  operating  sys¬ 
tems  and  support  of  the 
large-systems  environ¬ 
ment  —  is  still  a  significant 
strength.  “When  some¬ 
thing  doesn’t  work,  they 
will  darken  the  skies  with 
support  help  to  fix  it,”  said 
Thomas  Loane,  head  of  IS 
at  Alamo  Rent  A  Car,  Inc., 
of  his  mainframe  environ¬ 
ment. 

Yet  some  users  sug¬ 
gested  this  long-term  fo¬ 
cus  on  large  systems  has 
precluded  IBM  from  doing 
well  with  applications. 

“They  tend  to  do  a  poor 
job  with  end-user  prod¬ 
ucts,”  said  Terry  Lowder, 
vice  president  of  technol¬ 
ogy  research  at  Banc  One 
Services  Corp.  “That’s 
why  they  are  working 
more  and  more  with  busi¬ 
ness  partners.” 

Doug  Underhill,  a  vice 
president  at  CSX  Technol¬ 
ogy,  Inc.,  the  IS  arm  of 
CSX  Corp.,  said  that  while 
mainframe  expertise  is  a 
plus,  he  also  often  feels 
that  IBM  staff  members 
have  not  caught  up  with 
the  faster  pace  and  new 
dynamics  of  today’s  envi¬ 
ronment. 

“There  are  a  lot  of  peo¬ 
ple  who  are  quite  knowl¬ 
edgeable  about  the  way  it 
used  to  be,”  Underhill 
said. 
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Oracle  CASE  lets  you 
develop  applications  anywhere. 
And  run  them  everywhere. 


Only  Oracle  CASE  allows  teams  of  developers  to  jointly  design 
and  build  database  applications  that  run  on  virtually  all  the 
computers  in  your  organization.  Mainframes,  minicomputers, 
workstations  and  PCs. 

Oracle  CASE  supports  the  full  lifecycle  of  systems  development. 
From  strategic  planning,  analysis  and  design  to  on-line 
generation,  production  and  maintenance.  Using  sophisticated 
diagrammed  for  entity-relationship  models,  function 
hierarchies,  dataflow  analysis  and  matrices.  All  integrated  with 
a  comprehensive  set  of  application  development  tools  and  utilities. 
Developers’  efforts  are  fully  coordinated  via  a  shared,  on-line 
repository.  Which  can  reside  on  virtually  any 
platform,  and  be  accessed  by  just  about  any 
combination  of  terminals  and  workstations. 
So  developers  can  truly  work  as  teams  to 
improve  productivity,  while  eliminating  errors  and  redundancies. 
And  once  CASE  generates  your  application,  you  can  run  it  on 


virtually  all  your  computers.  From  PCs  through  mainframes. 
Oracle  also  offers  comprehensive  services  to  transfer  our  CASE 
expertise  to  you.  Including  full  support,  education  and 
consulting  to  maximize  your  success  with  CASE  technology. 

1-800-633-1073  Ext.  8135 


Call  us  today,  and  register  for  the  free  Oracle  CASE  Technology 
Seminar  in  your  area. 

You’ll  see  why  Oracle  offers  the  best  CASE  scenario. 


Software  that  runs  on  all  your  computers. 

©1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  AH  other  trademarks 
referenced  are  the  service  marks,  trademarks,  or  registered  trademarks  of  the  respective  manufacturers.  Call 
1-800-ORACLE1  for  hardware  and  software  requirements.  *In  CANADA,  please  call  1-800-668-8925  for 
product  and  seminar  information. 
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SPA  drops  piracy  suit  against  Snap-on  Tools 

Association  dismisses  charges  after  tool  company  proves  ownership  of  software  following  raid 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


WASHINGTON,  D.C.  —  The 
Software  Publishers  Association 
(SPA)  announced  last  week  that 
a  software  piracy  suit  filed 


against  Snap-on  Tools  Corp.  had 
been  dropped  for  lack  of  merit  — 
the  first  time  a  lawsuit  brought 
by  the  SPA  has  been  withdrawn. 

The  suit,  which  listed  Ashton¬ 
Tate  Corp.,  Lotus  Development 
Corp.,  WordPerfect  Corp.  and 


Microsoft  Corp.  as  plaintiffs, 
claimed  that  Snap-on  had  violat¬ 
ed  the  copyright  on  several  soft¬ 
ware  products  by  illegally  copy¬ 
ing  them. 

The  SPA  had  a  signed  affida¬ 
vit  from  a  former  Snap-on  em¬ 


ployee  that  indicated  Snap-on 
was  in  possession  of  pirated  soft¬ 
ware,  according  to  Ken  Wasch, 
executive  director  of  the  SPA. 
The  SPA  then  gathered  more 
evidence  from  the  software  sup¬ 
pliers,  including  software  regis¬ 


tration  forms.  It  subsequently 
obtained  a  search,  seizure  and 
impoundment  order. 

Following  a  March  20  raid  on 
Snap-on’s  Kenosha,  Wis.,  head¬ 
quarters,  the  SPA  audited  all  of 
the  personal  computers  on  the 
premises,  Snap-on  spokesman 
David  Heide  said. 

The  next  step  for  the  SPA 
was  to  throw  the  ball  back  into 
Snap-on’s  court,  leaving  the 
company  to  demonstrate  owner¬ 
ship  through  manuals,  invoices, 
disks  and  purchase  orders,  Heide 
said. 

Snap-on  employees  spent  “a 
couple  of  weeks”  collecting  the 
evidence  needed  to  prove  own¬ 
ership  of  the  software,  he  added. 


e 

in  Storage. 

How  does  your  storage  manufacturer  stack 
up  in  technology,  in  performance,  in  support?  Quite  simply,  IPL  is  on  top.  For  18  years, 
IPL  has  dedicated  itself  to  designing,  manufacturing  and  marketing  IBM-compatible 
midrange  products.  We’re  proven,  with  thousands  of  trouble-free  installations  and 
around-the-clock  service  and  support.  And  we’re  solid,  with  unmatched  engineer¬ 
ing  foresight  and  product  integrity.  We’re  the  leader.  Follow  us.  Call  IPL  today  at  1  800 
338-8475, 617  890-6620  in  MA.  In  Europe  call  our  Belgium  office  at  011-32-2725.41.58. 
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IT  COULD  HAVE 
been  truly  embar¬ 
rassing  and  disas¬ 
trous  for  the  compa¬ 
ny.” 

DAVID  HEIDE 
SNAP-ON  TOOLS 


When  that  evidence  was  pre¬ 
sented  to  the  SPA,  the  case  was 
dropped.  Despite  the  raid,  Heide 
said,  Snap-on  did  not  hold  any 
grudge  against  the  SPA.  “We’re 
just  glad  it’s  over,  and  we  can  get 
back  to  work.  It  could  have  been 
truly  embarrassing  and  disas¬ 
trous  for  the  company,”  he  said. 

Wasch  said  the  SPA  felt  “no 
remorse”  over  the  situation  and 
said  the  finding  that  Snap-on  was 
innocent  showed  that  the  judicial 
system  was  working  properly. 

He  also  indicated  that  the 
dropped  suit  would  have  no  im¬ 
pact  on  the  SPA’s  future  investi¬ 
gations  into  software  piracy  vio¬ 
lations.  “The  prosecutor  that 
wrongfully  accuses  somebody  of 
burglary  does  not  stop  arresting 
people  for  burglary,”  he  said. 

In  keeping  with  this,  one  day 
after  announcing  that  the  Snap- 
on  suit  had  been  dropped,  the 
SPA  reported  it  had  concluded  a 
suit  against  Parametrix,  Inc.,  a 
Seattle-based  environmental 
and  engineering  consulting  firm. 
The  settlement,  under  which 
Parametrix  will  pay  $350,000 
plus  attorneys’  fees,  was  the 
largest  in  SPA  history,  according 
to  Wasch. 

Joel  B.  Gilman,  a  Seattle  at¬ 
torney  who  specializes  in  com¬ 
puter  law,  said  a  company  found 
innocent  in  an  SPA  suit  could 
have  some  legal  recourse  for  re¬ 
covering  lost  revenue  and  the 
cost  of  staff  time  during  the  raid. 

However,  Heide  indicated 
that  Snap-on  did  not  intend  to 
seek  reimbursement.  “We’re 
not  going  to  try  to  recover  ex¬ 
penses,”  he  said.  “Certainly,  the 
information  that  [the  SPA  has] 
operated  on  up  until  now  sug¬ 
gests  that  their  track  record  is 
really  pretty  good.  I  think  our 
feeling  is,  ‘Let’s  just  mark  it  up 
and  get  back  to  work.’  ” 
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If  you  have  been  searching  for  a  software  company  that  can  provide  you  with  a  wide  range  of  software 
solutions,  backed  up  by  first-rate  support,  we  invite  you  to  join  the  over  7,500  MVS,  VSE  and  VM  installations 
that  have  found  long-term  software  satisfaction  with  Software  Engineering  of  America.  SEA  has  always  developed 
and  enhanced  products  based  on  your  input  and  backed  these  products  with  support  you  can  count  on  7  days  a 
week,  24  hours  a  day,  worldwide.  The  results  have  been  impressive  for  both  us  and  our  users.  With  products 
licensed  at  9  of  the  Fortune  10,  85%  of  the  Fortune  500  as  well  as  thousands  of  installations  of  all  sizes  and 
configurations,  SEA  software  has  set  new  standards  of  efficiency  and  performance. 


SEA  PRODUCT  GROUPS 


Operations  Automation  Group 

SEA  provides  a  comprehensive  and  integrated  line  of  high-quality 
operations  automation  software  that  covers  all  critical  areas  of 
data  center  management.  SEA  is  a  leader  in  this  integral  part  of 
today's  operations  environment,  with  over  2,500  installations 
choosing  SEA  as  a  proven  source  for  automated  operations 
software  solutions.  Many  users  tell  us  that  they  have  selected  our 
products  because  of  our  superior  support  and  our  philosophy  of 
pursuing  all  development  and  enhancement  based  on  user  input. 

-Sysout,  Syslog  and  JCL  Management,  Viewing, 
Archival  and  Retrieval. 

-  Report  Management  and  Distribution. 

-  Interactive  JES  Spool  Analysis,  Control, 
Viewing  and  Management. 

-  Unattended  Operations, 

Master  Console  Management. 

-  Unattended  Operations,  Central  and  Remote 
Control  of  Operations,  including  remote  access 
from  a  PC  outside  the  data  center. 

-Automated  Job  Scheduling  MVS-VSE-VM. 

-  Problem/Change,  Hardware/Software  Inventory 
and  Help  Desk  Management  System. 

-  Reformat,  modify,  document  JCL 
automatically,  including  SMS  migrations. 

PDSUPL  -  High  speed  global  JCL/PDS  editor,  scanner. 


DASD  /  Data  Management  Group 

SEA's  DASD/Data  management  tools  are  corporate  standards, 
licensed  at  thousands  of  MVS  data  centers  worldwide.  These 
DASD  management  products  provide  dramatic  savings  under  any 
configuration  and  have  set  new  standards  for  efficiency  and  high 
performance.  SEA's  software  has  achieved  this  wide  acceptance 
due  to  our  unique  ability  to  transparently  interface  with  virtually 
any  existing  DASD  management  system.  We  guarantee  you 
significant  savings  in  DASD  expenditures  in  any  MVS 
environment  regardless  of  your  present  DASD  management 
configuration. 

-  High  speed  DASD/PDS  Management, 

100%  IEBCOPY  replacement. 

-  High  speed  replacement  for  IEBGENER. 

-  ListC  replacement,  VSAM  tracking  and  reporting. 

-Automated  VSAM  optimization  and  allocation. 

-  Online  Zap  Utility  to  access  and  modify 
otherwise  unavailable  areas  of  datasets. 


Application  Development 

PRO-2,  used  at  hundreds  of  MVS  and  VSE  Installations,  is  a 
powerful  time-saving  tool  for  programmers  working  in  application 
development  environments,  including  on  PCs.  It  automatically 
generates  industry-standard  production-ready  CICS  Command 
level  Cobol  code  and  BMS  macros.  PRO-2  reduces  development 
time  by  as  much  as  85%. 


SEA  software  will  save  budget  dollars  and  increase  efficiency,  whatever  your  installation's  size  or 
configuration.  SEA  is  a  recognized  industry  leader  with  a  comprehensive  line  of  high-quality  software  solutions 
backed  up  by  the  highest  levels  of  technical  support.  We  invite  you  to  join  the  over  7,500  installations  that  have 
found  long-term  software  satisfaction  with  SEA  products. 


For  further  information  about  any  of  SEA's  software  solutions,  call  1-800-272-7322. 


j»™  SOFTWARE  ENGINEERING  OF  AMERICA’ 

2001  Marcus  Avenue,  Lake  Success,  New  York  11042 
(516)  328-7000  1-800-272-7322  Fax:  (516)  354-4015 

Products  Licensed  In  Over  50  Countries 


People  are  always  looking  for 
affordable  ways  to  make  abetter  impression. 


Soon  a  lot  more  people  will  be 
looking  their  best.  Because  now 
the  best  features  of  the  HP 
LaserJet  III  printer  are  more 
affordable. 

The  new  LaserJet  HIP  printer 
features  HP’s  exclusive  Resolu¬ 
tion  Enhancement  technology. 
An  innovation  that  provides  300 
dpi  print  quality  superior  to  that 
of  ordinary  laser  printers.  The 
PCL5  printer  language,  with  font 
scaling  and  HP-GL/2,  brings  even 
more  to  your  documents.  Four¬ 
teen  bit  mapped  and  eight 


internal  scalable  typefaces  give 
you  thousands  of  options.  And,  to 
make  things  even  more  interest¬ 
ing,  the  LaserJet  HIP  produces 
patterns,  shading,  spirals,  and 
mirror  images.  In  portrait  or 
landscape. 

HP  has  picked  up  the  throughput 
speed  of  this  4  ppm  printer.  Due 
to  a  considerably  faster  I/O  rate, 
the  LaserJet  HIP  accepts  data  as 
quickly  as  your  PC  can  transfer 
it.  So  you  not  only  get  your  output 
faster,  you  get  your  screen  back 
faster.  The  LaserJet  HIP  also  has 


a  new  16  MHz  processor  and  PCL5 
for  on-the-fly  typeface  scaling 
and  fast  vector  graphics.  These 


Adobe  and  PostScript  are  registered  trademarks  of  Adobe  Systems  Inc.  in  the  US.  and  other  countries. 

Call  1-800-752-0900,  Ext.  2255  for  your  nearest  authorized  HP  dealer.  'Suggested  US.  list  price.  ©1991  Hewlett  Packard  Company  PE  12109 


Tfell  them  about 
the  new  LaserJet  HIP 


advancements  mean  this  com¬ 
pact  printer  requires  less  time  to 
print  than  many  laser  printers 
with  higher  ppm  rates. 

For  versatility,  the  LaserJet  HIP 
has  a  multisized  paper  tray  that 
accepts  various  sizes  of  paper  and 
envelopes.  An  optional  Adobe® 
PostScript®  cartridge  is  available. 
And,  of  course,  the  LaserJet  HIP  is 
compatible  with  all  major  software 
and  HP  LaserJet  accessories. 

The  good  looks  you  get  with  the 
newest  HP  LaserJet  look  even 


better  when  you  consider  the 
price.  Just  $1,595.*  For  a  faxed 
data  sheet,  dial  (208)  344-4809 
from  your  FAX  machine  and  enter 
document  I.D.  number  9601.  Now 
everyone  can  add  a  little  polish 
to  their  work. 

HP  Peripherals 

When  it’s  important  to  you. 

HEWLETT 
PACKARD 
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VAX  line  set  for  complete  overhaul,  DEC  says 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


ATLANTA  —  Digital  Equipment  Corp. 
users  can  expect  a  tenfold  increase  in 
VAX/VMS  price/performance  by  1993,  a 
senior  DEC  official  told  a  user  group  con¬ 
vention  here  last  week. 

William  Demmer,  vice  president  of 
VAX  systems  and  servers,  said  such  enor¬ 
mous  strides  in  cost  efficiency  and  perfor¬ 
mance  hinge  on  the  VAX  architecture’s 
move  onto  a  reduced  instruction  set  com¬ 
puting-based  CPU. 

Software  developers  will  have  the  so- 
called  Alpha  VAX  next  year,  and  custom¬ 


ers  can  expect  system  deliveries  the  fol¬ 
lowing  year,  Demmer  said  in  the  keynote 
speech  at  the  DEC  Users  Society 
(Decus)  convention. 

In  the  meantime,  DEC  will  unveil  new 
models  to  replace  every  computer  in  the 
product  line  over  the  next  year,  he  said. 

While  some  users  later  expressed 
skepticism  about  such  ambitious  delivery 
schedules,  many  others  said  they  found 
Demmer’s  message  on  the  future  of 
VAX/VMS  reassuring.  “I  liked  hearing 
that  the  driver  is  still  VMS,  with  bridges 
into  other  software,”  said  Richard  N. 
Wolf,  assistant  systems  manager  at  the 
Walter  Reed  Army  Institute  of  Research 


in  Washington,  D.C. 

“Opening”  the  proprietary  VMS  oper¬ 
ating  system  through  compliance  with  a 
variety  of  industry  standards  is  another 
strategy  users  applauded. 

“This  open  VMS  certainly  looks  like  a 
step  in  the  right  direction.  It  may  mean 
their  survival  with  shops  like  ours  that  are 
looking  for  more  bang  for  the  buck,”  said 
Donald  Benthusen,  VAX  project  manager 
at  Sandia  National  Laboratories’  comput¬ 
er  center  in  Livermore,  Calif. 

“I’m  a  bit  confused  about  what  the  in¬ 
creasing  price/performance  will  mean  to 
us,”  said  Ronald  Hoffman,  manager  of  the 
academic  computer  center  at  Pennsylva¬ 


It’s  estimated  that  more  than  half 
of  today’s  Executive  Information  Systems 
fail*.  So  if  you’re  thinking  about  installing  a 
traditional  EIS,  think  twice. 

EIS II  is  the  new  generation  of 
Executive  Information  Systems.  It’s  more  than 
just  an  electronic  “slide  show”.  It’s  a  blueprint 
for  integrated  end-user  computing,  providing 
true  analysis  and  issue  management  for 
executives,  managers  and  staff  across  your 
organization. 

Only  Express/E  IS®  from  Information 
Resources  gives  you  the  power  of  EIS  1 1  today. 
On  standalone  PC,  LAN  or  mainframe.  You 
get  full  data  integrity,  end-userflexibility, 
cooperative  processing  and  worldwide 
support. 


information 

resources*: 


' David  W.  DeLong,  co-author  of  “Executive  Support  Systems:  The  Emergence  of  Top  Management  Computer  Use. " 
©1991  Express/EIS  is  a  registered  trademark  of  Information  Resources,  Inc. 


Express/EIS  Delivers:  _ 

•  Common  graphical  user  interface  (GUI) 

•  Smooth  integration  of  tracking,  analysis 
and  issue  response 


•  Intelligent  exception  reporting  and 
drill-down  on  “live”  data 


•  SQL  access  and  transparent 
links  to  corporate  data 


For  a  free  EIS  II 
Information  Kit, 
call  617-890-8717 
(416-221-2100  in  Canada). 


•  Rapid  implementation 

•Low  maintenance 
and  support  costs 


:  m  m  u 

Thinking  About  EIS? 
Think  Twice. 


nia  State  University’s  Behrend  College  in 
Erie,  Pa.  “What  kind  of  systems  do  I  want 
to  purchase  now  so  they  won’t  be  obso¬ 
lete  in  two  years?” 

Before  his  visit  to  Decus,  Hoffman  had 
settled  on  a  VAX  4000  Model  200  as  a 
server  for  his  department’s  personal  com¬ 
puter  network.  Now,  he  is  reconsidering 
the  decision,  after  discovering  that  the  Q 
bus  connecting  peripherals  to  the  ma¬ 
chine  will  no  longer  be  used  by  DEC  on 
any  future  systems. 

Other  Decus  discussions 

Other  hot  issues  at  the  convention,  which 
drew  more  than  4,900  DEC  customers  to 
the  Georgia  World  Congress  Center,  cen¬ 
tered  on  finding  better  ways  to  manage 
networks  of  PCs  and  secure  VAXs  against 
intruding  hackers. 

Customers  packed  the  seminars  deal¬ 
ing  with  PC  integration  strategies  and  de¬ 
tails  on  the  latest  version  of  DEC’s  Path- 
works  software,  which  many  still  call  by 
its  former  name  of  Personal  Computer 
Systems  Architecture. 

Du  Pbnt  Co.  in  Wilmington,  Del.,  for 
example,  is  working  with  Pathworks  as  it 
prepares  to  connect  3,000  PC  users,  said 
Steven  Seiler,  a  senior  software  engineer 
at  Walklett-Bums  Ltd.  in  Great  Valley, 
Pa.,  a  consulting  firm  working  with  Du 
Pont  on  the  project. 

“It’s  one  thing  to  manage  a  network  of 
50  PCs,  but  what  we  need  to  find  out  is 
whether  Pathworks  is  up  to  managing 
3,000  of  them,”  Seiler  said. 

Among  the  improvements  in  Version  4 
of  Pathworks,  he  noted,  are  interaction 
with  Microsoft  Corp.’s  Windows  and  the 
ability  to  use  the  VAX  server  as  a  com¬ 
mon  area  to  store  data  from  IBM  Personal 
Computer  compatibles  and  Apple  Com¬ 
puter,  Inc.  Macintoshes. 


Systems  security 
tips  go  on-line 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


FAIRFAX,  Va.  —  Information  systems 
security  managers,  electronic  data  pro¬ 
cessing  auditors  and  others  involved  in 
systems  protection  know  that  it  can  often 
be  difficult  to  keep  on  top  of  security  tech¬ 
nology  and  fast-breaking  news.  This 
week,  National  Security  Associates,  Inc. 
will  officially  kick  off  an  on-line  service 
dedicated  solely  to  computer  security. 

The  repository  contains  databases  of 
such  items  as  articles  on  computer  securi¬ 
ty  that  have  appeared  in  260  publications, 
computer  security  incident  reports  and 
vendor  security  products.  One  database  is 
devoted  to  activity  in  the  computer  un¬ 
derground  and  to  techniques  used  to  com¬ 
promise  systems  security. 

“This  is  a  tough  industry  to  keep  up 
with,”  said  Dennis  Flanders,  a  communi¬ 
cations  engineer  with  computer  security 
responsibilities  at  Boeing  Co.  Flanders 
has  been  an  alpha  tester  of  National  Secu¬ 
rity  Associates’  system  for  about  six 
months.  “Security  information  is  now  be¬ 
ing  done  piecemeal,  and  you  have  to  go  to 
many  sources  for  information.  The  ap¬ 
pealing  thing  about  this  is  [that]  all  of  the 
information  is  in  one  place.” 

The  service  costs  $12.50  per  hour. 
There  is  a  onetime  sign-up  charge  of  $30, 
which  includes  $  1 5  worth  of  access  time. 
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If  application  maintenance  is  strangling 
new  development  and  the  backlog  is 
hurting  your  company’s  bottom  line,  it’s 
time  to  re-FOCUS. 

FOCUS,  the  world’s  leading  4GL, 
provides  the  most  comprehensive  toolkit 
for  developing  complete  information 
systems  for  multi-vendor  and  multi-data 
environments.  That’s  why  more  than 
800,000  people  worldwide  use  FOCUS. 

COMPREHENSIVE  TOOLKIT 
WITH  FOCUS 

FOCUS  provides  an  integrated  develop¬ 
ment  environment  that  delivers  all  the  tools 
you  need  to  quickly  create  complete  appli¬ 
cations.  The  powerful  FOCUS  4GL  allows 
application  prototyping,  cuts  coding  time, 


speeds  maintenance,  and  enables  you  to 
test  applications  on  one  platform  and 
deploy  them  on  another.  And,  you  can 
build  “smart”  applications  that  automate 
decision-making  by  integrating  the 
LEVEL5  expert  system — directly  within 
FOCUS  applications. 

BUILD  INTEGRATED 
INFORMATION  SYSTEMS 
WITH  FOCUS 

FOCUS  tools  and  applications  are 
portable  to  over  30  hardware  platforms 
plus  40  database  and  file  types.  Support 
for  all  major  communications  standards 
allows  you  to  build  client/server  applications 
that  can  transparently  access  data  across  a 
wide  range  of  multi-vendor  systems. 


Over  4,000  companies  using  FOCUS 
average  one  new  application  a  month.  If 
your  current  application  development 
environment  is  not  matching  this  proven 
track  record  of  productivity,  call  us  toll 
free  at  800-969-INFO. 

Or  write  Information  Builders,  Inc., 
1250  Broadway,  New  York,  NY  10001. 


1 FOCUS 

I HamSJ  Information  Builders,  Inc. 

ITS  TIME  TO  RE-FOCUS  ~ 

800-969-1 NFO 

(Outside  the  US.  212-736-4433,  X3700) 


It’s  time  to  re-Focus. 


If  you  need  more 
productivity  in 
application  development... 


This  advertisement  refers  to  numerous  products  by  their  trade  names.  In  most,  if  not  all  cases,  these  designations  are  claimed  as  trademarks  or  registered  trademarks  by  their  respective  companies. 


NEWS 


Vendor  heavyweights  form 
support  alliance  with  Novell 


BY  JIM  NASH 

CW  STAFF 


SANTA  CLARA,  Calif.  —  Network  man¬ 
agers  said  they  are  skeptical  but  optimis¬ 
tic  about  a  vendor  support  alliance  an¬ 
nounced  last  week  by  Novell,  Inc.  The 
alliance  consists  of  industry  heavyweights 
such  as  Microsoft  Corp.,  Intel  Corp.,  Ap¬ 
ple  Computer,  Inc.  and  IBM. 

Under  what  is  being  called  the  Techni¬ 
cal  Support  Alliance,  Novell  and  1 1  other 


firms  have  said  they  will  cross-train  their 
support  staffs,  exchange  information  and 
equipment  and  consult  directly  with  one 
another  on  problems  [CW,  May  6]. 

The  object  is  to  reduce  vendor  finger¬ 
pointing  in  network  snafus  by  offering  No¬ 
vell  resellers  and  customers  holding  di¬ 
rect-support  contracts  a  single  contact 
when  tackling  multivendor  problems,  said 
Darrell  Miller,  executive  vice  president  of 
Novell’s  marketing  and  services. 

The  plan  will  work  in  reverse,  too, 


Miller  said.  It  will  allow  IBM  customers, 
for  example,  to  contact  their  account 
team  to  get  answers  about  Novell 
Netware  on  IBM  hardware. 

“I  think  support  on  all  levels  has  been 
an  issue  for  a  very  long  time,”  said  Ted 
Kreutzer,  systems  administrator  at  Pacif¬ 
ic  Bell  Directory  in  San  Francisco.  “To 
boost  sales  and  get  good  public  relations, 
[alliance  members]  have  to  do  this.” 

“Alliances  like  these  tend  to  go 
through  a  period  of  hoopla,”  said  Steve 
Kissinger,  information  systems  manager 
at  Western  Commercial  Services  in 
Mountain  View,  Calif.  “But  if  customers 
continue  to  put  pressure  on  [the  alliance], 
I’m  optimistic  we’ll  see  better  service 
down  the  road.” 

“We  [resellers  and  users]  are  going  to 


i 


GET  ME  THE 
FINANCIALS  FROM 
LYONS,  NOW! 


CHECK  All  OUR 
EUROPEAN 
WAREHOUSES 
FOR  THAT  PART 


HABEN  ME  DIE 
RESULTATE? 


I  NEED  THE  SALES 
FIGURES  IN  MARKS. 
FRANCS  AND  POUNDS 


WHAT'S  THE  STATUS 
OF  ALL  OUR  RESEARCH 
PROJECTS? 


HOW  IS  DETROIT’S 
NEW  QUALITY  CONTROL 
PROGRAM  GOING? 


NOS  RESOURCES 
HUMAINES  SONT  TROP 
FAIBLES  A  LONDRES 


THAT  NEW  CUSTOMER  IN 
CALGARY  WANTS  THE 
PRODUCTION  SCHEDULE 


I  LEAVE  FOR  MONTREAL 
IN  AN  HOUR.  I'LL 
NEED  THAT  IN  FRENCH. 


Finally  multi-functional,  multi-lingual 
software  for  multi-national  business. 


The  world  is  getting  smaller. 
Unfortunately,  your  competition  isn’t. 

That’s  why  you  need  the  R/2 
System,  from  SAP. 

SAP  integrates  your  core  business 
functions  with  mainframe  software 
that  speaks  your  language  and  trades 
in  your  currency.  No  matter  where  in 
the  world  you  are.  You  can  make 
dedsioas  better,  work  more  efficiently, 
and  respond  faster  to  competition. 

The  R/2  System  integrates  your 


manufacturing  resource  planning, 
logistics  management,  plant  mainte¬ 
nance,  financial  and  cost  accounting, 
human  resource  planning  and  other 
functions  using  a  single  enterprise- 
wide  strategy. 

It’s  already  the  solution  for  eight 
of  the  top  ten  Fortune  500  companies, 
along  with  1,400  others.  And  SAP  is 
there  to  support  them  every  step  of 
the  way,  with  a  19-year  track  record  of 
service  excellence  and  a  commitment 


to  making  our  customers  successful. 

So  whether  you  do  business 
around  the  globe,  or  just  want  to  make 
your  world  of  business  a  better  place, 
call  us  today  at  (800)USA-1SAP  in  the 
U.S.,  or  (800)263-1337  in  Canada. 


THE  POWER  OF  GLOBAL  VISION.’"1 


SAP  Amend  Inc  .  Intermix  ml  Court  One.  100  Sievens  Drive,  Suite  350,  Lester,  PA  19113  USA  •  SAP  Canada  Inc..  4120  Yonge  Street.  Suite  611.  North  York.  Ontario  M2P2B8  CDN 


have  to  make  alliance  members  make  it 
work,”  said  Tom  Thibault,  a  principal  at 
Thibault  Associates,  Inc.,  a  reseller  in 
Walnut  Creek,  Calif.  Thibault,  who  also 
leads  a  San  Francisco-area  Netware  us¬ 
ers’  group,  said  an  agreement  such  as  this 
has  been  needed  for  years. 

The  alliance  could  work  negatively,  al¬ 
lowing  members  to  make  an  end  run 
around  technology  standards,  Kissinger 
said.  He  said  vendors  could  use  the 
group’s  structure  to  come  up  with  non- 
standards-based  integration  solutions. 

Mike  Butler,  automation  manager  at 
Palm  Beach  International  Airport  in  West 
Palm  Beach,  Fla.,  said  his  worry  would  be 
that  competition  would  get  between  the 
alliance  members  and  hinder  long-term 
cooperation. 


Alliance  partners: 

Ungermann-Bass,  Inc.,  3Com 
Corp.,  Oracle  Corp.,  Novell,  Inc., 
Netframe  Systems,  Inc.,  Microsoft 
Corp.,  Intel  Corp.,  IBM,  Hewlett- 
Packard  Co.,  Compaq  Computer 
Corp.,  Borland  International,  Inc. 
and  Apple  Computer,  Inc. 


Novell  gears 
up  for  alliance 


BY  JIM  NASH 

CW  STAFF 


PROVO,  Utah  —  Novell,  Inc.  is  spending 
an  estimated  $20  million  to  grease  its  ser¬ 
vice  wheels  as  part  of  the  Technical  Sup¬ 
port  Alliance  it  has  spearheaded.  Specifi¬ 
cally,  Novell  has  hired  about  100  new 
support  employees,  purchased  a  $1  mil¬ 
lion  telephone  call-routing  system  and  in¬ 
creased  the  education  level  of  its  service 
people. 

The  12-company  Technical  Support 
Alliance  that  was  announced  last  week 
allows  resellers,  or  in  some  cases  end  us¬ 
ers  running  Novell  and  any  other  ally’s 
products,  to  call  either  of  the  two  compa¬ 
nies  and  get  coordinated  support. 

If  the  alliance  works  as  billed,  Novell 
will  need  the  new  resources.  The  firm’s 
goal  is  to  become  a  hub  surrounded  by  its 
present  and  future  support  allies,  said 
Darrell  Miller,  executive  vice  president  of 
marketing  and  services  at  Novell. 

Subject  to  agreement 

The  service  is  subject  to  each  company’s 
existing  support  policies.  Novell’s  part¬ 
ners  can  call  one  another  to  solve  prob¬ 
lems  unrelated  to  Novell,  but  such  com¬ 
munication  is  not  part  of  this  alliance, 
Miller  said. 

Notable  in  their  absence  from  the 
group  are  WordPerfect  Corp.  and  Lotus 
Development  Corp. 

During  the  past  year,  Novell  said  both 
companies  were  working  with  it  to  devel¬ 
op  an  integrated  service  pact  such  as  the 
alliance.  Observers  said  they  had  expect¬ 
ed  Lotus  and  WordPerfect  to  be  the  first 
alliance  members. 

Miller  said  Lotus’  legal  staff  is  still  re¬ 
viewing  the  agreement  and  is  expected  to 
join  the  alliance  this  year.  He  would  only 
say  that  he  hopes  WordPerfect  customers 
will  petition  the  company  to  join  the  alli¬ 
ance. 
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Portable  portable 

■  Park  Engineering  Asso¬ 
ciates,  Inc.  has  taken  the 
meaning  of  portable  comput¬ 
ing  to  new  heights.  The  Spo¬ 
kane,  Wash.-based  company 
has  introduced  two  versions 
of  a  portable  computer 
called  Compcap,  each  small 
enough  to  wear.  The  com¬ 
puters  can  be  mounted  on  a 
hardhat  or  a  softband  model 
can  be  built  into  a  belt  or  vest. 
They  use  a  miniature  display 
called  the  The  Private  Eye 
made  by  Reflection  Technol¬ 
ogy.  The  display’s  image  ap¬ 
pears  to  float  a  few  feet  in 
front  of  the  wearer  when  po¬ 
sitioned  in  front  of  the  user’s 
eye.  The  portable  computers, 
which  are  equipped  with  ei¬ 
ther  Intel  Corp.  80286  or 
80386  microprocessors,  are 
intended  for  mobile  use.  Pos¬ 
sible  applications  include 
construction,  industrial  main¬ 
tenance,  manufacturing  and 
medicine.  The  devices  are 
priced  between  $1,500  and 
$3,000. 

Illuminating  work 

■  An  instant  camera  that 
produces  holograms  may  be 
one  of  the  products  to  come 
from  the  discovery  of  a  poly¬ 
mer  that  has  the  optical 
characteristics  previously 
found  only  in  a  few  small,  ex¬ 
pensive  crystals.  Research¬ 
ers  at  IBM’s  Almaden  Re¬ 
search  Center  in  San  Jose, 
Calif.,  said  the  polymer  is  the 
world’s  first  to  exhibit  the 
“photorefractive”  effect.  Il¬ 
lumination  by  light  causes 
electrical  charges  within  the 
polymer  —  a  mix  of  epoxy 
and  organic  material  —  to 
move,  altering  its  index  of  re¬ 
fraction.  When  two  laser 
beams  cross  within  a  photore¬ 
fractive  material,  they  cre¬ 
ate  a  pattern  of  electrical 
charge  similar  to  a  hologram 
that  changes  the  optical  prop¬ 
erties  of  the  material  it  is 
passing  through.  This  effect 
makes  it  possible  to  store 
100  complete  holograms  or 
images  in  a  tiny  space  no 
larger  than  the  head  of  a  pin, 
researchers  said.  If  coated 
onto  goggles,  a  photorefrac¬ 
tive  film  could  disperse  a  la¬ 
ser  beam  so  the  wearer  would 
not  be  blinded  by  the  intense 
light. 


Let  your  ‘knowbots’  do  the  walking 

These  software  pieces  will  do  away  with  users9  need  to  know  information  locations 


BY  GARY  H.  ANTHES 

CW  STAFF 


An  emerging  technology  may 
free  users  of  networked  data¬ 
bases  from  the  need  to  know 
where  and  how  information  is 
stored,  enabling  them  to 
navigate  vast  digital  libraries  with  a 
power  and  ease  unheard  of  today.  The 
magic  will  come  from  “knowbots,” 
small,  self-contained  pieces  of  Pac 
Man-like  software  that  travel  over  data 
networks,  gobbling  up  information  and 
doing  their  master’s  bidding. 

Knowbots  take  specialized 
forms,  like  bees.  Some  remain  in 
one  place  —  in  the  user’s  comput¬ 
er,  a  database  server  or  a  network 
gateway  —  while  some  travel 
about,  even  transporting  other 
knowbots.  They  can  be  couriers, 
police  officers,  housekeepers  or 
diagnosticians.  They  can  be 
cloned,  modified  or  destroyed. 
Knowbots  communicate  by  ex¬ 
changing  messages. 

The  Corporation  for  National 
Research  Initiatives  (NRI), 
which  coined  the  term  “knowbot” 
and  is  pioneering  in  the  technology, 
said  it  foresees  the  day  when  a  vague 
user  request  might  spawn  thousands  of 
invisible  exchanges  among  cooperating 
knowbots  searching  through  databases 
separated  by  thousands  of  miles  and  re¬ 
turning  the  results  seconds  later  to  an 
unsophisticated  but  grateful  user. 

David  Ely,  manager  of  software  de¬ 
velopment  at  NRI,  gives  a  knowbot  re¬ 
siding  on  his  Sun  Microsystems,  Inc. 
workstation  a  few  key  words  about  a 
medical  topic  of  interest.  The  knowbot 
moves  over  the  Internet  —  a  huge, 
loosely  coupled  aggregation  of  research 


networks  —  to  the  National  Institutes 
of  Health  in  Bethesda,  Md.,  where  it 
takes  up  residence  in  a  Sun  gateway. 

After  being  cleared  by  a  resident 
knowbot  policeman,  the  user  knowbot 
tells  another  knowbot,  this  one  a  com¬ 
munications  specialist,  of  the  user  re¬ 
quest.  The  com¬ 
munications 
knowbot 


John  &  Wendy 

translates  the  request  into  the  format 
required  by  the  specific  database  need¬ 
ed,  performs  the  query  and  hands  off 
the  results  to  the  user  knowbot,  which 
then  scampers  back  over  the  network 
to  its  master. 

If  the  communications  knowbot  had 
been  unable  to  satisfy  all  aspects  of  the 
query  from  databases  under  its  control, 
the  traveling  knowbot  might  have  sent 
a  clone  of  itself  to  a  location  where  the 


information  could  be  found. 

In  another  application  developed  by 
NRI,  knowbots  offer  Internet  users  a 
“white  pages”  directory  service  by 
traveling  over  the  network  looking  in 
more  than  one  dozen  major  directories 
for  the  electronic  mailbox  addresses  of 
individuals  sought  by  the  user.  The 
user  does  not  need  to  know  the  for¬ 
mats,  organization  or  locations  of 
the  various  directories. 

There  are  nitty-gritty  technical 
challenges  to  making  all  of 
this  work,  but  Ely  said  two  of 
his  biggest  worries  are  billing 
and  security.  How  can  he  pro¬ 
tect  users  from  huge  and  unex¬ 
pected  access  charges  for 
browsing  through  commercial 
databases  the  users  may  not  even 
know  exist?  As  the  power  of  know¬ 
bots  increases,  so  do  the  risks. 

Some  accounting  and  security 
chores  can  be  assigned  to  a  trusted 
class  of  knowbots  called  couriers, 
which  protect  the  rights  of  information 
owners  by  authorizing  access  and  log¬ 
ging  usage  data  needed  for  billing. 

However,  ensuring  complete  securi¬ 
ty  is  not  easy,  according  to  Ely.  For  ex¬ 
ample,  he  said,  it  would  be  difficult  to 
protect  against  a  Trojan  horse  know¬ 
bot,  which  might  work  like  this: 

John  gives  a  knowbot  with  outward¬ 
ly  benign  and  useful  functions  to  Mary. 
Code  is  hidden  inside  to  send  confiden¬ 
tial  data  to  John,  who  is  not  authorized 
to  get  it  on  his  own.  John  knows  Mary  is 
cleared  for  the  information,  and  when 
Mary  uses  the  knowbot,  it  surrepti¬ 
tiously  retrieves  the  confidential  data 
and  ships  it  to  John. 

“There  are  a  few  Ph.D.  disserta¬ 
tions  waiting  in  the  wings  on  the  topic 
of  knowbot  security,”  Ely  said. 


Architect  brings  2-D  computer  designs  to  life 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


Computer-aided  design  (CAD) 
has  replaced  mechanical 
drawing  boards,  but  it  is  still  a 
struggle  to  translate  two-di¬ 
mensional  ideas  into  three-di¬ 
mensional  prototypes  that  can  be  han¬ 
dled  and  tested. 

In  recent  years,  several  companies 
have  introduced  desktop  manufactur¬ 
ing  systems  that  turn  computerized  de¬ 
signs  into  3-D  prototypes.  One  type  of 
system,  based  on  a  process  called  lami¬ 
nated  object  manufacturing,  fabricates 
models  one  layer  at  a  time  from  sheets 
of  acrylic,  paper  or  other  material.  The 
sheets  are  cut  with  a  personal  comput¬ 
er-guided  laser. 

One  drawback  of  this  type  of  rapid 
prototyping  system  is  that  it  is  difficult 
to  stack  the  layers  in  precise  registra¬ 
tion  and  adhere  them  to  each  other.  An¬ 


other  drawback  is  that  this  system  is 
mainly  limited  to  manufacturing  single¬ 
color  prototypes. 

Patent  pending 

This  week,  Norman  Kinzie,  an  archi¬ 
tect  and  model  maker,  will  receive  a 
patent  for  what  he  said  is  a  technique 
that  will  make  it  possible  to  produce 
full-color  3-D  prototypes  of  computer¬ 
ized  designs. 

“There  is  nothing  like  an  actual 
model  that  you  can  hold  [in  your]  hand 
and  pass  around,”  said  Kinzie,  who  is 
also  the  research  and  development  di¬ 
rector  at  Landfoam  Topographies. 
“With  color,  it  can  convey  an  incredible 
amount  of  information.” 

Kinzie’s  patent  covers  a  process  of 
coating  each  sheet  with  toner  and 
bonder  before  it  is  cut  with  the  laser. 
Colored  toner  is  applied  only  to  the  sur¬ 
face  of  the  sheet  material;  the  color  is 
transmitted  by  diffusion  or  absorption 


to  the  sheet  material’s  edges. 

Kinzie  said  his  technique  could  be 
used  in  3-D  computer  printers  and 
copiers  that  could  turn  out  3-D  proto¬ 
types  from  computerized  designs  as 
easily  as  modern  photocopiers  produce 
duplicates  of  paper  documents.  The 
3-D  printer  would  also  operate  much 
like  a  copier  to  selectively  place  toner 
and  bonder  on  individual  sheets  of  ma¬ 
terial.  Additional  technology  beyond 
that  of  copiers  would  be  needed  to 
stack  the  individual  sheets  in  perfect 
alignment  and  fuse  them  together. 

The  first  systems  will  initially  be 
limited  to  producing  black  and  white 
models,  Kinzie  said.  Eventually,  they 
will  be  able  to  create  “photorealistic” 
models  with  500  dot/in.  of  color,  he 
said. 

The  inventor  has  no  plans  to  manu¬ 
facture  the  3-D  printers  and  copiers 
but  said  he  hopes  to  interest  a  copier 
manufacturer  in  his  technique. 
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In  a  world  of  multi-vendor 


and  training,  to  pure  hard-  in  networking  and  distributed 


environments,  no  company  is  ware,  software,  and  network-  computing  than  any  other 

using  just  one  information  ing  support  and  management,  vendor.  Worldwide,  we 


system,  ours  or  anybody 
else’s.  Fortunately,  no 
matter  what  systems 


your  company  is  cur¬ 


rently  juggling,  there 


the  choice  is  yours. 


support  more  multi-vendor 


THE  KEY 
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environments  than 


anyone  else.  And  our 
Network  Application 
Support  (NAS)  allows 
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across  platforms. 
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EDITORIAL 

Open  competition 

Open,  locks, 

Whoever  knocks! 

—  William  Shakespeare,  Macbeth 

Openness  as  it  relates  to  information  sys¬ 
tems  is  like  a  75-degree  cloudless  day  in 
May.  Everyone  agrees  it’s  good. 

It  can  be  argued  that  there  is  not  a 
more  important  concept  in  the  1990s  than  open 
systems.  Without  getting  into  a  discussion  of 
what  open  systems  means  (see  opposite  page  for 
that  debate),  we  can  safely  say  what  open  sys¬ 
tems  is  supposed  to  do  for  customers.  And  that  is 
to  unhinge  them  from  proprietary,  relatively  ex¬ 
pensive  solutions  historically  offered  by  the  ven¬ 
dor  community  without  sacrificing  the  tremen¬ 
dous  performance  advantages  and  robusto  that 
closed  systems  have  provided  and,  to  some  ex¬ 
tent,  still  do. 

Rest  assured  that  the  path  to  openness  will  be 
anything  but  smooth  or  quick.  The  reason  is  that 
unlike  standards,  which  are  set  by  customers, 
openness  is  determined  largely  by  vendors. 

There  is  not  a  lot  of  agreement  between  Bill 
Gates  and  Scott  McNealy.  This  is  not  a  small 
point,  given  that  these  men  arguably  are  among 
the  half-dozen  or  so  most  influential  people  in  the 
computer  industry.  In  regard  to  open  systems, 
they  just  might  be  the  two  most  influential  indi¬ 
viduals. 

In  McNealy’ s  open  world,  a  product  such  as 
Windows  would  essentially  become  part  of  the 
public  domain,  with  open  interface  specifications 
available  at  low  cost  or  no  cost  and  with  different 
implementations  available  from  different  ven¬ 
dors. 

While  we’ve  suggested  here  that  Microsoft 
conform  to  some  open  practices  exhibited  by  in¬ 
dependent  standards  groups,  it  will  be  an  icy  day 
at  the  equator  before  Microsoft  goes  as  far  as 
McNealy  suggests,  notwithstanding  the  ongoing 
Federal  Trade  Commission  investigation  into  Mi¬ 
crosoft’s  competitive  practices. 

Gates’  vision  of  open  systems  has  little  regard 
for  Unix  in  its  many  and  disparate  versions 
(which  do  look  pretty  proprietary  after  a  while). 
But  neither  Sun  nor  Microsoft  have  done  a  whole 
lot  to  bring  unity  to  Unix,  nor  is  it  in  their  best  in¬ 
terests  or  necessarily  those  of  their  customers  to 
do  so. 

If  there  is  a  single  point  of  confluence  in  both 
camps,  it  is  in  the  belief  that  open  systems,  how¬ 
ever  defined,  yields  choice  not  only  for  the  cus¬ 
tomer  but  for  thousands  of  third-party  developers 
of  software  and  peripherals.  That’s  easy  to  agree 
on,  but  whose  vision  provides  the  broadest  menu 
of  choice? 

The  answer  is  neither,  as  they  are  both  predi¬ 
cated  on  self-interests.  And  before  anyone  gets 
the  wrong  idea,  be  it  known  to  all  present  that  in 
their  pursuit  of  self-interest,  both  Microsoft  and 
Sun  and  their  CEOs  have  provided  the  kinds  of 
choices  that  are  the  true  manifold  expression  of 
the  one  “open”  that  really  matters  —  open  com¬ 
petition. 
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LETTERS  TO  THE  EDITOR 


Imperfect  survey 

Your  Buyers’  Scorecard  on  PC 
Cobol  [CW,  March  25]  was  the 
first  PC  Cobol  presentation  in  a 
long  time  that  was  well-con¬ 
ceived.  The  “key  ratings”  were 
germane  to  the  topic.  The  sur¬ 
vey  seemed  well-conducted  and 
thorough. 

The  unfortunate  part  is  that 
you  couldn’t  include  the  other 
two  Cobol  compiler  vendors  who 
make  up  the  remaining  10%  of 
the  PC  Cobol  market:  Mbp  and 
Acucobol.  Having  done  this, 
Computerworld  would  have 
presented  a  comprehensive  anal¬ 
ysis  of  the  entire  PC  Cobol  indus¬ 
try. 

Your  readership  and  the  busi¬ 
ness  community  at  large  would 
have  benefited  from  a  more  use¬ 
ful  and  valuable  Product  Spot¬ 
light.  In  addition,  you  may  have 
discovered  a  Cobol  compiler  that 
would  generate  still  better  rat¬ 
ings. 

It’s  too  bad  when  only  the  big 
guys  can  play. 

Michael  L.  Hicks 
Vice  president 
Mbp  Software  and  Systems 

Technology,  Inc. 

Alameda,  Calif. 

Little  guys  lose  out 

In  “Military  sees  problems, 
promise  in  viral  strikes”  [CW, 
April  8],  Michael  Alexander  un¬ 
knowingly  exposed  a  means  by 
which  small  business  gets  shaft¬ 
ed  by  big  government  and  its 
friends.  He  mentioned  Sparta, 
Inc.  as  having  received  two 
Small  Business  Innovation  Re¬ 
search  (SBIR)  awards. 

In  1988,  Sparta’s  revenues 
were  $55,335,000  and  growing, 
according  to  its  annual  report.  It 
qualifies  as  a  small  business  be¬ 
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cause  it  has  less  than  600  em¬ 
ployees.  Sparta  took  a  double 
share  of  the  SBIR  available  fund¬ 
ing. 

Is  this  fair?  Mr.  Cheney  is 
closing  bases  across  the  nation. 
Defense  contractors  are  laying 
off  workers.  Minority-owned 
businesses  cannot  achieve  their 
fair  share  of  defense  contracts  as 
mandated  by  Congress.  Women- 
owned  business  enterprises  are 
forgotten. 

Yet  a  company  with  revenue 
about  500  times  larger  than  the 
truly  average  small  business  can, 
within  the  rules,  take  away  the 
few  crumbs  provided  to  small 
business. 

Sparta  used  the  rules  to  its  ad¬ 
vantage.  Bad  rules  can  be  manip¬ 
ulated  if  you  know  the  federal  ac¬ 
quisition  regulations.  Mr. 
Alexander  indicated  that  Sparta 
stands  to  obtain  $1,000,000  in 
Phase  2  SBIR  funds. 

Congratulations,  Sparta.  Re¬ 
grets  to  small  business. 

Thomas  V.  Sobczak 
Application  Configured 
Computers,  Inc. 

Baldwin,  N.  Y. 

Credit  the  fax 

Regarding  Mitch  Betts’  column 
titled  “Catch  a  ride  on  the  fax 
wave”  [CW,  April  8],  I  found  the 
statements  regarding  MIS  “re¬ 
sisting  fax”  to  be  quite  contrary 
to  our  view  of  fax  systems.  At 
Victor  Products,  fax  systems 
were  under  the  control  of  infor¬ 
mation  services  for  a  number  of 
years. 

A  few  years  ago,  fax  systems 
became  a  commodity.  Everyone 
had  one  for  sale,  and  they  all 
were  compatible.  When  we  had 
executives  purchasing  home  fax 
machines,  it  was  time  for  infor¬ 
mation  systems  to  get  out  of  the 


business  and  move  on.  We  did 
move  on  —  to  more  important 
issues. 

We  are  now  finding  that  fax  is 
back  and  filling  an  important 
need  for  electronic  data  inter¬ 
change  communications.  We 
have  designed  and  implemented 
a  transparent  fax  gateway  sys¬ 
tem  from  our  PC  LAN  as  well  as 
our  manufacturing  system.  We 
found  that  departments  had  fall¬ 
en  in  love  with  the  fax  system  ca¬ 
pabilities  but  were  wasting  time 
pushing  paper  —  which  was 
printed  on  computer  system 
printers  —  into  fax  machines. 

The  second  area  in  which  the 
fax  gateway  paid  off  was  commu¬ 
nications  with  our  foreign  affili¬ 
ates.  We  developed  a  system  to 
allow  our  affiliates  direct  dial  into 
our  DEC  VAX  systems  and  net¬ 
work.  The  affiliate  then  down¬ 
loads  the  compressed  file  with 
the  use  of  Xmodem,  Kermit  or 
other  file-transfer  systems  —  in¬ 
cluding  dial-up  Decnet. 

We  opted  to  use  the  fax  gate¬ 
way,  tied  to  the  DEC  VMS  mail 
package  to  notify  them  that  files 
needed  to  be  transferred. 
Thanks  to  the  fax  gateway,  I  was 
well-prepared. 

Keep  up  the  good  work. 

Warren  Smith 
Manager,  Information  Services 
Victor  Products  Division 
Dana  Corp. 

Lisle,  III. 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor  In  Chief, 
Computerworld,  P.O.  Box  9171, 
375 Cochituate  Road,  Framing¬ 
ham,  Mass.  01701.  Fax  number: 
(508)  875-8931;  MCI  Mail: 
COMPUTERWORLD.  Please 
include  a  phone  number  for  ver¬ 
ification. 
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VIEWPOINT 


What  does  ‘open  systems’  really  mean? 


Giving  customers  the  chance  to  vote  on  a  roster  of  choices 


Sharing  the  basics,  so  customers  get  no-risk  innovation 


BY  BILL  GATES 


‘Open  system”  is  a  term 
that  we  at  Microsoft  feel 
has  a  very  simple  defini¬ 
tion:  customer  choice. 
Customers  are  able  to 
choose  their  products  and 
I  solutions  from  a  host  of 
hardware  and  software  vendors. 

To  create  this  level  of  choice,  there 
must  be  a  small  set  of  standards,  widely 
accepted  by  both  software  and  hardware 
vendors,  and  the  technology  to  imple¬ 
ment  the  standards  must  be  available 
equally  and  easily  to  any  vendor. 

An  open  system  means  that  users  are 
not  limited  to  a  single  hardware  system 
provided  by  a  single  vendor  or  a  very  lim¬ 
ited  set  of  vendors.  Users  do  not  want  to 
have  the  same  hardware  vendor  provid¬ 
ing  a  unique  operating  system  implemen¬ 
tation,  acting  as  the  primary  source  of 
peripherals  or  offering  the  bulk  of  the  ap¬ 
plications  software,  as  has  been  the  case 
with  proprietary  mainframe  and  minicom¬ 
puter  systems. 

Users  do  not  want  to  be  locked  in,  but 
they  do  want  standards.  They  want  the 
economics  that  come  from  buying  in 
quantity,  and  they  want  the  same  applica¬ 
tions  on  all  their  machines. 

This  is  not  contradictory.  The  person¬ 
al  computer  industry  shows  how  this  can 
be  accomplished  with  great  benefits  to 
the  user.  The  microprocessor  architec¬ 
ture  and  operating  system  are  the  same 
on  PCs,  but  this  binary  standard  is  avail¬ 
able  through  an  open  marketplace  of 
hardware  manufacturers.  These  manu¬ 
facturers  compete  on  performance,  fea¬ 
tures,  price  and  service.  Competition  is 
fierce,  but  users  buy  in  quantity.  The 
growth  brings  in  more  software  develop¬ 
ers,  so  more  applications  are  available, 
which  attracts  more  customers  and  sells 
more  machines. 

The  DOS  market  is  a  widely  hailed  self¬ 
reinforcing  phenomenon  that  now  en¬ 
compasses  more  than  60  million  machines 
and  is  growing  at  a  rate  in  excess  of  20 
million  systems  per  year.  The  DOS  — 
and  now  Windows  —  market  has  devel¬ 
oped  to  include  more  than  400  hardware 
manufacturers,  at  least  as  many  provid¬ 
ers  of  add-on  equipment,  thousands  of 
software  vendors  and  more  than  10,000 
actual  applications. 


This  is  choice 

Competition  on  a  single  standard  is  the 
crux.  If  a  customer  is  unhappy  with  a 
hardware  or  software  vendor,  any  num¬ 
ber  of  alternatives  are  only  a  phone  call 
away.  This  is  choice.  This  is  an  open  sys¬ 
tem. 

Standards  are  generally  created  in  an 
evolutionary  way.  Whether  based  on  in¬ 
put  from  customers,  industry  groups  or 
committees,  new  standards  are  continual¬ 
ly  created  and  old  ones  updated.  Truly 
open  systems  benefit  from  this  evolution¬ 
ary  process.  The  real  winners,  of  course, 
are  the  customers  because  they  gain  the 
ability  to  choose. 

Unix  is  often  promoted  by  its  vendors 
as  an  open  system,  but  there  is  no  single 
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version  of  Unix.  Our  own  version,  origi¬ 
nally  developed  in  1981  and  now  devel¬ 
oped  and  marketed  by  The  Santa  Cruz 
Operation  (SCO),  remains  the  most  popu¬ 
lar  Unix  by  unit  volume.  But  even  we  have 
to  admit  that  the  market  is  fragmented 
among  competing  hardware  designs  and 
not-quite-identical  Unixes. 

To  compete  with  Windows,  Unix 
needs  a  standard  graphical  user  interface. 
This  is  crucial  in  getting  developers.  As 
we  learned  with  Windows  3.0,  critical 
mass  is  everything. 

Among  Unix  vendors,  there  is  no  una¬ 
nimity  about  what  an  open  system  is. 
There  are  still  two  major  competing 
camps  —  the  Open  Software  Foundation 
and  Unix  Systems  Labs  —  and  dozens  of 
competing  and  incompatible  implementa¬ 
tions.  Despite  these  iterations,  Unix  is 
still  owned  and  controlled  by  a  single  com¬ 
pany,  AT&T.  The  five  largest  vendors  — 
Microsoft/SCO,  IBM,  DEC,  Sun  and 
Hewlett-Packard  —  have  significantly 
different  offerings,  and  they  largely  dis¬ 
agree  as  to 
whether  their 
competitors’  sys¬ 
tems  are  truly 
open. 

PC  futures 

The  recent  Ad¬ 
vanced  Comput¬ 
ing  Environment 
(ACE)  initiative 
of  18  hardware 
manufacturers 
and  key  software 
vendors,  includ¬ 
ing  Microsoft,  is  a 
good  example  of 
how  the  DOS/ 

Windows  ap¬ 
proach  to  open 
systems  can  be 
leveraged  by  al¬ 
lowing  the  huge 
wealth  of  PC  ap¬ 
plications  to  be 
moved  to  a  new 
platform.  ACE  is  a  cooperative  agree¬ 
ment  to  establish  an  open  hardware  and 
software  platform  for  RISC-based  per¬ 
sonal  computers  (using  Mips  Computer 
Systems  chips)  compatible  with  Intel- 
based  PCs.  The  two  software  platforms 
are  Microsoft’s  advanced  operating  sys¬ 
tem  (OS/2  Version  3.0)  and  SCO’s  unified 
Unix  (Opendesktop). 

Microsoft’s  advanced  system  will  in¬ 
corporate  DOS,  Windows  and  OS/2  in  a 
single  environment.  Thousands  of  exist¬ 
ing  DOS  and  Windows  applications  can  be 
up  and  running  on  these  new  machines 
much,  much  faster  than  they  could  be 
moved  to  other  systems  —  increasing 
choices  for  customers  once  again. 

This  is  the  latest  example  of  how  an 
open  system  really  works.  Because  it's 
customer-driven,  all  vendors  —  hard¬ 
ware,  systems  software,  applications  soft¬ 
ware  —  are  driven  to  get  better  every 
day.  When  hardware  advances,  the  entire 
environment  can  be  carried  over  as  a 
whole,  and  users  benefit  again. 

This  is  the  PC  legacy.  It’s  the  best  kind 
of  open  system  —  it’s  one  that  customers 
vote  on  every  day,  day  after  day,  year  af¬ 
ter  year. 


BY  SCOTT  D.  MCNEALY 

PM  In  recent  years,  most 
"  companies  that  built  their 

W  ~ .  \  fortunes  on  single-vendor 

r  proprietary  computing 
/  strategies  have  jumped  on 

the  open  systems  band- 
wagon.  And  why  not? 
They’ve  heard  the  market.  Customers 
are  voting  for  open  systems  with  their 
wallets.  In  droves. 

However,  while  the  demand  for  open 
systems  is  clear,  the  meaning  of  the  term 
isn’t  —  at  least,  not  anymore.  Most  pro¬ 
prietary  companies  singing  the  open  sys¬ 
tems  theme  song  these  days  sound  suspi¬ 
ciously  like  they’re  crooning  Sinatra’s 
“My  Way”  in  the  background. 

“Open”  is  the  most  used  and  abused 
word  in  computing  today.  It’s  become  an 
all-purpose  marketing  buzzword. 

Some  common  misuses  include: 

•  “My  computer  architecture  is  open  be¬ 
cause  I  can  network  to  and  get  files  from 

the  mainframe.  ” 
This  confuses  in¬ 
teroperability 
and  portability 
with  openness. 

•  “My  computer 
is  open  because  it 
uses  Unix.  ”  This 
confuses  ease  of 
software  porta¬ 
bility  with  open¬ 
ness  and  doesn’t 
even  begin  to 
cover  all  the  oth¬ 
er  hardware  and 
software  inter¬ 
faces  developed 
by  a  vendor. 

•  “My  personal 
computer  is  open 
because  it  runs  bi¬ 
nary-compatible 
software  from 
one  PC  vendor  to 
another.  ”  This 
confuses  open¬ 
ness  with  compatibility  and  compatibility 
with  logos.  A  PC  clone  is  still  an  Intel/Mi¬ 
crosoft  computer,  no  matter  what  distri¬ 
bution  channel  you  buy  it  from  or  what 
logo  you  put  on  it. 

•  “  My  computer  complies  with  standards 
because  it  conforms  with  the  XYZ  consor¬ 
tium.”  This  confuses  openness  with  stan¬ 
dards  and  standards  with  press  releases 
from  endorsement  bodies. 

Misused  but  worthwhile 

“Open”  is  a  term  worth  saving,  though.  It 
says  a  lot  about  the  way  computer  compa¬ 
nies  can  and  should  compete  and  about 
the  value  provided  customers  through  in¬ 
novation.  The  theory  behind  openness  is 
that  all  technology  can  benefit  from  im¬ 
provement  and  that  all  customers  benefit 
from  such  innovation.  Ultimately,  the  in¬ 
dustry  benefits  too,  as  a  result  of  in¬ 
creased  demand  brought  about  by  more 
useful  products. 

Basically,  openness  is  a  simple  con¬ 
cept.  It  refers  to  a  specification,  a  blue¬ 
print  or,  as  we  call  it  in  the  computer  busi- 
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ness,  an  interface  —  one  that’s  written 
down  for  the  world  to  see  and  use,  one 
that  invites  improvement  and  innovation. 
In  the  auto  industry,  the  brake  pedal  is  an 
open  interface.  Car  companies  don’t  pay 
royalties  to  use  the  specification;  they  all 
use  it  freely  as  the  basis  for  competitive 
improvements  such  as  antilock  braking 
systems,  hydraulic  brakes  or  disk  brakes. 
And  because  it  is  an  open  interface,  cus¬ 
tomers  don’t  have  to  relearn  how  to  drive. 

In  the  computer  industry,  interfaces 
describe  many  of  the  important  elements 
that  tie  a  computer  system  together  — 
the  microprocessor  architecture,  the  sys¬ 
tem  bus,  the  operating  system,  the  win¬ 
dow  system,  the  graphical  user  interface 
and  the  important  application  binary  in¬ 
terfaces  and  application  programming  in¬ 
terfaces. 

The  fundamental  premise  in  defining 
openness  is  a  positive  answer  to  the  sim¬ 
ple  question:  Can  this  technology  benefit 
from  innovation  and  from  being  faster, 
more  full-functioned  and  cheaper?  Apply 
the  question  to  an  actual  case  —  Micro¬ 
soft’s  Windows.  Could  Windows  improve 
through  innovation?  Everything  I’ve 
heard  in  the  market  says  so.  But  while  Mi¬ 
crosoft  gives  developers  the  information 
to  create  applications  that  run  with  Win¬ 
dows,  the  company  does  not  provide  the 
information  to  innovate  on  Windows  it¬ 
self.  As  a  result,  Windows  is  a  proprietary 
(not  open)  interface. 

Simple  tests 

Following  is  a  simple  checklist  of  criteria 
for  openness: 

•  The  interface  should  have  a  specifica¬ 
tion  that’s  openly  available  (meaning  pub¬ 
lished).  This  allows  other  vendors  to  cre¬ 
ate  their  own  value-added  implementa¬ 
tions. 

•  The  interface  specification  should  be 
well- written  —  clear  enough  so  that,  if 
you  sent  four  or  400  engineers  into  a 
room  with  it,  they’d  come  out  with  a  rea¬ 
sonable  implementation. 

•  An  open  interface  should  be  inexpensive 
or  free  —  no  huge  royalties. 

•  The  interface  should  be  legally  clean, 
meaning  you  can’t  be  sued  for  using  it. 

•  Multiple  implementations  of  the  inter¬ 
face  should  be  available  from  multiple 
companies. 

•  There  should  be  a  reference  implemen¬ 
tation  available  for  a  reasonable  fee. 

•  In  a  best-case  scenario,  there  would 
also  be  an  independent  branding  and  com¬ 
patibility  testing  organization  to  ensure 
the  specification  is  protected  and  en¬ 
hanced  in  an  equitable  way. 

Many  vendors  equate  open  systems 
with  standards.  However,  these  are  not 
the  same  thing.  The  dictionary  definition 
states  that  a  standard  is  “regularly  or 
widely  used  ...  the  preferred  way  of  do¬ 
ing  things.”  Standard  interfaces  are  set 
by  high-volume  sales  (in  other  words,  by 
users).  Of  course,  Sun’s  philosophy  is  that 
a  robust  open  interface  will  be  adopted  by 
many  vendors  and  users,  eventually 
achieving  the  volume  to  become  a  stan¬ 
dard. 

We’re  talking  freedom  of  choice  here, 
not  freedom  from  choice.  It’s  a  scary  no¬ 
tion  to  many  companies  in  the  computer 
business.  That’s  why  they  try  so  hard  to 
obfuscate  the  facts. 


Gordon  Studer 
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The  high-function  server  you’re  looking  for... 

connects  with  systems  made  by  IBM,  Apple,  DEC,  HP 
works  with  environments  ranging  from  DOS  to  OS/2 
supports  networking  standards  like  Ethernet,  I  CP/ 1 P 
gives  you  17-fold  growth  plus  powerful  LAN  managem 
comes  with  a  high-performance  relational  database  bu 
lets  you  customize  security  levels  for  all  kinds  of  users 
runs  server  applications  that  truly  enrich  the  power  of 
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...is  an  IBM  AS/400. 


To  learn  more  about  the 
server  capabilities  of  the  IBM 
AS/400,  call  an  IBM  marketing 
representative :  Or,  for  free 
literature  including  the  IBM 
AS/400  Solutions  Catalog,  call 

1 800  365-4  IBM,  ext.  14. 
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Mainframe  Users  Rate 
Software  Technology 
and  Service 

BMC  Software  Ranked  First 


BMC  Software,  Inc  •  is  the  leader 

in  technology  and  service,  according  to 
a  March  1991  Sound  View  Financial  Group 
Strategic  Analysis  Report.  The  report 
data  was  taken  from  an  independent  survey 
of  85  large  IBM  mainframe  users  from 
Fortune  500  companies. 

The  results  are  quoted  as,  “An  impressive 
90%  of  BMC  users  felt  the  company  was 
above  average  as  a  technology  leader.”  This 
was  the  highest  rating  among  the  five  ranked 
software  vendors. 

BMC’s  service  (maintenance  and 
support)  also  received  the  highest  rating  — 
71%  of  the  respondents  rated  BMC’s 
service  above  average. 


Technology  Leadership:  Percentage  of  Users  Responding  by  Vendor 


Rating 

Vendor  A 

Vendor  B 

Vendor  C 

Vendor  D 

BMC 

Low 

1 

27 

0 

3 

0 

0 

2 

39 

4 

3 

19 

0 

Average 

3 

27 

48 

38 

52 

10 

4 

4 

40 

48 

19 

63 

High 

5 

4 

8 

7 

10 

27 

Total  Respondents 

49 

25 

29 

21 

30 

Service: 

Percentage  of  Users  Responding  by  Vendor  and  Rating 

Rating 

Vendor  A 

Vendor  B 

Vendor  C 

Vendor  D 

BMC 

Low 

1 

42 

4 

0 

0 

0 

2 

28 

0 

11 

25 

7 

Average 

3 

24 

61 

36 

55 

21 

4 

6 

26 

50 

10 

50 

High 

5 

0 

9 

4 

10 

21 

Total  Respondents 

50 

23 

28 

20 

28 

BMC’s  top  ratings 

leadership  and  service  reflect  a  high  level  of 
commitment  to  research  and  development. 
BMC  invests  an  average  of  25%  of  annual 
revenues  in  R&D  and  support. 

BMC  develops,  markets  and  supports 
systems  software  products  to  enhance 
IBM’s  database  management  and  data 
communication  systems,  principally  IMS, 
DB2  and  CICS.  BMC  currently  markets 
a  total  of  50  products  to  customers  in 
43  markets  worldwide. 


Rely  on  the  leader  Find  out  how 

BMC’s  technologically  innovative  systems 
software  products  can  give  your  organization 
that  competitive  edge.  For  more  information, 
call  toll-free  in  the  U.S.  and  Canada, 


HM 

SOFTWARE 


1 800  841-2031 


For  copies  of  the  March  1991  SoundView 
Financial  Group  Strategic  Analysis  Report, 
contact  the  SoundView  Financial  Group, 
Inc.  at  (203)  975-6600. 


CORPORATE  HEADQUARTERS 

P.O.  Box  2002 

Sugar  Land,  TX  77487-2002 
713  240-8800 
FAX:  713  242-6523 


contact  one  of  BMC’s 

Canada 

800  841-2031 

FAX:  (713)  242-6523. 


Internationally, 

Australia 

(61)  3  819  6733 

FAX:  (61)3  819  6758 

Germany 
(49)  69  664060 
FAX:  (49)69  6661047 


Italy 

(39)2  48193850 
FAX:  (39)2  48193846 


offices  in: 

Denmark 
(45)44  68  22  00 
FAX:  (45)  44  68  33  00 

Japan 

(81)3  3837-8651 
FAX:  (81)3837-8585 


England 

(44)  276  24622 

FAX:  (44)  276  61201 

Spain 

(34)  1  639  30  62 
FAX:  (34)  1  639  42  75 


France 

(33)  1  48  77  77  77 
FAX:  (33)  1  48  77  01  17 


The  products  and  trade  names  mentioned  herein  are  trademarks,  registered  trademarks 
or  service  marks  of  their  respective  companies. 

©1991  BMC  Software,  Inc.  All  rights  reserved. 
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Specmarks  lose  their  luster 

The  once-promising  benchmark  is  catching  some  new  flak  from  critics 


COMMENTARY 

J.  A.  Savage 

Software 

joyriding 

In  January,  I 
bought  an  old 
sports  car.  It 
sounded  good, 
and  it  looked 
good.  It’s  a  1976 
Alfa  Romeo. 

But  it’s  a  lemon. 

I  thought  I  could  sell  it,  but 
being  terminally  honest,  I  can’t 
sell  it  to  anyone  for  anything 
but  parts.  That  means  it’s  not 
worth  much.  Now  that  spring  is 
here,  I  figure  the  only  way  to 
make  back  any  money  on  my 
rolling  piece  of  citrus  is  to  use  it 
as  a  taxi.  Take  the  top  down  and 
offer  rides.  That  way,  I  sell 
something,  but  I  still  have  ev¬ 
erything  I  started  out  with. 

In  the  profits  crunch  of  open 
systems,  where  formerly  expen- 


A  HALF-DOZEN 
SOFTWARE 
vendors  are 
licensing  parts  of  HP’s 
CASE  software  to 
incorporate  into  their 
own  products. 


sive  hardware  now  goes  to  the 
lowest  bidder,  vendors  are  try¬ 
ing  to  find  new  ways  of  making 
money.  Hewlett-Packard,  for 
one,  is  treating  its  systems  soft¬ 
ware  divisions  like  taxis:  You  can 
take  a  ride  or  license  the  stuff, 
but  HP  still  has  all  the  original 
parts  it  began  with  to  license 
again. 

About  the  time  I  bought  my 
Alfa,  I  talked  with  Bob  Franken- 
berg,  who  was  then  head  of 
software  at  HP.  He  said  the  com¬ 
pany  planned  to  increase  soft¬ 
ware  licensing  revenue  from 
10%  to  30%  within  the  next 
three  years.  Ever  since  then, 
there’s  been  a  steady  stream  of 
press  releases  from  HP  announc¬ 
ing  this,  that  and  the  other  li¬ 
censing  agreement  for  its  sys¬ 
tems  software. 

For  instance,  IBM  (which  is 
well-known  for  its  solitary  en¬ 
thusiasm  for  its  own  systems 
software)  has  recently  licensed 
parts  of  HP’s  network  manage¬ 
ment  software  as  well  as  its 
CASE  framework.  A  half-dozen 
software  vendors  are  licensing 
parts  of  HP’s  CASE  software  to 
incorporate  into  their  own 

Continued  on  page  33 
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Specmarks,  a  benchmark  that 
vendors  hoped  would  remain  no¬ 
ble  and  untainted,  have  lived 
long  enough  to  be  maligned. 

The  widely  used  benchmark, 
which  measures  CPU  speed  on 
workstations,  is  under  growing 
criticism  as  the  same  vendors 
who  developed  it  jazz  up  their 
ratings  with  software  not  yet 
commercially  available. 

Specmarks  arose  because  for 
the  last  few  years,  vendors  have 
largely  denigrated  the  million  in¬ 
structions  per  second  (MIPS) 
benchmark.  In  the  last  year,  for 
instance,  some  workstation  ven¬ 
dors  have  refused  to  even  pro¬ 
vide  a  MIPS  rating  for  their 
workstations. 

Private  compilers 

Recently,  both  Hewlett-Packard 
Co.  and  Sun  Microsystems,  Inc. 
have  released  Specmarks  boost¬ 
ed  by  using  compilers  not  avail¬ 
able  to  the  general  public  at  the 
time  products  were  announced. 

However,  Specmarks  are  also 
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IBM’s  Application  System/400 
has  finally  secured  itself  a  promi¬ 
nent  place  under  the  distant  sun 
of  Systems  Application  Architec¬ 
ture  (SAA),  the  grand  scheme 
for  unifying  the  IBM  product  line 
and  eventually  playing  in  a  multi¬ 
vendor  environment. 

With  the  announcement  last 
month  that  certain  distributed 
relational  database  capabilities 
will  appear  first  on  the  AS/400 
platform,  IBM  sent  a  much-wel¬ 
comed  signal  to  customers 
struggling  to  cope  with  growing 
networks  of  diverse  computers. 

“IBM  didn’t  provide  a  lot,  but 
they  announced  a  lot  of  direc¬ 
tion,”  said  Douglas  Plescia,  vice 
president  of  information  systems 
at  Toyota  Motor  Sales  U.S.A., 
Inc.  in  Torrance,  Calif.  “We’re 
encouraged  that  they’re  recog¬ 
nizing  the  issue.” 

“This  was  a  blockbuster  an¬ 
nouncement  for  the  AS/400  and 
the  SAA  database,”  said  George 
Zagelow,  manager  of  architec¬ 
ture  and  standards  at  IBM’s  lab¬ 
oratory  in  Santa  Teresa,  Calif. 


coming  into  increasing  disfavor 
now,  said  Tom  Kucharvy,  an  an¬ 
alyst  at  Summit  Strategies,  Inc. 
in  Boston.  “At  first,  they  were 
thought  to  provide  an  objective 
means  of  benchmarking  that 
couldn’t  be  manipulated  like 
MIPS  can.  But 
now  that  people 
are  becoming  fa¬ 
miliar  with  them, 
they  are  being 
manipulated.” 

When  HP  an¬ 
nounced  its  HP 
9000  Series  700 
workstations  in 
March,  the  com¬ 
pany  said  the  ma¬ 
chines  topped  out  at  72.2  Spec- 
marks. 

That  number,  however,  was 
obtained  by  using  an  optimizing 
compiler  that  will  not  be  avail¬ 
able  until  June,  at  which  time  it 
will  be  sent  automatically  to  cus¬ 
tomers  that  have  bought  the 
workstations,  according  to  an 
HP  spokesman. 

In  November  1990,  Sun  in¬ 
troduced  its  Sparcstation  2  with 
a  Specmark  rating  of  21.  It  was 


“When  the  AS/400  delivers  the 
distributed  relational  database, 
it  will  leapfrog  completely  across 
homogeneous  protocols  right 
into  heterogeneous  solutions.” 

In  this  case,  a  homogeneous 
protocol  refers  to  a  pair  of  like 
databases  talking  to  each  other 
—  DB2  to  DB2,  for  example  — 
while  a  heterogeneous  protocol 
means  the  SQL/400  database 
will  be  able  to  exchange  data  and 


also  using  an  unreleased  compil¬ 
er  that  was  not  made  available 
until  last  month,  according  to  a 
Sun  spokesman.  Sun  sells  com¬ 
pilers  separately. 

Spokesmen  from  both  compa¬ 
nies  said  customers  were 
warned  that  their 
performance 
would  vary  be¬ 
cause  some  soft¬ 
ware  was  not 
available  immedi¬ 
ately,  although 
the  degree  of 
variance  was  not 
made  clear  in  the 
companies’  mar¬ 
keting  material. 

Even  the  former  chairman  of 
the  Systems  Performance  Eval¬ 
uation  Council  (SPEC),  Robert 
Novak,  who  is  also  manager  of 
Mips  Computer  Systems,  Inc.’s 
performance  group,  acknowl¬ 
edged  that  there  are  “some 
problems”  with  the  benchmark. 
“Various  vendors  have  found 
pieces  of  code  they  can  opti¬ 
mize,”  he  said. 

In  the  future,  SPEC  plans  on 
updating  its  benchmarks  often 


files  with  the  DB2  database  un¬ 
der  MVS,  SQL/DS  under  VM  or 
OS/2  Extended  Edition  Data¬ 
base  Manager  on  Personal  Sys¬ 
tem/2  workstations. 

The  springboard  for  this  leap 
is  Distributed  Relational  Data 
Architecture  (DRDA).  The  first 
piece  of  DRDA  will  be  generally 
available  on  OS/400  in  March 
1992,  allowing  applications  to 
execute  multiple  SQL  requests 
to  other  IBM  databases  that  sup¬ 
port  DRDA. 

“What  DRDA  really  talks 
about  and  defines  is  what  flows 
on  the  wires  between  the  ma¬ 
chines,”  Zagelow  explained.  “It 
is  a  set  of  rules  that  resolves 


New  and  improved 


In  March  1992,  IBM  will  deliver  the  second  release  of 
OS/400  Version  2.0,  with  significant  improvements  in  the 
AS/400’s  SAA  functions.  The  following  are  among  them: 

•  Support  for  the  first  stage  of  DRDA,  which  allows  an  ap¬ 
plication  to  execute  multiple  SQL  requests  as  remote 
units  of  work  to  a  single,  remote  IBM  SAA  relational  database 
system. 

•  Greater  consistency  in  SQL  to  allow  applications  to  access 
data  anywhere  in  the  network. 

•  Enhancement  of  the  AS/400’s  Common  User  Access  interface 
through  extensions  to  Data  Description  Specification  (DDS) 
support.  New  keywords  in  DDS  will  allow  developers  to  create 
applications  with  pop-up  windows  for  Help  text. 

MARYFRAN  JOHNSON 


AS/400  takes  its  place 
at  head  of  the  SAA  line 


enough  to  keep  ahead  of  ven¬ 
dors’  ability  to  optimize  it  for 
themselves,  he  added. 

More  information 

Because  Specmarks  in  effect 
measure  MIPS  and  million  float¬ 
ing-point  operations  per  second 
(MFLOPS),  at  least  one  analyst 
claimed  that  users  are  getting  no 
more  information  from  Spec- 
marks  than  they  would  if  they 
just  relied  on  the  older  MIPS  and 
MFLOPS  benchmarks. 

Lloyd  Nirenberg,  president  of 
Competition  Technology  Corp. 
in  Campbell,  Calif.,  has  an  equa¬ 
tion  that  adds  MIPS  and 
MFLOPS  with  a  constant  num¬ 
ber  and  comes  quite  close  to 
landing  on  the  Specmark  bench¬ 
marks  for  1 9  workstations. 

“Vendors  have  no  need  to  be 
so  contentious  of  MIPS  and 
MFLOPS;  they  sneer  at  every¬ 
one  as  if  [Specmarks]  are  some¬ 
thing  new,”  Nirenberg  said. 

Some  independent  analysts 
tend  to  agree  with  Nirenberg. 
“Either  SPEC  picked  the  wrong 
benchmarks,  or  no  matter  what 
CPU-intensive  benchmarks  you 
pick,  they  won’t  tell  you  much 
more  than  MIPS  plus  MFLOPS 
—  however  loosely  derived,” 
said  Omri  Serlin,  president  of 
Itom  International,  Inc.  in  Los 
Altos,  Calif. 


things  like  naming  inconsisten¬ 
cies  across  various  environ¬ 
ments.  If  your  product  can  put 
the  right  bits  in  the  right  se¬ 
quence  on  the  wire,  it  can  play.” 

The  other  SAA  operating  sys¬ 
tems  —  MVS,  VM  and  OS/2  — 
are  also  “well  on  their  way”  to 
providing  distributed  database 
capabilities  under  DRDA,  Zage¬ 
low  added,  but  only  the  AS/400 
has  announced  a  product  avail¬ 
ability  date. 

SQL  failings 

One  of  the  major  problems  the 
AS/400  faced  in  catching  up  to 
the  other  SAA  platforms  was  its 
weak  SQL  capabilities,  Zagelow 
noted. 

The  debut  of  OS/400  Version 
2.0  next  month,  however,  will  fill 
in  many  of  those  missing  SQL 
functions,  such  as  common  re¬ 
turn  codes,  numeric  data  types 
and  variable  length  fields.  “As 
the  AS/400  strengthens  its  sup¬ 
port  for  SAA/SQL,  applications 
written  on  System/370  or  OS/2 
in  the  SAA  languages  become 
easier  and  easier  to  move  to  the 
AS/400,”  Zagelow  said. 

Under  the  SAA  distributed 
database,  there  are  four  types  of 
requests:  remote  request,  re¬ 
mote  unit  of  work,  distributed 
request  and  distributed  unit  of 
work.  When  the  first  piece  of 
DRDA  shows  up  next  year,  it  will 
Continued  on  page  32 
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WESTBROOK  TECHNOLOGIES  INC- 1-800-874-1495 


Welcome  To  The  Wide  Open 
Spaces  Of  Progress. 


Welcome  to  a  4GL/RDBMS 
world  that  lets  you  decide  how 
to  build  and  run  an  unlimited 
range  of  applications  without 
the  usual  limits.  Without  the 
usual  constraints. 

Take  a  seat  and  let  us 
explain. 

To  begin  with,  the 


PROGRESS’ 


PROGRESS  4GL  lets  you 
build  with  incredible  efficiency 
while  giving  you  the  control  of 
a  full-structured  programming 
language. 

When  the  name  of  the 
game  is  development  speed, 
you’ve  got  it.  When  the  name 
of  the  game  is  control,  you’ve 
got  it.  When  the  project  calls 
for  both,  you’ve  got  both. 

And  just  to  make  sure  you 
like  the  view,  you’ve  also  got 
a  menu-driven  application 
builder,  ANSI-standard 
SQL  and  3GL  access  if  you 
want  it.  You’ve  got  a  true 
distributed  RDBMS  with 
client/server  architecture  and 
two-phase  commit.  You’ve  got 


multi-threaded,  scalable  per¬ 
formance  on  large  multi¬ 
processor  systems. 

But  stay  seated,  there’s  more. 

PROGRESS  ties  together 
data  across  different  operating 
systems,  networks  and  data¬ 
bases.  It  lets  you  port  applica¬ 
tions  without  modification 
across  UNIX, 

VAX/VMS, 

OS/2,  DOS 
(even  640k 

PCs)  and  CTOS/BTOS 
with  AS/400  coming  soon. 
PROGRESS  applications  run 
unchanged  over  distributed 
networks  using  TCP/IP,  DEC- 
net,  NetBIOS  and  SPX/IPX. 
They  even  update  Oracle, 

Rdb,  RMS  and  PROGRESS 
databases  simultaneously. 

What  it  all  adds  up  to 
is  40,000  installations  in 
30  countries  covering  every 
conceivable  application.  Plus 
the  #1  rating  for  efficiency, 
reliability,  and  overall  user 
satisfaction  in  Datapro’s  last 
three  surveys. 

So  find  a  phone  and  call 
800  FAST  4GL  to  find  out 
about  the  PROGRESS  Test 
Drive  and  the  full  Datapro 
report  on  PROGRESS. 

Once  you  step  into  our 
world,  you’ll  never  want 
to  leave. 

Progress  Software  Corporation 
5  Oak  Park,  Bedford,  MA  01730 
Telephone  617 275-4500 
Fax  617275-4595 


PROGRESS  is  a  registered  trademark  of  Progress 
Software  Corporation. 

Datapro,  UNIX.  VAX/VMS,  OS/2,  DOS, 
CTOS/BTOS,  AS/400,  TCP/IP,  DECnet,  NetBIOS, 
SPX/IPX,  Oracle,  Rdb,  and  RMS  are  registered 
trademarks  of  their  respective  manufacturers. 
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NEW  DEALS 

D&B  scores 
contracts 

Dun  &  Bradstreet 
Software,  a  company  of 
The  Dun  &  Bradstreet 
Corp.,  recently  scored  two 
substantial  contracts 
with  its  General  Ledger 
software  system. 

One  was  with  San 
Francisco-based  Pacific 
Gas  &  Electric  Co., 
which  awarded  a 
$750,000  contract  to 
D&B.  The  agreement  calls 
for  the  license  and  instal¬ 
lation  of  D&B’s  General 
Ledger  software  at  the 
utility  company  to  replace 
the  existing  in-house-de- 
veloped  General  Ledger 
system.  The  software  is 
valued  at  $500,000,  with 
the  remainder  of  the  con¬ 
tract  covering  several  ad¬ 
ditional  services. 

Lockheed  Aeromod 
Center,  Inc.,  an  aircraft 
maintenance  services 
subsidiary  of  Lockheed 
Corp.,  signed  a  $1  million 
contract  with  D&B  Soft¬ 
ware  for  the  General 
Ledger  system  and  related 
professional  services. 

The  software  will  be  used 
to  track  direct  and  indi¬ 
rect  expenses  and  deter¬ 
mine  project-specific  rev¬ 
enue  figures. 

Consolidated  Edison 
Company  of  New  York, 
Inc.  has  selected  Inter¬ 
graph  Corp.  in  Hunts¬ 
ville,  Ala.,  to  supply  an 
automated  mapping  and 
facilities  management 
system.  Intergraph  will 
provide  Con  Edison  with 
approximately  200  Inter¬ 
graph  Series  6000  and 
2000  Unix  workstations 
and  related  hardware, 
software,  training  and 
maintenance  services. 

The  contract  is  valued  at 
$12.6  million. 

The  Defense  Systems 
Division  of  Loral  Corp. 
has  selected  Concur¬ 
rent  Computer  Corp.’s 

7000  Series  of  Motorola, 

Inc.  68040-based  real¬ 
time  Unix  systems  for 
the  real-time  computer 
portion  of  the  Special  Op¬ 
erations  Force  Aircrew 
Training  System  (SOF 
ATS).  To  date,  the  SOF 
ATS  program  is  the  larg¬ 
est  aircrew  training  sys¬ 
tem  program  awarded  by 
the  U.S.  Air  Force.  Con¬ 
current  expects  the  value 
of  the  contract  to  exceed 
$1  million,  excluding 
maintenance  and  support. 


couldn’t  afford  to  think  that 
we’re  doing  something  and  not 
have  that  transaction  take  place 
in  the  database.” 

What  the  firm  discovered 
with  Suitetalk,  he  said,  is  that 
not  only  did  it  take  care  of  the 
problem  more  efficiently,  “it  will 
confirm  back  to  the  sender  that 
the  data  was  in  fact  sent  or  re¬ 
ceived  or  is  pending  in 
the  receiving  queue  or 
whatever.  When  it  fi¬ 
nally  does  get  deliv¬ 
ered,  you  will  get  con¬ 
firmation.” 

According  to  Shep¬ 
herd,  that  feature 
helped  erase  his  uncom¬ 
fortable  scenario  of 
people  printing  invoices 
that  did  not  reflect  what 
was  in  the  database. 

The  alternatives 
were  slim  pickings, 
Shepherd  said.  Other 
than  the  homegrown 
approach,  he  said, 
Chaparral  looked  at  a 
product  called  Digital 
Message  Queue,  from 
DEC.  “But  it  was  as 
much  a  consultant  ser¬ 
vice  as  a  product,”  he 
said. 

Shepherd  said  he 
discovered  several 
ways  to  use  the  prod¬ 
uct.  The  company  also 
uses  it  to  help  the  pro¬ 
duction  system  in  the  mill  talk  to 
the  VAXs  and  get  that  informa¬ 
tion  into  the  database.  It  is  also 
used  to  monitor  database  lock. 


a  print  server.  “It  worked,” 
Shepherd  said,  “but  if  some  thing 
happened  to  the  message  —  a 
buffer  was  full  or  a  printer  went 
down  —  the  information  could 
just  get  lost  or  dropped.  Some 
things  would  end  up  just  not  get¬ 
ting  printed  out.” 

Shepherd  said  that  Suitetalk’s 
guaranteed  message  delivery 


According  to  Shepherd,  they 
took  the  server  approach  to  im¬ 
prove  application  speeds.  Chap¬ 
arral  uses  DEC’s  RDB 
relational '  database 
management  system 
and  had  developed  a 
system  using  Smart- 
star,  a  fourth-genera¬ 
tion  language  tool  from 
Smartstar  Corp.,  a  part 
of  Signal  Technologies. 
Shepherd  said  that 
rather  than  rewriting 
the  system,  Chaparral 
decided  to  separate  the 
back-end  database  ac¬ 
tivity  into  the  server 
process.  Thus,  he  said, 

“we  needed  a  way  to 
communicate  between 
the  front-end  process 
that  a  user  deals  with 
and  the  back-end  one, 
but  in  a  fail-safe  man- 
ner. 

Shepherd  said  the 
firm  found  out  about 
Suitetalk  through  a 
Suite  Software  consul¬ 
tant  who  works  on-site 
as  an  RDBMS  special¬ 
ist. 

The  staff  had  already  spent 
several  weeks  writing  an  in- 
house  program  handle  message 
delivery  for  the  first  application. 


Chaparral  Steel  uses  a  ‘message  bus’  for  its 
cl ient/ server  system 

was  a  strong  drawing  card,  espe¬ 
cially  when  the  company  used 
the  server  approach  for  the  data¬ 
base  updating  function.  “We 


ON  SITE 


BY  CAROL  HILDEBRAND 

CW  STAFF 


MIDLOTHIAN,  Texas  —  When 
Chaparral  Steel  Co.  began  divid¬ 
ing  its  product  processing  sys¬ 
tem  into  server  functions,  it 
found  that  to  keep  communica¬ 
tions  among  machines  up  to 
date,  it  needed  a  good  valet: 
something  dependable  and  dis¬ 
creet  that  guaranteed  the  job 
would  get  done. 

Chaparral,  which  operates  a 
minimill  here,  produces  its  prod¬ 
uct  from  scrap  using  electric  fur¬ 
naces.  According  to  Scot  Shep¬ 
herd,  manager  of  system 
software  at  the  company,  efforts 
to  build  guaranteed  data  delivery 
among  its  Digital  Equipment 
Corp.  VAXs,  which  are  scattered 
throughout  the  factory,  led 
Chaparral  to  Suitetalk,  a  “mes¬ 
sage  bus”  for  client/  server  com¬ 
puting  from  Suite  Software  in 
Dallas. 

The  company  uses  a  cluster  of 
VAX  6520s,  a  cluster  of  8550s 
and  8530s  as  well  as  two  Micro- 
vaxes  to  run  the  product  pro¬ 
cessing  system,  which  covers 
everything  from  order  entry 
through  shipping.  The  VAXs  are 
linked  via  Ethernet. 


Chaparral  suite  talks 
way  on  to  message  bus 


Taking  the  wait  out  of  rehab  services 


BY  SALLY  CUSACK 

CW  STAFF 


FRANKFURT,  Ky.  —  Try  tell¬ 
ing  an  accident  victim  that  he  has 
an  “indefinite”  wait  for  voca¬ 
tional  rehabilitation  services 
while  the  paperwork  is  being 
processed. 

Scenarios  such  as  this 
prompted  the  Kentucky  Depart¬ 
ment  of  Vocational  Rehabilita¬ 
tion  to  automate  client  service 
functions  in  centers  across  the 
state  to  better  serve  its  15,000 
active  clients. 

The  department  also  hopes  to 
expedite  processing  on  a  waiting 
list  of  9,000  applicants. 

Robert  Beverly,  division  di¬ 
rector  of  support  services  at  the 
Cabinet  for  Workforce  Develop¬ 
ment,  credited  the  installation  of 
Bull  HN  Information  Systems, 
Inc.  DPS  6  Plus  minicomputers 
at  16  district  offices  throughout 
the  state  with  “cutting  six  days’ 
turnaround  time  off  the  applica¬ 
tion  process.” 

The  minicomputers,  each 
equipped  with  16M  bytes  of 
memory,  connect  via  dumb  ter¬ 
minals  to  a  Bull  DPS  8/49  at  the 
headquarters  here  over  the  state 
of  Kentucky’s  proprietary  net¬ 
work. 

There  are  41  remote  offices 


throughout  the  state,  and  each 
connects  to  one  of  the  16  district 
centers  with  direct  or  dial-up 
lines. 

Prior  to  putting  minis  in  the 
field,  all  information  was  docu¬ 
mented  by  counselors  at  individ¬ 
ual  offices  and  mailed  to  head¬ 
quarters,  Beverly  said.  Once 
received  in  Frankfurt,  the  infor¬ 
mation  was  reviewed  and  then 
authorized  for  keypunch  into  a 
Honeywell  Bull  system  running 
in  a  batch  processing 
environment. 

Batch  programs 
are  now  run  from  the 
district  offices  on  a 
nightly  basis,  Bever¬ 
ly  said,  and  the  pro¬ 
cess  takes  about  one 
hour. 

There  is  a  DPS  6 
Model  95  at  the  main  data  center 
for  front-end  editing  programs, 
and  the  data  is  stored  in  files  be¬ 
fore  transfer  to  the  mainframe. 

In  addition  to  reporting  to  the 
central  office  in  Frankfurt,  each 
district  office  is  responsible  for 
maintaining  its  own  client  files 
for  day-to-day  record  keeping 
and  client  program  manage¬ 
ment. 

The  Department  of  Vocation¬ 
al  Rehabilitation  is  an  agency  of 
the  Kentucky  Cabinet  for  Work¬ 


force  Development  and  was  es¬ 
tablished  to  provide  adults  with 
all  kinds  of  rehabilitation.  This 
includes  services  for  victims  of 
automobile  accidents,  drug  de¬ 
pendency,  broken  home  envi¬ 
ronments,  paralysis  and  learning 
disabilities. 

“We  provide  any  type  of 
training  necessary  to  get  these 
people  back  on  track,”  Beverly 
said. 

To  accomplish  this,  the  de¬ 
partment  must 
maintain  extensive 
database  files  of 
medical,  vendor-re¬ 
lated  and  other  reha¬ 
bilitation  informa¬ 
tion. 

In  addition,  the 
federal  government 
mandates  that  the 
state  tabulate,  process  and  coor¬ 
dinate  detailed  client  data,  such 
as  complete  hospitalization  in¬ 
formation  and  family  history. 

All  client  data  and  related  in¬ 
formation  is  stored  on  Bull’s 
DM-IV  database  software, 
which  resides  on  the  DPS  8000 
mainframe. 

“The  software  was  the  real 
challenge,”  Beverly  said.  “We 
designed  our  screens  to  match 
the  government  forms  from  A  to 
Z,  and  the  federal  requirements 


change  on  a  monthly  basis.  We 
are  always  changing  our  menus 
and  screens.” 

When  the  department  decid¬ 
ed  to  automate  its  field  offices 
two  years  ago,  Bull  agreed  to 
work  with  the  staff  on  software 
applications  development,  Bev¬ 
erly  said.  The  primary  objective 
in  developing  the  Cobol-based 
programs  was  to  ensure  easy 
configurability. 

The  software  was  developed 
on  a  Bull  DPS  6  platform  using 
Bull’s  proprietary  operating  sys¬ 
tem  and  office  products  soft¬ 
ware. 

The  system  went  into  full  pro¬ 
duction  mode  last  August,  and, 
according  to  Beverly,  the  final 
field  installation  will  be  complet¬ 
ed  this  month. 

Future  unlimited 

While  there  are  currently  only 
10  personal  computers  used  in 
the  field,  Beverly  said  he  sees  an 
unlimited  future  for  them  —  es¬ 
pecially  laptops. 

“Very  often  counselors  must 
go  to  client  homes.  It  would  be 
convenient  if  all  the  information 
could  be  entered  directly  onto  a 
PC,”  he  said. 

Beverly  said  the  depanment 
is  satisfied  with  Bull’s  service 
and  support  and  would  most  like¬ 
ly  purchase  laptops  from  Zenith 
Data  Systems  Corp.,  a  wholly 
owned  Bull  subsidiary. 
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Now  you  can  take  control  of  your 


If  you’ve  ever  wished  network  management 
were  less  of  a  spectator  sport, we  have  very  good  news 
for  you.  As  the  only  T-l  provider  with  fully  deployed 
ESI;  AT&T  ACCUNET®  T1.5  Service  can  offer  you  just 
about  any  control  solution  you  could  need  for  use  at 
any  time,  for  any  capacity  or  contiguous  bandwidth. 

If  you  want,  well  outfit  you  with  an  option  that 
lets  you  reconfigure  your  network  in  less  than  a  min¬ 
ute’s  time.  Imagine  it.You’d  be  able  to  accommodate 
transport  needs  that  change  on  a  time-of-day  or 


week  basis,  adjust  your  network  for  new  applications 
and  route  around  potential  trouble. 

We  also  offer  you  the  capability  to  monitor  your 
network’s  performance  end-to-end  whenever  you 
want  or  to  adjust  the  capacity  of  your  network 
depending  on  the  needs  of  your  business.  And  soon, 
you’ll  even  be  able  to  report  trouble  on-line  to  AT&T 
and  track  the  status  of  the  repair  in  real  time. 

ACCUNET  T1.5  Service  can  give  you  either 
manual  or  automatic  restoration  capability  Or  an 


r-1  network  like  never  before. 


option  that  restores  private  line  service  without  inter¬ 
rupting  your  application. 

So  if  you  really  want  to  get  a  grip  on  your  com¬ 
pany’s  network,  talk  to  someone  at  AT&T  We  can  give 
you  the  control  you  need  to  get  over  almost  any  net- 
work  management  hurdle. 

Digital  solutions  that  match  your  needs. 

Another  AT&T  advantage. 

To  find  out  about  AT&T  ACCUNET  T1.5  Service,  call 
your  AT&T  Account  Executive  or  1 800  247-1212,  Ext.  154. 


AT&T 

The  right  choice. 
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handle  only  the  first  two  remote 
types,  allowing  users  to  send  a 
single  SQL  request  out  to  exe¬ 
cute  on  another  system  and  then 
return  the  answer. 

A  distributed  request,  on  the 
other  hand,  would  enable  users 
to  send  that  single  SQL  request 
out  to  a  network,  updating  sev¬ 
eral  systems  rather  than  just 
one.  However,  IBM  is  unlikely  to 
pull  that  off  until  1993  or  1994, 
analysts  said. 

Zagelow  maintained  that  “a 
significant  number  of  custom¬ 
ers”  will  be  satisfied  with  the  re¬ 
mote  access  because  it  will  allow 
them  vertical  connectivity 

Image 

booster 

Among  the  more  interest¬ 
ing  components  of  the  re¬ 
cent  AS/400  Model  D  an¬ 
nouncements  was  IBM’s 
introduction  of  a  5  Vi -in. 
write-once  read-many  op¬ 
tical  drive. 

Analysts  said  the  IBM 
3995  Compact  Optical  Li¬ 
brary  Dataserver  finally 
gives  IBM  access  to  small 
to  midsize  imaging  sys¬ 
tems  customers.  The 
$52,000  introductory 
Model  042  jukebox  can 
store  an  unformatted  20G 
bytes,  the  equivalent  of 
the  digitized  images  of 
300,000  pieces  of  paper. 

“It’s  the  first  IBM- 
logoed,  5Vi-in.  jukebox  for 
any  platform,”  said  Walter 
B.  Novinger,  vice  presi¬ 
dent  of  the  Image  Systems 
Division  at  Rothchild  Con¬ 
sultants  in  San  Francisco. 
Users  have  been  “clamor¬ 
ing”  for  this  capability,  he 
added.  Up  to  14  Model 
042s  can  be  attached  to  an 
AS/400  9406  Model  D; 
two  other  models  were  an¬ 
nounced  for  the  Sys¬ 
tem/370  and  System/390 
architectures. 

In  another  move  to  at¬ 
tract  developers,  IBM 
broke  out  a  subset  of  appli¬ 
cation  programming  inter¬ 
faces  from  its  Workfolder 
Application  Facility,  a 
module  to  image-enable 
RPG  and  Cobol  applica¬ 
tions. 

“This  subset  is  what 
the  software  developers 
have  said  they  really  need¬ 
ed,”  Novinger  said.  “Now 
they  can  image-enable  ap¬ 
plications  much  less  ex¬ 
pensively.  It’s  a  very  wel¬ 
come  announcement  for 
the  AS/400.” 

ELLIS  BOOKER 


across  their  environments. 
“Customers  can  do  single-site 
updating,  like  writing  an  applica¬ 
tion  in  one  place  that  populates  a 
table  somewhere  else,”  he  ex¬ 
plained. 

“Ultimately,  you  should  be 
able  to  do  remote  work  on  DB2 
from  a  PS/2  or  an  AS/400,  with 
one  request  able  to  update  all  the 
others,”  said  Jim  Louys,  an  ana¬ 
lyst  at  ADM,  Inc.,  an  AS/400 


consulting  firm  in  Cheshire, 
Conn.  “Most  AS/400  customers 
won’t  care  about  DRDA  now, 
but  those  who  will  care  have 
multiples  of  AS/400s.” 

At  Toyota  Motor  Sales,  for 
example,  the  data  center  in  Tor¬ 
rance  does  all  the  data  process¬ 
ing  for  Toyota  and  its  affiliates, 
while  more  than  200  AS/400s 
serve  as  primary  distribution 
systems  for  the  car  dealerships. 


The  auto  parts  database  and  na¬ 
tional  car  information  database 
reside  on  the  corporate  3090 
mainframe  under  DB2. 

“The  concept  of  full  support 
for  SAA  on  the  AS/400  is  terrif¬ 
ic.  We  always  felt  it  would  be  a 
significant  platform,”  Plescia 
said. 

“We  really  are  committed  to  a 
cooperative  environment  where 
we  can  maintain  all  the  corporate 


databases  at  the  central  facility 
and  provide  portions  of  that  da¬ 
tabase  for  use  locally.” 

The  company  intends  to  grow 
its  AS/400  network  to  “well 
over  1,000”  within  the  next  de¬ 
cade,  according  to  Plescia.  “In  a 
distributed  corporation  like 
ours,  trying  to  support  dealers 
across  the  nation,  you  can’t  do  all 
the  things  you  need  from  a  cen¬ 
tral  host,”  he  said. 


Financial. 


Wherever  you  find  successful 
companies  you’ll  always  be  sure  to 

find  something  else: 

The  Masterpiece®  series  of  financial  software. 
Across  every  major  hardware  platform,  Masterpiece 
offers  a  single,  comprehensive  approach  to  corporate 
financial  accounting  needs  including:  General  Ledger 
and  Financial  Reporting,  Purchasing  and  Payables 
Management,  Receivables  and  Credit  Management, 


Big  or  small,  young  or  old,  the  most  successful 
companies  in  the  world  have  something  in  common: 
Computer  Associates  software. 


Banking. 


CA90s 


CA's  Computing 
Architecture  For 
The  90s  protects 
and  enhances  the 
value  of  every  CA 
software  solution. 


Of  the  top  100  financial  institutions  in 
the  banking  industry,  more  than  80 
are  using  CA-INFOPOINT.®  It’s  the  most 
advanced  and  efficient  banking  software 
solution  ever  developed. 

Every  day,  CA-INFOPOINT ’s  series  of 
integrated  components  help  more  than  800 
financial  institutions  minimize  operating 
costs,  strengthen  assets,  increase  market 
share  and  streamline  their  organizations. 

Aerospace  &  Defense, 

again  successfully  outbid 
the  competition  all  have 
one  thing  in  common: 
CA-CAS/AD.® 

It’s  the  most  advanced 
and  feature-rich 
Aerospace  &  Defense 
MRP  II  manufacturing 
and  financial  manage¬ 
ment  software  available. 

CA-CAS/AD  gives  the 
leading  firms  all  the  tools 
they  need  to  increase  the 
productivity  of  their 
people,  capital  and 
processes  while 
complying  with  DOD 
regulations. 
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Passport  moves  changes  across  databases 


Programmers  can  now  link  RDBMS  applications  to  multiple  databases 


BY  JEANS.  BOZMAN 

CW  STAFF 


RONKONKOMA,  N.Y.  —  In¬ 
sync  Software  Corp.,  a  small 
Long  Island,  N.Y.,  software  firm 
that  sells  the  Passport  fourth- 


generation  language  for  relation¬ 
al  database  management  applica¬ 
tions,  announced  that  it  has 
found  a  way  to  update  multiple 
databases  made  by  different  ven¬ 
dors  from  a  single  application 
screen. 


Passport  Interconnect,  a  new 
product  that  began  shipping  May 
1,  allows  programmers  to  link  a 
single  relational  database  man¬ 
agement  system  application  to 
multiple  databases  over  a  corpo¬ 
rate  network. 


"A  lot  of  people  want  to  move 
their  software  tools  from  one 
RDBMS  to  another,”  said  In¬ 
sync  President  and  founder  Alan 
Tonnesen.  “We’re  saying  that 
you  can  link  multiple  RDBMSs 
together  and  share  the  data 
among  them  all.” 

The  interconnect  products, 
which  range  in  price  from 
$4,000  for  a  Unix  workstation  to 
$70,000  for  a  Digital  Equipment 


Fixed  Asset  Accounting,  Order  and  Inventory 
Management,  and  Project  and  Labor  Cost  Tracking. 

Manufacturing.  ^retwnewdorlds 

automobile  manufacturer  received  industry  recognition 
for  being  one  of  the  most  efficient  and  successful 
manufacturers  in  the  world.  And  it  was  no  surprise  that 
they  did  it  with  our  CA-CAS®  manufacturing  software. 
CA-CAS  is  a  comprehensive  on-line,  close-loop, 

I  net-change  MRP  II  computerized 
manufacturing  management 
system.  It  gives  the  world’s 
leading  manufacturers  the  vital 
planning  and  control  informa¬ 
tion  needed  to  achieve  Total 
Quality,  Just-In-Time,  and  Com¬ 
puter  Integrated  Manufacturing. 


ations  Software  Behind 
ccessful  Companies. 


T\:  ofWhi  From  sales  forecast  t0  shipping 

JL/Ibll  lUlitlUI  1.  to  invoice,  CA’s  physical 

distribution  software,  CA-DMS,®  offers  a  comprehensive 
and  integrated  warehouse  management  solution.  Across 
a  broad  spectrum  of  industries,  CA-DMS  is  helping  the 
leading  firms  speed  up  delivery,  streamline  costs  and 
maximize  resources.  In  a  business  world  where  time  is  a 
critical  resource,  CA-DMS  gives  our  clients  a  distinct, 
strategic  advantage. 

Human 
Resources. 

Some  of  the  smartest  compan¬ 
ies  around  take  care  of  their 
most  important  resource  with 
software  from  Computer 
Associates.  From  the  initial 
interview  to  retirement, 

CA-HRS®  offers  a  full-cycle, 
integrated,  human  resources 
management  system 
including:  Payroll  and  Person¬ 
nel  Management,  Applicant 
Tracking  and  Requisition 
Control  and  Position-based 
Budgetary  Control. 

For  more  information  on 

any  of  our  proven,  application  software  solutions  call 
1-800-645-3003.  Call  today  and  learn  the  difference 
between  software 
for  business-and 
software  for 


( Computer * 
Associates 

Software  superior  by  design. 


success.  _ _ _ _ 

C 1990  Computer  Associates  International,  Inc..  711  Stewart  Avenue,  Garden  City.  NY  11530-1787 
All  trade  names  referenced  are  either  the  trademarks  or  registered  trademarks  of  the  respective 
manufacturer. 


Corp.  VAX  9000,  can  be  used  to 
create  new  distributed  database 
applications,  according  to  Ton¬ 
nesen.  Separate  pieces  of  soft¬ 
ware  must  be  installed  on  each  of 
the  linked  RDBMSs,  however. 

Passport  applications  run  on 
RDBMSs  from  Oracle  Corp.,  Sy¬ 
base,  Inc.  and  Ask  Computer 
Systems,  Inc.’s  Ingres  Division 
as  well  as  with  DEC’s  RDB. 

The  firm  has  said  Passport 
Release  5.3  would  allow  simulta¬ 
neous  access  and  two-phase 
commit  transactions  among  any 
of  the  four  supported  RDBMSs, 
according  to  Gartner  Group, 
Inc.,  a  market  research  firm 
based  in  Stamford,  Conn. 

New  use  for  old  product 

Users  can  also  build  Passport  ap¬ 
plications  using  an  older  product, 
Insync’s  SQL*Forms  Connect. 
That  product  links  an  Oracle 
SQL*Forms  application  with 
RDBMSs  from  Sybase,  Ingres 
and  DEC.  The  older  product  had 
required  that  applications  be 
customized  for  each  target  data¬ 
base. 

Several  Insync  users  said 
they  are  interested  in  the  new 
product  but  have  not  yet  seen  it. 
“We  use  Passport  as  a  front  end 
for  all  our  data-entry  screens,” 
said  one  user  who  manages  a 
large-scale  Oracle  database  at  a 
New  York  investment  house. 
“But,  right  now,  we’re  an  all-Or¬ 
acle  shop.” 

Insync,  with  15  employees, 
was  founded  in  1988  by  Tonne- 
sen,  who  formerly  worked  for 
Fortex  Corp. 


Savage 
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products.  At  an  applications 
level,  HP  said  it  would  offer  its 
CASE  software  on  Sun’s  work¬ 
stations  —  yet  another  form  of 
income. 

Companies  such  as  NCR 
have  licensed  HP’s  object-ori¬ 
ented  PC  software,  New  Wave, 
to  incorporate  into  their  own 
bundled  software  offerings. 
Archrivals  HP  and  Sun  have 
even  gotten  together  to  pro¬ 
mote  object-oriented  manage¬ 
ment  code  as  an  underpinning 
of  new  object-oriented  software. 
If  accepted  by  the  object-ori¬ 
ented  standards  group,  it  could 
bring  in  more  licensing  fees. 

Moreover,  all  of  this  joyrid¬ 
ing  on  systems  software  revenue 
is  not  limited  to  HP.  Sun,  too,  is 
getting  into  the  software  busi¬ 
ness.  (In  Sun’s  case,  I  guess 
that  would  be  Bill  Joyriding.) 
This  summer,  a  Sun  subsidiary 
called  Sunsoft  will  be  actively  li¬ 
censing  Sun’s  offerings  on  the 
open  market. 

In  the  era  of  open  systems 
and  thus,  cheap  hardware,  HP 
and  Sun  seem  to  be  onto  some¬ 
thing. 
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Their 

Open  Systems 
promise. 


Which  looks  better  to  you? 
More  blue  skies.  Or  fast  deliv¬ 
ery  of  real  Open  Systems. 

If  it’s  hardware  and  software 
you  want,  there’s  a  computer 
company  ready  to  supply  them. 

Hewlett-Packard. 

In  fact,  we’ll  make  it  this 
specific.  If  you’re  planning  to 


add  a  system  to  handle  a  new 
strategic  application,  call  us. 

We’ll  deliver  a  computer 
solution  that  will  tackle  the 
immediate  task.  At  the  same 
time,  it  will  integrate  with 
products  from  other  vendors, 
with  other  platforms,  operat¬ 
ing  systems  and  applications. 

Key  to  making  this  work  is  our 


broad  range  of  systems  soft¬ 
ware  technology.  For  the  people 
in  your  company,  this  brings 
point-and- click  simplicity, 
while  allowing  transparent 
integration  of  applications 
and  access  to  data  bases,  both 
local  and  remote. 

This  Open  Systems  reality  has 
a  solid  foundation.  Six  years 
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Ours 


of  delivering  standards-based 
systems.  A  dedication  to 
networking  standards,  from 
LANs  to  WANs.  And  a  family  of 
RISC-based  computers  offer¬ 
ing  unmatched  scalability 
from  desktop  models  to  multi¬ 
user  systems. 

For  nearly  twenty  years,  we’ve 
been  delivering  computers 


to  handle  company- wide 
strategic  functions.  From 
materials  management  and 
financial  analysis  to  office 
automation  and  distribution. 
And  we  offer  service  so 
superior  that,  in  the  Datapro 
User  Surveys,  HP  has  achieved 
the  best  overall  record  among 
industry  leaders  for  cus¬ 


tomer  support  satisfaction. 
For  seven  straight  years! 

For  more  information,  call 
1-800-637-7740,  Ext.  1947. 

You’ll  see  there’s  nothing  “blue 
sky”  about  our  Open  Systems. 

Thai  HEWLETT 
mLftM  PACKARD 


SYSTEMS  &  SOFTWARE 


NEW  PRODUCTS  —  HARDWARE 


Data  storage 

Delta  Microsystems,  Inc.  has  added  sev¬ 
eral  tape  backup  products  to  their  mas¬ 
sive  storage  device  line. 

Delta  has  announced  the  SS-8500T 
($12,495)  a  5G-byte,  8mm  tape  drive 
with  480K  byte/sec.  data  transfer;  the 
SS-10TS  8mm  tape  stacker  ($28,495  in¬ 
cluding  10  5G-byte  tapes  and  software); 
and  the  SS-116TJ  tape  jukebox,  which 
costs  $122,980  including  four  5G-byte 
drives  and  capacity  for  up  to  1 1 6  tapes. 

The  firm  also  announced  Databanker 
($150,000),  an  automatic  backup  and  re¬ 
trieval  program  that  can  back  up  all  Unix- 
based  machines  on  a  network  through  a 


Sun  Microsystems,  Inc.  server. 

Delta  Microsystems 
5039  Preston  Ave. 
Livermore,  Calif.  94550 
(415)  449-6881 


Processors 

The  Real/Star  series  of  reduced  instruc¬ 
tion  set  computing  systems  has  been  add¬ 
ed  to  Modular  Computer  Systems,  Inc.’s 
(Modcomp)  Tri-Dimensional  family  of 
real-time  computers. 

The  machines  are  based  on  Motorola, 
Inc.  68000  and  88000  processors  and  im¬ 
plement  Modcomp’s  Real/IX  real-time 
Unix  operating  system. 

Uniprocessor,  symmetrical  multipro¬ 


cessor  and  asymmetrical  multiprocessor 
systems  are  available.  Pricing  ranges 
from  $25,000  to  $240,000. 

Modcomp 

1650  W.  McNab  Road 
Ft.  Lauderdale,  Fla.  33309 
(305)  974-1380 

Mercury  Computer  Systems,  Inc.  has  an¬ 
nounced  the  MC860VS,  an  embedded 
VME-card  multicomputer  with  four  Intel 
Corp.  80860  microprocessors. 

The  product  is  available  for  Sun  Micro¬ 
systems,  Inc.  Sun-3  and  Sun-4  and  Silicon 
Graphics,  Inc.  workstations,  as  well  as  for 
Scalable  Processor  Architecture  com¬ 
puters  running  Unix  or  Wind  River  Sys¬ 
tems,  Inc.  Vxworks.  Eight  MC860VS 
cards  can  be  configured  together,  provid¬ 


ing  up  to  2.5G  floating-point  operations 
per  second,  according  to  the  company. 

Pricing  begins  at  $48,600,  depending 
on  system  memory  and  quantity  pur¬ 
chased. 

Mercury  Computer  Systems 
600  Suffolk  St. 

Lowell,  Mass.  01854 
(508)458-3100 


SOFTWA  RE 


Database  management 
systems 

VM  Systems  Group,  Inc.  has  announced 
the  immediate  availability  of  DB/Center,  a 
comprehensive  management  system  for 
SQL/DS  databases  in  the  VM  operating 
environment. 

The  product  monitors  database  perfor¬ 
mance,  manipulates  data  objects  and  in¬ 
cludes  reporting  and  applications-building 
facilities. 

DB/Center  pricing  ranges  from 
$15,000  to  $55,000,  depending  on  EBM 
processor  group. 

VMSG 

1604  Spring  Hill  Road 
Vienna,  Va.  22182 
(703)  506-0500 

Progress,  a  fourth-generation  language 
and  relational  database  management  sys¬ 
tem  from  Progress  Software  Corp.,  is 
now  available  on  all  Digital  Equipment 
Corp.  hardware  platforms. 

Progress  has  added  support  for  Appli- 
cationDEC  433  workstations,  the  compa¬ 
ny  announced.  The  product  is  designed 
for  distributed,  mixed-platform  environ¬ 
ments  and  is  portable  across  numerous 
network  types,  operating  systems  and  da¬ 
tabases,  according  to  Progress  Software. 

Pricing  for  the  complete  development 
version  running  on  the  ApplicationDEC 
433  platform  ranges  from  $7,600  to 
$34,400. 

Progress  Software 
5  Oak  Park 
Bedford,  Mass.  01730 
(617)275-4500 

Development  tools 

Cortex  Corp.  has  announced  the  availabil¬ 
ity  of  Corvision  Version  4.41.  Corvision  is 
an  applications  development  product  for 
Digital  Equipment  Corp.  VAX  systems. 

Version  4.41  incorporates  features 
such  as  screen  style  sheets,  real-time  data 
updates  and  enhanced  third-generation 
language  integration.  Annual  licensing 
ranges  from  $40,000  to  $325,000. 
Cortex 

100  Fifth  Ave. 

Waltham,  Mass.  02154 
(617)622-1900 


Applications  packages 

International  Business  Information  Sys¬ 
tems  (IBIS)  has  developed  Sourcemaster, 
a  source  code  library  management  prod¬ 
uct  for  MVS  environments. 

Sourcemaster  identifies  code  accord¬ 
ing  to  language,  system,  group  (such  as 
batch-  or  macro-level  CICS)  and  target 
(such  as  macro,  object  or  source). 

A  perpetual  license  costs  $9,500.  IBIS 
is  offering  a  30-day  free  trial  period. 

IBIS 

1926  Marengo  St. 

New  Orleans,  La.  70115 
(504)  897-3367 


TM 


SrstCm  0e$  you 
a  hank  on  management 


Process  Management 

•  Life  Cycles  •  Methodologies 


Prelect  Management 

•  Project  Models  •  Multi-Project 
Scheduling  •  Resource  Allocation 

•  Time  Reporting  •  Network! 
Business  Graphics  •  Distributed 
Project  Management 


Estimatinn/Metrics 

•  Life  Cycle-based  Estimating 

•  Productivity  Metrics  •  Macro¬ 
level  Estimating 


Teels  Management 

•  Open  Architecture  •  CASE  Tool 
Interfaces  •  When  to  Use  CASE 
Tools 


AGS  Management  Systems’  firstCASE  is  your  first 
step  toward  fully  realizing  the  potential  of  CASE.  It’s 
the  cross  life  cycle  solution  that  will  help  you  build 
quality  systems  in  an  efficient,  organized  way.  It 
brings  together  all  components  of  the  life  cycle — not 
just  parts  of  it. 

Compatible  with  SAA/CUA  and  IBM’s  AD/Cycle 
architecture,  firstCASE  provides  you  with: 

•  automated  methodologies 

•  fully  integrated  project  management 

•  estimating  and  metrics  support 

•  open  architecture  CASE  tool  management 

And  firstCASE’s  distributed/cooperative  architecture 
supports  PCs,  LANs,  and  mainframes. 


AGS  Management  Systems  is  uniquely  qualified  to 
assist  your  organization  in  implementing  system 
development  methodologies,  project  management, 
and  related  software  engineering  disciplines.  Our 
support  staff  provides  a  depth  of  experience 
unmatched  in  the  industry.  Our  consulting,  education 
and  training  programs  ensure  that  you’ll  derive  maxi¬ 
mum  benefits  from  firstCASE. 

To  find  out  the  many  ways  firstCASE  can  help  you  get 
a  handle  on  management  for  greater  efficiency  and 
productivity,  write  or  call  our  toll-free  number: 

1-800-678-8484. 

Ext.  23 


A  NYNEX  Company 

880  First  Avenue,  King  of  Prussia,  PA  19406,  1-800-678-8484,  (215)  265-1550,  FAX:  (215)  265-1230 

IBM,  SAA  are  trademarks  of  IBM  Corporation 
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Compaq  cuts  shrink  on  street 

Actual  price  reductions  are  only  a  fraction  of  those  publicized,  users  say 


Taking  it  to  the  street 

Compaq  Computer  Corp.  customers  are  realizing  smaller  price  cuts  than 
Compaq  advertised  because  the  manufacturer  changed  dealer  price 
structures  * 


Sample  Compaq  LTE  386S/20  notebook 
computer  pricing 


Prereduction 

Postreduction 

•  List  price:  . 

$7,000 

•  List  price:  . 

$4,800 

•  Compaq  discount 

•  Compaq  discount 

to  dealer: . 

40% 

to  dealer: . 

30% 

•  Dealer  cost:  . 

$4,200 

•  Dealer  cost:  . 

$3,360 

•  Dealer  discount  to 

•  Markup  added  to  dealer 

customer: . 

30% 

cost  to  maintain  profit 

•  Dealer  profit  margin:  . 

.  .  .16% 

margin:  . 

.  .  1 6% 

•  Customer  cost: . 

$4,900 

•  Customer  cost: . 

$3,900 

^Dealer  prices  are  representative  but  are  not  actual  quotes 

CW  Chart:  Doreen  St  John 

Mathcad  upgrade  to 
offer  Windows  access 


COMMENTARY 

Jerrold  M.  Grochow 

A  better  OS/2 
than . . . 

Thank  you.  Bill  Gates.  Know¬ 
ingly  or  not,  you  seem  to  have 
given  IBM  just  the  kick  it  need¬ 
ed  to  produce  the  OS/2  we 
should  have  had  all  along.  To 
quote  Jim  Cannavino,  general 
manager  of  IBM’s  Entry  Sys¬ 
tems  Division,  OS/2  Release  2.0 
is  “a  better  Windows  than  Win¬ 
dows,  a  better  DOS  than  DOS 
and  a  better  OS/2  than  OS/2 
Release  1.3.”  He  not  only  said  it 
—  he  proved  it. 

It  will  be  several  months  be¬ 
fore  the  average  user  will  be  able 
to  get  a  production  copy  of 
OS/2  Release  2.0,  but  it  will  be 
well  worth  the  wait.  By  now, 
you  probably  know  that  IBM  un¬ 
veiled  this  product  to  groups  of 
consultants,  end  users,  the  press 
and  independent  software  de¬ 
velopers  last  month.  It  was  quite 
a  show.  I’m  not  sure  anybody 
expected  an  OS/2  that  would 
perform  reasonably  well  on  an 
Intel  80386-based  machine  with 
2M  bytes  of  memory  running 
an  OS/2  application  and  a  DOS 
application  simultaneously.  On 
a  Personal  System/2  Model  70 
with  6M  bytes  of  memory, 

OS/2  executed  Windows  applica¬ 
tions  faster  than  the  same  ma¬ 
chine  booted  with  a  native  ver¬ 
sion  of  Windows  3.0. 

OS/2  Release  2.0  supports 
every  kind  of  PC  application  on 
the  market,  right  out  of  the 
box,  without  you  having  to  buy 
Continued  on  page  48 
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BY  RICHARD  PASTORE 

CW  STAFF 


Compaq  Computer  Corp.’s  re¬ 
cent  pricing  overhaul  is  proving 
too  good  to  be  true.  Many  users 
said  street-price  cuts  are  only  a 
fraction  of  the  published  reduc¬ 
tions.  So  far,  the  cuts  have  failed 
to  boost  sales  substantially,  ac¬ 
cording  to  dealers. 

For  the  most  part,  Compaq 
dealers  are  not  passing  the  full 
discount  down  to  their  custom¬ 
ers  because  Compaq  has  made  it 
relatively  more  expensive  for 
dealers  to  buy  the  hardware.  To 
avoid  profit  erosion,  resellers 


BY  PATRICIA  KEEFE 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Next 
month,  users  of  Mathsoft,  Inc.’s 
Mathcad  application  should  be 
able  to  take  advantage  of  Micro¬ 
soft  Corp.’s  Windows  3.0. 

Mathsoft,  a  developer  of 
technical  calculation  software, 
said  Mathcad  3.0  will  also  in¬ 
clude  “electronic  handbooks” 
for  instant  access  to  standard 
formulas  and  constants,  symbol¬ 
ic  calculations  for  computer  alge¬ 
bra  and  other  features  based  on 
requests  from  a  survey  of  more 


thanl20,000  users. 

Mathcad  provides  a  black¬ 
board  metaphor  for  engineers 
and  scientists  and  is  the  leader  in 
the  technical  calculation  market, 
said  Tony  Picardi,  an  analyst  at 
International  Data  Corp.  (IDC) 
in  Framingham,  Mass. 

IDC  recently  surveyed  535 
users  of  11  mathematics  pack¬ 
ages.  Mathcad  led  the  pack  with 
purchases  by  12%  of  those  inter¬ 
viewed.  The  closest  competitor 
was  Mathematica,  which  gar¬ 
nered  a  5%  share. 

Only  3%  continue  to  use  slide 
rulers,  Picardi  added. 


Priced  at  $495,  Mathcad  3.0 
will  take  full  advantage  of  Win¬ 
dows,  including  the  dialog  boxes, 
pull-down  menus,  mouse  point- 
and-click  support,  extended 
memory  support  and  context- 
sensitive  Help. 

Time-savers 

The  built-in  electronic  hand¬ 
books  are  said  to  save  time  by 
providing  researchable  hyper¬ 
text  access  to  problem-solving 
information,  which  can  be  put  to 
immediate  use  in  Mathcad  appli¬ 
cations.  Specifically,  users  can 
access  information  from  Chemi¬ 
cal  Rubber  Co.  (CRC)  reference 
handbooks. 

External  resources,  including 
paper  handbooks,  are  used  by 
74%  of  those  surveyed  by  IDC; 
15%,  the  largest  grouping,  use 
the  CRC  handbooks.  Putting 


are  cutting  back  on  the  discounts 
they  give  customers  —  effec¬ 
tively  withholding  a  portion  of 
the  manufacturer’s  publicized 
reduction. 

“They’re  expecting  a  wallop¬ 
ing  discount,  and  we’re  unable  to 
give  it  to  them,”  said  Tom  Hud¬ 
speth,  a  Compaq  dealer  at  Val- 
com,  Inc.  in  Wichita,  Kan. 

Pharmaceutical  firm  Rhone 
Poulenc  Rorer,  Inc.  said  it  is  see¬ 
ing  roughly  a  15%  to  20% 
street-price  reduction  on  prod¬ 
ucts  Compaq  reduced  on  paper 
by  34%. 

Deloitte  &  Touche  in  New 
York  reported  a  34%  to  38% 
corporate  discount  on  Compaq 
list  prices  before  the  April  16 
pricing  overhaul.  Since  then,  its 
discount  rate  is  down  to  20%  to 
25%  off  the  new  list  prices. 

Companies  buying  equipment 
in  small  quantities  may  see 
Continued  on  page  44 


them  on-line  both  speeds  up  the 
process  for  the  user  and  takes 
him  by  the  hand  through  calcula¬ 
tions  he  may  or  may  not  remem¬ 
ber  how  to  do,  Picardi  said. 

Support  for  symbolic  calcula¬ 
tions,  an  advanced  math  func¬ 
tion,  allows  users  to  select  sym¬ 
bolic  functions  from  a  Mathcad 
menu  automatically.  These  are 
used  to  simplify  formulas,  ex¬ 
pand  or  factor  polynomials,  solve 
for  a  variable  and  differentiate 
and  integrate  symbolically. 

Other  new  features  will  in¬ 
clude  improved  equation  editing, 
enhanced  plotting,  improved 
memory  support,  built-in  units 
and  additional  numerical  func¬ 
tions.  Optional  Mathcad  applica¬ 
tions  packs  are  available  from 
Mathsoft  and  can  be  used  to  cre¬ 
ate  customized  capabilities  for 
different  disciplines. 


Investing  in  Tomorrow's  Bottom  Line 


Jerry  Barnes,  Chrysler  Corporation 


MICRO  FOCUS* 

A  Better  Way  of  Programming”1 


Micro  Focus  Workbench  Provides  Chrysler 
Corporation  with  a  Competitive  Edge 


In  the  fiercely  competitive  auto  industry,  programmers  at 
Chrysler  Corporation  are  using  Micro  Focus  PC-based 
productivity  tools  to  cut  program  development  time  and  help 
move  products  from  the  drawing  board  to  the  showroom  floor 
faster. 

"The  bottom  line  is  that  our  business  needs  change  quickly  and 
we  want  to  streamline  the  software  development  process  as  much 
as  possible  so  Information  Systems  can  be  responsive  to  all  of  our 
operating  units,"  said  Jerry  Barnes,  Chrysler’s  Manager  of 
Systems  Engineering  Technology. 

Moving  application  development  to  a  workstation  environment 
allowed  Chrysler  to  use  its  mainframe  resources  more  efficiently 
and  speed  up  development  cycles  by  taking  advantage  of 
productivity  tools  not  available  in  the  mainframe  programming 
environment.  With  this  solution,  programmer  productivity 
improves  greatly  without  a  large  investment  in  additional 
mainframe  resources;  an  important  consideration  in  uncertain 
economic  times. 

"The  mind-set  here  a  few  years  ago  was,  ‘why  would  anyone 
want  to  do  anything  away  from  the  mainframe.’  Now,  we  have 
over  200  trained  COBOL/2  Workbench  users." 


With  the  Micro  Focus  COBOL/2  Workbench,  programmers  can 
develop  and  maintain  full-scale  CICS/VS  and  CICS  DL/I 
applications  independent  of  the  mainframe  in  a  fraction  of  the 
time. 

"We  quantified  the  time  spent  on  typical  software  development 
activities.  We  showed  how  we  could  make  a  code  change, 
compile  the  program,  detect  an  error,  correct  the  error  and 
recompile  the  program  again  in  less  time  than  it  would  take 
someone  to  logon  to  the  mainframe  and  submit  the  first  compile. 

In  many  cases,  the  developer  would  make  the  change  on  the  PC 
in  two  to  three  minutes,  while  it  could  take  close  to  20  minutes  on 
the  mainframe." 

Jerry  Barnes  made  his  case  for  Micro  Focus  COBOL/2 
Workbench  based  on  greatly  improved  productivity.  The  Micro 
Focus  edit-check-debug  cycle,  now  an  industry  standard  for 
PC-based  programming  made  a  big  impact  on  throughput  and 
costs. 

Make  the  case  for  Micro  Focus  COBOU2  Workbench  in 
your  company.  Call  to  get  your  "Makecase"  kit  today: 
800-872-6265. 
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Now  you  can  plug  into  Intel486  "  power  technology  can  provide, 
without  getting  a  bad  case  of  sticker  shock.  You  still  get  plenty  of  muscle  to  run 

Because  now  you  can  get  a  486  SX  Busi-  today’s  most  advanced  business  appli- 
ness  Workstation.  And  that  means  more  cations — fast.  Plus,  you  get  hardware 

of  you  can  afford  the  power  and  flexibil-  and  software  compatibility  to  save  you 
ity  that  only  Intel486  microprocessor  the  time  and  money  of  retraining.  But 


486,  Intel486,  anil  the  SX  logo  are  trademarks  of  the  Intel  Corporation.  ©  1991  Intel  Corporation.  All  rights  reserved. 


Now  you  can  put  in  a  plug  for  everyone. 


best  of  all,  you  get  it  all  for  well  within 
your  budget. 

So  if  you  want  to  put  affordable 
power  on  your  desk,  call  Intel  today  at 
800-548-4725  for  more  information  and 
a  free  486  Family  brochure.  Then  put  in 


a  plug  for  486  SX  Business  Workstations 
at  your  office. 


irrtel 

The  Computer  Inside;- 


If  you  think  the  LaserPrinterE  looks 

good  in  person, 


wait  till  you  see  how  it  looks 

on  paper. 


The  New  IBM 
LaserPrinter  E 

HP  LaserJet  IIP 

Speed 

/ 

up  to  5  ppm 

up  to  4  ppm 

Speed  upgrade  option 

/ 

up  to  10  ppm 

No 

Adobe  PostScript  option 

Yes 

Yes 

Printer  emulation 

/ 

IBM,  HP  PCL 

HP  PCL 

Std.  plotter  emulation 

/ 

Yes 

No 

Font  card  slots 

/ 

2 

1 

Std.  input  paper  tray  capacity 

/ 

200 

50 

Std.  output  paper  tray  capacity 

/ 

100 

50 

Opt.  sec.  input  paper  tray  capacity 

/ 

500 

250 

Opt.  envelope  tray  capacity 

/ 

75 

20 

Any  way  you  look 
at  it,  the  IBM  LaserPrinter  E 
gives  you  a  lot  of  appealing 
features  at  a  very  appeal¬ 
ing  price. 

The  affordable  IBM 
LaserPrinter  E  gives  you  all 
the  advantages  of  laser  qual¬ 
ity  output  25%  faster  than 
the  major  competitor,  the  HP 
LaserJet  IIP  The  IBM  LaserPrinter  E  also  comes 
standard  with  four  times  the  paper  capacity 
and  twice  the  number  of  font  slots. 

Plus,  the  IBM  LaserPrinter  E  is  unique  in 
its  price  ran^e  because  it  lets  you  customize 
your  printers  speed  and  features  to  meet  your 
exact  needs  at  any  given  moment. 

All  of  which  makes  the  IBM  LaserPrinter  E 
die  only  affordable  laser  printer  that  lets  you 
buy  now  and  grow  later. 


For  example,  if  you  decide  you  want  faster 
printing,  only  the  LaserPrinter  E  lets  you 
double  its  speed. 

Or  if  your  software  requires  the  Adobe 
PostScript®  language,  the  LaserPrinter  E  can 
also  give  you  that  creative  flexibility  at  a 
reasonable  price. 

Or  if  you  decide  you  could  use  automatic 
collating  of  letterhead,  second  sheets  and  enve¬ 
lopes,  the  LaserPrinter  E  lets  you  add  that,  too. 


Yet  no  matter  how 
many  features  you  add,  the 
LaserPrinter  E  s  unique 
stackable  design  takes  up 
practically  no  more 
deskspace. 

So  whether  your  first 
requirement  is  afford¬ 
ability,  performance  or 
flexibility,  the  IBM 
LaserPrinter  E  should  be  at  the  top  of 
your  shopping  list.  See  it  today  by  calling 
1-800-IBM-2468,  ext.  982,  for  the  name  of 
your  nearest  IBM  Authorized  Remarketer. 

The  IBM  LaserPrinter  E. 

Suddenly,  nothing  else  measures  up. 


® 
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PCs  &  WORKSTATIONS 


AT&T  furnishing  wall-to-wall  laptops 


Walls  tumbling  down 

Many  AT&T  salespeople  will  be  virtually  without  offices  when  they  take 
laptops  on  the  road  and  communicate  electronically  with  the  corporate 
world 


Salespeople 
with  laptops 
and  virtual 
offices  tie 
into  Starlan 
networks 
via 

Terra  Nova 
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AT&T  3B  Series 
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BY  MICHAEL  FITZGERALD 

CW  STAFF 


BASKING  RIDGE,  NJ.  — 
AT&T,  hoping  to  lop  50%  off  its 
office  leasing  costs  nationwide,  is 
preparing  to  replace  the  four 
walls  of  an  office  with  laptop 
computers  for  as  many  as 


10,000  of  its  corporatewide 
salespeople. 

“The  vision  we  had  was  the 
application  of  technology  so  we 
could  maximize  the  effectiveness 
of  our  sales  force  while  maintain¬ 
ing  customer  service,”  said  John 
Guerra,  director  of  sales  at 
AT&T’s  Business  Network 
Sales  Division. 

According  to  Guerra,  AT&T 
decided  to  look  into  the  virtual 
office  concept  to  see  if  it  might 
improve  its  competitive  position: 
“Our  perspective  was  [that]  it 
was  risky  not  to  do  something  in 
the  marketplace  that  was  dra¬ 
matic,”  he  said. 

AT&T  also  aimed  to  address 
what  it  saw  as  a  changing  sales 
environment  and  demonstrate  to 
its  customers  that  it  was  com¬ 
mitted  to  technology  they  use, 
Guerra  said. 

Two  years  ago,  AT&T  began 
discussing  how  to  implement 
this  vision.  After  it  devised  a  plan 


in  late  1989  for  what  it  calls  “the 
virtual  office,”  it  gave  laptops  to 
2,500  salespeople  in  the  south¬ 
west  region  of  its  Commercial 
Markets  Group  and  sent  them 
out  into  the  field. 

Late  last  year,  AT&T  decided 
to  roll  out  the  project  on  a  nation¬ 
wide  basis. 


What  made  the  virtual  office 
concept  possible  was  the  break¬ 
up  of  AT&T’s  telephone  monop¬ 
oly,  which  forced  the  firm  to  re¬ 
organize.  Over  the  next  four 
years,  it  developed  a  business 
automation  platform  centered 
on  IBM  and  Amdahl  Corp.  main¬ 
frames  linked  to  25  smaller  data 
centers  with  AT&T  3B-class 
minicomputers  running  AT&T’s 
Unix. 

The  laptop  users,  who  will 
standardize  on  the  new  laptop 
from  Safari  Systems,  the  AT&T 
and  Marubeni  Corp.  joint  ven¬ 
ture,  now  use  Intel  Corp.  80286- 
based  laptops  from  Grid  Systems 
Corp.  and  Toshiba  Corp.  and 
80386SX-based  notebooks  from 
AST  Research,  Inc. 

AT&T  is  in  the  process  of  de¬ 
ciding  what  software  applica¬ 
tions  will  be  standard;  Microsoft 
Corp.’s  Windows  3.0  will  be  the 
operating  environment.  An  in- 
house  product,  Terra  Nova,  han¬ 


dles  data  communications. 

The  laptops  function  as  mo¬ 
bile  terminals  connected  to  one 
of  these  data  centers,  said  Roger 
Dalrymple,  division  manager  of 
information  technology. 

Guerra  said  AT&T’s  Com¬ 
mercial  Markets  salespeople  re¬ 
ported  productivity  gains  be¬ 
tween  5%  and  45%,  with  a 
median  increase  of  15%  to  20%. 

Flexible  technology 

AT&T  said  it  plans  to  implement 
technology  on  a  flexible  basis 
based  on  environmental  factors. 
The  density  of  New  York  will 
probably  mean  the  area  will  op¬ 
erate  traditionally,  but  Califor¬ 
nia,  with  its  concern  for  traffic 
flow  and  the  environment,  may 
see  AT&T  sales  offices  virtually 
disappear. 

AT&T  has  been  working  with 
Indiana  University’s  Just-In- 
Time  Knowledge  project  to 
work  out  the  societal  and  educa¬ 
tional  issues  that  face  its  work¬ 
ers  as  they  move  into  a  virtual  of¬ 
fice  setting. 

AT&T  treats  each  office  sep- 


BY  JAMES  DALY 

CW  STAFF 


BELLEVUE,  Wash.  —  Asyme¬ 
trix  Corp.  has  announced  a  re¬ 
vamped  and  speedier  version  of 
Toolbook,  its  object-oriented 
programming  tool  kit  for  Micro¬ 
soft  Corp.’s  Windows  3.0  graphi¬ 
cal  environment. 

Toolbook  Release  1.5  ad¬ 
dresses  many  of  the  perfor¬ 
mance  concerns  users  have 
voiced  about  the  1 -year-old  ap¬ 
plication,  including  the  need  for 
faster  page  drawing,  sorting  and 
searching.  The  update  offers 
support  for  bit-map  files  of  up  to 
1M  byte,  the  ability  to  import 


arately  and  attempts  to  do  the 
same  with  each  employee,  en¬ 
couraging  employees  to  think 
about  the  impact  of  the  concept 
on  their  work  style  and  family 
life. 

For  those  who  do  work  out  of 
the  office  most  of  the  time,  the 
plan  is  to  keep  common  office 
space  available. 

Guerra  said  AT&T  will  imple¬ 
ment  the  program  “where  it 
makes  sense,”  which  means  that 


graphics  and  increased  network¬ 
ing  and  printing  support. 

One  of  the  most  impressive 
aspects  of  the  update  is  an  im¬ 
proved  Daybook  personal  orga¬ 
nizer  that  can  load,  display,  sort 
and  search  at  twice  the  speed  of 
the  sluggish  earlier  version,  Asy¬ 
metrix  President  Paul  Allen  said. 

Release  1.5  also  includes  a 
utility  that  helps  create  three-di¬ 
mensional  buttons  and  lists  box 
fields  and  dialog  boxes. 

Beta-test  users  said  the  new 
features  will  make  Toolbook  an 
important  addition  to  their  de¬ 
velopment  environment.  “Re¬ 
lease  1.5  eliminates  all  prior  ex¬ 
cuses  for  writing  complex  appli- 


a  significant  part  of  its  sales  force 
will  have  a  virtual  office. 

The  Commercial  Markets  ex¬ 
periment  worked  well  in  part  be¬ 
cause  the  group  was  relatively 
new  and  expanded  rapidly  during 
the  experiment’s  run.  More  es¬ 
tablished  business  units  might 
not  be  as  open  to  change. 

Still,  AT&T  is  committed  to 
the  rollout  of  the  project.  “This 
is  something  that  will  go  on  with 
no  time  restraint,”  Guerra  said. 


cations  in  C,”  said  Keith  Crazier, 
president  of  Windows  developer 
Intellilink,  Inc. 

Toolbook  1.5  also  features 
enhanced  dynamic  link  library 
support  that  allows  users  to  ex- 
hange  data  between  custom 
Toolbook  applications  and  non- 
Toolbook  applications.  Expand¬ 
ed  dynamic  data  exchange 
(DDE)  support  also  improves 
performance  for  applications  re¬ 
quiring  heavy  DDE  use. 

Toolbook  will  be  available  this 
month  for  $395,  Asymetrix  said. 
The  upgrade  from  Version  1.0 
will  cost  $75.  Version  1.5  of  the 
Toolbook  Author’s  Resource 
Kit,  a  package  of  development 
utilities  and  applications  exam¬ 
ples,  is  slated  to  be  available  next 
month  for  $450. 


Child’s  play 

To  define  the  information  needs  of  a  virtual  office,  AT&T  put 
12  people  in  a  room  with  three  sets  of  Tinker  Toys  and  told 
them  not  to  come  out  till  they  had  a  model  for  the  architecture. 

“It  was  kind  of  like  an  EST  experience,”  commented  Roger 
Dalrymple,  manager  of  information  technology  at  AT&T’s 
Business  Network  Sales  Division. 

The  approach  worked.  Four  days  later,  the  dirty  dozen 
emerged  with  an  information  architecture  “that  allowed  for 
continuous  improvements  and  maximizing  of  customer  service 
information,”  said  John  Guerra,  the  division’s  director  of  sales. 
“And  that  began  our  journey  to  what  we  call  the  virtual  office.” 


Asymetrix  boosts  Toolbook 


WANTED:  MVS  and  COBOL  Programmers 
to  test  an  ISPF/PDF-style  text  editor  for  OS/2 


We  want  you!  If  you  are 
familiar  with  ISPF/PDF  on 
IBM  mainframes  and  are 
working  on  a  PC,  we  want  you 
to  put  SPF/2  to  the  test  in  your 
workplace.  See  for  yourself 
how  SPF/2  provides  all  the 
editing  power  of  the  main¬ 
frame  program,  and  more. 

SPF/2  offers  you  the  same 
familiar  environment,  com¬ 
mand  structure  and  editing 
capabilities  on  your  PC.  You 
already  know  how  to  use  it — 
no  training  required. 


SPF/2  takes  advantage  of 
OS/2’s  powerful  features.  It 
uses  virtual  memory  to  handle 
very  large  files.  In  addition, 
HPFS  (High  Performance  File 
System)  long  file  names  are 
supported.  And  SPF/2  uses 
OS/2’s  REXX  for  its  macro 
language — 75  mainframe-com¬ 
patible  ISREDIT  edit  sub-com¬ 
mands  provide  the  interface. 

SPF/2 ’s  3270  compatibil¬ 
ity  also  contributes  to  your 
ease-of-use  on  the  PC.  SPF/2 
processes  keystrokes  in  the 


same  way  as  the  OS/2  Extend¬ 
ed  Edition  3270  emulator, 
including  NEW-LINE  and 
ENTER.  SPF/2  even  displays 
the  same  status  indicators. 

SPF/2  has  features  not 
available  on  the  mainframe. 
For  example,  SPF/2  supports 
48  PF  keys,  automatically 
adapts  to  the  various  OS/2 
video  modes  (full-screen  or 
text-window),  and  scrolls  the 
file  as  you  move  the  cursor.  In 
addition,  SPF/2  has  virtually 
instantaneous  response  time. 


100%  system  availability,  and 
no  connect-time  charges. 

If  you  have  a  departmental 
or  company-wide  need  for 
SPF/2,  a  special  cost-effective 
Multi-User  License  is  available 
directly  from  CTC.  For  infor¬ 
mation,  call  our  Sales  Depart¬ 
ment  at  (800)  336-3320. 

Test  SPF/2  for  yourself 
with  a  free  real-working-code 
demo  disk — it  contains  a  pro¬ 
duction-level  version  of  SPF/2 
except  it  will  not  save  your 
editing  changes  to  disk.  Call 


our  toll-free.  Demo  Request 
Hotline  at  (800)  648-6700  and 
ask  for  SPF/2  Demonstration 
Disk  #159. 


Command  Technology 
Corporation 

1040  Marina  Village  Parkway 
Alameda,  California  94501 
Telephone:  .  .  (415)  521-5900 


Orders: . (800)  336-3320 

Fax: . (415)  521-0369 

Telex: .  509330  CTC 
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When  you’re  poised  to  invest  in  Computer-Aided  Software  Engineering  (CASE),  you  want  the  comfort  of 
dealing  with  the  acknowledged  leader  in  the  field.  By  almost  any  standard,  that’s  KnowledgeWare.  Our  intelli¬ 
gent  Encyclopedia  architecture  provides  unparalleled  advantages,  spanning  the  application  development  life 
cycle  from  planning  through  code  generation  to  help  you  deliver  quality  software  solutions  to  your  company 


KnowledgeWare 


S  E 


more  quickly  and  cost-effectively.  And  because  of  our  partnership  in  IBM’s  AD/Cycle™ 
vision,  we  also  provide  the  most  dependable  roadmap  to  future  information  systems 
development  technologies.  Call  1-800-338-4130  for  our  free  color  brochure.  With 
a  partner  like  KnowledgeWare,  there’s  no  limit  to  how  high  you  can  soar. 


4  KnowledgeWare 


The  Best  CASE  For  Your  Business 


AD/Cycle  is  a  trademark,  and  IBM  is  a  registered  trademark,  of  the  International  Business  Machines  Corporation 
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Tool  makes  databases  graphical 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


ATLANTA  —  Users  looking  to  integrate 
images  with  their  current  database  appli¬ 
cations  may  find  some  help  in  Quickpix,  an 
image  tool  created  by  software  firm 
Powersoft,  Inc. 

Quickpix  reportedly  allows  users  to  as¬ 
sign  images  to  database  records  through 
the  use  of  “triggers,”  or  keywords,  from 
application  screens.  When  a  trigger  ap¬ 
pears,  a  terminate-and-stay-resident  pro¬ 
gram  locates  the  proper  image  on  the  us¬ 
er’s  hard  disk  and  displays  it  on  the 
screen.  Users  can  define  the  size  and  loca¬ 


tion  of  the  images,  which  can  be  scrolled, 
zoomed,  resized  and  displayed  in  either 
color  or  gray  scale  on  color  graphics 
adapters  through  Super  VGA  monitors. 

Steve  Hadjistyllis,  a  programmer/ana¬ 
lyst  at  Management  Information  Tech¬ 
nology,  Inc.,  a  software  company  in  Long 
Beach,  Calif.,  used  Quickpix  to  develop  a 
software  package  that  assists  users  in 
choosing  pumps  for  oil  wells.  The  pro¬ 
gram  asks  the  user  questions  while  Quick¬ 
pix  displays  explanatory  pictures. 

The  firm  included  the  pictures  because 
the  pump  selection  package  was  to  be  op¬ 
erated  in  foreign  countries  by  users  who 
would  not  necessarily  have  a  sufficient  un¬ 


derstanding  of  English. 

Hadjistyllis  said  Quickpix  was  easy  to 
configure  and  operate  and  added  that  his 
firm  plans  on  using  it  again,  especially  if 
Powersoft  designs  a  way  to  keep  the  im¬ 
age  on-screen  while  the  primary  applica¬ 
tion  continues  working  underneath  it. 
“The  way  it  is  now,  if  you  want  to  contin¬ 
ue  with  your  program,  the  picture  has  to 
go  off  the  screen,”  he  said. 

Richard  Hooker,  president  of  Power¬ 
soft,  said  the  next  release  of  Quickpix 
would  include  such  a  feature. 

Tom  Isaac,  a  principal  at  ICA-Trinova, 
Inc.,  an  international  consulting  firm  in 
Newnan,  Ga.,  has  been  using  Quickpix  for 
about  one  month.  His  firm  is  currently  de¬ 
veloping  a  software  product  for  the  utility 
industry  to  help  manage  such  functions  as 


You've  analyzed.  You’ve  agonized. 
You’ve  listened  to  all  the  experts.  And 
now  that  the  future's  here,  where  are 

IF  EVERYONE 
HOW  DID 


gets  your  current  computers  working 
together.  We  take  what  you  have  and 
make  sure  it  works  with  what  you  need. 


anyone  could  do  it.  But  by  solving  tough 
problems  for  big  companies  and  small 
companies  and  governments  every- 


We  solve  the  toughest  problems  in  the  world. 


you?  Trying  to  cope  with  an  unmanage¬ 
able  mishmash  of  computers.  A  system 
that  has  become  more  liability  than 
asset.  Are  we  overstating  the  problem? 
Not  to  the  guy  who's  got  to  tell  the  boys 
upstairs  exactly  what  went  wrong  and 
how  much  money  he  needs  to  fix  it.  But 
don't  be  rash.  Before  you  do  that,  give 
us  a  call.  We  can  develop  a  system  that 


Protecting  your  investment,  eliminating 
waste,  controlling  costs.  We  don’t  have 
a  crystal  ball.  But  what  we  can  promise 
you  is  an  information  system  that  builds  in 
all  the  freedom  and  flexibility  you  need 
to  be  ready  for  the  future.  Whatever 
the  future  happens  to  be. 

Of  course,  we're  not  say¬ 
ing  this  is  easy.  If  it  were. 


where,  we've  become  one  of  the 
largest  suppliers  of  information  tech¬ 
nology  in  the  world.  Call  1 -800-233- 
BULL,  ext.  2100.  1-800-268-4144  in 
Canada.  After  all,  why  have  an  informa¬ 
tion  system  that's  confounded  by  the 
future.  When  you  can  just 
as  easily  have  one  that's 
completely  at  home  there. 


Worldwide 

Information 

Systems 


site  work,  repairs  and  inventory.  He  said 
that  Quickpix  could  display  256-color  Su¬ 
per  VGA  images  in  about  10  seconds, 
which  he  said  he  considered  an  acceptable 
delay. 

Quickpix  is  currently  available  and  is 
priced  at  $495  for  a  single  unit,  which  in¬ 
cludes  a  license  for  up  to  four  additional 
users. 


Compaq 

CONTINUED  FROM  PAGE  37 

virtually  no  reduction.  “We  haven’t  seen 
any  change  in  the  last  two  weeks,”  said 
MIS  Director  Sam  Colello,  who  priced 
two  Compaq  portables  for  Oil-Dri  Corpo¬ 
ration  of  America.  “Compaq  just  moved 
some  dollars  around;  I  don’t  think  they 
significantly  lowered  the  cost,”  added 
Bruce  Greif,  project  analyst  at  County 
Natwest,  Inc.  in  New  York  and  a  member 
of  the  Microcomputer  Managers  Associa¬ 
tion. 

Compaq’s  dealer-charge  restructuring 
may  let  resellers  offer  better  deals  on 
competitors’  products.  For  example, 
Compaq’s  LTE  386S/20  now  lists  for 
$1,200  less  than  IBM’s  new  laptop.  But 
superior  discounts  on  the  IBM  product 
bring  its  street  price  down  to  only  $250 
more  than  the  LTE’s,  one  dealer  said. 

This  hard  pricing  reality  has  disgrun¬ 
tled  some  users. 

“What  good  do  the  cuts  do  us  if  our 
[dealer]  discount  goes  down?”  said  Don 
Stevenson,  technical  services  analyst  at 
financial  services  firm  The  Boston  Co., 
which  lost  14  percentage  points  off  of  its 
corporate  discount.  The  firm  will  now  of¬ 
fer  its  clients  a  low-cost  clone  alternative 
to  Compaq  and  IBM  Personal  Computers, 
a  decision  it  might  not  have  made  had  the 
full  Compaq  reductions  been  realized, 
Stevenson  said. 

Other  users  are  more  forgiving.  The 
discount  is  deflated,  but  “it’s  still  the 
same  machine  for  less  money,”  said  Fred 
Zickert,  manager  of  microcomputer  sup¬ 
port  at  Cleveland-based  Eaton  Corp. 
“Now,  clearly,  the  value  is  with  Compaq 
equipment”  vs.  other  clones,  he  said. 

A  minority  of  users  reported  some 
dealers  passing  the  entire  list  reduction  to 
users.  The  resellers  are  willing  to  sacri¬ 
fice  profit  to  generate  volume  and  win  ac¬ 
counts  from  competitors.  But  this  prac¬ 
tice  has  devastated  dealer  profitability  in 
the  past  and  is  not  likely  to  be  the  norm. 

“It  would  be  nice  for  a  change  to  see 
dealers  try  to  hang  on  to  the  profit  and  not 
cut  the  price  all  the  way  to  the  floor,”  said 
Valcom  President  and  Chief  Executive 
Officer  William  Fairfield,  who  predicted 
that  most  dealers  will  withhold  a  share  of 
Compaq’s  cut. 

There  is  little  evidence  so  far  that  the 
cuts  have  increased  sales,  several  dealers 
said.  But  Compaq  purchases  at  Eaton 
have  indeed  gone  up.  Departments  have 
been  able  to  order  more  machines  be¬ 
cause  the  new  prices  come  in  under  the 
wire  of  departmental  budgets,  Zickert 
said. 

Compaq  North  America  Vice  Presi¬ 
dent  Ross  Cooley  said  early  anecdotal  evi¬ 
dence  shows  significant  numbers  of  cus¬ 
tomer  accounts  reconsidering  Compaq 
over  low-priced  clones.  Cooley  admitted 
the  price  cuts  may  look  better  on  paper 
than  on  the  street,  but  he  stressed  that 
“the  price  of  Compaq  products  today  is 
absolutely  less  in  each  and  every  product 
than  before  we  made  the  change.” 
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Why  all  the  excitement 
about  a  promotion  to  test  drive 
our  token-ring  boards? 

Must  be  the  convertible  design. 


When  it  comes  to  flexibility,  DCA®  token-ring 
boards  take  a  back  seat  to  no  one. 

But  why  take  our  word  for  it  when  you 
can  test-drive  our  IRMAtrac  "  and  MacIRMA- 
trac™  token-ring  boards  yourself. 

Now,  as  part  of  our  exciting  Grand  LAN- 
plan  promotion,  free  evaluation  units  are 


Now  you  can  try  the  most flexible 
token-ring  boards for free. 


available  for  a  45- day  trial  period.  That  means 
you  can  experience  first-hand  the  unparalled 
performance  of  our  token-ring  design. 

This  design  allows  IRMAtrac  to  adapt  in  a 


variety  of  ways.  It’s  convertible  to  support  probably  want  your  own  DCA  token-ring 
ISA,  EISA  and  Micro  Channel®  Architectures.  board.  In  that  case,  keep  the  evaluation  unit 
DCA’s  Ring  Interface  Module  (RIM)  at  no  charge  when  you  purchase  12.  Or  buy  it 


technology  handles  both  twisted 
pair  and  fiber  optic  cabling.  And 
IRMAtrac  is  adaptable  to  work  at 
4Mbps  and  16Mbps. 

We’ve  even  carried  this  flexi¬ 
bility  to  the  Mac  with  MacIRMAtrac. 

In  fact,  the  RIMs  are  interchange¬ 
able  between  boards  giving  you  a  single 
source  for  purchasing,  support  and  upgrades. 

Both  boards  are  also  compatible  with 
the  leading  network  operating  systems.  Plus 
you  get  on-board  intelligence  and  bus  master 
technology  that  helps  our  token-ring  boards 
outperform  the  competition. 

Of  course,  with  all  these  features,  you’ll 


GRAND  LANPLAN 
HIGHLIGHTS 

Free  evaluation  unit 
for  45  days 

Keep  evawation  unit. 

Free  when  you 
BUY  12  OR  PURCHASE  IT 
FOR  JUST  $495 

Sweepstakes  grand  prize- 
1991  Mustang  GT 
5.0L  Convertible 


at  a  50%  savings  for  $495. 

Finally,  you  could  even  drive 
off  with  a  brand  new  Mustang  Con¬ 
vertible  just  by  answering  a  few 
simple  questions  in  our  Grand  LAN- 
plan  Sweepstakes.  And  there  are 
many  other  exciting  prizes  as  well. 

To  receive  your  free  evaluation  token¬ 
ring  board  and  to  enter  the  Grand  LANplan 
Sweepstakes,  just 


call  us  today  at  1- 
800-348-DCA-l, 
ext.  74Z* 

DGA 


MacIRMAtrac 

Token-Ring  Adapter 


IRMAtrac 

litn-KulR  CaiwmNf 


< 


< 

0 

0 


•Offer  g(xxi  in  U.S.  and  Canada  only  ©1991  Digital  Communications  Associates,  Inc  All  rights  reserved.  DCA  is  a  registered  trademark  and  MacIRMAtrac  and  IRMAtrac  are  trademarks  of 
Digital  Communications  Associates.  Inc  All  other  brand  or  product  names  arc  trademarks  or  registered  trademarks  of  their  respective  owners 
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Real  World 

ISOS 

Advantage. 


In  the  real  world,  ISDN  from  your  local  telephone 
company  can  give  your  business  a  strategic 
advantage.  Ask  the  Commonwealth  of  Kentucky  The 
University  of  Louisville.  South  Central  Bell.  Together, 
they’ve  developed  an  advanced  Telecommunications 
Research  Center  that  gives  local  businesses  a  real 
advantage.  Built  around  an  Al&T  5ESS®  switch,  this 
special  facility  gives  companies  access  to  advanced 
telecommunications  capabilities.  Capabilities  like 
high-speed  voice  and  data  integration.  Dial-up  video 
conferencing.  Computer  security  for  banks.  And 
packet  switched  lines  that  allow  you  to  network 
further  and  overcome  the  distance  constraints  of 
LANs.  ISDN  is  giving  Kentucky  businesses  real 
advantages.  Today  Learn  how  it  will  do  the  same  for 
you.  Call  your  AI&T  Network  Systems  representative 
at  1 800  638-7978,  ext.  3510. 


AT&T 

Network  Systems 


PCs  &  WORKSTATIONS 


MICRO  BITS 

Microsoft  unveils  its  first 
Macintosh  scheduling  tool 

Microsoft  Corp.  unveiled  its  first  scheduling  application  re¬ 
cently  with  the  introduction  of  Scheduled-  for  the  Apple  Com¬ 
puter,  Inc.  Macintosh.  The  new  time  management  package 
can  be  added  onto  Microsoft  Mail  for  Appletalk  networks  Ver¬ 
sion  3.0.  Schedule  +  is  expected  to  be  available  at  the  end  of 
this  month  and  will  cost  $195  for  five  nodes  and  $775  for  20 
nodes.  Separately,  the  Redmond,  Wash.-based  firm  said  it  will 
provide  developers  with  its  object-oriented  architecture  for¬ 
mat  in  order  to  encourage  the  production  of  object-oriented 
development  tools  for  Windows. 

Computer  Associates  International,  Inc.  has  slashed 
the  suggested  retail  price  of  its  Supercalc5  from  $495  to  $149 
—  a  70%  drop. 

Software  Publishing  Corp.  in  Mountain  View,  Calif., 
demonstrated  its  new  Virtual  Media  Control  Interface  at  the 
recent  National  Computer  Graphics  Association  trade 
show.  The  interface  is  compatible  with  Microsoft’s  Media  Con¬ 
trol  Interface  for  multimedia  extensions  to  Windows  3.0  and 
will  be  integrated  into  future  products  from  Software  Publish¬ 
ing,  including  the  Harvard  Graphics  presentation  graphics 
package. 

Revelation  Technologies,  Inc.  recently  announced  that  it 
has  formed  an  alliance  with  Hunter  Systems,  Inc.  Under  the 
agreement,  Hunter  will  port  Revelation’s  Advanced  Revela¬ 
tion  relational  database  management  system  to  Unix.  Ad¬ 
vanced  Revelation  currently  runs  on  DOS  and  OS/2. 


Grochow 

FROM  PAGE  37 

DOS  or  Windows.  Users  can 
view  either  one  DOS  application 
using  the  full  screen  or  simulta¬ 
neously  view  multiple  programs 
in  individual  windows.  It  was 
pretty  impressive  to  see  Lotus’ 
1-2-3,  Ashton-Tate’s  Dbase 
and  an  asynchronous  communi¬ 
cations  package,  each  running 
in  separate  windows  in  a  true 
multitasking  mode  (which 
means  that  IBM  has  licked  the 
problem  of  how  to  put  “ill-be¬ 
haved”  programs  such  as  1-2-3 
inside  a  window).  The  same  is 
true  for  Windows  2.1  and  Win¬ 
dows  3.0  applications.  You  can 
even  transfer  data  back  and  forth 
among  them. 

There  are  some  other  inter¬ 
esting  goodies.  If  you  try  very 
hard,  today’s  DOS  gives  you 
about  600K  bytes  of  memory  for 
applications.  DOS  applications 
running  under  OS/2  Release  2.0 
will  have  almost  630K  bytes 
available,  including  mouse  and 
network  drivers,  and  you  can 
“dial”  as  much  extended  memo¬ 
ry  as  you  need,  up  to  32M 
bytes.  All  this  for  as  many  simul¬ 
taneous  DOS  sessions  as  you 
want,  with  real  memory  and  disk 
space  as  the  only  constraints. 

If  you  have  special  drivers 


for  terminate-and-stay-resident 
programs  you  want  to  check 
out  under  a  particular  version  of 
DOS  Windows,  you  can  boot 
that  version  in  any  number  of 
multiple  DOS  sessions. 

As  for  network  connections, 
the  questions  are  not  all  an¬ 
swered.  The  folks  from  Novell 
demonstrated  their  client  driv¬ 
ers  in  “alpha”  form.  They  said 
that  if  the  betas  aren’t  ready 
soon,  normal  DOS  drivers  will 
run  in  a  DOS  session.  Simulta¬ 
neous  LAN  Server  connections 
will  be  there,  too,  on  both  Novell 
and  LAN  Server.  IBM  also 
showed  an  Open  Software  Foun¬ 
dation  Distributed  Computing 
Environment  setup  between 
OS/2  and  a  RISC  System/6000 
running  AIX. 

The  question  now  is,  why 
would  any  386  user  buy  DOS  or 
DOS  with  Windows?  The  an¬ 
swer  will  become  more  apparent 
when  OS/2  2.0  ships  later  this 
year.  As  you  become  more  ad¬ 
venturous,  you  can  open  up 
some  of  the  other  capabilities 
and  begin  to  see  how  OS/2  can 
make  all  but  the  most  novice  PC 
user  more  productive.  Certain¬ 
ly,  this  is  IBM’s  strategy  for  rap¬ 
idly  increasing  the  number  of 
copies  of  OS/2  in  the  field,  and  I 
think  it  will  work  —  particular¬ 
ly  for  a  $99  trade-in  from  any  ex¬ 
isting  DOS  version  until  the  end 


of  the  year.  (If  IBM  still  has  its 
marketing  smarts,  it  will  ex¬ 
tend  the  offer.) 

Meanwhile,  hundreds  of 
beta-test  copies  are  already  in 
the  field.  Any  IBM  employee 
can  download  it  from  the  compa¬ 
ny’s  internal  systems,  and  hun¬ 
dreds  of  additional  copies  will  go 
out  during  the  next  several 
months.  In  fact,  IBM  is  sending 
disks  of  the  beta-test  copy  to 
any  press  conference  attendee 
who  wants  one.  This  shows  the 
high  degree  of  confidence  IBM 
has  in  OS/2  reliability  and  the 
likelihood  that  it  will  ship  as 
scheduled. 

In  OS/2  Release  2.0,  IBM  is 
promising  delivery  of  everything 
Gates  promised  for  OS/2  Re¬ 
lease  3.0  (also  called  New  Tech¬ 
nology  OS/2)  in  1993  (and  ar¬ 
guably  more).  Why  IBM  waited 
until  now  to  demonstrate  these 
capabilities  and  let  Windows  get 
such  a  runaway  head  start  on 
the  market  is  anybody’s  guess. 
My  reckoning  is  that  it  took  Mi¬ 
crosoft  to  publicly  commit  to  a 
Windows  application  program¬ 
ming  interface  to  stoke  up  the 
fires  at  IBM.  The  results  are 
very  impressive.  For  that,  I  say, 
“Thank  you,  Bill  Gates.” 


Grochow  is  vice  president  of  the  Corpo¬ 
rate  Technology  Group  at  American 
Management  Systems,  Inc. 


When  you  compare  cooperative  processing  development  tools, 

MOZART  is  music  to  your  ears. 


If  you  like  the  sound  of  an  easy, 
affordable  way  to  give  a  PC-style 
interface  to  your  host  application 
users,  MOZART  will  strike  the 
right  chord. 

Why?  Because  without  changing 
a  single  line  of  IBM  or  other  host 
code,  MOZART  lets  you  add  a 
workstation-based  CUA  compliant 
GUI  and  local  user  assistance. 


The  secret  to  our  success  is  the 
MOZART  Composer  development 
system,  an  integrated  CASE-like  tool 
with  the  same  GUI  ease-of-use  as  the 
applications  you’ll  build. 

You’ll  also  love  MOZART’s  high- 
level,  object-oriented  language 
with  its  automated  operations  that 
require  80%  less  code  than  similar 
development  products. 


And  unlike  Easel,  with  MOZART 
you’ll  get  the  big  jobs  done  in  less 
time  and  have  a  single  application 
that  runs  on  your  DOS,  Windows 
and  OS/2*  workstations. 

So  call  Mozart  today  for  your 
FREE  Demonstration  Disk  at 
415-340-1588,  fax  415-340-1648. 

And  let’s  compare  notes. 


Mozart  Systems  Corporation 
1350  Bayshore  Highway 
Suite  630 

Burlingame,  CA  94010 
415-340-1588,  fax  415-340-1648 


Mjchosgkt 

WlNDOVS 


*To  he  released  Q3’91.  MOZART  is  a  trademark  of  Mozart  Systems  Corporation.  All  other  trademarks  are  trademarks  of  their  respective  holders.  ©  1991. 
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Panasonic’s  KX-P4420:  Small  price,  big  size 


^OgY 


Technology  Analysis  —  A  roundup 
of  expert  opinion  about  new  prod¬ 
ucts.  Summaries  written  by  free¬ 
lance  writer  Suzanne  Weixel. 

Panasonic  Communications 
and  Systems  Co.’s  KX- 
P4420  laser  printer  pre¬ 
sents  a  bit  of  a  paradox,  re¬ 
viewers  reported.  It  is 
priced  inexpensively  enough  to  serve 
for  personal  use,  yet  it  is  too  big  for  a 
desktop,  and  its  lack  of  paper-han¬ 
dling  features  is  a  drawback  in  a 
shared  environment. 

Output:  The  KX-P4420  has  fine 
print  quality,  in  part  because  of  its 
print  density  controls.  It  has  11  resi¬ 
dent  fonts  and  uses  proprietary  font 
cards,  which,  if  you  already  own  other 
font  cartridges,  may  be  a  problem. 
Performance:  Despite  its  eight 
page/  min  speed,  which  is  fast  enough 
to  support  a  small  office  or  work 
group,  the  KX-P4420  lacks  some  pa¬ 
per-handling  features,  such  as  dual¬ 
bin  capacity.  It  has  512K  bytes  of 
random-access  memory,  expandable 
to  4M  bytes. 

Ease  of  use:  The  KX-P4420  is  dif¬ 
ficult  to  set  up  and  has  an  awkward 
shape,  reviewers  reported. 

Service  and  support:  Panason¬ 
ic’s  support  line  can  be  hard  to  reach. 
Value:  With  features  best  described 
as  standard,  the  KX-P4420’s  most 
compelling  quality  is  price,  reviewers 
agreed.  It  lists  for  $1,395. 


Panasonic  Communications  and  Systems  Co.  KX-P4420 
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Panasonic  financial  ratings 

Analysts 

Long-term 

stability 

Short-term 

performance 
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BB 

BB 

Ross  O’Brien, 

BB 
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mm 

Matsushita  Electric  Industrial  Co.,  Panasonic’s  parent  company,  earned 
$36.7  billion  in  1990,  a  9%  increase  over  1989.  The  printer  division  increased 
sales  by  24% 


Panasonic  responds 

Peter  Reyman,  product  manager,  laser  printers: 

Output:  Our  product  line  includes  an  Adobe  Sys¬ 
tems,  Inc.  Postscript  printer. 

Performance:  Although  it  is  fast  enough  to  be 
shared,  it  was  designed  for  a  single  user  who  does  a 
lot  of  printing  in  an  office  environment. 

Service  and  support:  We  have  upgraded  our 
telephone  support  within  the  past  few  months. 


Okidata’s  0L  820:  Lightweight,  fast,  reliable 


Okidata  Corp.’s  OL  820  LED  Page  Printer 
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Okidata  financial  ratings 
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Okidata  Corp.  does  not  release  financial  information.  Ratings  were  obtain¬ 
ed  from  financial  analysts  who  follow  the  company 


Okidata  responds 

Michael  Grabel,  product  manager: 

Output:  Sometimes  printing  is  lighter  because  of 
environmental  factors  such  as  humidity. 
Performance:  There  are  currently  seven  DOS 
applications  that  support  the  OL  820  in  font-scaling 
mode. 

Ease  of  use:  Keeping  the  toner  and  drum  sepa¬ 
rate  maximizes  life  span  and  is  more  cost-effective. 


Using  LED  technology  rath¬ 
er  than  laser,  Okidata 
Corp.’s  OL  820  LED  Page 
Printer  offers  a  light¬ 
weight,  fast  and  reliable  al¬ 
ternative  to  mainline  laser  printers, 
reviewers  said. 

Output:  Some  reviewers  claimed 
the  OL  820’s  output  is  lighter  than  a 
laser’s,  even  on  the  darkest  of  five 
settings.  Font  and  graphics  support, 
however,  is  extensive,  including  a  pro¬ 
prietary  font-scaling  scheme,  font  ro¬ 
tation,  shadowing  and  shading. 
Performance:  The  OL  820  prints 
at  eight  page/min.  It  has  a  front-load¬ 
ing  200-sheet  paper  tray,  two  slots 
for  proprietary  font  cards  and  512K 
bytes  of  random-access  memory,  ex¬ 
pandable  to  4M  bytes. 

Ease  of  use:  The  toner  cartridge 
and  drum  must  be  replaced  separate¬ 
ly.  Otherwise,  the  printer’s  design  is 
simple,  and  its  controls  are  intuitive. 
Software  and  support:  LED 
printers  have  fewer  moving  parts  than 
lasers,  so  they  should  be  more  reli¬ 
able.  The  OL  820  comes  with  a  five- 
year  parts  warranty. 

Value:  Reviewers  agreed  that  if  you 
can  do  without  Adobe  Systems,  Inc.’s 
Postscript,  this  printer  offers  low 
price,  high  performance  and  a  little 
extra  in  terms  of  font  support. 

It  lists  for  $1,999.  An  additional 
200-sheet  paper  tray  costs  about 
$300,  while  a  replacement  controller 
for  adding  Postscript  costs  $  1 ,595. 
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rift 

AppleShare 

Mac  APPC 

SNA  Svcs 

X.25 

<E 

AppleTalk  Zones: 


CC2-Apple  USA  Lab  O 


PUD  Arfmin 


Chooser 


Select  a  f 


Novell 

VAX 

Banyan 

NFS 

AppleShe 


User  Nami 


This  is  the  Macintosh  Chooser.  A  single  point  of access  to  a  wide  range 
of  systems.  The  Chooser  shows  available  network  resources  graphically  and 
consistently  just  point  the  mouse  and  you’re  connected. 


Macintosh  offers  an  incredible  range  of  tools for  connecting 
with  virtually  any  host-based  environment,  whether  it’s  running  SNA,  TCP/IP, 

DECnef,  or  OSI. 


Apple's  Data  Access  Language  (DAL)  adapts  popular  off-the-shelf  database, 
spreadsheet,  and  data  analysis  software  to  major  SQL 
environments.  So  nontechnical  users  can  easily  access  remote  databases. 


CommandShell  1 

*  Is 

dev/  newunix  trap/ 

etc/  nextunix  unix* 

=□1 

=====  Macintosh  Partition  - 

44 ,232K  in  disk  6,8?C 

Excel  Persuasion  Studio /8  HyperCard 


Apple  A/UX ®  lets  Macintosh  run  UNIX  *  applications  plus  thousands  of Mad 
programs.  At  the  same  time  you  can  run  X-Windoiv  and  MS-DOS  applications,  an 
cut,  cop}>,  and  paste  between  any  of  them.  No  other  desktop  computer  can  do  this 


©  1991  Apple  Computer.  Inc  Apple.  ibeApfde  logo.  A/UX  Mac.  Macintosh,  ami  Tbepouer  to  be  your  best"  are  registered  trademarks  of  Apple  Computer,  Inc.  UNIX  is  a  registered  trademark  of  AT&T,  and  MS-DOS  is  a  registered  trademark  of  Microsoft  Corporation.  DECnet  is  a  trademark  of  Digital  Equipment  Corporation.  andXAPtndow  Syste 
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Macintosh  shares  data  with  DOS  PCs  via  Novell,  3Com,  Banyan,  and  more. 

Macintosh  reads  and  writes  DOS files  on  a  floppy  disk.  Macintosh 
runs  DOS  programs.  Maybe  your  next  DOS  computer  should  be  a  Macintosh. 


WWWMrKB 


Information  isn't  much  good  to  people  who  can’t  get  to  it.  Macintosh  sorts  out  the 
complexities  of  multiple  computer  systems.and 
presents  vast  information  to  people  at  the  desktop  in  a  single,  consistent  way. 


While  diversity  may  make  life  rich  and  fascinating,  it  makes 
life  as  an  IS  manager  something  short  of  serene. 

What  is  politely  referred  to  as  the  “multi-vendor  environ¬ 
ment”  is  an  amalgam  of  disparate  hardware,  incompatible 
operating  systems,  dissimilar  databases,  and  multiple 
networks.  Nevertheless,  IS  people  are  expected  to  make  these 
all  work  together  in  perfect  harmony. 

But  lately,  a  lot  of  people  are  finding  the  source  of  their 
solution  a  pleasant  surprise:  the  Apple’  Macintosh*  computer. 

They’re  finding  that  Macintosh  comes  out  of  the  box 
with  sophisticated  networking  capabilities  designed  right  in. 

That  Macintosh  is  open  to  virtually  any  host,  any  file  ser- 
vei;  or  any  database,  through  any  network. 

That  Macintosh  makes  the  desktop  the  place  where  di¬ 
verse  systems  come  together. 

And  that  with  Macintosh  you  can  build  systems  that  let 
even  nontechnical  users  access  information  from  the  desk¬ 
top,  no  matter  where  that  information  resides. 

And  because  Macintosh  works  with  all  your  networks, 
databases,  and  hosts  in  one  consistent  and  graphic  way,  it 
delivers  major  savings  in  implementation  and  training. 

In  short,  Macintosh  gives  you  the  power  to  make  infor¬ 
mation  systems  more  valuable  to  the  people  who  use  them. 
The  power  to  be  your  best? 


Macintosh  gives  people  a  single,  simple 
vieu t  of  the  information  and  services  that 
can  help  them  do  their  jobs  and  serve 
your  organization.  See  for  yourself.  Call 
800-635-9550,  ext.  551,  and  we’ll  send 
you  a  free  video  showing  how  Macintosh 
helps  unify  complex  systems. 


a  a  trademark  of  Massachusetts  Institute  of  Tkhnolog)'  One  videotape  per  customer  Offer  good  only  in  the  U.S.  and  wbUe  supplies  last.  Allow  4-6  weeks  for  deltien 
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NEW  PRODUCTS 


Software  utilities 


PC  Dynamics 
31332  Via  Colinas  #105 


Westlake  Village,  Calif.  91362 
(818)889-1741 


Development  tools 


Systems 

Packard  Bell  has  released  some  additions 
to  its  Legend  series  of  personal  comput¬ 
ers. 

Included  in  the  line  is  the  Legend  100, 
an  Intel  Corp.  80286-based  computer 
with  a  40M-byte  hard  disk,  priced  at 
$1,499.  The  company  said  it  expects 
street  prices  for  the  system  to  be  less 
than  $1,000.  Packard  Bell  also  introduced 
Legend  computers  based  on  Intel  80386 
and  80386SX  processors. 

A  graphical  user  interface  called  PB 
Desktop  will  be  installed  on  all  Legend 
systems. 

PB  Desktop  is  mouse-driven  and  in¬ 
cludes  an  on-line  tutorial,  menu  creation 
facilities  and  Packard  Bell  support  policy 
information. 

Packard  Bell 
9425  Canoga  Ave. 

Chatsworth,  Calif.  91311 
(818)773-4400 

Aquiline,  Inc.  has  released  a  4V2-pound, 
1.4-in.  thick  notebook  computer  based  on 
the  Intel  Corp.  80386SX  processor. 

The  standard  configuration  includes  a 
20M-byte  hard  drive,  3V2-in.  floppy  drive, 
1M  byte  of  system  memory  and  an  IBM 
Video  Graphics  Array  display.  DOS  4.01 
and  several  utilities  programs  are  includ¬ 
ed  with  the  system.  Memory  is  expand¬ 
able  to  4M  bytes. 

The  notebook  computer  is  priced  at 
$2,995. 

Aquiline 
449  Main  St. 

Bennington,  Vt.  05201 
(802)442-1526 


Software  applications 
packages 

Bestinfo,  Inc.  has  unveiled  Picbase,  an 
OS/2-based  image  archiving  system  in¬ 
tended  for  use  with  networked  publishing 
systems. 

Picbase  stores  high-  or  low-resolution 
images  and  features  sort-and-search  rela¬ 
tional  database  facilities  based  on  user-de¬ 
fined  image  labels.  The  product  ranges  in 
price  from  $15,000  for  the  first  seven  us¬ 
ers  to  $80,000  for  networks  of  more  than 
60  users. 

Bestinfo 

1400  N.  Providence  Road 
Media,  Pa.  19063 
(215)891-6500 


A  compact  disc/read-only  memory-based 
database  of  marketing  information  on 
U.S.  businesses  has  been  released  by 
American  Business  Information  (ABI). 

The  product,  Lists-On-Disks,  contains 
data  on  9.2  million  businesses.  Informa¬ 
tion  on  company  size,  location  and  prima¬ 
ry  business  is  included. 

A  free  update  with  a  contact  name  at 
each  target  company  will  be  released  in 
July,  according  to  ABI. 

A  one  year  license  costs  $750. 

ABI 

5711  S.  86th  Circle 
Omaha,  Neb.  68127 
(402)593-4500 


PC  Dynamics,  Inc.  has  announced 
Menuworks  Advanced,  a  hard  disk  access 
and  menuing  utility  for  novice  personal 
computer  users. 

Menuworks  compiles  a  list  of  all  appli¬ 
cations  that  are  present  on  the  hard  disk 
and  groups  them  according  to  their  gen¬ 
eral  function.  The  program  then  con¬ 
structs  a  menuing  system  using  single¬ 
stroke  commands. 

PC  Dynamics  reported  that  the  pro¬ 
gram  allows  first-time  computer  users  to 
become  productive  very  quickly.  Also  in¬ 
cluded  are  security  features,  macros  and 
time-delay  backup  capability. 

Menuworks  Advanced  costs  $120. 


32  Bit  Software,  Inc.  has  enhanced  its 
Zbasic-PC,  a  product  for  developing  32- 
bit  software  on  any  DOS-based  personal 
computer. 

Version  4.6  allows  code  written  on  an 
IBM  Personal  Computer  AT  to  be  recom¬ 
piled  for  Intel  Corp.  80386  and  I486  ma¬ 
chines.  It  includes  network  support,  com¬ 
munications  capabilities  and  device¬ 
independent  graphics. 

The  retail  price  is  $150;  however,  an 
introductory  price  of  $100  is  offered  for  a 


Xing  Technology  Corp.  has  announced 
extensions  for  the  VT-Compress  Joint 
Photographic  Experts  Group  QPEG)  im¬ 
age  compression  software. 

VT-Compress  for  Windows  adds  JPEG 
compression  capability  running  under  Mi¬ 
crosoft  Corp.’s  Windows  3.0.  Compres¬ 
sion  ratios  of  up  to  20:1  can  be  achieved 
for  color  images,  according  to  Xing. 

VT-Compress  Linkable  Libraries  al¬ 
low  integration  of  JPEG  compression  into 
user-developed  applications  written  in 
Borland  International,  Inc.  or  Microsoft 
versions  of  the  C  language. 

VT-Compress  for  Windows  costs 
$259.  VT-Compress  Linkable  Libraries 
cost  $179  per  copy. 

Xing  Technology 
456  Carpenter  Canyon 
Arroyo  Grande,  Calif.  93420 
(805)473-0145 
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limited  time.  Upgrades  from  previous 
versions  cost  $60. 

32  Bit  Software 
Suite  865 
3232  McKinney 
Dallas,  Texas  75204 
(214)  720-2051 

Template  Graphics  Software,  Inc.  (TGS) 
has  introduced  Figaro +  for  IBM  RISC 
System/6000  workstations. 

Figaro  +  is  a  three-dimensional  graph¬ 
ics  programming  tool  kit  that  implements 
the  Programmer’s  Hierarchical  Interac¬ 
tive  Graphics  System  standard  for  engi¬ 
neering  and  scientific  applications  devel¬ 
opment. 

The  product  includes  enhanced  graph¬ 
ics  control,  programmable  triggers,  im¬ 


mediate  mode  support  and  simulated  in¬ 
put  devices. 

Pricing  for  Figaro +  on  the  IBM  work¬ 
station  platform  begins  at  $3,000. 

TGS 

3510  Dunhill  St. 

San  Diego,  Calif.  92121 
(619)457-5359 

Innovative  Data  Solutions,  Inc.  has  begun 
shipping  Paragen  2.2  code-generation 
software  for  Borland  International,  Inc.’s 
Paradox  relational  database. 

Paragen  includes  a  file  manager  ele¬ 
ment  that  retrieves  a  specified  Paradox 
file  from  the  user’s  hard  disk.  When  a  file 
and  a  Paradox  Engine  function  to  be  per¬ 
formed  on  the  file  are  selected,  Paragen 
automatically  generates  the  necessary 


code  in  C,  C++  and  Pascal  languages. 
The  product  also  creates  new  database  ta¬ 
bles  without  loading  Paradox. 

The  product  costs  $129. 

Innovative  Data  Solutions 
4318  Stewart  Court 
East  Chicago,  Ind.  46312 
(219)397-8952 

Peripherals 

Great  Software  Ideas,  Inc.  (GSI)  has  in¬ 
troduced  the  GSI-EHD,  a  2.88M-byte 
floppy  disk  controller  for  personal  com¬ 
puters. 

The  product  transfers  data  from  a 
2.88M-byte  disk  at  a  rate  of  1M  bit/sec.  It 
uses  standard  floppy  disk  cables,  supports 
two  disk  drives  and  is  backward-compati- 


Unisys  computers. 


The  business  goal  of  any  airline  is  simple:  to  get  maximum 
revenue  from  every  available  flight.  But  to  reach  that  goal 
takes  nothing  less  than  the  most  sophisticated  information 
systems. 

That’s  why  every  airline  has  to  choose  a  computer  com¬ 
pany  it  can  rely  on  to  handle  its  mission-critical  applications 
like  reservations,  departure  control,  cargo  and  flight 
operations. 

And  that’s  why,  in  the  last  several  months,  Thai  Airways, 
Mexicana  Airlines  and  TAP-Air  Portugal  placed  large  orders 
with  Unisys.  They  join  a  growing  roster  of  carriers  like  Air 
France,  All  Nippon,  Northwest  and  United. 

Of  course,  trusting  your  airline  to  Unisys  is  nothing  new. 
The  fact  is,  14  of  the  world’s  top  20  airlines  choose  Unisys 
computers  to  help  them  arrive  at  their  business  goals. 

So  if  running  your  business  organization  depends  on 
high-volume,  transaction-intensive  computing,  call  Unisys 
at  1-800-448-1424,  ext.  67.  With  70,000  people  in  over  100 
countries,  Unisys  offers  information  systems  that  can  give 
any  enterprise  a  real  lift. 

©  1991  Unisys  Corporation.  Unisys  is  a  registered  trademark  of  Unisys  Corporation. 


We  make  it  happen 


ble  with  1.44M-byte  disks. 

The  GSI-EHD  controller,  with  cables 
and  frame,  is  priced  at  $1 15.  A  kit  includ¬ 
ing  the  controller,  a  2.88M-byte  floppy 
drive  and  one  disk  is  available  for  $295. 
GSI 

17951  H  Sky  Park  Circle 
Irvine,  Calif.  92714 
(714)261-7949 

Moniterm  Corp.  has  announced  a  high- 
resolution  display  system  for  laptop  com¬ 
puters. 

The  system  combines  the  company’s 
20-in.,  1,280-  by  1,024-pixel  mono¬ 
chrome  Viking  3/9 1M  monitor  and  the 
PC1280M,  a  short-slot  video  board  that  is 
compatible  with  many  portable  comput¬ 
ers. 

The  system  was  designed  for  fast, 
hardware-driven  screen  refresh  rates,  ac¬ 
cording  to  Moniterm. 

The  product  costs  $1 ,490. 

Moniterm 

5740  Green  Circle  Drive 
Minnetonka,  Minn.  55343 
(612)935-4151 

Film  Division,  Inc.  has  announced  a  ser¬ 
vice  providing  high-resolution  slides  and 
transparencies  from  computer  images. 

The  technology  supports  most  person¬ 
al  computer  graphics  and  computer-aided 
design  programs  and  some  Apple  Com¬ 
puter,  Inc.  Macintosh  presentation 
graphics  packages,  according  to  Film  Di¬ 
vision.  Files  submitted  either  on  disk  or 
by  modem  can  be  reproduced  in  color 
35mm  slides  or  4-  by  5-in.  transparencies 
or  negatives.  Resolution  is  8,000  lines  per 
image  for  transparencies  and  4,000  lines 
per  image  for  slides. 

Rates  start  at  $7  per  slide. 

Film  Division 
676  N.  LaSalle  St. 

Chicago,  Ill.  60610 
(312)  642-3362 

Macintosh  products 

Aura  CAD/CAM,  Inc.  has  lowered  prices 
for  its  Aura  computer-aided  design  soft¬ 
ware  line  for  the  Apple  Computer,  Inc. 
Macintosh. 

The  price  for  the  two-dimensional 
Auracad  3.0  has  been  lowered  from 
$1,399  to  $599.  Copy  protection  has  also 
been  removed,  and  the  company  an¬ 
nounced  it  will  include  both  color  and 
black-and-white  versions  of  the  software 
in  every  package. 

Aura  CAD /CAM 
2335  Alaska  Ave. 

El  Segundo,  Calif.  90245 
(213)  643-5300 

PSI  Integration,  Inc.  has  introduced  two 
products  to  expand  the  capabilities  of  the 
Apple  Computer,  Inc.  Macintosh  LC. 

The  PSI  Multicolor  is  a  color  video  sin¬ 
gle  in-line  memory  module  that  allows  the 
Macintosh  LC  to  use  16-bit  color  without 
adding  a  video  card.  The  Multicolor  is 
priced  at  $159. 

The  PSI  Crunch-It  is  a  math  coproces¬ 
sor  card  based  on  a  16-MHz  Motorola, 
Inc.  68882  chip,  priced  at  $179.  Accord¬ 
ing  to  the  company,  adding  the  card  gives 
users  access  to  several  spreadsheet  pack¬ 
ages  that  could  not  otherwise  be  run  on 
the  Macintosh  LC. 

PSI  Integration 
Suite  200 

851  E.  Hamilton  Ave. 

Campbell,  Calif.  95008 
(408)559-8544 
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Salute  the  heroes 


who  find  the  answers 


with  information  technology. 


The  Third  Annual 
Computerworld 
Smithsonian  Awards 


She  saw  a  terrific  opportunity. 

He  solved  a  thorny  problem. 

The  key  for  them— and  others  like  them— 
was  information  technology. 

They're  real  heroes  whose  ability  to  solve 
problems  won  big  victories  for  society. 

Each  year  world  leaders  in  information 
technology  gather  to  recognize  these  new 
stars  of  the  information  age  who  use 
technology  to  make  the  world  a  better 
place. 

For  tickets  call  (617)  349-3704. 

June  10, 1991 

National  Building  Museum 

Washington,  D.C. 
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NETWORKING 


IBM  edges  closer  to  Netware 

Move  to  Netware  not  seen  as  end  to  LAN  Server,  IBM  executive  claims 


Fresh  faces 
give  FCC 
new  views 


ANALYSIS 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  A  rare 
thing  happened  over  at  the  Fed¬ 
eral  Communications  Commis¬ 
sion  earlier  this  month  —  rare 
because  it  did  not  involve  any 
lawyers  trying  to  tweak  or  ex¬ 
ploit  communications  regula¬ 
tions  for  their  clients. 

The  five  commissioners  held 
an  unprecedented  hearing  on 
“Networks  of  the  Future”  to  get 
advice  from  people  they  do  not 
ordinarily  hear  from,  including 
network  users,  technologists 
and  assorted  public  policy  ex¬ 
perts.  The  FCC  needs  to  do 
more  than  react  to  the  “regula¬ 
tory  in-box,”  explained  Chair¬ 
man  Alfred  C.  Sikes.  “We  need 
to  understand  commercial,  tech¬ 
nical  and  regulatory  relation¬ 
ships  better.” 

What  the  FCC  heard  from  the 
witnesses  is  that  rapid  changes 
in  technology  will  soon  make  to¬ 
day’s  regulations,  derived  from  a 
1934  statute,  very  outdated. 
“We  need  to . . .  rethink  the  cur¬ 
rent  structure  of  regulation  from 
the  bottom  up,”  said  G.  Mitchell 
Wilk,  a  commissioner  at  the  Cali¬ 
fornia  Public  Utilities  Commis¬ 
sion. 

Dale  N.  Hatfield,  a  telecom¬ 
munications  analyst  in  Boulder, 
Colo.,  said  the  trend  toward  mul¬ 
timedia  communications  —  fluid 
combinations  of  video,  audio  and 
text  or  data  —  leads  to  a  blurring 
of  traditional  service  distinctions 
and  raises  a  host  of  regulatory  is¬ 
sues. 

Under  current  regulations, 
Continued  on  page  57 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


IBM  wants  to  make  the  nuances 
between  IBM’s  OS/2  LAN  Serv¬ 
er  and  Novell,  Inc.’s  Netware  as 
subtle  as  those  “between  a  Buick 
and  an  Oldsmobile,”  said  Bob 
Roth,  IBM’s  manager  of  enter¬ 
prise  local-area  network  commu¬ 
nications  strategy  and  design. 
That  is  the  goal  of  technical  co¬ 
operative  efforts  between  the 
two  vendors,  he  said  in  an  inter¬ 


view  at  IBM’s  Research  Trian¬ 
gle  Park,  N.C.,  facility  recently. 

IBM  is  holding  fast  to  the 
“separate  but  equal”  position  it 
took  in  February,  when  it  an¬ 
nounced  it  would  market  No¬ 
vell’s  widespread  Netware  net¬ 
work  operating  system 
alongside  its  own  offering,  OS/2 
LAN  Server.  The  move  was 
deemed  by  some  industry  ob¬ 
servers  to  be  a  death  knell  for 
LAN  Server,  a  perception  Roth 
said  was  incorrect. 


On  a  technical  basis,  Roth 
said,  customers  today  could 
choose  either  network  operating 
system.  “We  don’t  know  what 
people  will  do.  That  decision  will 
depend  on  individual  prefer¬ 
ences.” 

However,  he  added,  “I  really 
do  feel  we’re  putting  the  same 
energy  and  attention  into  both 
LAN  environments.  The  two 
networks  are  very  close  to  each 
other  functionally,  though  peo¬ 
ple  have  trouble  believing  that.” 


Roth  said  that  “interoperabi¬ 
lity  from  a  communications  and 
management  perspective  is  the 
biggest  customer  issue  today.” 

However,  Frank  Dzubeck, 
president  of  Communications 
Network  Architects,  Inc.,  a  con¬ 
sultancy  in  Washington,  D.C., 
said  that  while  “interoperability 
is  what  the  whole  Novell/IBM 
relationship  is  about,  by  defini¬ 
tion,  if  two  things  have  to  be 
made  interoperable,  that’s  an  ad¬ 
mission  that  they’re  not  the 
same.” 

He  said  that  the  Netware/ 
LAN  Server  choice  is  not  the 


ITS  NOT  CLEAR 

to  me  which  way 
IBM  is  going  to 
o” 
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“draw”  Roth  paints.  In  situa¬ 
tions  where  a  company  requires 
a  stand-alone  LAN,  “there’s  no 
reason  for  Netware  not  to  be 
sold.”  But  for  integrated  LANs 
needing  security  and  intercon¬ 
nection  to  mainframes,  he  said, 
LAN  Server  is  the  better  choice. 

IBM  decided  in  mid-1989, 
Roth  said,  that  it  could  not  ig¬ 
nore  the  Novell-dominated  dis¬ 
tributed  environment,  “just  as 
Novell  couldn’t  escape  the  main¬ 
frame  path.”  IBM  formed  the 
Enterprise  LAN  Group  in  mid- 
1990  to  bring  together  the  two 
worlds. 

The  relationship  has  “caused 
confusion  for  the  IBM  custom¬ 
er,”  commented  Steve  Morse, 
an  information  systems  officer  at 
Manufacturers  Hanover  Trust 
Co.  in  New  York,  a  large 
Netware  shop.  “Many  custom¬ 
ers  aren’t  sure  which  to  buy  or 
why.  For  us,  we  know  we  want 
Netware.  Once  you  have  it  and 
it’s  satisfactory,  why  mix  envi- 
Conti n  ued  on  page  61 


FEATURE:  UPGRADING  OLD  NETWORKS 

Money  talks,  managers  balk 


BY  LARRY  STEVENS 

SPECIAL  TO  CW 


A 


rcnet.  PC  Net.  Netware  86.  MAP  2.1. 
These  and  other  proprietary  networks 
and  protocols  were  the  engines  that 
drove  computing  communications  in 
,  the  early  to  mid-1980s.  Now,  they 
have  long  since  been  outstripped  by  more  open, 
efficient  choices.  But  that  doesn’t  mean 
they  have  gone  away.  A  struggling  econo¬ 
my  and  a  continuing  cost  consciousness 
within  information  systems  have  left  man¬ 
agers  tending  relatively  ancient  networks, 
waiting  for  the  day  they  can  upgrade. 

In  almost  all  cases,  the  reason  to  re¬ 
main  with  an  old  network  is  an  economic 
one.  “Our  current  [Datapoint  Corp.]  Arc- 
net  system  costs  us  virtually  nothing 
now,”  says  Timothy  Ostrom,  IS  director 
at  Data  Forms  Co.  in  Brighton,  Mass.  “We 
have  no  lease  payments,  no  installation 
costs,  no  maintenance  fees.” 

Since  1986,  Data  Forms  has  been  do¬ 
ing  all  maintenance  in-house;  when  Os¬ 
trom  needs  parts  or  additional  equipment, 
he  can  buy  them  on  the  used  market  for  far 
less  than  their  old  retail  price.  For  exam¬ 
ple,  he  recently  picked  up  a  100-user  sys¬ 
tem,  including  terminals  and  cables,  for 


about  $400.  The  same  system  would  have  cost 
more  than  $6,000  in  1985,  he  says. 

Companies  have  to  weigh  two  factors  when 
considering  upgrading:  the  advantages  of  a  mod¬ 
ern  system  vs.  the  cost  of  converting.  For  some, 
that  cost  is  simply  too  great.  William  Lawrence, 
supervisor  of  the  network  engineering  group  at 
Southern  California  Edison,  says  his  expected 

Continued  on  page  60 


British  Telecom  Is 

Dialcom 


British  Telecom  is:  Global  Network  Services?  Network  Management  System, 

EDI  *Net*,  Electronic  Transaction  Services,  LAN  Connectivity  Services  and  much  more. 


Dialcom®  enhanced  messaging  services  from  British 
Telecom,  is  the  most  sophisticated,  comprehensive  package 
of  business  communication  and  information  services  avail¬ 
able  today.  Dialcom®  provides  global  coverage  to  every 
major  industrial  nation  in  the  world.  Just  call  our  toll-free 
number  for  complete  details. 

Contact  British  Telecom;  2560  North  First  Street 

RO.  Box  49019  ♦  San  Jose,  CA  95161-9019  ♦  800372-7654 

British 

TEL£COA\ 

Spirited. 

Solid. 

Strong. 
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IBM  gears  AS/400  for  enterprise  network 


BY  ELISABETH  HORWITT 

CW  STAFF 


With  its  most  recent  wave  of  Application 
System/400  announcements,  IBM  con¬ 
tinued  repositioning  the  midrange  system 
from  a  departmental  processor  to  a  key 
player  in  large  customers’  enterprisewide 
distributed  networking  strategies. 

“Originally  a  stand-alone  application 
processor,  the  AS/400  is  obviously  chang¬ 
ing,  with  IBM’s  recent  networking  en¬ 
hancements,  to  a  much  larger  part  of 
much  larger  networks,”  said  Mark  Leary, 
director  of  communications  research  at 
Framingham,  Mass.,  research  firm  Tech¬ 


nology  Investment  Strategies  Corp. 

Among  the  announcements  that  signif¬ 
icantly  added  to  the  AS/400’s  networking 
prowess  were  the  introduction  of  Open 
Systems  Interconnect  (OSI)  support;  in¬ 
ternal  Integrated  Services  Digital  Net¬ 
work  (ISDN)  support;  integration  with 
Novell,  Inc.’s  Netware;  and  greater  flexi¬ 
bility  in  network  configuration. 

IBM  announced  an  AS/400  version  of 
the  OSI  Communications  Subsystem, 
which  previously  ran  only  on  IBM  MVS 
and  VM  hosts.  The  subsystem  is  said  to 
allow  AS/400s  to  communicate  with  and 
manage  non-IBM  systems  using  OSI  pro¬ 
tocols  and  to  act  as  a  gateway  to  the  OSI 


environment  for  attached  devices  running 
OSI-compatible  applications. 

The  initial  OSI  software  for  the 
AS/400  has  several  limitations,  however. 
First,  it  supports  only  CCITT  X.25  pack¬ 
et-switched  networking  environments. 
Support  for  Token  Ring  and  Ethernet  lo¬ 
cal-area  networks,  which  are  also  part  of 
OSI,  has  yet  to  be  announced. 

In  addition,  IBM  will  not  release  key 
OSI  applications  for  the  AS/400  for  one 
year.  These  include  the  X.400  electronic 
mail  protocols  and  the  File  Transfer,  Ac¬ 
cess  and  Management  protocol. 

Finally,  OS/400  will  support  the  OSI 
Common  Management  Information  Pro¬ 


tocol  (CMIP)  and  Common  Management 
Information  Service  (CMIS),  but  only  the 
1986  versions  of  those  protocols.  While 
IBM  has  committed  to  supporting  the  OSI 
Network  Management  Forum’s  version 
of  CMIP  and  CMIS,  the  current  versions 
of  these  protocols  for  OS/400  and  other 
IBM  systems  are  five  years  old  and  un¬ 
likely  to  interoperate  with  other  vendors’ 
more  recent  implementations. 

IBM’s  announcement  that  AS/400s  on 
different  networks  can  now  communicate 
on  a  one-to-one  basis  is  “very,  very  key,” 
Leary  said.  Until  now,  the  only  way  to 
provide  such  a  link  was  to  combine  those 
networks  into  a  single  topology.  “That 
was  a  pain  in  the  neck,  given  that  many 
companies  want  to  set  up  different 
[AS/400]  networks  for  different  functions 
and  yet  have  all  the  networks  communi¬ 
cate  on  an  occasional  but  regular  basis,  for 
financial  reporting  or  product  planning,” 
Leary  said.  Combining  all  AS/400s  into 
one  network  can  also  cause  routing,  fault 
isolation  and  traffic  management  prob¬ 
lems  that  grow  in  intensity  as  the  number 
of  midrange  systems  increases. 

Looking  outward 

IBM  sees  Application  System/400 
networking  going  beyond  the  work  Q  Q 
group  to  encompass  a  complete 
enterprise 

One-on-one  communication  between 
disparate  AS/400  networks. 

Connections  to  non-IBM  devices  via 
Open  Systems  Interconnect. 

Remote  AS/400  terminal-to-host  links 
over  existing  Systems  Network 
Architecture  backbones. 

The  ability  to  access  Novell,  Inc.  Netware 
and  IBM  PC  Support/400  servers  from 
the  same  client  workstation. 

Lower  cost,  internal  ISDN  interface. 

CW  Chart:  Doreen  St.  John 

IBM  also  announced  that  the  5394,  a 
cluster  controller  for  AS/400  5250  termi¬ 
nals,  will  be  able  to  communicate  with  re¬ 
mote  AS/400  hosts  over  an  IBM  Systems 
Network  Architecture  backbone.  This  is 
another  boon  to  growing  AS/400  installa¬ 
tions  that  previously  had  to  set  up  sepa¬ 
rate  leased-line  networks  to  link  geo¬ 
graphically  dispersed  terminal  clusters 
and  AS/400  hosts. 

IBM  and  Novell’s  announcement  of 
plans  to  integrate  Netware  and  AS/400 
servers  followed  the  lines  of  the  earlier 
announcement  to  integrate  Netware  and 
IBM’s  LAN  Server.  Initially,  users  will  be 
able  to  access  a  Netware  server  or  an 
AS/400  running  PC  Support/400  from 
the  same  client  workstation.  However,  as 
with  the  earlier  OS/2-Netware  announce¬ 
ment,  IBM  and  Novell  plan  to  provide 
greater  integration  between  the  two  sys¬ 
tems,  according  to  Steve  Carter,  IBM’s 
manager  of  AS/400  distributed  products. 

Also  announced  was  OS/400  support 
for  the  Common  Programming  Interface 
for  Communications  (CPIC),  an  IBM  Sys¬ 
tems  Application  Architecture  protocol 
that  provides  a  common  application  inter¬ 
face  for  IBM  LU6.2  protocols.  Applica¬ 
tions  written  to  CPIC  on  one  system  are 
said  to  be  migratable  to,  and  interopera¬ 
ble  among,  other  CPIC-compliant  sys¬ 
tems. 

IBM  also  introduced  an  internal  ISDN 
Basic  Rate  Interface  board  for  the 
AS/400.  The  existing  AS/400  external 
board,  developed  jointly  with  Teleos 
Communications,  Inc.,  supports  the  high¬ 
er  speed  Primary  Rate  Interface. 


WeCanShowYouAClear 
Paih  From  QCS  To  The  AS/400. 


INTRODUCING  K1KS400-THE 
AUTOMATED  MIGRATION  UTILITY, 

You  already  know  about  the  many  cost 
benefits  and  productivity  gains  of  integrating 
the  AS/400  into  your  mainframe  environment. 

KIKS400  provides  the  key:  a  utility  that 
automatically  migrates  370  CICS  and  batch 
COBOL  applications  utilizing  VS  AM,  DLl  or 
DB2  access  methods,  to  native  AS/400 
COBOL.  It  allows  you  to  fully  retain  your 
software  investment. 

Compared  with  manual  conversions  or  the 
cost  of  purchasing  new  software,  if  available, 
KIKS400  is  the  solution  that  pays  for  itself! 


The  utility's  advantages  include: 

Easy  To  Use— A  single  command  migrates 
an  entire  library  of  programs,  overnight. 

No  Need  To  Retrain  End  Users — Conver¬ 
sions  are  totally  transparent  to  end  users. 

Easy  to  Maintain— program  algorithms  are 
kept  completely  intact,  enabling  programmers 
to  maintain  programs  on  the  AS/400. 

FREE  BROCHURE  AVAILABLE 

If  you  are  looking  for  the  most  cost  effective 
way  to  integrate  the  AS/400  into  your  IS 
department,  call  for  our  detailed  brochure, 

or  to  schedule 
a  demonstration. 


vtt di  111  Id 11/  LClll  1  Ui  ULII 

(708)  858-9400 

ACCESS 

TO  INFORMATION 


C  1991  Access  To  Information,  Inc.  AS/400  is  a  trademark  of  International  Business  Machines  Corporation. 
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for  example,  a  long-distance 
voice  call  made  via  an  interex¬ 
change  carrier  to  retrieve  voice 
mail  incurs  access  charges,  but  a 
long-distance  data  call  to  re¬ 
trieve  messages  via  an  enhanced 
service  provider  such  as  an  elec¬ 
tronic  mail  service  does  not. 

“What  happens  when  these 
previously  distinct  services  are 
offered  on  a  common,  all-digital 
network  utilizing  some  form  of 
fast-packet  switching?”  Hatfield 
asked. 

Competition  to  the  max 

Stanley  M.  Welland,  manager  of 
corporate  telecommunications 
at  General  Electric  Co.,  said  the 
ideal  regulatory  climate  features 
maximum  competition  at  both 
the  interstate  and  local  levels  be¬ 
cause  then  the  vendors  compete 
to  provide  better  services  and 
lower  prices. 

For  example,  Welland  said, 
the  FCC  should  stop  making 


TSOME 
POINT,  we’ll 
all  have  a  com¬ 
puter  on  our  desk  and  a 
phone  in  our  shoe.  But 
who  wall  pay  for  it?” 


SHERRIE  P.  MARSHALL 

FCC 


AT&T  file  tariffs  (GE  is  a  cus¬ 
tomer  of  AT&T’s  Tariff  12)  that 
rival  firms  MCI  Communications 
Corp.  and  U.S.  Sprint  Communi¬ 
cations  Co.  do  not  have  to  File. 

George  Gilder,  a  senior  fellow 
at  the  Hudson  Institute  in  India¬ 
napolis,  said  that  regulators  high 
and  low  are  stifling  the  nation’s 
ability  to  install  fiber-optic  cables 
to  homes  and  offices. 

Gilder  said  he  envisions  a 
time  when  these  fiber  pipelines 
will  deliver  a  rich  menu  of  video 
and  information  services  to  pow¬ 
erful  “telecomputers.” 

Visions  of  tomorrow 

In  a  similar  vein,  Michael  N.  Lie- 
bold,  a  technologist  at  Apple 
Computer,  Inc.,  demonstrated 
full-motion  video  snippets  em¬ 
bedded  in  documents,  while 
Mitch  Kapor,  co-founder  of  Lo¬ 
tus  Development  Corp.,  extolled 
the  virtues  of  a  national  public 
network  full  of  advanced  bulletin 
board  systems,  multimedia  mes¬ 
sages  and  virtual  town  halls. 

While  the  technologists  pro¬ 
vided  grand  visions  of  tomor¬ 
row’s  networks,  they  were  not 
as  successful  at  answering  the 
commissioners’  questions  about 
how  the  nation’s  rate  payers  can 
afford  it  all. 

Replacing  the  nation’s  copper 
wires  with  fiber-optic  cables,  for 
instance,  would  cost  an  estimat¬ 
ed  $230  billion. 


Even  big  business  users  are 
leery  of  paying  for  a  massive  up¬ 
grade  of  the  public  network  [CW, 
April  9, 1990], 

“At  some  point,  we’ll  all  have 
a  computer  on  our  desk  and  a 
phone  in  our  shoe,”  FCC  Com¬ 
missioner  Sherrie  P.  Marshall 
said.  “But  who  will  pay  for  it?” 

Several  witnesses  said  the 
U.S.  telecommunications  infra¬ 
structure  will  become  a  complex 


web  of  public  and  private  sub¬ 
networks,  raising  policy  issues 
concerning  technical  compatibil¬ 
ity,  financial  arrangements,  net¬ 
work  quality  and  privacy  protec¬ 
tion. 

FCC’s  starring  role 

“The  FCC  should  play  the  role  of 
the  nation’s  systems  integrator” 
for  this  fragmented  network  of 
networks, '  said  Eli  M.  Noam,  a 


professor  at  Columbia  Universi¬ 
ty  in  New  York. 

For  example,  the  FCC  could 
promote  interconnection  stan¬ 
dards  by  giving  the  slow-moving 
standards  bodies  some  timeta¬ 
bles  and  mediation  help. 

First,  however,  the  FCC  may 
need  some  internal  reorganiza¬ 
tion  to  match  a  world  in  which 
telecommunications,  mass  me¬ 
dia  and  private  radio  technol¬ 


ogies  are  converging. 

The  FCC,  which  now  has  sep¬ 
arate  bureaus  for  regulating 
each  technology,  may  instead 
want  to  have  functional  bureaus 
for  conduit,  finance  and  technol¬ 
ogy,  Noam  suggested. 

“All  of  us  need  to  strive  to  lib¬ 
erate  tomorrow’s  communica¬ 
tions  potential  from  the  tyran¬ 
nies  of  yesterday’s  regulatory 
rules,”  Sikes  concluded. 


You've  heard 
about  client/ server 
solutions  from  hardware, 
software  and  DBMS 
vendors.  Now  it's  time  to 
hear  from  the  only  client/server 
vendor  in  the  industry. 

Introducing  SequeLink-the  only 
way  to  bring  all  your  data  to  where  the 
n  is-your  desktop.  Choosing  hardware 
id  software  standards  is  your  business. 

Bridging  those  standards  is  our 
business-our  only  business. 


SERVER 

□  AS/400 

□  VAX/VMS 

□  UNIX 

□  MVS 

□  OS/2 

□  VM 

□  _ 
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DBMS 

NETWORK 

□  ORACLE 

□  NETBIOS 

□  RDB 

□  TCP/IP 

□  INGRES 

□  DECNET 

□  SYBASE 

□  APPC 

□  DB2 

□  APPLETALK 

□  SQL/400 

□ 

□  SQLSERVER 

□  OS/2  DBM 

□  INFORMIX 

□ 


CLIENT  APPLICATIONS 

□  WINDOWS  3  □  EXCEL 

□  MACINTOSH  □  WINGZ 

□  UNIX  □  EASEL 

□  OS/2  □  HYPERCARD 

□  _  □  TOOLBOOK 

□  4TH  DIMENSION 

□  SMALLTALK 

□  _ 


NAME 

COMPANY 

ADDRESS 

CITY 

STATE 

ZIP 

TELEPHONE 


Client/Server  Middleware 


Seque 


K 


A  product  of  TechGnosis,  Inc. 
301  Yamato  Road,  Suite  2200 
Boca  Raton,  FL  33431 
(800)  321-0543  or  (407)  994-4958 

Regtsiered  trademarks  are  proprietary  to  the*  respective  manufacturers 
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The  COMPAQ 
DESKPRO  286N  PC 
and  COMPAQ 
DESKPRO  386N  PC 
are  our  most 
affordable  desktops. 
Our  smallest,  too. 
They  won’t  look  big 
on  your  desk. 

Or  your  bottom  line. 
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Number  crunchers  will  appreciate  the  speed 
fT  and  power  of  the  COMPAQ  DESKPRO  386/2 5e 


PC.  They’ll  also  appreciate  its  price. 


Weighing  a  scant 
6.91b.  and 
measuring  just 
8.5” x  11",  the 
COMPAQ  LTE/286 
PC  fits  in  most 
briefcases. 
And  budgets. 


The  COMPAQ  SET  386S/20  PC  packs  386SX 
performance  and  full  functionality  into  a 
battery-powered  laptop  that  is  as  affordable 
as  it  is  powerful. 
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The  COMPAQ  DESKPRO  486/33L 
PC  is  for  the  power  user 
who  simply  refuses  to 
compromise  on  anything. 
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The  COMPAQ 

DESKPRO  386S  PC  and  COMPAQ 
DESKPRO386S/20  PC  offer 
everything  you  want  in  Intel  386SX 
computing.  With  our  new  prices, 
we  mean  everything. 
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Serve  more  for  less  with 


the  COMPAQ  SYSTEMPRO 
PC  System.  It  brings 
unprecedented 
performance  and 
expansion  to  a  wide  range 
of  connected 
environments. 


At  8.5" x  1 1" ,  no  other 
notebook  packs  more  features 
into  a  design  as  small  as 
the  award-winning 
COMPAQ  LTE386S/20  PC. 
With  our  new  prices,  why  carry 
anything  else? 


Now  what  you  want  in  a  PC  and  what 
you  want  to  pay  for  a  PC  are  the  same 
thing.  That’s  because  now  the  most 
popular  COMPAQ  personal  computers 
and  PC  systems  are  more  affordable 
than  ever. 

Our  new  prices  mean  that  millions 
of  people  can  now  discover  what  mil¬ 
lions  of  COMPAQ  users  already  know: 
COMPAQ  PCs  simply  work  better. 

At  Compaq,  “It  simply  works 
better”  is  not  just  a  slogan.  It’s  the  goal 
behind  every  product  (and  every  com¬ 
ponent  of  every  product)  we  build. 

Working  better  means  designing 
products  in  response  to  people’s  needs, 
not  our  own.  It  means  putting  the 
latest  innovations  to  work  to  enhance 
your  investment  in  PC  technology,  not 
render  it  obsolete. 

Working  better  means  ensuring 
reliability  and  compatibility  by  sub¬ 
jecting  our  PCs  to  exhaustive  testing. 
It  also  means  supporting  them  the 
world  over  through  our  thoroughly 
trained  dealer  network. 

Yes,  our  prices  are  now  lower.  But 
our  standards  are  as  high  as  ever.  Just 
imagine  the  impact  these  two  simple 
facts  can  have  on  your  company. 

Your  Authorized  COMPAQ 
Computer  Dealer  can  provide  you 
with  complete  pricing  and  product 
information.  Or  we  can  give  you  our 
suggested  resale  prices  and  the  loca¬ 
tion  of  the  dealer  nearest  you.  Just 
call  1-800-231-0900,  Operator  158.  In 
Canada,  1-800-263-5868,  Operator  158. 


_ comma 

It  simply  works  better. 


•Suggested  resale  prices  ei  US  Suggested  resale  pncn  are  ttankd  (or  cumparnon  purpose  or*  Actual  resale  prres  may 
vary  COMW).  DESKPRO.  SYSTEMPRO,  LIE.  Registered  U  S.  Patent  and  Trademark  Office  Product  names  mentnaied  tarn  may 
be  trademarks  and  or  registered  trademarks  of  other  compames  C  1991  Compaq  Computer  Corporation  AM  refits  reserved 
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conversion  costs  are  so  high  that  no  pres¬ 
ently  available  network  provides  enough 
of  a  power  advantage  to  make  conversion 
a  viable  option.  “Tell  us  what  we  could  do 
with  today’s  technology  that  is  signifi¬ 
cantly  better  and  worth  the  trouble  of 
converting.  When  we  jump,  we’ll  leapfrog 
to  a  network  technology  that  doesn’t  ex¬ 
ist  yet,”  Lawrence  says. 

Lawrence  manages  two  facilities.  Both 
sites  are  joined  by  a  wide-area  network. 
One  has  an  1,800-node  Arcnet  system 
used  for  office  automation,  while  the  oth¬ 
er  has  been  upgraded  to  a  Token  Ring 
network  that  has  4,000  nodes. 

To  maintain  adequate  performance  on 
the  Arcnet  network,  Lawrence  has  to 
subdivide  the  network  into  smaller  physi¬ 
cal  networks  to  avoid  degradation  in  re¬ 
sponse  time. 

Only  so  much  you  can  do 

Steven  Bayus,  director  of  information 
systems  and  services  at  Academy  Insur¬ 
ance  Group,  Inc.  in  Atlanta,  agrees  that 
maintaining  speed  on  an  older  network 
takes  some  planning.  He  says  Academy 
has  reached  the  limit  of  network  expan¬ 
sion.  “If  we  try  to  add  a  few  more  nodes, 
we’ll  blow  our  nose  off  our  face,”  he  says. 

Most  experts  say  that  when  a  network 
reaches  the  point  when  it  is  no  longer  via¬ 
ble,  network  managers  will  have  little 
trouble  selling  the  new  network  to  upper 
management.  Frank  Dzubeck,  president 
of  Communications  Network  Architects, 
Inc.  in  Washington,  D.C.,  says  that  when 
the  time  is  right  to  convert,  upper  man¬ 
agement  will  usually  know  it:  “More  like¬ 
ly,  they’ll  be  coming  to  the  network  guy, 
asking  him  what  can  be  done  to  solve  the 
network  problems,  such  as  speed.” 

Until  that  point,  one  key  to  keeping 
older  networks  alive  is  the  ability  to  do  in- 
house  maintenance.  When  Bayus  realized 
he  was  going  to  have  a  problem  getting 
maintenance  support  for  his  Arcnet  net¬ 
work,  he  had  his  people  follow  vendors 
around  while  they  installed  or  repaired 
devices  on  the  network.  “Pretty  soon,” 
he  says,  “we  realized  they  weren’t  doing 
anything  we  couldn’t  do  ourselves.” 

The  other  task  that  often  falls  on  the 
shoulders  of  managers  of  older  systems  is 
programming.  Data  Forms’  customers 
run  Datapoint  terminal  emulator  soft¬ 
ware  on  their  personal  computers  to  place 
orders,  look  up  the  status  of  old  orders  or 
check  on  inventory.  While  there  is 
enough  canned  office  automation  soft¬ 
ware  available  for  systems  running  over 
Arcnet,  the  complex  order  entry  and 
forms  database  at  Data  Forms  had  to  be 
developed  in-house,  Ostrom  says. 

At  many  firms,  an  attitude  of  “we  can 
get  by  with  this”  continues  to  prevail.  Mi¬ 
chael  Kaminsky,  manager  of  the  advanced 
engineering  staff  at  General  Motors 
Corp.’s  technology  center,  says  managers 
should  be  able  to  justify  an  upgrade  based 
on  advantages  to  the  company. 

His  company  is  using  that  criterion  to 
decide  when  each  GM  site  should  discard 
the  defunct  Manufacturing  Automation 
Protocol  (MAP)  2.1  in  favor  of  the  cur¬ 
rent  MAP  3.0.  Kaminsky  says  MAP  2.1 
has  no  accepted  programming  language 
standard,  but  the  Manufacturing  Mes¬ 
sage  Format  Specification  (MMFS)  had 
become  somewhat  of  a  de  facto  standard. 

Unfortunately,  MMFS  was  not  entire¬ 
ly  compatible  with  Manufacturing  Mes¬ 


sage  Standard,  the  standard  with  MAP 
3.0.  As  a  result,  many  GM  networks  that 
had  systems  and  applications  software 
written  in  MMFS  could  not  work  with 
MAP  3.0. 

Kaminsky  says  that  while  there  is  still  a 
fairly  good  selection  of  devices  available 
for  MAP  2.1,  some  of  the  newest  releases 
work  only  with  MAP  3.0.  He  said  he  ex¬ 
pects  that  situation  to  get  worse.  “We 
can’t  count  on  vendors  to  continue  to  sup¬ 
port  a  network  that  fewer  and  fewer  com¬ 
panies  are  using,”  he  says. 

But,  he  adds,  until  a  GM  plant  finds  it¬ 
self  in  need  of  an  unavailable  technology 
because  of  running  MAP  2.1,  it  will  stay 
with  the  older  system.  “There  is  nothing 
technologically  wrong  with  Version  2.1,” 
he  says.  “Until  a  plant  hits  upon  some¬ 


thing  it  can’t  do  with  it,  they’ll  keep  it.” 

Harry  Saal,  president  of  Menlo  Park, 
Calif. -based  Network  General  Corp.,  adds 
that  a  situation  similar  to  Kaminsky’s  is 
occurring  in  the  office  automation  world: 
Many  companies  that  are  able  to  keep  an 
older  network  alive  are  finding  them¬ 
selves  out  in  the  cold  when  looking  to  buy 
newly  released  equipment. 

Saal  says,  “If  you  need  fringe  technol¬ 
ogy  stuff,  you  have  to  be  in  step  with  most 
of  the  world.” 

Not  much  choice 

While  some  organizations  were  forced  by 
lack  of  choice  to  buy  networks  that  even¬ 
tually  became  obsolete,  the  problem 
might  have  been  avoided  if  the  company 
had  estimated  growth  more  accurately. 


Thomas  Hartman,  telecommunica¬ 
tions  manager  at  McDonnell  Douglas 
Corp.,  installed  an  Arcnet  network  three 
years  ago.  Initially,  his  company  intended 
to  have  only  45  nodes  at  the  site.  If  the 
system  had  remained  as  planned,  there 
would  have  been  no  problem. 

However,  Hartman  says,  “the  net¬ 
work  grew  out  of  control,  and  it  is  taxing 
the  limits  of  our  Arcnet  system.” 

Now,  as  he  chooses  a  new  network, 
Hartman  acknowledges  he  is  playing  it 
very  carefully.  “We’ll  be  considering  the 
possibility  of  further  growth,”  he  says. 
“The  network  will  have  to  have  a  lot  of 
room  for  expansion.” 


Stevens  is  a  free-lance  writer  based  in  Springfield, 
Mass. 
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g]f  the  thousands  of  business  solutions  for  the  AS/400,  one  name  is  clearly  the  best.  Software  2000.  After  all,  we’ve 
been  dedicated  to  the  AS/400  platform  since  day  one.  And  our  cooperative  R&D  relationship  with  IBM  ensures  that 
our  business  solutions  are  available  with  the  very  latest  AS/400  enhancements. 

Our  Software  2000  Series  includes  a  complete  range  of  integrated  financial,  human  resources,  environmental  and 
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ronments?  It  sounds  like  IBM  is  walking 
away  from  a  product  line,  but  it’s  really 
hard  to  say.” 

“It’s  not  clear  to  me  which  way  IBM  is 
going  to  go,”  said  Jerry  Noble,  director  of 
telecommunications  and  personal  com¬ 
puter  support  at  the  American  Cancer  So¬ 
ciety  in  Houston,  an  OS/2-oriented  shop. 
He  said  his  organization  is  currently  run¬ 
ning  Netware  because  its  accounting 
package  requires  it  to  manage  its  hard 
disk  drive  storage;  otherwise,  he  would 
have  installed  LAN  Server. 

Now,  however,  since  Netware  is  slated 
to  be  ported  to  the  OS/2  platform  when 


Version  2.0  is  released  at  the  end  of  the 
year,  “we’ll  probably  stick  with  Novell,” 
Noble  added. 

Noble  said  he  hopes  the  need  for  two 
LAN  operating  systems  will  eventually 
disappear.  The  organization  will  be  down¬ 
sizing  its  computing  operations  and  in¬ 
stalling  600  to  800  OS/2-based  LANs 
during  the  next  two  years,  and  there  are  a 
lot  of  in-house  support  issues  involved 
with  running  two  LANs. 

Roth  acknowledged  that  IBM  has  “not 
been  as  successful  as  [Novell  President 
and  Chief  Executive  Officer]  Ray  Noorda” 
in  the  LAN  business,  citing  20,000  to 
30,000  LAN  Server  installations  to  date; 
Novell  represents  the  lion’s  share  of  the 
network  operating  system  market  with 
millions  of  installations. 


Fruits  of  the  IBM/Novell  union 

The  following  are  some  of  the  benefits  of  the  IBM/Novell  relationship: 

•  In  April,  IBM  announced  DOS  PC  client  coexistence  with  Netware  v3.11,  al¬ 
lowing  PC  clients  to  access  either  IBM's  Application  System/400  midrange  com¬ 
puters  or  Novell’s  Netware  servers. 

•  In  March,  Novell  announced  IBM  Advanced  Peer-to-Peer  Networking  (APPN) 
end-node  support  for  Netware.  APPN,  the  routing  protocol  for  IBM’s  LU6.2  ap¬ 
plication  programming  interface,  allows  communications  between  computers 
without  the  intervention  of  a  mainframe. 

•  In  March,  IBM  announced  Lanres/VM,  which  lets  Netware  386  Token  Ring 
LANs  and  IBM  VM  mainframes  share  printers  and  disk  files  and  allows  users  to 
administer  Netware  on  the  mainframe. 

Other  possibilities  include  Netware  for  IBM  32-bit  OS/2  and  RISC  Sys¬ 
tem/6000  platforms  and  Netware/LAN  Server  interoperability. 

JOANIE  M.  WEXLER 
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distribution  software  that  provides  mainframe  functionality  with  PC  ease-of-use.  We  also  offer  a  suite  of  PC  -based 
cooperative  processing  products  that  are  designed  to  help  you  better  plan  for  the  future  by  bringing  your  organization’s 
most  critical  information  to  the  desktop.  For  an  even  closer  look  at  what  are  clearly  Software  2000*) 


3Com’s  NFS 
no  standout 


BY  JIM  NASH 

CW  STAFF 


SANTA  CLARA,  Calif.  —  Network  man¬ 
agers  are  offering  conditional  praise  for 
3Com  Corp.’s  recently  introduced  load- 
on-demand  Network  File  System  (NFS) 
software.  While  noting  its  limitations,  ad¬ 
ministrators  who  have  completed  beta 
tests  on  3Com  NFS  Version  1.0  said  it  is 
on  a  par  with  other  available  products. 

When  combined  with  3Com  Transmis¬ 
sion  Control  Protocol  (TCP)  Version  1.2, 
3Com  NFS  connects  servers  running  MS- 
DOS  with  Unix  machines.  It  allows  users 
to  hold  concurrent  sessions  for  file  and 
print  services  between  Microsoft  Corp.’s 
LAN  Manager,  Novell,  Inc.’s  Netware 
and  NFS-based  Unix  servers. 

“It’s  not  the  best  TCP  [remote  proce¬ 
dure  call]  NFS  implementation  I’ve 
seen,”  said  Jim  Woodard,  senior  network 
systems  programmer  at  Rockwell  Inter¬ 
national,  Inc.’s  Network  Transmission 
Systems  Division. 

Woodard  said  FTP,  Inc.’s  PC/TCP 
Plus  is  about  20%  faster  than  3Com  NFS. 
In  fact,  he  and  other  programmers  at 
Rockwell  wrote  their  own  NFS  software, 
which  performs  2Vi  times  faster  and  con¬ 
sumes  one  quarter  of  the  80K  bytes  of 
memory  used  by  3Com  NFS,  he  said. 

Their  software  is  only  an  NFS  pro¬ 
gram,  without  the  added  baggage  of  TCP 
and  other  protocols  used  with  3Com’s  and 
FTP’s  products,  Woodard  explained. 

Needs  speed 

The  product  would  be  better,  Woodard 
said,  if  it  could  run  faster  on  PCs  below  the 
Intel  Corp.  80386SX-class  machines,  as 
does  FTP’s  application.  Connection  to 
Unix  machines  can  take  seconds  with 
smaller  machines,  and  I/O  rates  can  fall  to 
levels  equal  to  those  of  the  IBM  Personal 
Computer  XT  hard  drives,  he  said. 

However,  it  is  a  good  product,  Wood¬ 
ard  said.  3Com  NFS  allows  users  to  load 
and  unload  NFS  protocols  when  they  need 
to,  which  conserves  memory,  he  ex¬ 
plained. 

Another  beta-test  site  manager,  who 
requested  anonymity,  said  he  liked  3Com 
NFS  on  the  surface.  But,  he  said,  he  will 
wait  to  test  the  new  version  of  Sun  Micro- 


the  best  business  solutions  for  the  AS/400,  call  Software  2000  at  (800)  388-2000.  The  AS/400 Business  Solution. 


systems,  Inc.’s  PC  NFS  software  against 
3Com’s  product  before  making  a  pur¬ 
chase  decision. 
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Maxm:  Flexible  alternative 
to  IBM  Netview/PC  interface 


IN1ERC0NNECI10NS/9I 


Tactical  Approaches 
to  Multidiscipline 
Performance 
Monitoring  in  the 
SystemView  Era 

Tuesday ,  June  25 
1 1:30  a.m.  -  5  p.m.  EDT 

This  interactive  video- 
conference  will  bring 
together  MVS  pro¬ 
fessionals  throughout 
North  America  to  discuss 
the  future  of  the  data 
center.  HEAR  six  noted 
experts  on  MVS  per¬ 
formance  monitoring 
discuss  critical  multi¬ 
discipline  issues... 
DISCOVER  how  other 
MVS  data  centers  are 
solving  real  performance 
problems... SEE  first¬ 
hand  a  new  approach  to 
performance  monitoring 
analysis  and  report¬ 
ing...  GET  your 
comments  heard  and 
questions  answered. 


The  Panelists 
Steve  Barnes 
Tom  Bason 
Ray  Brow 
Mark  Friedman 
Bob  Johnson 
Jim  Wheaton 

Simultaneous  telecast  in 
the  following  cities: 

Anaheim,  CA 
Atlanta,  GA 
Bloomington,  MN 
Boston,  MA 
Chicago,  IL 
Columbus,  OH 
Dallas,  TX 
Kansas  City,  MO 
Los  Angeles,  CA 
Mexico  City,  Mexico 
Milwaukee,  WI 
Montreal,  PQ 
Nashville,  TN 
Newark,  NJ 
New  York  City,  NY 
Philadelphia,  PA 
Raleigh,  NC 
San  Francisco,  CA 
Tampa,  FL 
Toronto,  ON 
Washington,  DC 

Participation  is  limited!  To 
make  absolutely  certain 
you  can  attend  in  the  city 
of  your  choice,  call 
toll  free  TODAY: 
1-800-227-891  1 


8000  Towers  Crescent  Drive 
Vienna,  Virginia  22182-2700 


LAN  DM  A 


BY  ELISABETH  HORWITT 

CW  STAFF 


VIENNA,  Va.  —  Companies  that  want  to 
manage  their  telecommunications  net¬ 
works  via  IBM’s  Netview  but  find  IBM’s 
Netview/PC  interface  too  restrictive  now 
have  another  option  to  consider:  Maxm 
from  International  Telemanagement. 

Co-developed  by  International  Tele¬ 
management  and  IBM,  Maxm  collects  in¬ 
formation  from  a  wide  variety  of  telecom¬ 
munications  devices  and  sends  it  on  to  a 
Netview  host  for  integration  with  Net- 
view’s  IBM  Systems  Network  Architec¬ 
ture  (SNA)  management  applications. 

A  major  differentiator  is  that  Maxm 
runs  on  Unix  workstations,  while  Net¬ 
view/PC  runs  on  either  OS/2  Extended  or 
Microsoft  Corp.  DOS  workstations. 

In  addition,  Maxm  may  be  the  first 
product  to  take  advantage  of  IBM’s 
LU6.2  link  to  Netview,  which  is  due  next 
fall  with  the  release  of  Version  2  of  IBM’s 
network  management  platform. 

Maxm’s  support  of  IBM's  LU6.2  pro¬ 
tocol  allows  it  to  be  more  tightly  integrat¬ 


ed  with  Netview  applications,  according 
to  Ronald  Hardy,  director  of  marketing  at 
International  Telemanagement. 

“The  product  is  a  Unix  version  of  Net¬ 
view/PC,”  said  David  Passmore,  a  part¬ 
ner  at  Ernst  &  Young.  A  growing  number 
of  network  equipment  vendors  are  basing 
their  network  management  systems  on 
Unix  systems  such  as  Sun  Microsystems, 
Inc.’s  SunOS,  he  added,  “so  you  can  link 
those  products  back  to  Netview  without 
putting  OS/2  in  the  middle.” 

RISC-  and  Unix-compatible 

Maxm  currently  supports  IBM’s  RISC 
System/6000  AIX  platform  but  will  sup¬ 
port  other  types  of  Unix,  including  Sun’s, 
Passmore  said. 

Another  advantage  to  Maxm  is  that 
Unix  is  more  scalable  than  OS/2,  Pass- 
more  said.  Users  can  continue  to  migrate 
to  more  powerful  systems  that  can  act  as 
Netview  service  points  for  increasingly 
complex  and  extensive  networks. 

An  OS/2  Personal  System/2  worksta¬ 
tion  that  acts  as  Maxm’s  user  console  is 
attached  to  such  systems.  Users  sitting  at 


NEW  PRODUCTS 


Local-area  networking 
hardware 

David  Systems,  Inc.  has  created  the  Ex- 
pressbus  architecture,  which  allows  the 
company’s  Intelligent  Concentrators  to 
integrate  Ethernet,  Token  Ring  and  Fi¬ 
ber  Distributed  Data  Interface  (FDDI) 
networks. 

The  Expressnet  Concentrator  with 
Expressbus  includes  capacity  for  four 
10M  bit/sec.  lOBase-T  Ethernet  net¬ 
works,  four  16M/4M  bit/sec.  Token  Ring 
networks  and  two  FDDI  networks.  The 
Supervisor  Module  with  Expressbus  sup¬ 
port  manages  all  connected  devices. 

Pricing  is  as  follows:  $1,495  for  a  con¬ 
centrator  with  five  slots  or  $1,995  for  a 
12-slot  version;  $2,995  for  the  Supervi¬ 
sor  Module  with  Expressbus  support; 
$1,700  per  lOBase-T  module;  and 
$2,000  per  Token  Ring  module.  An  FDDI 
module  has  not  yet  been  announced. 
David  Systems 
701  E.  Evelyn  Ave. 

Sunnyvale,  Calif.  94088 
(408)  720-8000 

Advanced  Digital  Information  Corp. 
(ADIC)  has  announced  EISA  DCB,  a  bus 
mastering  disk  coprocessor  board  for  Ex¬ 
tended  Industry  Standard  Architecture 
(EISA)-based  servers. 

EISA  DCB  allows  bus  transfer  rates  as 
high  as  33M  byte/sec.  and  small  computer 
systems  interface  channel  transfer 
speeds  of  up  to  5M  byte/sec.  ADIC  says 
the  product  supports  Novell,  Inc.’s 
Netware  Versions  2.1  and  higher  as  well 
as  Netware  386.  The  product  costs  $895. 

ADIC  has  also  upgraded  its  Enhanced 
Disk  Coprocessor  Board  software  to  cut 
disk  access  times  by  as  much  as  50%  and 
support  19  new  drive  types,  the  company 
reported.  The  software  costs  $699;  up¬ 
grades  are  available  free  of  charge. 

ADIC 


14737  NE  87th  St. 
Redmond,  Wash.  98073 
(206)  881-8004 


Network  management 

Visinet  Live,  announced  by  Technology 
Dynamics,  Inc.,  offers  graphical  presenta¬ 
tion  of  network  data. 

The  Microsoft  Corp.  Windows  3.0- 
based  product  includes  a  scripting  lan¬ 
guage  that  allows  network  managers  to 
define  alarm  conditions  in  precise  terms, 
according  to  Technology  Dynamics.  Net¬ 
work  displays  may  include  background 
geographical  maps,  and  network  layouts 
can  be  illustrated  with  computer-aided 
design-based  floor  plans. 

Pricing  starts  at  $1,995. 

Technology  Dynamics 
Suite  S-008 
430  10th  St.  NW 
Atlanta,  Ga.  30318 

Bytex  Corp.  has  introduced  the  Unity 
Event  Manager,  a  network  automation 
software  option  for  the  company’s  Unity 
Management  System. 

Unity  Event  Manager  provides  single 
console  management  for  Bytex  switching 
systems  and  other  equipment.  The  prod¬ 
uct  supports  multitasking  and  includes  ex¬ 
tensive  alarm  management  features. 

The  price  of  the  Unity  Management 
System  ranges  from  $12,000  to  $18,000. 
Unity  Management  System  owners  may 
add  the  Unity  Event  Manager  for  $2,900. 
Bytex 

Southboro  Office  Park 
120  Turnpike  Road 
Southboro,  Mass.  01772 
(508)  480-0840 


Micro-to-host 

Structured  Software  Solutions,  Inc.  has 
announced  Facetterm  Version  2,  a  win¬ 
dowing  interface  software  package  for 


the  console  can  display  and  consolidate 
management  information  in  a  windowed 
IBM  Presentation  Manager  environment, 
Hardy  said. 

The  console  also  provides  the  manager 
with  direct  access  to  Netview  functions 
through  a  3270  link  to  a  Netview  host. 
The  operator  can  also  set  up  terminal 
links  to  control  various  intelligent  net¬ 
work  devices  directly,  Hardy  said. 

International  Telemanagement  has  al¬ 
ready  developed  connections  between 
Maxm  and  some  40  types  of  networking 
systems,  including  leading  routers,  pri¬ 
vate  branch  exchanges,  digital  service 
units  and  T1  multiplexers,  Hardy  said. 

The  system  does  not  yet  support  Sim¬ 
ple  Network  Management  Protocol 
(SNMP),  a  de  facto  network  management 
standard  for  a  growing  number  of  bridges, 
routers,  intelligent  hubs  and  Transmis¬ 
sion  Control  Protocol/Internet  Protocol 
(TCP/IP)  devices. 

However,  Maxm  has  its  own  applica¬ 
tions  for  managing  TCP/IP  networks, 
bridges  and  routers,  Hardy  said,  and  it  will 
eventually  support  SNMP.  Tools  are  pro¬ 
vided  for  users  and  vendors  to  configure 
additional  devices  to  the  system. 

Maxm  will  be  able  to  load  network 
management  data  directly  into  IBM’s 
Graphic  Monitor  Facility  Workstation 
when  IBM’s  software  is  capable  of  accept¬ 
ing  non-SNA  data,  Hardy  said. 


character-based  Unix  terminals. 

Facetterm  gives  users  pull-down  men- 
uing  and  multitasking  ability.  It  is  current¬ 
ly  available  for  The  Santa  Cruz  Opera¬ 
tion’s  Unix,  Digital  Equipment  Corp.’s 
Xenix,  NCR  Corp.’s  Tower  and  Unisys 
Corp.’s  Unix-based  systems. 

License  costs  run  from  $495  for  five 
users  to  $7,995  for  100  users. 
Structured  Software  Solutions 
Suite  205 

4031  W.  Plano  Pkwy. 

Plano,  Texas  75093 
(214)  985-9901 

Network  Computing  Devices,  Inc.  has  be¬ 
gun  shipping  a  Digital  Equipment  Corp. 
LK4  01 -compatible  keyboard  with  all  of 
its  X  terminals. 

The  keyboard  includes  special  keys 
supporting  alternate  functions  found  on 
workstations.  It  is  bundled  at  no  extra 
charge  with  the  company’s  monochrome 
and  color  terminals,  or  it  may  be  pur¬ 
chased  separately  for  $150. 

Network  Computing  Devices 
350  N.  Bernardo  Ave. 

Mountain  View,  Calif.  94043 
(415)  694-0650 

Age  Logic,  Inc.  has  announced  Xoftware 
Manager  2.0,  an  update  to  its  X  terminal 
server  software  supporting  IBM  Xstation 
130. 

The  product  connects  Xstation  display 
terminals  to  personal  computers  running 
The  Santa  Cruz  Operation’s  Unix  and  to 
hosts  from  Sun  Microsystems,  Inc.  and 
Digital  Equipment  Corp.  in  X  Wmdow 
System  environments. 

Xoftware  Manager  includes  facilities 
for  caching,  memory  paging  and  font 
serving  on  the  network  server. 

A  single-user  license  costs  $495;  a 
multiple-user  license  is  $990. 

Age  Logic 

Suite  226 

8765  Aero  Drive 

San  Diego,  Calif.  92123 

(619)565-7373 
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H  David  W. 

Braun  Jr.  has 

been  named  di¬ 
rector  of  infor¬ 
mation  services 
at  Amway 

Corp.,  a  $2.2  billion  home 
products  company  based  in 
Ada,  Mich.,  with  1  million  in¬ 
dependent  distributors  in  the 
U.S.  and  abroad. 

Braun  is  responsible  for 
Amway’s  telecommunica¬ 
tions  department  and  infor¬ 
mation  center,  which  includes 
personal  computers,  com¬ 
puter  networks  and  end-user 
access  to  data. 

Braun  was  most  recently 
director  of  information  man¬ 
agement  at  British  Petro¬ 
leum  Co.  PLC’s  Cleveland  of¬ 
fice.  His  previous  positions 
in  information  systems  and 
telecommunications  man¬ 
agement  included  statistician 
and  computer  manager  at 
Memorial  Sloan-Kettering 
Cancer  Center  in  New  York. 

Braun  holds  a  Ph.D.  in 
statistical  science  from  the 
department  of  computer  sci¬ 
ence  at  the  State  University 
of  New  York  at  Buffalo.  He 
also  served  as  a  cryptolinguist 
while  stationed  in  Cyprus  as 
a  sergeant  in  the  U.S.  Marine 
Corps. 


Robert  K.  Malik  has  been 
appointed  senior  vice  presi¬ 
dent  of  the  Technology  and 
Staff  Services  Division  at 
Lincoln  National  Life 
Corp.  in  Fort  Wayne,  Ind. 

He  is  responsible  for  in¬ 
formation  technology,  busi¬ 
ness  systems  development, 
telecommunications,  data 
center  operations,  comput¬ 
er  equipment  and  software 
acquisition  and  strategic 
technology  planning  for  Lin¬ 
coln  National  Life,  one  of  the 
20  largest  life  insurance  carri¬ 
ers  in  the  U.S. 

Malik  was  formerly  re¬ 
sponsible  for  the  develop¬ 
ment  and  implementation  of 
systems  strategies  in  several 
business  groups  at  The 
Travelers  Corp.  in  Hartford, 
Conn.  Before  that,  he 
worked  in  business  and  sys¬ 
tems  positions  at  Cigna 
Corp.,  Touche  Ross  &  Co., 

IW.  R.  Grace  Co.  and  Mobil 
Oil  Corp. 

Malik  holds  a  bachelor’s 
degree  from  Hofstra  Univer¬ 
sity  and  a  master’s  degree  in 
computer  science  from  Pratt 
Institute  of  Technology. 


Stuck  between  a  VDT  and  a  hard  place 

Even  conscientious  managers  must  be  wary  of  pitfalls  in  seeking  ergonomic  advice 


BY  J.  A.  SAVAGE 

CW  STAFF 


Like  the  spontaneous  group  in¬ 
tuition  that  eschewed  bacon 
and  eggs  every  morning  in  fa¬ 
vor  of  oat  bran,  an  almost  in¬ 
stant  awareness  of  the  need 
for  ergonomic  workplace  design  for 
computer  users  has  arisen  among  man¬ 
agement.  However,  as  a  San  Francisco 
official  said,  “The  snake  oil  salesmen 
are  coming  out  of  the  woodwork  on  this 
issue.”  With  all  the  hoopla  and  hype,  it 
is  difficult  for  an  enlightened  manager 
to  go  about  redesigning  the  workplace. 

Information  systems  managers  re¬ 
port  an  increased  awareness  of  ergo¬ 
nomics  issues,  according  to  a  recent 
survey  by  International  Data  Group 
(IDG)  Communications  Research  Ser¬ 
vices.  In  a  random  survey  of  large  IS 
departments,  nearly  three-fourths  of 
the  184  respondents  expect  ergonomic 
requirements  to  become  local  law  with¬ 
in  the  next  three  years. 

Businesses  in  San  Francisco  — 
which  passed  one  of  the  nation’s  first 
VDT  laws  in  December  1990,  requir¬ 
ing  ergonomically  designed  workplaces 
for  computer  users  —  are  now  coming 
to  grips  with  just  what  that  means. 
They  are  finding  that  compliance  can 
be  expensive  or  relatively  cheap,  de¬ 
pending  on  which  designer  or  ergono¬ 
mist  is  hired  to  do  the  job. 

Managers  are  faced  with  hiring  pro¬ 
fessional  ergonomists  when  there  are 
no  reliable  guidelines  for  the  profession. 
If  managers  turn  to  designers,  they 
have  to  be  wary  of  those  designers 
turning  into  furniture  salesmen.  If 
managers  want  to  implement  ergonom¬ 
ic  design  themselves,  there  is  some 


homework  involved. 

To  get  around  the  difficulty  of  find¬ 
ing  an  ergonomist,  many  San  Francisco 
businesses,  such  as  Chevron  Corp.’s  le¬ 
gal  services  department,  have  simply 
consulted  furniture  designers.  “We 
have  three  buildings  and  5,000  VDT 
users,”  said  Robert  Kozlowski,  manag¬ 
er  of  legal  support  services.  By  going 


an  inexpensive  route,  primarily  with 
add-ons  to  allow  desk  adjustments  rath¬ 
er  than  new  desks,  “it  will  cost  about 
$1,000  per  employee,  but  we’ll  get  it 
back  in  productivity.  They  won't  have 
bad  backs,  headaches,  and  they  won’t 
[complain  as  much].” 

Relying  on  furniture  designers,  how- 
Continued  on  page  67 


Legal  legwork  smooths  outsourcing  strides 


BY  CATHLEEN  A.  DUFFY 

CW  STAFF 


Abroadway  show  without  a 
choreographer  would  pro¬ 
duce  the  same  result  as  a  ma¬ 
jor  outsourcing  deal  without  a 
contract:  A  group  of  team 
players  stepping  on  one  another’s  toes. 

Or  so  it  would  seem  af¬ 
ter  listening  to  Michael 
Pearlman,  corporate  coun¬ 
sel  for  Eastman  Kodak  Co., 
who  spoke  at  the  recent 
Computer  Law  Association 
conference  held  in  Wash¬ 
ington,  D.C. 

Pearlman  attributed 
much  of  the  success  of  Ko¬ 
dak’s  1989  decision  to  place  its  infor¬ 
mation  systems  operations  in  the  hands 
of  IBM,  Businessland,  Inc.  and  Digital 
Equipment  Corp.  to  its  detailed  out¬ 
sourcing  contracts,  which  were  devel¬ 
oped  in  conjunction  with  Conflict  Man¬ 


agement,  Inc.,  a  consulting  firm  based 
in  Boston. 

“Outsourcing  contracts  need  to  be 
detailed  and  thorough  and  have  the  re¬ 
sponsibilities  of  the  parties  spelled  out 
as  much  as  possible  to  avoid  confusion 
at  a  later  date,”  Pearlman  said. 

The  approximately  25-page  IBM 
contract,  which  took  several  months  of 
negotiation  to  complete, 
orchestrated  such  things 
as  responsibilities  of  Kodak 
and  IBM,  pricing,  com¬ 
mencement  date,  use  and 
ownership  of  current  com¬ 
puter  hardware  and  data, 
warranties  and  indemni¬ 
ties,  geographical  limita¬ 
tions,  personnel  and  regu¬ 
latory  issues. 

According  to  Pearlman,  all  sections 
of  the  contract  are  important  and  carry 
equal  weight  under  the  law. 

“But  some  of  the  more  novel  things 
on  the  IBM  contract  had  to  do  with  the 


way  pricing  was  handled.  Coming  up 
with  a  formula  that  attempted  to  mea¬ 
sure  usage  objectively  was  a  complicat¬ 
ed  process,”  Pearlman  said. 

The  most  detailed  portion  of  the 
contract,  Pearlman  said,  focused  on 
personnel  issues.  Namely,  what  would 
become  of  Kodak’s  IS  personnel  when 
IBM  took  over  operations? 

Basically,  the  contract  made  provi¬ 
sions  for  these  workers  to  be  hired  by 
IBM.  Out  of  a  total  of  700  workers 
picked  up  by  the  service  providers,  300 
left  to  work  for  IBM. 

The  bulk  of  the  detail  in  the  person¬ 
nel  portion  of  the  contract  surrounded 
requirements  of  the  Employee  Retire¬ 
ment  Income  Security  Act  and  pension 
accounting  matters,  which  are  very 
complicated. 

“In  order  to  be  sure  that  the 
amounts  to  be  transferred  were  proper¬ 
ly  calculated,  [when  an  employee  left  to 
work  for  IBM],  the  language  had  to  be 
very  detailed,”  Pearlman  said. 
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vides  cotton  traders  with  functions  much 
like  those  available  to  traders  on  the  New 
York  Stock  Exchange. 

The  way  the  system  works  is  simple. 
Any  PCCA  member  can  offer  his  cotton 
over  Telcot  using  a  number  of  trading 
alternatives.  Market  information  is  also 
available.  Members  can  display  current 
market  value  for  their  lots  of  cotton  and 
view  information  such  as  lots  that  have 
recently  sold,  their  quality  characteristics 
and  the  price  per  pound  paid  by  the  buy¬ 
er.  This  helps  farmers  immediately  assess 
the  value  of  their  crops  based  on  actual 
trading.  Approximately  40  buyers  are  on¬ 
line  with  Telcot  at  any  given  time. 

Telcot’s  features  include  the  follow¬ 
ing  capabilities:  firm  offer,  where  mem¬ 
bers  can  offer  their  cotton  to  buyers  at  a 


CUPS 


Tim  Lewis 


Summaries  from  leading  scientific 
and  management  journals 


"Telcot:  An  application  of 
information  technology  for 
competitive  advantage 
in  the  cotton  industry" 

By  Darryl  Lindsey,  Paul  H.  Cheney, 
George  M.  Kasper  and  Blake  Ives 

MIS  Quarterly 
December  1990 

■  As  producer  of  roughly  10%  of  the 
world’s  cotton,  the  Plains  Cotton  Cooper¬ 
ative  Association  (PCCA)  in  Lubbock, 
Texas,  had  to  find  an  efficient  vehicle  to 
market  the  cotton  produced  by  its  mem¬ 
bers.  In  1975,  the  first  version  of  Telcot 
was  produced  as  a  marketing  system. 
Today,  the  computer-based  system  pro- 


No  Matter  Where  the  Sale  Takes  Place, 
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firm  asking  price;  automated  counter  of¬ 
fer,  which  gives  buyers  a  quick  opportu¬ 
nity  to  counter  firm  offers;  buyer  selec¬ 
tion,  which  allows  buyers  to  specify  only 
the  cotton  they  wish  to  buy;  and  monitor 
summary,  which  displays  the  prices  of  all 
trades  to  everyone  on  the  system. 

Telcot  is  run  on  a  leased  IBM  3090 
mainframe  over  65G  bytes  of  direct-ac¬ 
cess  storage  device,  a  3725  front-end 
processor  and  thousands  of  miles  of  tele¬ 
phone  lines. 

The  success  of  Telcot  is  a  clear  illus¬ 
tration  of  how  small  organizations  can  use 
information  technology  for  competitive 
advantage.  —  Kelly  E.  Dwyer 


"Outsourcing  as  a  mechanism  of 
information  technology  gover¬ 
nance:  A  cross-sectional 
analysis  of  its  determinants" 

By  Lawrence  Loh  and  N.  Venkatraman 

MIT  working  paper 
March  1991 

■  Poor  business  performance  and  high 
dependence  on  debt  financing  lead  to  a 
higher  degree  of  information  technology 
outsourcing,  according  to  a  study  of  57 
U.S.  corporations. 

When  profits  are  low,  companies  are 
more  likely  to  make  drastic  restructuring 
moves,  perhaps  to  prove  to  capital  mar¬ 
kets  that  corporate  management  has  a 
strong  commitment  to  improving  the 
firm.  Also,  unlike  in-house  operations 
with  their  fixed  costs,  outsourcing  gives 
firms  the  advantage  of  variable  costs. 

Outsourcing  is  also  a  way  for  compa¬ 
nies  to  mitigate  debt  financing.  Increased 
debt  has  been  a  major  impetus  for  cut¬ 
ting  cost  in  the  information  systems  area, 
thus  supporting  the  use  of  outsourcing. 
Companies  can  search  out  experienced, 
low-cost  providers  through  the  bid  pro¬ 
cess  and  subsequent  contract  negotia¬ 
tions.  —  Lory  Zottola 


"Mergers  and  acquisitions: 
Their  impact  on  the 
IS  department" 

ByNorbert  J.  Kubilus 

Journal  of  Information 
Systems  Management 
Spring  1991 

■  The  information  systems  depart¬ 
ment  in  the  typical  company  is  more  likely 
to  face  a  merger  or  acquisition  than  to 
deal  with  a  fire,  yet  many  IS  departments 
are  ill-prepared  to  handle  a  merger. 

As  part  of  their  regular  chores,  IS 
managers  should  maintain  a  well-docu¬ 
mented  technical  architecture,  keep 
customization  of  vendor-supplied  soft¬ 
ware  to  a  minimum,  and  negotiate  ven¬ 
dor  contracts  that  permit  the  transfer  of 
rights  to  new  owners. 

The  documentation  will  be  invaluable 
during  the  premerger  research  stage.  IS 
has  always  been  the  business  function 
least  studied  before  mergers  but  asking 
the  right  IS-related  questions  can  save 
time,  money  and  headaches.  If  senior 
management  is  not  asking  the  IS  ques¬ 
tions  —  and  it  probably  is  not  —  the  IS 
manager  should  take  the  initiative. 

When  a  merger  is  announced,  manag¬ 
ers  must  give  the  IS  staff  all  the  details, 
such  as  how  the  transition  will  be  man¬ 
aged  and  any  job  changes.  —  Mitch  Betts 
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Organizational  change 

First  Boston  is  also  considering 
outsourcing  its  data  center  oper¬ 
ations  and  voice  and  data  com¬ 
munications  to  EBM.  Organiza¬ 
tionally,  Mayer  has  created  four 
new  "business  unit  CIO”  posi¬ 
tions  since  taking  over  the  top  IS 
post  at  First  Boston  seven 
months  ago.  Each  manager 
heads  IS  for  a  business  division 
—  the  divisions  are  fixed  income 
securities,  equities,  investment 
banking  and  back-office  support. 
They  currently  report  to  Mayer, 
although  that  could  change. 

“I  don’t  think  it  makes  that 
much  difference  where  they  re¬ 
port,”  Mayer  said. 

The  goal  of  delegated  IS  au¬ 
thority,  first  and  foremost,  is  the 
decentralization  of  systems  de¬ 
velopment,  Mayer  said.  Techni¬ 
cal  software  experts  will  remain 
centralized,  but  they  can  be 
called  upon  by  any  of  the  busi¬ 
ness  units  as  needed. 

Developing  applications  at 
the  business  unit  level  will  also 
promote  more  cross-functional 
skills-sharing  between  business 
and  IS,  Mayer  suggested.  In  ad¬ 
dition  to  more  effective  develop¬ 
ment,  the  process  opens  up  ca¬ 
reer  paths. 

“We’re  teaching  technical 
people  the  business  so  that  they 
can  also  become  traders,  sales¬ 
men  or  investment  bankers,”  he 
said.  "On  the  other  side,  we  are 
hiring  more  technical  graduates 
and  electrical  engineering  ma- 
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Even  This  Is  More  Confining  Than  Qipper. 

Just  as  the  vast  expanse  of  the  American  West  gave  its  settlers  a  new  perspective 
on  opportunity,  Clipper’s  open  architecture  lends  unprecedented  freedom  to 
application  development. 

Unlike  fixed  systems,  Clipper  never  forces  you  to  “make  do’’.  Its  language  is 
fully  extensible  with  user-defined  functions  and  new  user-defined  commands. 

You  can  extend  the  language  with  routines  written  in  Clipper  itself,  or  integrate  code 
from  other  languages  like  C,  Assembler,  dBASE'  and  Pascal.  Odds  are,  you  already 
have  knowledge  you  can  use  with  Clipper! 

But  if  a  customizable  language  isn’t  enough,  there’s  even  more  elbow  room. 
Database  and  I/O  drivers  can  be  supplemented  or  replaced.  Even  Clipper’s  linker 
knocks  down  barriers  by  allowing  you  to  develop  applications  larger  than  available 
memory,  without  defining  overlays!  And  when  you’re  done,  Clipper’s  compiler 
generates  stand-alone,  executable  files  for  cost-free,  unrestricted  distribution. 

So,  don’t  let  the  bounds  of  fixed  systems  fence  you  in.  Unleash  your  imagination 
in  the  wide-open  spaces  of  Clipper.  To  find  out  more,  give  us  a  call  today. 


CIOs  say  downsizing  is  in  the  cards 


BY  CLINTON  WILDER 

CW  STAFF 

LAS  VEGAS  —  Amid  the  desert 
sun  and  glittering  neon  here,  two 
leading  information  systems  ex¬ 
ecutives  from  the  financial  ser¬ 
vices  industry  mapped  a  future  of 
decentralizing  and  downsizing  at 
last  week’s  Association  for  Sys¬ 
tems  Management  (ASM)  annu¬ 
al  conference. 

In  separate  presentations  at 
ASM’s  executive  issues  forum, 
Chief  Information  Officers  John 
J.  Alexander  Jr.  of  Unum  Life  In¬ 
surance  Co.  and  Charles  H. 
Mayer  of  The  First  Boston  Corp. 
shared  their  companies’  plans 
for  technological  and  organiza¬ 
tional  change.  Although  Alexan¬ 
der  focused  on  software  develop¬ 
ment  and  Mayer  on  corporate 
structure,  both  had  a  similar 
message:  Small  is  beautiful. 

"Five  years  from  now,  we  will 
wonder  how  anyone  ran  an  orga¬ 
nization  on  a  centralized  3090,” 
Mayer  said. 

Although  New  York-based 
First  Boston  currently  runs 
three  IBM  3090  Model  500Js  in 
its  New  Jersey  data  center, 
Mayer  said  he  believes  large 
Unix-based  servers  from  ven¬ 
dors  such  as  Pyramid  Technol¬ 
ogy  Corp.  and  Sequent  Comput¬ 
er  Systems,  Inc.  could  eventu¬ 
ally  take  over  the  mainframe  role 
at  the  departmental  level. 


jors  as  traders.” 

At  Portland,  Maine-based 
Unum,  more  and  more  systems 
development  has  moved  to  the 
personal  computer.  "We’d  like 
to  reach  a  point  where  it  is  im¬ 
possible  to  conceive  of  develop¬ 
ment  on  the  3270,”  Alexander 
said. 


Working  with  software  pro¬ 
ductivity  consultant  T.  Capers 
Jones,  Unum  has  estimated  that 
traditional  mainframe-based  de¬ 
velopment  was  costing  Unum 
users  between  $2,000  and 
$25,000  per  month  in  charge- 
back  costs.  Developing  main¬ 
frame  applications  on  IBM  Per¬ 


sonal  System/2s  cut  those 
charges  in  half,  and  developing 
local-area  network-based  appli¬ 
cations  on  the  PC  reduced  the 
charge  to  roughly  $200  per 
month. 

“Whatever  [applications]  you 
can  move  to  the  micro  platform, 
you  should  do  so,”  Alexander 
told  ASM  members. 

On  the  other  hand,  Unum 
does  have  a  large  suite  of  CICS, 


Cobol  and  V SAM -based  main¬ 
frame  applications  with  an  aver¬ 
age  age  of  10  years.  One  system 
supporting  Unum’s  life  insur¬ 
ance  business,  which  it  has  since 
exited,  dates  back  to  1970,  Alex¬ 
ander  said. 

Unum,  IBM’s  first  customer 
for  the  AD/Cycle  development 
environment,  hopes  to  see  full 
availability  of  the  IBM  Reposi¬ 
tory  by  1993,  Alexander  said. 
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Candle’s  AF/PERFORMER'  turns 
automation  promises  into  today’s  reality. 


An  expert  working  at 
machine  speed 
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“In  the  first  90  days  of  using  AF/PERFORMER, 
my  critical  systems  were  saved  from  four 
separate  outages.”  -  AF/PERFORMER  Customer 

AF/PERFORMER  is  a  powerful  extension 
of  the  technology  first  pioneered  by  Candle’s 
OMEGAMON®  Since  1977,  we’ve  been  helping 
customers  isolate  and  fix  system  problems 
before  critical  applications  and  systems  are 
impacted.  Now  AF/PERFORMER  takes  that 
technology  an  important  step  forward  by 
responding  to  the  most  common  data  center 
problems  at  machine  speed  -  automatically. 

AF’/PERFORMER  is  like  having  your  best 
systems  programmer  available  around  the 
clock  to  solve  complex  problems  in  realtime. 

Its  expert  solutions  safeguard  availability, 
response  time  and  throughput  by  automatically 
finding  -  then  fixing  -  major  problems  in  MVS, 
CICS,  and  DB2  that  could  cause  your  next 
outage  or  slowdown. 


With  AF/PERFORMER  on  board,  your  in- 
house  experts  can  focus  on  advanced  tuning 
issues,  not  emergencies  -  a  much  better  use 
of  their  valuable  time. 

Candle’s  AF/OPERATOR®  AT/REMOTE™, 
and  AF/PERFORMER  provide  integrated, 
automated  solutions  in  three  key  areas:  auto¬ 
mated  console  management,  remote  control, 
and  performance  management.  That’s  why 
customers  around  the  world  have  selected 
Candle  as  their  partner  in  automation. 

Candle  delivers  the  vision  of  what  90’s 
automation  is  all  about.  To  learn  more  about 
how  we  can  prevent  outages  in  your  data 
center,  just  call  (800)  843-3970  today  and  ask 
for  Department  315. 

♦Candle 
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ever,  is  tricky.  “If  you  work  with  a  furni¬ 
ture  salesman  who  calls  himself  an  ergon¬ 
omist,  you’re  going  to  buy  more  furniture 
than  you  need,”  said  Tom  E.  Signore,  a 
consulting  ergonomist  based  in  San  Fran¬ 
cisco.  With  a  little  work,  most  managers 
can  do  a  credible  job  of  instituting  ergo¬ 
nomic  workstations  for  employees,  he 
said,  “but  most  companies  want  one-stop 
shopping  —  someone  to  find  the  furni¬ 
ture,  redo  the  lighting  and  train  employ¬ 
ees  —  and  that  doesn’t  really  exist  yet.” 

Even  San  Francisco’s  municipal  IS 
manager,  Judy  Johnston,  director  of  the 
controller’s  information  services  division, 


is  unsure  whether  to  use  designers  or  er¬ 
gonomists  or  to  attempt  to  manage  the 
change  in-house.  She  is  coordinating  the 
effort  for  San  Francisco’s  4,000-plus 
VDT  workers. 

“We’re  working  with  purchasing  de¬ 
partments  so  they  don’t  go  about  it  in  a 
piecemeal  way,”  Johnston  said.  She  said 
that  so  far,  it  was  not  clear  whether  she 
needed  an  ergonomist  or  if  she  was 
hemmed  in  by  a  certain  budget.  “It’s  a 
matter  of  sitting  down  [with  the  health  de¬ 
partment]  and  figuring  what  kind  of  sub¬ 
stance  we  need  to  buy.  What  furniture, 
hand  rests  and  the  like.” 

A  local  government  VDT  committee, 
which  has  yet  to  be  finalized,  will  be  inter¬ 
preting  the  law  and  setting  guidelines  for 
businesses  during  the  next  year.  Compa¬ 


nies  have  a  four-year  lead  time  to  comply 
with  the  ordinance.  The  health  depart¬ 
ment  is  putting  together  a  list  of  vendors 
but  refuses  to  endorse  any  of  them,  ac¬ 
cording  to  Bill  Lee,  director  of  health  and 
safety  for  San  Francisco.  The  city  is  also 
holding  training  classes  for  businesses. 

Molly  McMurray,  corporate  facilities 
project  manager  at  World  Savings  and 
Loan  Association  in  Oakland,  Calif.,  is  as¬ 
sembling  ergonomic  designs  for  her  com¬ 
pany.  “The  key  is  having  flexible  furni¬ 
ture  to  make  sure  you  meet  potential  legal 
guidelines,”  she  said.  Like  most  of  the  IS 
managers  in  IDG’s  survey,  World  Savings 
is  outside  of  San  Francisco  County  and  is 
not  required  to  provide  an  ergonomic 
workplace,  but  McMurray  said  the  writ¬ 
ing  is  on  the  wall.  She  has  been  asking  San 


Francisco  businesses  what  they  are  doing 
to  comply  with  the  ordinance.  “We’d 
rather  figure  it  out  now  than  later.” 

Figuring  out  workplace  design  is  a  step 
—  but  only  part  of  the  equation,  accord¬ 
ing  to  Don  Morelli,  an  ergonomist  based 
in  San  Carlos,  Calif.  The  other  part  is  get¬ 
ting  VDT  users  to  accustom  themselves 
to  new  surroundings.  “A  company  can 
spend  $500  on  a  chair  with  all  the  bells 
and  whistles,  but  employees  might  not 
bother  with  it,”  he  said.  “The  last  line  of 
implementation  is  with  the  user.” 

Morelli  said  that  getting  employees  to 
take  advantage  of  ergonomic  furniture 
and  otherwise  protect  themselves  is  even 
more  elusive  than  training  them.  A  man¬ 
ager  has  to  imbue  employees  with  respon¬ 
sibility  for  their  own  well-being. 


The  hunt  for 
ergonomists 

Got  a  backache  but  don’t 
know  a  good  chiroprac¬ 
tor?  When  weeding  the 
quacks  from  the  docs,  a 
good  rule  is  to  look  for 
professional  membership  —  for  ex¬ 
ample,  in  the  American  Chiropractic 
Association. 

If  you  are  a  manager  who  needs  a 
professional  ergonomist  to  fix  poor 
working  conditions  for  your  staff, 
particularly  those  working  at  VDTs, 
where  do  you  look?  There  is  no  pro¬ 
fessional  ergonomists’  association, 
and  there  are  only  about  300  profes¬ 
sional  ergonomists  in  the  entire  U.S. 

Linda  Morse,  director  of  the  Re¬ 
petitive  Motion  Institute  in  Santa 
Clara,  Calif.,  suggested  that  manag¬ 
ers  first  get  a  copy  of  a  prospective 
ergonomist’s  resume  or  curriculum 
vitae  and  look  for  formal  coursework 
in  ergonomics.  The  ergonomist 
could  also  be  an  industrial  hygienist, 
a  nurse,  nurse  practitioner  or  physi¬ 
cian.  However,  Morse  advised  ask¬ 
ing  the  latter  three  about  specific 
ergonomics-related  coursework. 
She  also  recommended  the  physical 
and  occupational  therapy  depart¬ 
ments  of  colleges  for  firms  outside  of 
urban  areas. 

Where  and  at  what  level  an  er¬ 
gonomist  received  training  could 
also  be  important,  according  to 
Morse.  While  some  may  have  taken 
college-level  classes,  others  may 
have  actually  worked  alongside  er¬ 
gonomists  in  on-the-job  training. 

Lastly,  Morse  suggested  asking 
for  references.  “Act  like  you  are  go¬ 
ing  to  hire  an  employee.  Call  up  the 
references  and  ask  whether  they  fol¬ 
lowed  through  on  the  work,  if  they 
produced  usable  solutions  and 
whether  employee  health  problems 
have  been  ameliorated.” 

Professional  ergonomists 

warned  there  are  a  growing  number 
of  well-meaning  people  who  set 
themselves  up  as  ergonomists  but 
are  not.  This,  they  said,  is  particu¬ 
larly  true  of  salespeople.  “Be  careful 
when  they  try  to  sell  you  one  prod¬ 
uct,  like  a  glare  screen,  as  a  solution 
for  everything,”  said  Don  Morelli,  an 
ergonomist  in  San  Carlos,  Calif. 

J.  A.  SAVAGE 


We  re  Hoi  Jumping  On  The  Open  Systems  Brndnrgqn 


fl  lot  of  vendors  are  now  jumping  on  the  "Open  Systems" 
bandwagon  But  where  were  they  five  years  ago?  It  takes  a 
product  designed  for  the  task.  Openness  cannot  be  added  on 
or  retrofitted,  it  must  be  there  from  the  start. 

We  designed  UNIFACE  4CL  to  be  open  from  the  day 
we  began.  Based  on  the  ANSI  ISO  3-schema  architecture  and 
industry  standards,  applications  developed  with  UNIFACE 
are  completely  portable  across  DBMS/FMS,  network,  presentation 
interface,  platform  and  CASE  tools. 

With  UNIFACE  4CL,  you  can  migrate  applications  from 
stand-alone  to  client-server,  from  character  mode  to  OSF/Motif, 

Open  Look,  MS-Windows  or  OS/2  Presentation 
Manager,  without  rewriting  a  single  line  of 
code.  You  can  also  develop  on  SYBASE,  ORACLE, 

INGRES,  Informix,  Rdb  and  a  host  of  other 
DBMS/FMS  across  MS-DOS,  OS/2,  ULTR1X, 

Unix,  VMS  or  VOS  and  deploy  on  any  or  all  of 
them  without  recoding.  Add  to  this  UNIFACEs 

UbllfA((  n  «hr  rtfnmtJ  tradmgrb  i j  Um^Mt  ImtrrmabtmJ  Th  aJ  Mb*  yoJm  h 


graphical  4CL  debugger,  and  the  ability  to  integrate  text  and 
data  and  you  have  a  complete  and  open  development  environment. 

We  don't  have  to  jump  on  the  "Open  Systems"  bandwagon 
because  we  invented  the  "Open  4GL  by  Design"  concept. 
And  we  delivered.  We  have  thousands  of  customers  around  the 
world  who  are  glad  we  did. 

Call  today  for  a  free  copy  of  "Guide  to  Building 
Futureproof  4GL  Applications",  or  sign  up  for  a  free 
application  development  seminar  and  find  out  why 
UNIFACE  is  the  only  4GL  that  is  not  jumping  on  the 
"Open  Systems"  bandwagon. 


unifAce 

Advanced  Software  Technology 
420  Harbor  Bay  Plavy.  mo,  Alameda.  CA  94  501 
445-748-6445  FAX  445-748-6150 

Open  4  g  l  By  Design 


800-36  5-3608 
Seminar  Dates  1991 

’6/18  NYC,  NY  •  6/20  Boston,  MA 


•7/16  Santa  Clara,  CA 

•  8/20  Dallas,  TX 

•  9/17  San  Francisco,  CA 

•  10/24  Morristown,  NJ 


7/18  Los  Angeles,  CA 
1  8/22  Chicago,  IL 
■9/19  Boston,  MA 
1  11/15  Chicago,  IL 
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COMMENTARY 

Clinton  Wilder 

No  more 
easy  answers 

Uncertainty  reigns  as 
the  IS  management  pro¬ 
fession  hurtles  into  the 
recession-plagued  global 
economy  of  the  1990s. 

Do  not  look  for  guideposts 
or  definitive  answers  to 
the  challenges  facing  you  because  they 
don’t  exist  anymore. 

Almost  every  traditionally  accepted 
rule  in  IS  management  can  be  turned  on 
its  head.  One  of  the  first  to  go  was  “No 
one  ever  got  fired  for  buying  IBM,”  but 
the  list  goes  on.  What  used  to  be  a  mark 
of  competence  may  now  be  considered 
bad  and  vice  versa  —  all  depending  on 
the  circumstances. 

A  chronicler  of  our  time,  Woody  Al¬ 
len,  made  this  same  point.  In  the  film  An¬ 
nie  Hall,  Woody’s  pal  is  trying  to  sell  the 
dyed-in-the-wool  New  Yorker  on  the  vir¬ 
tues  of  southern  California,  one  of  which 
is  sunshine.  “But  sun  is  bad  for  you,” 
Woody  retorts.  “Don’t  you  understand 
that  everything  our  parents  said  was  good 
for  us  is  bad?  Sunshine,  red  meat,  col¬ 
lege?” 

Actually,  if  it  were  that  simple,  life  in 


IS  would  be  easier  —  if  you  could  be  as¬ 
sured  of  keeping  your  job  by  not  buying 
IBM,  for  example.  Unfortunately,  life  in 
IS  today  seems  more  like  an  unending 
procession  of  gray  areas,  with  everything 
dependent  on  circumstances  —  your 
company’s  financial  health,  your  relation¬ 
ship  with  top  management  and  end  us¬ 
ers,  the  age  of  your  applications  base  and 
more. 

Try  to  answer  the  question  “good  or 
bad?”  for  each  of  the  following  maxims: 

•  Cut  IS  spending.  Good  idea  during  a 
recession,  right?  Not  necessarily.  Many 
analysts  say  this  is  the  best  time  to  beef 
up  applications  development  or  modern¬ 
ize  IS  infrastructure  so  that  your  compa¬ 
ny  can  capitalize  on  IS-enabled  capabili¬ 
ties  the  moment  the  economy  picks  up. 

On  the  other  hand,  it’s  no  time  to  put  in 
the  capital  request  for  that  new  Cray 
that  you’ve  heard  is  not  just  for  scientific 
calculations  anymore. 

•  Be  the  leader  in  implementing 
leading-edge  technology.  I  suppose 
the  question  of  whether  to  be  on  the 
leading  (or  is  it  bleeding?)  edge  has  always 
been  controversial,  but  never  more  so 
than  now.  Obviously,  it  costs  money.  But 
if  we  are  talking  about  imaging,  expert 
systems,  point-of-sale  data  capture  or 
other  technologies,  many  leading-edge 
products  can  reap  instant  benefits  and 
very  fast  paybacks. 

•  Consolidate  IS  resources  to  exer¬ 
cise  better  control  and  gain  econo¬ 
mies  of  scale.  Scores  of  companies  are 
consolidating  data  centers  and  saving  big 
bucks,  but  caution  is  the  watchword:  Be¬ 


The  Future  Is  Now 
Available 

AT&T  Technology  Park's 
Corporate  Service  and  Data  Centers 

Fairhaven,  Massachusetts 

The  choice  location  is  suburban  Providence,  Rhode  Island, 
close  to  Boston  and  New  England's  Southeastern  suburbs.  Two 
adjacent  facilities  outfitted  with  features  so  advanced  they  defy 
comparison.  The  facilities  are  now  available  for  sale. 

The  Corporate  Service  Center:  a  227,000  square  foot  facility 
featuring  145,000  square  feet  of  first-class  office  space  and  executive 
offices,  a  71,000  square  foot  distribution  and  warehouse  center,  a 
spacious  sky-lit  atrium  and  dining  facility,  plus  state-of-the-art 
mechanical  and  electrical  capacity. 

The  Data  Center:  a  305,000  square  foot  technical  environment 
with  a  vast  electrical  power  network  including  dual  commercial 
power  feeds,  eight  EPS  turbine  generators  and  special  UPS  power.  It 
offers  120,000  square  feet  of  raised  floor  as  well  as  state-of-the  art 
communication  access  systems. 

These  facilities,  available  separately  or  together,  represent  a 
rare  opportunity  for  a  technology-driven  corporation.  We  invite 
your  inspection  today. 


SPAULDING  &  SLYE 
COLLIERS 


ware  of  the  return  of  centralized,  mono¬ 
lithic,  unresponsive  IS. 

•  Outsourcing  means  internal  IS 
has  failed  to  do  the  job.  Very  true  in 
some  cases,  but  what  about  the  roster  of 
IS  executives  who  are  heroes  to  their  up¬ 
per  management  because  of  wise  out¬ 
sourcing  decisions?  Again,  whether  it  is 


WHAT  USED  TO  be  a 
mark  of  competence 
may  now  be 

considered  bad  and  vice  versa 
—  all  depending  on  the 
circumstances. 


good  or  bad  depends  on  the  circum¬ 
stances.  In  the  case  of  many  outsourcing 
contracts,  the  company  may  not  even 
know  if  the  experience  is  positive  or  nega¬ 
tive  for  several  years  to  come. 

•  Be  a  bold  leader  in  IS.  This  one  is 
perhaps  the  hardest  of  all  to  get  a  handle 
on.  Obviously,  the  days  of  achieving  ca¬ 
reer  success  by  hiding  in  the  glass  house 


away  from  business  management  are 
long  gone.  But  IS  managers  who  forge 
boldly  ahead  into  the  future  without 
working  in  lockstep  with  the  business 
management  team  are  headed  right  out 
the  door. 

Suppose  business  management  is  re¬ 
sistant  to  the  direction  in  which  IS  leader¬ 
ship  wants  to  go?  Tact,  skillful  communi¬ 
cation  and  mastering  the  art  of  corporate 
politics  come  into  play  here.  But  if  you’re 
looking  for  easy-to-read  guideposts  and 
pat  answers,  it  may  be  time  to  consider 
another  profession. 

You  have  heard  it  before:  The  impor¬ 
tance  of  information  technology  to  busi¬ 
ness  success  has  given  IS  professionals 
unprecedented  opportunities  to  make  a 
difference  —  and,  not  coincidentally,  to 
make  a  lot  more  money.  With  all  of  that, 
however,  comes  unprecedented  oppor¬ 
tunities  for  failure. 

Greater  rewards,  greater  risks.  That 
demands  being  proactive,  open,  intelli¬ 
gent  and,  above  all,  flexible.  Because  the 
era  of  unassailable  truths  in  IS  is  over. 


Wilder  is  Computerivorld’s  senior  editor,  manage¬ 
ment. 


CALENDAR 


Guide  80,  “IS:  The  Next  Generation,”  will  take  a  look  at  IS  in  the  year  2000.  The  con¬ 
ference  will  be  held  July  14-19  in  Boston. 

Keynote  speaker  John  Imlay,  chairman  of  Dun  &  Bradstreet  Software,  will  deliver  a 
speech  entitled  “From  Computing  Power  to  Competing  Power.” 

For  information  or  to  register,  contact  Guide  Headquarters,  Chicago,  Ill.  (312)  644- 
6610. 


JUNE  2-8 


Building  Systems  Automation-Integration  Sym¬ 
posium.  Madison,  Wis.,  June  2-8  —  Contact:  Charles  E. 
Dorgon,  University  of  Wisconsin  at  Madison  (608)  262- 
8220. 

The  IRM  Imperative.  Arlington,  Va.,  June  3-5  —  Con¬ 
tact:  Barnett  Data  Systems,  Rockville,  Md.  (301)  762- 
1288. 

Information  Management:  The  Next  Genera¬ 
tion.  Orlando,  Fla.,  June  4-6  —  Contact:  Delphi  Consult¬ 
ing  Group,  Boston,  Mass.  (617)  247-1511. 

Systems  Integration  Exposition  and  Conference. 

Rosemont,  Ill.,  June  4-6  —  Contact:  Sandi  Eberhard,  Eber- 
hard  &  Co.,  New  York,  N.Y.  (212)  557-6950. 

Voice  Systems  Worldwide  1991.  Kensington,  En¬ 
gland,  June  4-6  —  Contact:  Media  Dimensions,  Inc.,  New 
York,  N.Y.  (212)  533-7481. 

Techconnect  Washington,  D.C.  Washington,  D.C., 
June  4-6  —  Contact:  Techconnect  Washington,  D.C.,  Aus¬ 
tin,  Texas  (512)  343-9066. 


JUNE  9-15 


Computer  Security  Institute.  Denver,  June  10-12  — 
Contact:  Computer  Security  Institute,  San  Francisco,  Calif. 
(415)267-7651. 

Experts  on  Networks.  Washington,  D.C.,  June  10-12 
—  Contact:  Technology  Transfer  Institute,  Santa  Monica, 
Calif.  (2 13)  394-8305. 

FDDI  Executive  Symposium.  Sunnyvale,  Calif.,  June 
11-12  —  Contact:  Joan  Marie  McArdle,  Events  Manage¬ 
ment  International,  Marshfield,  Mass.  (617)  834-4703. 

EDI:  Steps  for  Success.  Atlanta,  June  11-13  —  Contact: 
Sharon  Scott,  Inforum,  Atlanta,  Ga.  (404)  220-2692. 

Strategic  Planning  for  Information  and  Systems. 

Chicago,  June  12-14  —  Contact:  Barnett  Data  Systems, 
Rockville,  Md.  (301)  762-1288. 

Windows  3.0  Developers  Conference.  Tyngsboro, 
Mass.,  June  12-14  —  Contact:  Andree  Fontaine,  Boston 
University  Corporate  Education  Center,  Tyngsboro,  Mass. 
(508)649-9731. 

The  Bynet  User  Group.  Orlando,  Fla.,  June  13-14  — 
Contact:  Christine  Seale,  Bytex  Corp.,  Southboro,  Mass. 
(508)480-0840. 


JUNE  16-22 


National  Educational  Computing  Conference. 

Phoenix,  June  16-20  —  Contact:  Southwest  Events,  Scotts¬ 
dale,  Ariz.  (602)  991-5131. 

MIT  Center  for  Information  Systems  Research 
Summer  Session.  Cambridge,  Mass.,  June  17-20  — 
Contact:  CISR,  Cambridge,  Mass.  (617)  253-6657. 

Testing  Computer  Software.  Washington,  D.C.,  June 
17-20  —  Contact:  U.S.  Professional  Development  Insti¬ 
tute,  Silver  Spring,  Md.  (301)  445-4400. 

Engineering  Systems  Design  and  Analysis  Con¬ 
ference.  Istanbul,  Turkey,  June  17-20  —  Contact:  The 
American  Society  of  Mechanical  Engineers,  Dallas,  Texas 
(214)746-4901. 

Imaging  at  Work  '91.  Tyngsboro,  Mass.,  June  17-20 
—  Contact:  Boston  University  Corporate  Education  Cen¬ 
ter,  Tyngsboro,  Mass.  (508)  649-9731. 

International  Trade  Computerization  Confer¬ 
ence.  Washington,  D.C.,  June  18-19  —  Contact:  NCITD, 
New  York,  N.Y.  (212)  925-1400. 

Videotex  Industry  Association  Conference  and 
Exposition.  Washington,  D.C.,  June  18-21  —  Contact: 
Debbie  Tritle,  Videotex  Industry  Association,  Silver 
Spring,  Md.  (301)  495-4955. 

Downsizing  in  the  Computer  Industry:  Making 
the  Migration  from  Reliance  on  Mainframe  to 
Distributed  Processing  in  the  Mini,  PC  and  LAN 
Environment.  New  York,  June  19-20  —  Contact:  Insti¬ 
tute  for  International  Research,  New  York,  N.Y.  (212)  826- 
1260. 

Intelevent  '91 .  Hong  Kong,  June  19-20  —  Contact:  In¬ 
ternational  Televent,  McLean,  Va.  (703)  556-7778. 

HL7  Working  Group  Meeting.  Malvern,  Pa.,  June  19- 
21  —  Contact:  Sue  West,  SMS,  Malvern,  Pa.  (215)  251- 
3164. 

Supercomputing  1991  USA/Pacific.  Santa  Clara, 
Calif.,  June  19-21  —  Contact:  John  Derryberry,  Angus  & 
Rudin,  Inc.,  Redwood  City,  Calif.  (415)  363-0982. 

Mac  Hack  '91.  Ann  Arbor,  Mich.,  June  19-22  —  Con¬ 
tact:  Conference  Management  Expotech,  Inc.,  Grosse 
Pointe  Park,  Mich.  (313)  882-1824. 

Document  Image  Processing  Symposium.  Toron¬ 
to,  June  20-21  —  Contact:  C.  J.  Howse,  Price  Waterhouse, 
Toronto,  Ontario  (416)863-1133. 
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65  South  Street 
Hopkinton,  MA  01748-9967 


Give  Me  30  Days  Free 
With  MacMainFrame. 

□  Yes,  call  me  to  arrange  for  my  free  30-day  trial  of  MacMainFrame. 

□  I’d  like  to  learn  more  about  using  the  Macintosh  as  an  IBM  terminal. 
Please  send  me  more  information  about  the  MacMainFrame  Series. 

NAME _ 

TITLE _ _ _ 

COMPANY _ 

ADDRESS _ 

CITY/TOWN _ 

STATE _ ZIP _ 

BUSINESS  PHONE _ 


Avatar 


MCWl 


tv 


£  file  f dit  Settings  ll'indouis  Function  Kegs  FosgKegs 

MacMainframe  for  the  LC:t 
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6  Macintosh  LC 


Replacing  your  3270  terminals 
with  a  Macintosh  looks  more 
attractive  than  ever.  Especially 
with  Avatar’s  special  offer  on 
MacMainFrame  for  the  affordable, 
high  performance  Macintosh  LC. 

MacMainFrame  is  the  Mac- 
to-mainframe  connectivity  prod¬ 
uct  that  combines  the  best  of  the 
Macintosh  with  the  IBM  main¬ 
frame  for  Coax,  Token  Ring  and 
SDLC  networks.  Shipping  now  for 


the  Macintosh  LC,  MacMainFrame 
has  features  like  terminal  emula¬ 
tion,  file  transfer,  copy  and  paste, 
3287  printing,  key¬ 
board  remapping 
and  support  for 
multiple  sessions. 

The  offer? 

We  will  send  you 
MacMainFrame  free  for  30 
days  so  you  can  evaluate  it  your¬ 
self.  When  you  do,  we’ll  give  you 


a  coupon  good  for  $50  off  the 
purchase  of  MacMainFrame 
Coax  Workstation  or  Gate¬ 
way  for  the  new 
Macintosh  LC. 

It’s  easy,  too. 
Simply  unplug 
your  terminal  and 
plug  in  your 
MacMainFrame 
equipped  Macintosh  LC,  and 
you’ll  be  connected  to  your  main¬ 


frame  as  if  you  had  a  terminal 
Except  you’ll  have  MacMainFrame 
and  a  Macintosh  LC.  And  wouldn’t 
you  rather  have  that  instead? 

Call  1-800-AVA-3270  today 
to  take  advantage  of  our 
30-day  MacMainFrame  free  trial 
offer.  Or  send  in  the  attached  reply 
card.  You’ll  see  that  replacing  your 
terminal  with  MacMainFrame 
and  a  Macintosh  LC  has  never 
looked  better. 


Shipping 
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The  30-day  MacMainframe 

FREE  TRIAL  OFFER.  1-800-AVA-3270. 


Avatar 
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When  you’re  charting  a  course  to  “do  more  with  less,  ” 
uninformed  decisions  could  be  risky. 

Pressure.  Now  more  than  ever,  data  center  managers  are  compelled  to  reduce  costs  and  deliver 
greater  performance.  Unfortunately,  basing  critical  cost-cutting  decisions  on  gut  feel  —  rather  than 
hard  facts  —  can  lead  you  onto  the  rocks.  The  result?  You  might  be  forced  into  outsourcing  ... 
consultants  with  hidden  agendas  ...  users  abandoning  ship.  Or  you  might  be  forced  out. 


Control  your  destiny  with  COMPASS 

Start  by  finding  out  how  your  cost  efficiency  and  production 
quality  stack  up  against  world-class  data  centers.  But  don’t 
stop  there.  Use  that  “competitive”  information  —  and  our 
expert  advice  —  to  formulate  a  plan  to  do  more  with  less.  The 
right  way. 

Whatever  your  goal,  COMPASS  delivers.  Cut  costs.  Improve 
service.  Set  priorities.  Give  credit  where  it’s  due.  Set  expec¬ 
tations  for  how  much  improvement  is  possible  —  and  where. 
Outperform  outsourcing;  or  go  to  it  as  a  conscious  decision.  In 
short,  manage. 

For  informed  decisions,  you  need  to  look  beneath  the  surface. 
With  a  method  you  can  trust.  Since  1980,  we’ve  performed 
more  than  800  in-depth  data  center  analyses,  primarily  for 
large  IBM  and  plug-compatible  environments.  We’re  doing 
business  with  clients  in  over  15  countries,  and  more  than  90 
percent  of  our  clients  come  back  year  after  year. 

Our  innovative  approach  helps  data  centers  make  tough  cost¬ 
cutting  choices  and  boost  production  quality.  At  the  same 
time.  To  find  out  more,  and  to  get  a  copy  of  “The  Five-Step 
Approach  to  Cost-Efficient  Data  Center  Management,  ” 
call  us.  It’s  time  for  smooth  sailing. 

800-535-9041 


ton  Answer 

'  ”"iere  does  our  data  center  cost  too 


t?  Why?  And  by  how  much? 

‘  ,  J 

>  Is  outsourcing  the  right  solution  for  us? 

>  Is  our  data  center  improperly  staffed? 

If  so,  where?  Why?  And  by  how  much? 

>  Is  our  production  quality  comparable  to 
world-class  data  centers? 

>  If  our  data  center  is  cost  efficient,  do  cus¬ 
tomers,  management,  and  staff  know  it? 


COMPASS 

COMPASS  America,  Inc. 

580  Herndon  Parkway 
Herndon,  Virginia  22070 
703-709-7600 
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Improve  it  or  lose  it 

Rising  money  and  user  pressures  mean  data  centers  must  shape  up  or . . . 


“You  have  to  automate  to  be¬ 
come  more  efficient  and  consoli¬ 
date  to  achieve  economy  of 
scale.  If  you  can’t,  then  out¬ 
source,”  says  Michael  Connolly, 
senior  manager  at  Nolan,  Nor¬ 
ton  &  Co.,  a  Lexington,  Mass.- 
based  consultancy. 

To  cope  with  performance 
and  financial  pressures,  IS  orga¬ 
nizations  have  successfully 
adopted  several  strategies.  A 
brief  look  at  some  proven  ap¬ 
proaches  follows. 


Kenneth  Chen 

Germann  says  by  moving  to  New  Jersey,  Ernst  &  Young  ‘could 
attract  higher  quality  people  whodidn ’t  want  to  go  into  New  York  ’ 


BY  ALAN  RADDING 

any  data  centers  today  have  arrived  at  a 
crossroads:  They  must  improve  or  die. 

Faced  with  flat  or  declining  budgets, 
increased  user  service  demands  and  out¬ 
sourcing  alternatives,  many  information 
systems  departments  are  wrestling  with 
a  strong  mandate  to  do  more  with  less 
—  or  else. 

“We  are  being  asked  [by  internal  IS 
groups]  how  to  make  the  data  center 
more  efficient,”  says  John  Ebersole,  managing 
consultant  at  Index  Group,  Inc.  in  Cambridge, 
Mass.  “But  at  the  same  time,  management  asks, 
‘Should  we  be  doing  this  at  all?’  ” 

Indeed,  with  their  multimillion  dollar  budgets, 
data  centers  are  big,  juicy  targets  for  cutbacks. 
Worse,  there’s  evidence  that  data  center  produc¬ 
tivity  has  peaked  in  many  cases,  thanks  to  automa¬ 
tion. 

Of  course,  many  of  the  pressures  facing  data 
centers  aren’t  really  new;  they’re  just  heightened. 
“The  problems  haven’t  changed,  except  the  econ¬ 
omy  is  a  lot  worse,”  says  Leonard  Eckhaus,  presi¬ 
dent  of  the  Association  for  Computer  Operations 
Management  in  Orange,  Calif. 

The  tougher  economy  has  left  many  data  cen¬ 
ters  with  two  choices,  according  to  consultants  and 
IS  managers:  Shape  up  or  outsource.  Today, 
“shaping  up”  most  often  means  relocating,  con¬ 
solidating  and  automating. 


Ernst  &  Young  relocates 

From  a  technical  standpoint,  the 
simplest  strategy  is  relocation, 
according  to  Thomas  Lalor  Jr., 
president  of  St.  John’s  Consult¬ 
ing  Group,  Inc.  in  Westfield,  NJ. 
Moving  data  centers  can  offer 
big  paybacks  in  cost  savings  and 
improved  performance,  Lalor 
says. 

Low-cost,  high-speed  tele¬ 
communications  makes  it  practi¬ 
cal  to  move  the  data  center  out  of 
the  high-cost,  metropolitan 
headquarters  location. 

“Now  you  can  put  the  hard¬ 
ware  in  a  geographically  optimal 
location,”  while  applications  de¬ 
velopment  and  support  people 
can  remain  at  headquarters, 
where  they  work  directly  with  users,  Lalor  says. 

Other  payoffs  include  reductions  in  rent,  utility 
costs,  taxes  and  even  salaries,  thanks  to  the  gener¬ 
ally  lower  cost  of  living  outside  of  major  urban  ar¬ 
eas.  Lower  living  costs  often  make  it  possible  to  at¬ 
tract  quality  people  for  less  money,  consultants 
say. 

The  former  Arthur  Young,  now  known  as  Ernst 
&  Young,  an  accounting  and  consulting  firm,  relo¬ 
cated  its  data  center  and  applications  development 
from  New  York’s  borough  of  Manhattan  to  New 
Jersey  and  saw  immediate  benefits. 

“That  put  us  into  a  lower  rent  district,  and  we 
could  attract  higher  quality  people  who  didn’t  want 
to  go  into  New  York  City,”  explains  George  Ger¬ 
mann,  national  director  of  MIS  at  Ernst  &  Young  in 
Lynnhurst,  NJ. 

Utility  bills  have  dropped  40%,  and  annual  sav¬ 
ings  from  the  relocation  approach  about  $1  million, 
Germann  says.  He  adds  that  the  company  re¬ 
couped  moving  costs  during  the  first  year. 

There  are  other  benefits,  too:  Germann  and 
other  workers  say  they  don’t  miss  the  Manhattan 
grind.  They  also  enjoy  shorter  commuting  times, 
less  downtime  and  improved  morale. 

Ernst  &  Young  picked  its  new  location  carefully. 
“We  wanted  to  be  close  enough  to  New  York  so 
that  we  would  have  no  trouble  attracting  talented 
people  from  there,”  Germann  explains. 

Even  so,  about  80%  of  the  New  York-based 
staff  left  during  the  first  U/2  years.  But,  Germann 

Continued  on  page  72 


Data  Center 
Efficiency 


Key  points 

►  Growing  financial  and 
user  pressures  have  forced 
data  centers  to  improve 
or  face  outsourcing. 

►  Popular  options  for 
boosting  efficiency  include 
relocating  from  urban 
areas,  sharing  facilities, 
consolidating  and  auto¬ 
mating. 

►  Some  data  centers  hire 
outside  consultants  to  ana¬ 
lyze  operations  and  find 
out  how  they  stack  up 
against  others  (see  story 
page  75). 

►  Bigger  isn’t  necessarily 
better.  Experts  say  data 
center  efficiency  starts  to 
level  out  at  about  160  mil¬ 
lion  instructions  per  sec¬ 
ond  (see  story  page  76). 

►  Brief  case  studies  in¬ 
clude  The  Chase  Manhat¬ 
tan  Bank  NA,  Physicians 
Mutual  and  Life  Insurance 
Co.  and  Yale  School  of 
Medicine  (see  story  at 
left). 

►  QUOTABLE: 

“The  problems 
haven ’t  changed, 
except  the  economy  is 
a  lot  worse.  ” 
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adds,  “If  we  had  moved  really  far  away, 

they  would  have  left  the  first  day.” 

The  trick  to  preventing  immediate 
panic  flight  by  the  staff,  Germann  says,  is 
honesty.  He  advises:  “You  have  to  recog¬ 
nize  that  this  kind  of  thing  affects  lives.  As 
soon  as  rumors  start  to  circulate,  you 
have  to  be  up  front  with  everybody.” 

The  company  informed  everyone 
about  the  move  at  the  same  time  and  as¬ 
sured  them  they  would  be  able  to  keep 
their  jobs. 

Also,  planners  stressed  that  the  move 
wasn’t  actually  that  far  from  Manhattan 
and  permitted  “reverse  commuting” 
against  the  traffic. 

Because  costs  were  lower  and  space 
was  plentiful,  the  new  data  center  was 
built  to  accommodate  growth,  “which 
proved  to  be  very  fortunate  three  years 
later  when  we  merged  with  Ernst  & 
Whinney,”  Germann  notes. 

The  merged  data  centers  were  con¬ 
solidated  into  the  Lynnhurst  site,  result¬ 
ing  in  a  25%  reduction  of  the  total  staff. 

Today,  Ernst  &  Young  “automates  as 
much  as  possible”  in  a  drive  toward  lights- 
out  operation,  according  to  Germann. 

Yale  shares  facilities 

A  new  twist  on  the  relocation  theme  is  the 
idea  of  shared  facilities.  The  basic  strate¬ 
gy  is  to  join  two  organizations  that  are  re¬ 
lated  or  friendly  to  save  money  on  redun¬ 
dancy,  power  and  environmental  sys¬ 
tems. 

Yale  School  of  Medicine  in  New  Ha¬ 
ven,  Conn.,  for  example,  built  a  new  data 


center  shared  by  three  separate  systems 
groups  in  hopes  of  gaining  some  of  the  ef¬ 
ficiencies  of  consolidation  without  actual¬ 
ly  implementing  it. 

The  three  School  of  Medicine  data  cen¬ 
ters  share  a  single  computer  room  and 
staff,  but  they  keep  their  own  computers, 
says  Howard  Newstadt,  assistant  director 
for  financial  affairs  at  Yale  School  of  Medi¬ 
cine.  Two  IBM  Application  System/400s 
handle  clinical  and  administrative  tasks, 
while  a  Digital  Equipment  Corp.  VAX 
8800  is  used  for  academic  applications. 


Previously,  clinical  IS,  medical  admin¬ 
istration  and  biomedical  computing  each 
had  separate  systems,  facilities  and  staffs, 
Newstadt  explains. 

Now,  the  groups  also  share  related 
services,  such  as  an  office  services  group 
and  the  report  distribution  operation. 
Committees  are  still  working  out  the  best 
way  to  assess  actual  costs,  but  Newstadt 
says  he  expects  the  costs  will  be  split 
equally  among  the  three  centers. 

The  main  goal  of  sharing  was  not  to  re¬ 
duce  the  head  count,  Newstadt  explains 


—  “We’re  in  a  high  growth  phase,”  he 
says  —  but  rather  to  stem  future  person¬ 
nel  increases.  “It’s  a  way  to  control  long¬ 
term  costs,  not  reduce  current  costs,” 
Newstadt  says. 

The  school  will  also  join  Yale  New  Ha¬ 
ven  Hospital  later  this  spring  to  share 
power,  backup  and  environmental  sys¬ 
tems. 

School  officials  say  they  expect  that 
the  move  will  help  data  center  operations 
become  even  more  efficient  because  facil¬ 
ities  will  be  shared  with  the  hospital  data 
center  located  in  the  same  building.  Cost 
allocation  between  the  school  and  hospital 
will  be  prorated  based  on  the  amount  of 
service  used  by  each. 

The  organizations  will  share  a  large 
backup  power  generator,  environmental 
systems  and  the  halon  exhaust  system. 
“We  each  have  our  own  halon  system,  but 
we  share  the  exhaust  system,”  Newstadt 
explains. 

“There  are  some  immediate  cost  sav¬ 
ings,  but  the  real  advantage  is  if  we  had 
stayed  on  our  own,  we  would  not  have  in¬ 
vested  in  as  good  a  backup  system,”  he 
says. 

Chase  consolidates 

The  Chase  Manhattan  Bank  NA  consoli¬ 
dated  four  data  centers,  combining  two 
from  New  York  and  one  from  Lexington, 
Mass.,  into  its  Lake  Success,  N.Y.,  site. 
As  part  of  an  effort  to  get  better  economy 
of  scale,  reduce  overhead  and  improve  op¬ 
erational  efficiency,  the  bank  also  em¬ 
barked  on  a  major  automation  project. 

“Our  goals  were  to  improve  quality 


Avoid  these  deadly  mistakes 


Experts  say  mistakes  in  capac¬ 
ity  planning  and  failure  to 
consolidate  and  automate  are 
the  biggest  drags  on  data 
center  performance. 
Specifically,  the  problems  are 
as  follows: 

•  Doing  too  much  too 
early.  One  of  the  most 
common  gaffes  is  early 
installation  of  new 
equipment,  which  provides 
high  capacity  long  before  it’s 
needed.  Being  a  few  months  pre¬ 
mature  isn’t  a  problem,  experts 
say,  but  some  organizations  jump  the 
gun  by  18  months. 

So  by  the  time  organizations  really 
need  the  new  high-capacity  equipment, 
not  only  have  they  overpaid,  but  the 


equipment  may  also  be  obsolete. 

•  Failing  to  consolidate.  Another 
common  problem  is  ignoring  the  need 
to  consolidate.  Large  organizations 
with  four,  eight,  10  or  more  data  cen¬ 
ters  can  realize  tremendous  sav¬ 
ings  simply  by  combining  oper¬ 
ations,  experts  say. 

•  Underautomating. 
Several  problems,  in¬ 
cluding  overstaffing, 
can  be  blamed  on  the  fail¬ 
ure  to  take  advantage  of  auto¬ 
mation  tools. 

Quality  often  suffers  without 
automation,  experts  say.  By  removing 
the  potential  for  human  error,  data  cen¬ 
ter  performance  and  efficiency  often 
rise  while  costs  plummet. 

ALAN  RADDING 


After  the  meeting,  Steve  told  Jack, 
“My  LaserJet  will  call  your  LaserJet!’ 
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Your  HP  LaserJet  is  now  a  mailbox.  Because 
with  Hewlett-Packard’s  new  LaserJet  FAX, 
you  can  send  facsimiles  directly  from  your 
PC— or  your  original  paper  copy— and 
receive  faxes  on  an  HP  LaserJet  printer. 
Right  at  your  desk. 

With  the  HP  LaserJet  FAX,  what  you  print 
on  your  LaserJet  printer  is  what  you  fax. 


So  pages  are  received  with  their  formatting, 
fonts,  and  photos  looking  just  like  the  origi¬ 
nals.  Even  when  sent  from  your  PC. 

If  HP  LaserJet  FAX  devices  are  installed  at 
both  ends,  you  can  send  and  receive  faxes 
that  are  identical  to  the  originals.  And 
because  you  print  on  plain  paper,  you  won’t 
have  to  contend  with  the  curling  thermal 


paper  that  jams  in  your  copier.  You  can  also 
transmit  to  a  traditional  fax  machine  with 
improved  quality. 

The  best  part  is  that  you  can  get  all  of  this 
from  your  existing  HP  LaserJet  printer.  To 
receive  a  sample  fax,  and  to  Fmd  the  location 
of  your  nearest  authorized  HP  dealer,  call 
1-800-752-0900,  Ext.  2295. 
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and  reduce  the  head  count,  and  we  have 
done  that,”  says  Tony  Graziano,  manager 
of  technology  planning  at  Chase  Infoserve 
International,  a  service  subsidiary  of 
Chase  Manhattan. 

While  Graziano  declines  to  provide 
specific  numbers,  he  says  Chase  Manhat¬ 
tan’s  consolidated  data  center  costs  less 
than  the  combined  costs  of  the  individual 
data  centers.  And  although  the  data  cen¬ 
ter  budget  continues  to  grow,  he  adds,  it’s 
not  growing  as  fast  as  in  the  past. 

Staff  has  been  reduced  to  the  point  at 
which  it  nears  lights-out  efficiency  in 
parts  of  the  data  center,  Graziano  says. 

No  one  was  laid  off  as  a  result  of  the  con¬ 
solidation,  he  adds.  Instead,  people  were 
moved  into  technical  support  positions. 

The  shop  runs  two  IBM  3090J  ma¬ 
chines  with  700G  bytes  of  direct-access 
storage.  It  has  a  staff  of  63  in  direct  opera¬ 
tions  —  a  number  Graziano  plans  to  re¬ 
duce  through  automation.  “We  hope  to 
shift  some  of  those  people  into  support 
and  services  to  supplement  technical  ar¬ 
eas,”  he  says. 

Graziano  advises  would-be  consolida¬ 
tors  to  standardize  hardware  and  soft¬ 
ware,  especially  the  latter.  “Hardware  is 
not  as  hard  to  consolidate  as  software,” 
he  says,  adding  that  Chase  Manhattan  is 
still  converting  to  a  standard  software 
platform. 

“This  was  not  a  onetime  project.  It’s 
effective  management,  a  part  of  an  ongo¬ 
ing  process,”  he  says. 

“Automation  is  necessary  for  surviv¬ 
al,”  declares  Arnold  Farber,  president 

Continued  OTI  page  74  Source:  SL  John’s  Consulting  Group,  Inc.  CW  Chart:  Doreen  SL  John 
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of  Farber/LaChance,  Inc.,  an 
automation  consultancy  based  in 
Richmond,  Va.  But  he  and  others 
caution  that  there  are  limits  to 
what  automation  can  do. 

That  observation  is  backed  up 
by  Connolly,  who  headed  Nolan, 
Norton’s  new  annual  data  center 
study.  “This  year,  we  noticed 
data  center  productivity  leveling 
out,’’  Connolly  says.  The  falloff, 
he  explains,  appears  to  be  be¬ 
cause  of  automated  operations. 

Some  large  data  centers  that 
had  been  automated  in  the  past 
are  now  experiencing  flattened 
efficiency,  mostly  because  the 
efficiency  gains  from  automation 
have  hit  a  wall,  according  to  Con¬ 
nolly. 

Physicians  automates 

However,  smaller  data  centers 
that  aren’t  as  far  along  in  the 
automation  life  cycle  can  contin¬ 
ue  to  see  productivity  gains, 
Connolly  reports. 

Physicians  Mutual  and  Life 
Insurance  Co.  in  Omaha,  Neb., 
embarked  on  its  automation 
drive  six  years  ago  and  still  sees 
room  for  improvement.  “Our 
goal  is  to  eliminate  as  much  hu- 


Automation 

CAN  BE  expen¬ 
sive,  especially 
at  the  start. 


man  intervention  as  possible,” 
says  Bob  Jones,  technical  service 
manager. 

The  company  has  experi¬ 
enced  a  dramatic  increase  in 
computer  utilization.  “We’re 
keeping  the  machine  busy  99% 
to  100%  of  the  time,  and  our  re¬ 
sponse  time  is  less  than  half  a 
second,”  Jones  notes. 

Physicians  Mutual's  data  cen¬ 
ter  runs  a  Hitachi  Data  Systems 
Corp.  machine  equivalent  to  an 
IBM  3090J.  The  system  re¬ 
quires  only  two  operators  and 
one  tape  librarian  per  shift  (only 
one  operator  overnight)  through 
the  use  of  automation. 

During  the  six  years  the  com¬ 
pany  has  been  automating,  its 
processing  capability  has  grown 
from  18  million  instructions  per 
second  (MIPS)  to  50  MIPS  with¬ 
out  adding  a  single  operations 
person,  Jones  reports. 

So  far,  Physicians  Mutual  has 
concentrated  on  automating 
computer  operations,  which 
eliminates  the  need  for  human 
response  to  systems  messages. 
It  also  uses  performance  man¬ 
agement  tools  that  constantly 
tune  the  system  and  a  systems 
analyzer  that  monitors  systems 
status  and  performs  diagnostics. 
In  addition,  the  company  uses 
hardware  utilization  software  for 
direct-access  storage  device 
management. 

Automation  can  be  expen¬ 
sive,  though,  especially  at  the 
start,  Jones  says.  Automation 


tools  from  Candle  Corp.,  Com¬ 
puter  Associates  International, 
Inc.  and  IBM  “were  a  big  hit  to 
the  budget  when  we  brought 
them  in,”  he  says,  but  they  even¬ 
tually  helped  reduce  overtime 
costs  and  improved  hardware 
utilization. 

“Now  we  don’t  have  to  up¬ 
grade  as  soon,”  Jones  notes. 
With  the  help  of  automation, 
Physicians  Mutual’s  data  center 
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operating  budget  has  increased 
only  5%  annually,  despite  dra¬ 
matically  increased  work  loads, 
he  adds. 

As  a  next  step,  Physicians 
Mutual  will  add  Candle’s  remote 
automation  tool,  which  will  let 
the  mainframe  run  unattended. 

“The  remote  tool  will  talk  to 
the  automated  operator  tool.  If 
there  is  some  unique  problem,  it 
will  notify  an  individual  by 


phone,”  Jones  explains.  The  live 
operator  can  respond  to  the 
problem  using  a  personal  com¬ 
puter  from  home. 

“Eventually,  we’d  like  to  get 
to  lights-out  operation  overnight 
and  on  weekends,”  he  adds. 

Ultimately,  Physicians  Mutu¬ 
al  would  like  to  automate  tape 
handling  and  report  distribution. 

Ironically,  during  the  automa¬ 
tion  drive,  Physicians  Mutual 


moved  the  data  center  to  a  big¬ 
ger  space  because  of  larger  an¬ 
ticipated  work  loads.  The  work 
load  did  increase,  but  without  ad¬ 
ditional  personnel,  the  extra 
space  was  unnecessary.  “Be¬ 
cause  of  the  automation,  we’re 
using  fewer  people  than  we  ex¬ 
pected, ’’Jones  says.  • 


Radding  is  a  free-lance  writer  based  in 
Newton,  Mass. 
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Does  your  data  center  measure  up? 

IS  managers  increasingly  turn  to  consultants  to  rate  their  performance 


BY  ALAN  RADDING 

Rather  than  relying  on 
seat-of-the-pants  judg¬ 
ments,  some  informa¬ 
tion  systems  manag¬ 
ers  are  turning  to 


firms  that  can  help  them  com¬ 
pare  their  data  center  perfor¬ 
mance  against  that  of  their 
peers. 

Nolan,  Norton  &  Co.,  Com¬ 
pass  America,  Inc.  and  Real  Deci¬ 
sions  Corp.  are  among  the  best- 


known  firms  that  offer  IS 
organizations  comparative  data 
center  information. 

Such  consultants  pitch  them¬ 
selves  as  desirable  alternatives 
to  outsourcing.  Without  solid  in¬ 
formation*  they  argue,  data  cen¬ 


ters  either  overcompensate  or 
get  caught  short.  Data  center 
measurement  is  a  key  part  of  a 
large  corporate  effort  to  measure 
IS  performance  and  payoffs  (see 
story  page  81). 

While  methods  vary,  these 
vendors  typically  analyze  com¬ 
puter-generated  activity  re¬ 
ports,  the  nature  of  the  work  load 
and  the  data  center’s  own  finan¬ 
cial,  staffing  and  operational  rec- 


And  lost  weekends  are  the  least  of  it. 
Far  more  costly  is  the  loss  of  productivity 
that  can  result-company  wide-when 
people  lack  the  tools  to  manage  increas¬ 
ingly  complex  operating  environments. 

Fortunately,  there's  an  answer  to  the 
problem.  And  it  comes  from  Goal  Systems, 
the  company  that’s  helped  data  center  man¬ 
agers  manage  better  for  over  15  years. 
Introducing  GoalPlex  for  ASO.  A  strategic 
resource  for  the  proactive  data  center. 

GoalPlex  for  ASO  is  a  unique  combina¬ 
tion  of  powerful,  integrated  system  software 
products  that  deliver  automation  where  you 
need  it  most-in  automated  operations, 
production  control,  report  distribution, 
disaster  recovery  and  console  and  tape 
management. 

Never  before  has  a  single  software 
vendor  offered  such  a  comprehensive  suite 
of  products  for  ASO.  Products  that  make 
it  possible  for  your  data  center  to  provide 
constant,  consistent  support  of  your  com¬ 
pany's  mission. 

And  GoalPlex  is  an  open  system  solu¬ 
tion.  You  can  work  with  our  products  exclu¬ 
sively,  or  combine  them  with  non-Goal 
products  you  may  already  have. 

To  take  a  major  step  toward  a  com¬ 
pletely  automated  data  center,  phone  our 
toll-free  number  below.  And,  yes,  we  even 
answer  on  the  weekend. 

(800)829-9002 

©  1991,  Goal  Systems  International  Inc.  All  rights  reserved.  D62  is 
a  trademark  of  International  Business  Machines  Corporation. 
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ords.  This  process  usually  takes 
about  three  months,  and  vendors 
charge  anywhere  from  $50,000 
to  $100,000,  depending  on  the 
complexity  of  the  analysis. 

The  results  of  the  study  are 
compared  with  other  companies 
in  the  vendor’s  database,  and  rec¬ 
ommendations  are  made. 

Valuable  information 

IS  managers,  in  turn,  use  the  per¬ 
formance  measurement  reports 
to  get  a  detailed,  objective  analy¬ 
sis  of  their  operation,  identify  ar¬ 
eas  for  improvement  and  show 
management  and  users  that 
they’re  worth  the  money. 

“We  charge  our  users  for  our 
services,  and  we  need  a  way  to 
prove  to 
them  that 
they’re 
getting  a 
competi¬ 
tive  rate,” 
says  Russ 
Bohart, 
director  of 
the  Cali¬ 
fornia 

State  Health  and  Welfare  data 
center  in  Sacramento. 

“We  were  surprised  that  we 
came  out  better  than  we  antici¬ 
pated,”  Bohart  says. 

A  Compass  study  of  the  data 
center  at  Brown  Group,  Inc.,  a 
St.  Louis-based  shoe  manufac¬ 
turer,  also  led  to  several  changes. 

“They  recommended  we  take 
action  on  personnel  —  some¬ 
thing  we  were  already  doing  — 
and  use  more  automation,”  says 
Lee  Peterson,  manager  of  MIS 
administration.  “We  thought  we 
were  well-automated,  but  the 
study  showed  where  we  could  do 
more.” 

Matter  of  interpretation 

Interpreting  the  results  can  be 
tricky,  however.  For  example, 
when  Brown,  which  has  a  large 
retail  trade,  asked  to  be  com¬ 
pared  with  a  retailing  organiza¬ 
tion  instead  of  another  shoe  mak¬ 
er,  several  low  marks  disap¬ 
peared,  Peterson  says. 

To  ensure  that  the  recommen¬ 
dations  have  teeth,  Brown’s 
management  required  IS  manag¬ 
ers  to  respond  to  issues  raised  by 
the  study  when  annual  goals  were 
set. 

Henry  Ford  Health  System  in 
Detroit,  a  $1.1  billion  diversified 
health  care  organization,  avoided 
a  CPU  upgrade  by  doing  a  perfor¬ 
mance  audit,  says  Thomas 
McNulty,  senior  vice  president 
and  chief  financial  officer. 

“We  were  surprised  to  discov¬ 
er  that  our  CPU  capacity  was  in 
good  shape,  but  our  storage 
wasn’t,”  he  says.  “A  storage 
crunch  rather  than  the  suspected 
CPU  capacity  created  problems 
with  the  job  stream.” 

Henry  Ford  Health  System’s 
CPU  dilemma  is  symptomatic  of 
a  larger  issue  addressed  by  per¬ 
formance  measurement.  “You 
never  know  how  much  is 
enough,”  McNulty  says.  “You 
never  know  when  you  are  OK.  ’  ’  • 
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cost,  equipment,  labor  and  space. 

Service-level  analysis  focuses  on  two 
factors:  reliability,  or  the  length  of  time 
between  failures,  and  availability,  or  the 
duration  of  failures.  For  improved  reliabil¬ 
ity,  managers  identify  development  re¬ 
dundancies  in  key  areas. 

Availability  can  be  improved  by  short¬ 
ening  downtime.  Managers  might  deter¬ 
mine,  for  example,  that  they  should  pur¬ 
chase  a  service  contract  or  hire  more 
maintenance  staff. 

Such  analysis  can  help  data  center 
managers  determine  which  of  the  follow¬ 
ing  data  center  strategies  is  best  for 
them.  They  are  listed  from  greatest  to 
least  return  on  investment: 

•  Design  and  build  a  new  facility.  Ide¬ 
ally,  the  facility  should  be  remotely  locat- 


Getting  the  best  for  your  buck 

IS  managers  find  thorough  facility  analysis  key  to  efficiency 


INSIDE  EDGE 


BY  THOMAS  LALOR  JR. 

Are  you  getting  the  most  for  your  data 
center  dollars? 

That’s  a  big  question  today  for  many 
information  systems  managers  struggling 
with  tighter  budgets,  deteriorating  infra¬ 
structures  and  escalating  facilities  costs. 

Value-minded  IS  managers  can  use  a 
variety  of  strategies  (see  table  page  73)  to 
get  their  money’s  worth.  Many  of  the 
smartest  companies  are  focusing  on  phys¬ 


ical  facilities,  environmental  systems  and 
capital  equipment. 

IS  managers  whose  budgets  are  being 
cut  face  a  double  bind:  They  need  to  pro¬ 
vide  more  service  while  spending  less.  Ca¬ 
pacity  planning  and  service-level  analysis 
can  help  them  make  informed  trade-offs. 

Capacity  planning  helps  managers  as¬ 
sess  the  work  load  and  corresponding 
need  for  staff,  computers,  materials  and 
space.  They  can  then  determine  the  best 
way  to  balance  capacity  with  cost.  In  de¬ 
termining  the  frequency  of  paper  ship¬ 
ments,  for  example,  they  must  consider 


Looks  like  your  data  backup  system  is 
down  for  about  a  week. 

Who  backs  up  the  person  who’s  responsible 
for  backups?  If  somebody  at  one  of  your  remote 
sites  is  sick  or  on  vacation,  is  critical  data  protected? 

Or  does  it  just  lie  there,  exposed? 

Network  Systems’  Central  Archiving  package 
puts  the  job  of  safeguarding  data  where  it  belongs: 
at  your  main  data  center.  With  Central 
Archiving,  your  mainframe  system 
(IBM,  for  example)  automatically 
backs  up  data  from  remote  minis 
(like  a  \ AX)  and  networked  PCs 
anytime  you  want. 

Plenty  of  companies  have  gotten  bumei 
because  they  couldn’t  recover  lost  data,  even 
from  simple  disasters  like  a  disk  crash. 

Make  sure  your  operations  don’t  get  beached. 

Call  1-800-338-0122.  T 

y*y  Network  Systems, 
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ed  in  a  locale  with  low  taxes,  low  utility 
rates  and  infrastructure-dependent  ser¬ 
vices.  It  should  be  designed  with  energy- 
and  space-saving  priorities  using  lights- 
out  and  related  design  concepts. 

•  Improve  existing  facility.  A  more  re¬ 
alistic  alternative  for  many  organizations 
is  to  improve  their  current  facilities  with 
new  technologies  that  save  on  labor, 
space  and  energy. 

These  include  tape  silos,  electronic 
vaults,  continuous  paper  feeds  for  laser 
printers  and  sophisticated  air-condition¬ 
ing  systems  and  energy-monitoring 
equipment. 

Software  tools  can  reduce  equipment 
needs,  and  terminal  managers  can  con¬ 
solidate  command  centers  to  reduce  per¬ 
sonnel,  equipment  and  floor  space. 

•  Outsource  operations.  Outsourcing 
can  provide  limited  immediate  savings, 
but  there  are  two  important  caveats: 
First,  the  outsourcer’s  price  commitment 
is  typically  short  term,  so  it’s  difficult  to 
determine  long-range  paybacks.  Second, 
once  the  technology  decisions  are  handed 
to  the  outsourcer,  it  becomes  difficult  to 
backtrack,  which  will  force  trade-off  deci¬ 
sions.  • 


Lalor  is  founder  and  president  of  St.  John’s  Con¬ 
sulting  Group,  Lnc.,  a  consulting  firm  based  in  West- 
field,  NJ. 


How  big  is 
big  enough? 

What’s  the 
optimum 
size  for  a 
data  cen¬ 
ter?  Is  it  40 
million  in¬ 
structions 
per  second 
(MIPS)?  80 
MIPS?  150  MIPS?  More? 

While  opinions  vary,  data  center 
consultants  say  bigger  isn’t  always 
better.  “At  160  MIPS,  efficiency 
starts  to  level  out,”  says  Len  Berg¬ 
strom,  executive  vice  president  at 
Real  Decisions  Corp.  “From  400 
MIPS  and  up,  it  flattens  out  quite  a 
bit.  Really  large  shops  might  even 
have  diseconomies  of  scale.” 

Conventional  wisdom  puts  the 
ideal  data  center  size  at  40  to  50 
MIPS,  a  figure  experts  agree  is  too 
low.  “We’ve  found  the  optimum 
size  is  at  least  three  times  that  and 
increasing  —  if  you  have  the  load  to 
support  it,”  says  Thomas  Blitz, 
president  of  Compass  America, 
Inc. ,  a  consulting  firm. 

For  example,  The  Chase  Man¬ 
hattan  Bank  NA’s  consolidated  data 
center  is  210  MIPS,  just  about  the 
ideal  size,  according  to  Blitz  (see 
story  page  71). 

While  larger  data  centers  may 
enjoy  even  greater  efficiency,  the 
gains  are  less  dramatic.  “The  larg¬ 
est  data  center  we  know  is  900 
MIPS,  which  is  marginally  more  ef¬ 
ficient  than  500  MIPS,”  Blitz  says. 

Consultants  say  small  data  cen¬ 
ters  can  still  be  efficient,  but  they 
must  follow  different  strategies, 
such  as  purchasing  used  equipment. 
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If  there  were  only  one  company 
with  only  one  computer  system 
running  only  one  application, 
there  would  be  two  things  you 
would  never  have  to  worry  about  - 
integration  and  compatibility. 

But  it  isn't  as  simple  as  that 
for  businesses  today,  so  you  do 
worry.  Unless  you’ve  discovered 
NAS  from  Digital. 


NAS,  our  Network  Application 
Support  software  that’s  based  on 
international  standards,  brings 
true  open  computing  to  your 
company.  That  means  different 
applications  on  different  com¬ 
puter  systems  from  different  com¬ 
panies  all  sharing  information 
and  all  working  together. 

For  example,  NAS  means  that 


the  graphic  created  on  an  Apple,® 
the  spreadsheet  done  using  MS- 
DOS™  on  a  PC,  the  design  drawn 
on  a  UNIX®  workstation,  the 
documentation  generated  on 
a  VAX™  system,  and  the  data 
stored  on  an  IBM®  mainframe 
can  be  exchanged  among  applica¬ 
tions  and  even  combined  to  work 
within  the  same  application. 


NAS  FROM  DIGITAL. 


©  DIGITAL  EQUIPMENT  CORPORATION  1991.  THE  DIGITAL  LOGO  AND  VAX  ARE  TRADEMARKS  OE  DIGITAL  EQUIPMENT  CORPORATION  APPLE  IS  A  REGISTERED  TRADEMARK  OF  APPLE  COMPUTER.  INC  MS-DOS  IS  A 


Implementing  NAS  is  easy.  It 
works  with  the  applications  you 
already  have,  as  well  as  with  — 
more  than  1500  new  NAS  appli¬ 
cations  available  from  the  indus¬ 
try's  leading  software  suppliers.  _ 
And  with  COHESION,  our  soft” 
ware  development  environment 
based  on  NAS,  you  can  build  your 
own  applications  more  easily  than 


ever  before.  What’s  more,  because 
NAS  integrates  applications  across 

NAS  IS  OPEN 
TO  YOUR  WAY  OF 
DOING  BUSINESS, 

popular  computer  systems,  it  pro¬ 
tects  your  past  investment  and 
gives  you  a  powerful  advantage 
for  future  growth. 


Right  now,  companies  just  like 
yours  are  opening  a  whole  new 
—  world  of  opportunities  with 
NAS.  Open  to  learning  more? 
Call  your  Digital  representative 
_  or  1-800-332 -4636,  Extension 
489  today  lor  an  exciting  new 
video  showing  NAS  in  action. 
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THE  OPEN  ADVANTAGE 
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The  SAS  System  runs  on  the  entire  family  of  VAX 
minicomputers  and  workstations  under  VMS. 

Mainframes,  personal  computers,  and  UNIX-based 
workstations  from  other  vendors  are  also  supported. 

SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 

VAX,  VMS,  and  VAX  Rdb/VMS  are  trademarks  of  Digital 
Equipment  Corp.,  and  ORACLE  is  a  registered  trademark 
of  Oracle  Corp. 


Copyright  ©  1989  by  SAS  Institute  Inc. 
Printed  in  the  USA. 


The  SAS®  System. 

More  Choices 

for  More  Applications 

than  Any  Other  Software. 


SAS  Institute  Inc. 

SAS  Circle  □  Box  8000 
Cary,  NC  27512-8000 
Phone  (919)677-8200 
Fax  (919)  677-8123 
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Meet  the  #1  Softwa 


fora  Growing  Family 


The  more  you  rely  on  the  expanding 
family  of  VAX™  computers,  the 
more  you  need  the  SAS®  System— 
the  leading  data  analysis  and 
graphics  software  in  the  VAX 
market.  No  other  software  has  the 
power  and  flexibility  to  handle  all 
your  data  management,  analysis, 
and  presentation  needs.  Across  the 
entire  range  of  VAX  systems. 

The  SAS  System  brings 
you  more  choices  for  data  entry, 
retrieval,  and  management .  .  . 
report  writing  and  graphics.  .  . 
statistical  and  mathematical 
analysis  (including  quality 
control) .  .  .  business  planning, 
forecasting,  and  decision 
support.  .  .operations research 
and  project  management .  .  .and 
applications  development.  All 
fully  integrated.  All  backed  by 
VMS-specific  technical  support, 
training,  and  documentation. 


And  now  we’ve  extended 
the  family  with  specialized  tools 
for  evaluating  VAX  computer 
performance,  as  well  as  interfaces 
to  popular  data  bases  such  as 
ORACLE®  and  RdbIM  No  wonder 
experts  call  the  SAS  System 
“  .  .  perhaps  the  most  sophisticated 
and  versatile  family  of  products  on 
the  market.”* 

Yours  for  30  days. . .  FREE 

Find  out  why  the  SAS  System  is 
the  software  you  won’t  outgrow. 
Ask  for  our  free  12-page  executive 
summary  and  details  about  a  free 
30-day  software  evaluation.  Call 
us  today  at  (919)  677-8200.  In 
Canada,  call  (416)  443-9811. 
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Is  technology  worth  it? 

Assessing  the  business  value  of  IS  is  a  hot  issue  in  the  insurance  industry. 
IS  chiefs  reveal  the  ways  in  which  they  are  justifying  IS  investments 


The  first  in  an  occasional  series  on  assess¬ 
ing  the  value  of  information  technology  in 
vertical  industries. 


BY  MICHAEL  L. 
SULLIVAN-TRAINOR 


ursuing  a  way  to  measure  the  busi¬ 
ness  value  of  information  systems  is 
a  lot  like  seeking  the  Holy  Grail.  The 
path  is  littered  with  scattered  bits  of 
academic  research,  with  no  com¬ 
pletely  successful  measure  available. 
For  IS  executives,  this  quest  is  more 
than  an  academic  pursuit,  however. 
Without  a  value  measure,  how  can 
they  convince  management  of  the 
need  for  new  IS  investment? 

IS  executives  in  the  insurance  industry 
have  developed  some  creative  ways  to  an¬ 
swer  that  question.  While  none  of  their 
methods  represent  the  ultimate  measure  of 
IS  business  value,  they  do  help  the  execu¬ 
tives  persuade  bosses  and  peers  to  continue 
investing  in  IS. 

The  need  for  such  tools  has  become 
pressing.  The  industry  has  been  experienc¬ 
ing  declining  profits  (down  an  average  of 
16%  in  1990  for  the  Top  40  insurance  com- 


Sullivan-Trainor  is  a  Computerworld  senior  editor, 
features. 


Insurance  industry  measures 

Here’s  what  companies  are  using  to  gauge  IS 
and  its  effect  on  the  business 


Insurance  business 
performance  measures 


Earnings  growth 
Return  on  equity 

Amount  of  assets  under  management 
Amount  of  surplus  capital 
Net  gain  from  operations 
Interest-adjusted  net  product  cost 
Market  share 

Customer  awareness  of  company 


Insurance  IS 
efficiency  measures 


Cost  displacement 
Cost  avoidance 
User  productivity  gains 

IS  expense  as  a  percentage  of  premium 
income 

IS  expense  per  unit  of  user  effort 
Network/system  availability 
Lines  of  code  produced  per  work-month 
Industry  chargeback  statistics 


panies)  and  increased  competition  from  fi¬ 
nancial  service  firms  offering  life  insurance. 
In  addition,  the  ever-present  search  for  new 
revenue  has  led  to  increased  market  seg¬ 
mentation  among  the  major  companies  in 
both  the  life  and  property  casualty  business¬ 
es. 

These  factors  combine  to  squeeze  profit 
margins  and  place  more  emphasis  on  cost  re¬ 
duction  and  justification. 

“I  don’t  think  anybody  has  a  formal  pro¬ 
cess  for  assessing  the  business  value  of 
IS,”  says  John  Pajak,  executive  vice 
president  at  Massachusetts  Mutual 
Life  Insurance  Co.  in  Springfield, 

Mass.  “It’s  quite  subjective.” 

IS  a  hot  item 

IS  spending  is  a  big-ticket  item  at  the 
major  insurance  companies,  account¬ 
ing  for  more  than  $2.5  billion  in  1990 
IS  budgets  alone.  Yet  no  one  claims  to 
know  how  much  revenue  or  profit  was 
produced  by  that  investment. 

To  find  out  how  executives  deter¬ 
mine  the  value  of  IS  spending  despite 
the  lack  of  a  hard  measure,  Computer- 
world  interviewed  insurance  IS  chiefs 
at  a  roundtable  held  at  the  semiannual 
Life  Office  Management  Association’s 
(LOMA)  Systems  Forum  in  Orlando, 

Fla.  Participants  included  John  Alexan¬ 
der,  senior  vice  president  and  chief  in¬ 
formation  officer  at  Unum  Life  Insur¬ 
ance  Co.;  Jack  Crawford,  vice 
president  of  information  management 
at  ITT  Hartford;  and  Jim  Massengale, 
senior  vice  president  of  operations  and  sys¬ 
tems  at  Protective  Life  Corp.  Pajak  was  in¬ 
terviewed  separately. 

All  four  executives  acknowledge  they  are 
frequently  asked  to  justify  IS  expenditures. 
The  questions  come  from  both  the  chief  ex¬ 
ecutive  officers  to  whom  they  report  and  the 
line  managers  who  pay  for  IS  services.  Their 
answers  can  be  divided  into  two  categories: 
business  measures  that  show  an  impact  on 
the  company’s  revenue  or  profit  and  IS  per¬ 
formance  measures  that  reveal  processing 
efficiency  and  applications  quality. 

Business  measures  include  the  following: 

•  Industry-specific  company  performance 
statistics,  such  as  overall  earnings  growth 
and  return  on  equity.  These  are  used  to  claim 
success  for  IS  operations,  which  are  deeply 
woven  into  the  fabric  of  the  insurance  indus¬ 
try. 

•  Cost  displacement  —  the  amount  of  money 
the  company  did  not  have  to  spend  because 
processes  were  made  more  efficient  through 
IS  —  is  used  to  justify  new  IS  expenditures. 
This  is  a  business  measure  in  the  sense  that  if 
IS  lowers  the  company’s  costs,  the  company 


can  keep  more  of  its  profit. 

IS  performance  measures  include  the  fol¬ 
lowing: 

•  Chargeback  —  assigning  the  cost  of  data 
processing  services  proportionally  to  each 
line  of  business  —  is  the  most  prevalent  way 
of  measuring  IS  costs.  The  IS  operation  is 
performing  more  efficiently  if  it  is  reducing 
its  chargeback  costs. 

•  Data  center  costs,  which  determine  effi¬ 
ciency  and  are  viewed  as  a  business  necessity 


by  senior  management,  are  compared  with 
insurance  industry  averages  provided  by  ob¬ 
jective  third  parties.  This  is  perhaps  the 
most  quantifiable  of  all  IS  performance  mea¬ 
sures.  (For  a  detailed  look  at  measuring  data 
center  efficiency,  see  Executive  Report  be¬ 
ginning  on  page  71.) 

IS  is  the  business 

While  these  measures  help  the  cause  by  justi¬ 
fying  what’s  been  spent  on  IS,  they  do  not  an¬ 
swer  the  question  of  how  much  bang  manag¬ 
ers  will  get  for  the  next  buck  they  spend  on 
new  systems  initiatives. 

“The  greatest  dilemma  we  face  is  that  in 
the  past,  we  have  justified  the  automation  in¬ 
vestment  by  determining  labor  displace¬ 
ment,”  Crawford  says.  “Now  that  we’re 
talking  about  redesigning  the  business  pro¬ 
cess,  and  the  technology  is  so  inseparable 
from  the  business  change,  how  do  we  factor 
it  into  the  benefit  determination?  It’s  not 
strictly  labor  displacement  any  longer.” 

Faced  with  the  absence  of  hard  business 
value  measures  for  future  investments,  IS 
Continued  on  page  82 


Jeff  Blanton 


IS  chiefs  Massengale  (left),  Crawford  (center)  and  Alex¬ 
ander  discuss  ways  to  determine  the  value  of  IS 
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You  can’t  always  get  what  you  want 

While  insurance  IS  chiefs  say  they  need  to  quantify  the  business  value  of  IS,  how  to  do  so  remains  elusive 


Continued  from  page  81 
managers  look  at  what  can  be 
measured.  In  many  cases,  that 
means  measuring  the  business 
and  arguing  that  IS  is  so  integral 
to  it  that  business  success  equals 
IS  effectiveness. 

“There  used  to  be  a  percep¬ 
tion  that  there  was  a  separation 
between  IS  and  the  business,  but 
we  can’t  do  business  manually 
anymore,  so  it’s  no  longer  rele¬ 
vant  to  think  of  IS  as  separate,” 
Alexander  says. 

In  addition,  insurance  execu¬ 
tives  focus  on  historical  mea¬ 
sures  of  cost  savings  provided  by 
systems  already  in  place.  For  ex¬ 
ample,  when  $5  billion  Mass. 
Mutual  installed  a  new  life  and 
health  claims  adjudication  sys¬ 
tem,  the  department  was  able  to 
to  process  10%  to  12%  more 
claims  with  35%  to  40%  fewer 
staff  members,  Pajak  says. 

“That’s  an  extremely  impor¬ 
tant  measure  that  goes  right  to 
the  bottom  line  because  it  re¬ 
duces  costs,  creates  gain  and 
produces  capital  surplus,”  he 
says. 

Another  argument  to  justify 
IS  investments  is  suggesting 
that  market  share  or  revenue 
would  be  lost  if  a  new  IS  initiative 
is  not  undertaken. 

Take  laptops  and  sales  infor¬ 
mation  applications  as  an  exam¬ 
ple.  While  they  provide  more  re¬ 
sources  for  insurance  agents, 
they  do  not  directly  result  in  in¬ 
creased  premiums  or  cost  sav¬ 
ings  from  work  force  replace¬ 
ment,  Pajak  says.  However,  he 
adds,  “What  happens  if  you  don’t 
make  the  technology  invest¬ 
ment,  and  competitors  do?” 

Productivity  measurements 
within  IS  also  help  insurance  ex¬ 
ecutives  feel  more  comfortable 
about  IS  investments.  To  dem¬ 
onstrate  productivity  gains,  Pa- 


Jim  Massengale 

Protective  Life  Corp. 


“I  need  to  make 
sure  I’m 
delivering  the 
best  value  I 


Photos:  Jeff  Blanton 

jak  maps  the  efforts  of  IS  staffers 
in  terms  of  “work  months.”  Pro¬ 
grammer/analysts  are  expected 
to  maintain  more  lines  of  code 
over  fewer  and  fewer  work 
months. 

Based  on  organization 

The  way  IS  performance  is  mea¬ 
sured  depends  a  great  deal  on 
how  it  is  organized.  For  example, 
Mass.  Mutual’s  IS  department  is 
highly  centralized,  and  its  mea¬ 
surements  are  based  on  overall 
statistics  for  the  entire  organiza¬ 
tion. 

On  the  other  hand,  $2  billion 
Unum  distributes  the  responsi¬ 
bility  for  the  management  and 
cost  of  its  $80  million  in  IS  activi¬ 
ties  to  individual  business  units. 
This  approach  fits  in  with  the 
company’s  niche-oriented  busi¬ 
ness  strategy,  which  emphasizes 
unique  product  lines. 

“Everyone’s  concerned 


John  Alexander 

Unum  Life  Insurance  Co. 


“Everyone’s 
concerned 
about  cost.  ” 


about  cost,”  Alexander  says. 
“There  are  a  lot  of  functions  we 
could  do  across  product  lines, 
but  we  have  to  spend  so  much 
time  gaining  concurrence  from 
the  business  units,  it  ultimately 
ends  up  being  cheaper  to  imple¬ 
ment  them  on  an  individual  ba¬ 
sis.” 

At  $8.5  billion  The  Hartford, 
IS  is  a  hybrid  —  centralized  au¬ 
thority  with  IS  resources  divided 
among  the  functional  business 
units.  IS  spending  is  based  on  the 
business  units’  assessment  of 
their  IS  needs.  Crawford  assem¬ 
bles  and  monitors  the  overall  IS 
budget  of  $  1 50  million. 

In  these  cases,  as  well  as  at 
$390  million  Protective  Life,  the 
business  unit  managers  see  IS  as 
part  of  their  individual  product 
cost  structures  and  are  there¬ 
fore  concerned  that  it  be  con¬ 
trolled.  The  primary  measure  is 
cost  reduction,  which  is  equated 


,  if*/ 

John  Pajak 

Massachusetts  Mutual  Life  Insurance  Co. 


7  don’t  think 
anybody  has  a 
formal  process  for 
assessing  the 
business  value  of 
IS.” 


with  efficiency. 

For  Massengale,  this  means 
IS  value  is  measured  by  how 
much  IS  charges  individual  busi¬ 
ness  unit  managers.  He  engages 
in  continual  negotiation  with  the 
business  unit  managers  to  pro¬ 
vide  IS  services  at  acceptable 
costs.  Protective  Life’s  annual  IS 
budget  is  $7  million. 

“Our  strategic  business  units 
know  what  they  can  afford  to  pay 
for  IS  services,”  Massengale 
says.  “IS  is  one  element  in  their 
pricing  margin,  and  they  have  to 
stay  within  that  margin  because 
of  the  competition.  I  need  to 
make  sure  I’m  delivering  the 
best  value  I  can.” 

Crawford  takes  a  more  direct 
approach,  measuring  the  IS  cost 
per  unit  of  work  performed  by 
the  users  in  each  business  unit. 
Total  operating  costs  are  divided 
by  this  ratio  to  determine  the 
amount  by  which  IS  support 


Jack  Crawford 

ITT  Hartford 


“Now  that ...  the 
technology  is  so 
inseparable  from 
business  change,  how  do 
we  factor  it  into  the 
benefit  determination?” 

CW  Chart  Nancy  Kowal 

boosts  productivity. 

While  this  approach  provides 
an  overall  figure  for  Crawford  to 
hang  his  hat  on,  it  does  not  allow 
IS  value  to  be  forecast  for  specif¬ 
ic  systems  initiatives  because  it 
is  based  on  historic  costs  rather 
than  future  benefits. 

Mass.  Mutual’s  IS  organiza¬ 
tion  addresses  the  business  unit 
managers’  need  to  know  the  val¬ 
ue  of  IS  services  by  providing  an 
annual  IS  business  plan  and  IS 
Stewardship  Report.  While  the 
business  plan  outlines  objectives 
and  measures  of  success  that  de¬ 
scribe  how  IS  activities  are 
aligned  with  company  goals,  the 
Stewardship  Report  provides 
detailed  statistics  on  IS  services 
within  each  business  unit  func¬ 
tion. 

The  measurements  were  se¬ 
lected  by  the  business  unit  exec¬ 
utives,  who  pinpointed  what 
Continued  on  page  86 


DATA  CENTER 
EFFICIENCY 

Let  us  show  you  how  we  assisted  some  of  the  biggest  names 
in  Brokerage,  Banking,  Healthcare,  and  Manufacturing. 

We  offer  a  full  range  of  Data  Center  Efficiency  Services 
including . . . 


Consolidation  &  Relocation 
Design  &  Remodeling 
Telecommunications  Cost  Reduction 
Capacity  Planning 

Outsource  Planning  and  Implementation 
Disaster  Recovery  Readiness  Assessment 

We  will  ASSIST  and  SUPPLEMENT  your  staff  as  fits 
your  needs  with  proven  hands-on  technical  and  managerial 
skills. 

Johns 

CONSULTING  GROUP 

251  North  Avenue  West 
Westfield,  New  Jersey  07090 
908  233-5617 


Finding  out  what  others  are  doing 

Insurance  executives  have  few  places  to  turn  to  for  IS  comparisons 


Insurance  executives  in  search  of  compara¬ 
tive  information  about  their  competitors’ 
IS  organizations  have  few  places  to  turn 
to.  Apart  from  reading  computer  industry 
publications  or  hiring  a  consulting  firm, 
they  have  five  main  resources: 

Information:  Life  Office  Management  Associ¬ 
ation’s  cost  survey  and  database  of  insurance 
company  IS  investment  statistics. 

Price:  Free  to  members. 

Contact:  Ann  Purr,  manager,  management  re¬ 
sources,  (404)  984-3733  in  Atlanta. 

Information:  Nolan,  Norton  &  Co.’s  database 
of  more  than  200  data  centers.  Provides  bench¬ 
marks  and  comparisons. 

Price:  Negotiated  individually. 

Contact:  Mike  Connolly,  senior  partner,  (617) 
862-8820  in  Lexington,  Mass. 

Information:  Compass  America,  Inc.’s  data¬ 
base  of  mainframe  installations.  Focuses  on  data 
center  spending  statistics.  The  service  analyzes 
data  center  efficiency. 

Price:  Averages  $50,000,  based  on  the  size  of 


data  centers  analyzed. 

Contact:  John  Thomas,  vice  president,  market¬ 
ing,  (703)  709-7600  in  Herndon,  Va. 

Information:  Real  Decisions  Corp.’s  database 
of  data  center  costs  and  IS  service  levels. 

Price:  Averages  $30,000. 

Contact:  Len  Bergstom,  executive  vice  presi¬ 
dent,  (203)  656-1500  in  Darien,  Conn. 

Information:  Gateway  Information  Services, 
Inc.,  in  partnership  with  Real  Decisions.  Offers 
services  and  software  for  assessing  data  center 
efficiency  in  insurance  companies.  Its  product, 
DP  Choice,  utilizes  an  expert  system  to  lead  us¬ 
ers  through  Real  Decisions’  database  evaluation 
criteria  and  to  normalize  the  individual  IS  orga¬ 
nization’s  data  from  its  competitors.  It  runs  on 
standard  PC  hardware. 

Price:  Although  Gateway  also  offers  consulting 
services,  it  licenses  DP  Choice  for  $10,000 
without  any  consulting  service  required. 
Contact:  Mark  Klein,  senior  vice  president, 
(212)  880-9300.  Gateway  has  offices  in  New 
York  and  Indianapolis. 

MICHAEL  L.  SULLIVAN-TRAINOR 
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Over 100,000 Users  Wbrldwide. 


IBM  AEUCycle  Business  Partner. 


$75  Million  In  Revenues. 
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E  Company  That’s 
s  Since  March  19, 1991. 


The  merger  of  Sage  Software  and 
Index  "Technology  does  far  more  than  just 
bring  together  two  strong  CASE  companies. 
It  allows  two  companies  with  complemen¬ 
tary  strengths  to  focus  on  a  common  vision. 
A  vision  of  where  the  market  must  go  to 
fulfill  the  promise  of  CASE. 

At  INTERSOLV  our  combined  17  years 
of  CASE  experience  has  taught  us  that  you 
can’t  build  applications  in  a  hyperintegrated 
and  closed  environment.  We  have  a  unique 
solution:  the  benefits  of  1-CASE,  but  with  a 
modular  implementation  approach  that 
reduces  up-front  costs  and  risks. 

Our  solution  takes  into  account  the 
true  realities  of  the  1990’s  development 
environment — development  cycles,  meth¬ 
odologies,  how  developers  really  work, 
and  existing  cultures. 

Other  CASE  companies  may  have 
the  right  vision,  but  they  use  the  wrong 
approach.  Simply  put,  our  approach  is  right 
because  it  gives  you  all  the  functionality 
you  need,  and  it  doesn’t  force  you  to 
change  your  culture  and  projects  to  fit  a 
rigid  model  tool  set. 

It’s  a  fact:  Our  products  are  designed 

to  work  together;  alone,  or  in  concert 

•  '  ■  "  •;  .  '  • 

with  other  complementary  products. 
What’s  more,  our  solutions  span  the 


entire  development  lifecycle. They  include 
Excelerator  for  design,  APS  for  applica¬ 
tion  generation,  PVCS  for  configuration 
management,  and  Design  Recovery  for 
maintenance/re-engineering. 

Just  as  important,  we’re  the  only 
CASE  vendor  to  offer  solutions  that  sup¬ 
port  a  true  multi-user  development  envi¬ 
ronment  using  workstations  and  DAN 
server  technology. 

Add  to  that  our  commitment  to  an 
open  architecture  and  adherence 
industry  standards  such  as  IBM’s 
AD/Cycle,  and  you  finally  have  the 
flexibility  needed  to  help  you  realize  the 
full  potential  of  CASE. 

But  don’t  take  our  word  for  it,  ask 
our  customers.  There  are  over  100,000 
who  count  on  us  every  day. 

INTERSOLV.  Our  17  years  of  CASE 
experience  have  helped  us  develop  the 
ideas  necessary  to  ensure  on-time,  on- 
target  delivery  of  high  impact  IS  solutions. 

For  more  information,  call  us  at 
(800)  547-4000.  Or  write:  INTERSOLV, 

3200  lower  Oaks  Boulevard,  Rockville, 
Maryland  20852. 

INTERSOLV 

The  CASE  Company  TbuVe  Been  Waiting  For. 
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Continued  from  page  82 
they  wanted  to  know  about  IS  to 
assess  how  effectively  their 
money  was  being  spent.  Their 
suggestions  were  incorporated 
into  measurements  such  as  year- 
to-year  data  on  the  daily  number 
of  processed  cases,  transaction 
volume  and  the  number  of  sys- 
tems-issued  policies. 

“We’re  not  a  separate  profit 
center  because  there’s  no  value 


in  that  for  the  company.  We  see 
value  in  running  a  $65  million  or¬ 
ganization  like  a  business  unit,” 
Pajak  says.  “We  write  a  business 
plan  because  if  we  were  an  out¬ 
side  organization  competing  for 
the  business,  we  damn  well 
would  have  to  be  ready  to  articu¬ 
late  a  plan.” 

In  addition,  Pajak  has  institut¬ 
ed  a  client  advisory  board  that  in¬ 
cludes  representatives  from 


each  of  the  business  units.  The 
board  meets  monthly  to  receive 
IS  activity  reports,  such  as  quali¬ 
ty  of  applications  and  network 
availability  statistics.  “Our  phi¬ 
losophy  is  that  all  our  books  are 
open.  We  want  them  to  under¬ 
stand  how  we  measure  every¬ 
thing  from  CPU  charges  to 
DASD  and  print  activities,”  he 
says. 

The  value  of  this  exercise  is 


that  when  a  business  executive 
makes  a  decision  to  add  to  IS  ef¬ 
fort,  he’ll  know  the  cost.  For  ex¬ 
ample,  if  he  asks  for  storage  of 
two  to  three  additional  years  of 
historical  information,  he  will  un¬ 
derstand  how  much  it  costs  for  a 
pack  of  direct-access  storage  de¬ 
vices  (DASD)  to  accomplish  his 
request.  “That  will  make  him 
step  back  and  assess  whether 
Continued  on  page  87 


An  8-part  Special  Edition:  COMPUTER  BUSINESS  TODAY 

In  Today’  *S  tough  competitive  corporate  climate  timely  technology  decisions  can  have  a 
profound  effect  on  a  corporation’s  performance  capabilities,  at  every  level. 

“Computer  Business  Today”  is  a  fast-paced  special  edition  of  Business  Today 
whose  format  is  strictly  application-oriented  “Hands  On”  information,  with  the  end  user  in  mind. 

An  Elite  assembly  of  the  industry’s  state-of-the-art  products  will  be  showcased  each  week  beginning  May 
12th.  Featured  technologies  scheduled  for  May  19th,  21st  and  24th  include: 


HP  LaserJet  FAX  by  Hewlett- 
Packard  -  A  state-of-the-art  full- 
featured  FAX  device  that  teams 
up  with  your  HP  Laserjet  printer  to 
make  your  desk  the  seat  of  pro¬ 
ductivity. 


SPARCstation  2  by  Sun  Microsystems  -  UNIX 
“workstations'-small  computers  withthepowerof 
a  mainframe  -  are  the  hottest  computer  product 
today,  and  Sun  is  the  No.  1  vendor  by  far.  These 
easy-to-use,  networked  systems  are  boosting 
productivity  in  companies  all  over  the  world. 


NISCAN  Spectra  by  NISCA  Inc.  - 
The  first  color  hand  scanner  that  of¬ 
fers  thetechnology  of  aflatbed,  with 
over  16  million  colors  in  one  4-inch 
by  6-inch  pass!  PC- DOS,  Windows 
3.0  and  Macintosh  compatible. 


Frame  Maker  by  Frame  Technol¬ 
ogy  -  the  premier  information 
publishing  solution  for 
workgroups  creating  electronic 
and  paper  documents  on  multiple 
platforms. 


Ocd  Graphics  G5242-PS  -  The 
worlds  first  Full  Tabloid  Bleed 
true  Adobe  Postscript  Color 
Printer. 


Contidential-RasierOps  will 
demonstrate  a  new  product 
which  will  affect  applications 
where  color  fidelity  is  a  necessity 
not  an  option. 


The  Redshaw  System  by  Re- 
dshaw  -  The  acknowledged 
leader  in  high  performance  insur¬ 
ance  automation  systems  for 
more  than  15  years. 


“Computer  Business  Today”.  For  People  who  use  computers.  Tuesday  evenings, 
Friday  and  Sunday  mornings.  Check  your  local  listings  for  time  and  channel  information. 


CASE  benefits 
are  a  mystery 

Proving  the  business  val¬ 
ue  of  internal  IS  invest¬ 
ments  such  as  comput¬ 
er-aided  software  engi¬ 
neering  (CASE)  is  not 
any  easier  than  measuring  the 
contribution  of  IS  to  the  business. 

The  four  insurance  IS  manag¬ 
ers  Computerworld  talked  to 
are  investing  or  looking  to  invest 
in  CASE  for  different  reasons. 
None  of  them  are  sure  about  the 
business  benefits  it  will  provide. 

Unum  is  investing  about 
$30,000  per  programmer.  With 
a  staff  of  250,  the  total  cost  will 
be  $7.5  million. 

Because  measurement  sys¬ 
tems  could  be  implemented  to 
track  different  aspects  of  CASE 
benefits,  John  Alexander,  senior 
vice  president  and  chief  informa¬ 
tion  officer  at  Unum,  offered  his 
board  a  choice  of  benefit  assess¬ 
ments.  “I  told  the  management 
board  they  could 
have  a  choice  in 
terms  of  how  we 
think  about  the 
benefits  of  CASE: 
improved  quality, 
productivity  or 
time.  They  chose 
time,”  he  says. 

John  Pajak,  ex¬ 
ecutive  vice  presi¬ 
dent  at  Mass.  Mu¬ 
tual,  justified  his 
investment  in  Tex¬ 
as  Instruments, 
Inc.’s  IEF  CASE  tool  by  citing 
the  changing  nature  of  IS. 

“IS  permeates  the  fiber  of  the 
insurance  business,  so  you  can 
make  a  good  argument  for  invest¬ 
ment  just  because  you  need  to 
move  forward  with  technology,” 
he  says. 

The  Hartford’s  Jack  Craw¬ 
ford,  vice  president  of  informa¬ 
tion  management,  says  he  also 
sees  CASE  as  an  evolution.  “The 
benefits  are  1)  quality,  2)  time 
and  3)  less  cost.  But  it’s  hard  to 
prove  because  we’re  not  building 
the  same  kinds  of  applications  we 
were  [building]  before.” 

The  benchmark  applications 
for  many  CASE  projects  are  writ¬ 
ten  in  Cobol  and  execute  a  rou¬ 
tine  set  of  operations.  But  new 
CASE  projects  such  as  those  at 
Unum  are  aimed  at  complex  uni¬ 
versal  life  insurance  applications. 

Jim  Massengale,  senior  vice 
president  of  operations  and  sys¬ 
tems  at  Protective  Life,  is  in  the 
prototype  stage  with  his  CASE 
projects  to  sift  through  the  possi¬ 
ble  benefits  before  full-fledged 
implementation. 

He  has  not  made  an  invest¬ 
ment  decision.  “It  would  be  fool¬ 
ish  not  to  capitalize  on  new  tech¬ 
nology,”  he  says.  However,  “we 
want  to  add  value  and  find  a  long¬ 
term  payoff.  If  it  turns  out  to  be 
just  expensive  and  fun,  we’ll 
postpone  it.” 

MICHAEL  L.  SULLIVAN-TRAINOR 


86 


COMPUTERWORLD 


MAY  13, 1991 


IN  DEPTH:  IS  TECHNOLOGY  WORTH  IT? 


Continued  from  page  86 
he’ll  get  enough  benefit  to  justify 
the  expense,”  Pajak  says. 

While  chargeback  systems 
provide  a  method  of  measuring 
and  allocating  IS  costs  to  the 
business  units,  they  are  often  dif¬ 
ficult  to  manage  in  the  face  of 
changing  business  trends,  the 
executives  say. 

For  example,  $500,000  of 
Unum’s  data  center  charges  are 
paid  by  the  individual  life  insur¬ 
ance  business  unit.  The  unit  no 
longer  sells  policies,  but  IS  must 
maintain  records  for  70,000 
policyholders. 

The  unit’s  business  manager 
has  launched  a  cost-reduction  of¬ 
fensive,  trimming  his  staff  from 
150  to  50.  Now  he  wants  to  trim 
his  IS  costs  by  moving  process¬ 
ing  from  the  data  center’s  main¬ 
frame  to  a  personal  computer  lo¬ 
cal-area  network. 

Because  Alexander  bases  his 
cost  measurement  on  spreading 
IS  processing  expenses  across 
the  business  units,  the  change  in 
strategy  leaves  him  with  a  large 
expense  and  no  place  to  charge  it 
to. 

“It’s  a  good  business  decision 
but  a  tough  IS  trade-off.  A  main¬ 
frame  MIPS  costs  a  thousand 
times  as  much  as  a  PC  MIPS,” 
Alexander  says,  “but  now  I  have 
to  find  a  way  to  replace  $20,000 
to  $30,000  worth  of  transac¬ 
tions  per  month  or  cut  my  expen¬ 
ditures.” 

This  kind  of  balancing  is  com¬ 
mon  among  all  four  companies. 
“We  make  a  basic  assumption 
that  the  requirements  for  pro- 

Gut 

feelings 

In  the  absence  of  hard 
business  value  mea¬ 
sures,  insurance  IS 
managers  rely  on  the 
following  softer  ar¬ 
guments  for  justifying  new 
technology  investments: 

•  New  math:  “IS  is  so  in¬ 
tegral  to  the  business  that 
business  success  equals  IS 
effectiveness.” 

•  Negative  sell:  “We’ll 
lose  market  share  or  reve¬ 
nue  if  we  don’t  get  this  new 
system.  Nearly  all  our 
competitors  have  one.” 

•  Cost  displacement: 
“We  avoided  spending  X 
amount  of  money  because 
IS  has  made  our  processes 
more  efficient.  IS  has  low¬ 
ered  costs,  so  we  get  to 
keep  more  profit.  This  sys¬ 
tem  will  continue  to  help  us 
do  that.” 

•  Good  old  productivi¬ 
ty:  “Our  productivity 

gains  have  been  excellent 
using  technology.  An  up¬ 
grade  will  increase  those 
gains.” 


cessors  are  relatively  stable. 
That  ain’t  necessarily  so,”  Alex¬ 
ander  says. 

Crucial  costs 

Unlike  spending  on  new  applica¬ 
tions,  investments  in  data  cen¬ 
ters  and  large  networks  are 
viewed  as  essential  activities. 
Measurement  here  focuses  on 
efficiency. 

“If  the  network  is  down  for 


any  period  of  time,  it  brings  the 
company  to  its  knees,”  Pajak 
says,  “so  one  of  my  accountabil¬ 
ities  to  the  chief  executive  is  net¬ 
work  availability.  We  have  a 
quantifiable  measure  —  zero 
downtime.” 

For  data  center  evaluations, 
the  executives  compare  their  ef¬ 
forts  with  databases  of  insurance 
industry  IS  costs  maintained  by 
LOMA  and  Real  Decisions 


Corp.,  a  Nynex  Corp.  subsidiary 
(see  story  page  82).  These  firms 
collect  data  on  IS  spending  for 
various  categories  of  data  center 
activities  and  maintain  historical 
databases  of  these  expenses  for 
the  insurance  companies  that 
participate  in  their  surveys.  Av¬ 
erages  for  the  survey  base  or  a 
select  group  of  competitors  are 
provided  to  participants. 

“The  comparison  is  helpful 


and  useful  to  rationalize  what 
we’re  doing  for  the  boss,”  Alex¬ 
ander  says.  “It  helps  us  improve 
and  shape  up  in  certain  areas.” 

The  Hartford  draws  on  statis¬ 
tics  from  LOMA  and  Real  Deci¬ 
sions  to  develop  ratios  of  IS  cost 
as  a  percentage  of  premiums  and 
as  a  percentage  of  underwriting 
expenses.  “We  track  trends  with 
these  percentages  to  see  where 
we  stand,”  Crawford  says.  • 
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BOTTOM  LINE  SOLUTIONS. 


multiple  platforms,  with  support  for  multi¬ 
ple  industry-standard  protocols.  CDCI 
extends  the  open  connectivity  of  our 
TRACS  product  family.  This  intelligent  com¬ 
munications  facility  provides  unattended 
transfer  and  distribution  of  data  and 
expands  scheduling,  audidng,  security  and 
monitoring  capabilities. 

Corporate  Applications  Management 
Initiative:  CAMI  is  a  complete  implementa¬ 
tion  environment  for  rapid  deployment  of 
client/server  applicadons.  CAMI  leverages 
your  existing  data  processing  assets — from 
production  data  and  data  dicdonaries  to 
ingrained  development  methodologies  — 
with  an  architecture  that  is  consistent  with 
IBM’s  AD/Cycle.  And  embraces  both  IBM 
and  non-IBM  platforms. 

Our  strategic  automaUon  inidadves  turn 
your  enterprise-wide  computing  environ¬ 
ment  into  a  strategic  business  advantage. 

For  more  information,  contact  Sterling 
Software. 


STERLING 
SOFTWARE 

THE  FUTURE  IS  STEREING. 

System  Software  Group  Headquarters.  5900  Canoga  Avenue,  R0.  Box  4237,  Woodland  Hills,  CA  91367-4237  Phone  (818)  716-1616. 

AD  Labs:  (514)  871-0290  Answer  Systems  Division:  (818)  716-1616  Dylakor  Division:  (818)  718-8877  International  Division-UK: 
(44)  71  528  8333  Software  Labs  Division:  (714)  889-2663  Systems  Software  Marketing  Division:  (916)  635-5535 

TRACS  and  Sterling  Software  are  registered  trademarks  of  Sterling  Software.  Inc.  All  other  product  names  are  trademarks  of  the  companies  listed 


Sterling  Software’s  strategic  automa¬ 
tion  initiatives  make  enterprise-wide 
computing  a  reality.  Incorporating  a 
wide  variety  of  industry  standards  with 
sophisticated  new  tools  and  technologies, 
these  initiatives  automate  critical  functions 
across  your  entire  organization. 

The  bottom  line:  Higher  productivity.  And 
a  strategic  competitive  edge. 

Corporate  Storage  Management  Initiative: 

CSMI  encompasses  our  strategy  for  address¬ 
ing  your  storage  automation  needs  today 
and  tomorrow.  It  incorporates  individual 
product  solutions — addressing  specific 
needs  such  as  allocation,  file  management 
and  compression — and  provides  for  enter¬ 
prise-wide  system  managed  storage.  CSMI 
ensures  continued  compatibility  with  IBM’s 
SMS  direction,  while  embracing  both  IBM 
and  non-IBM  platforms. 

Corporate  Data  Communications  Initiative: 

CDCI  is  our  commitment  to  providing 
automated  data  transfer  capabilities  across 
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Think  of  it  as  the  ultimate  weapon 

for  heavy  hitters. 

Welcome  to  the  big  leagues.  Where  the  action  is  fast  and  furious. 

And  where  the  competition  plays  only  one  kind  of  ball  —  hard  ball. 

If  you  want  to  stay  on  top  of  your  game,  you  have  to  stay  on  top 
of  the  fastest  breaking  news  in  the  information  industry  —  by 
subscribing  to  Computerworld. 

Order  now  and  you’ll  receive  51  power-packed  issues,  fdled  cover 
to  cover  with  articles  on  topics  ranging  from  products  and  people  to 
trends  and  technology. 

Plus  you’ll  get  our  special  bonus  publication,  The  Premier  100,  an 
annual  profde  of  the  top  companies  using  information  systems 
technology. 

According  to  a  study  conducted  by  the  Adams  Company,  an 
independent  research  firm,  Computerworld  is  the  best-read  publication 
in  the  industry  —  especially  among  heavy  hitters. 

So  don’t  get  left  off  your  company’s  starting  line-up.  Use  the 
postage-paid  subscription  card  bound  into  this  issue.  And  get  your 
own  copy  of  Computerworld. 

Because  out  there  in  the  world  of  information  systems,  it’s  a 
whole  new  ballgame. 
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Bullish  at  home 

►  Adapso,  the  computer  soft¬ 
ware  and  services  association, 
released  a  survey  last  week 
showing  that  80%  of  software 
companies  polled  expect  higher 
revenue  and  profits  this  year. 

But  58%  said  economic  condi¬ 
tions  are  affecting  them  “some¬ 
what  negatively,”  and  42%  said 
customers  are  taking  longer  to 
pay.  Only  16%  said  they  will  try 
to  cut  costs  this  year.  Of  those, 
41%  will  cut  staff,  37%  will 
trim  advertising  and  marketing 
expenses,  and  4%  plan  to  sell 
off  operations. 

Ross  on  the  rise 

►  The  first  quarterly  report  is¬ 
sued  by  Ross  Systems,  Inc.  in 
its  newly  public  capacity  fea¬ 
tured  the  same  kind  of  bottom 
lines  that  led  the  firm  to  volun¬ 
tarily  report  earnings  in  its  last 
quarters  as  a  privately  held 
firm.  The  Redwood  City,  Calif.- 
based  exclusive  purveyor  of 
business  and  financial  software 
to  the  Digital  Equipment  Corp. 
market  posted  revenue  up  54% 
to  $12.6  million  for  the  quarter 
ended  March  31.  Quarterly  prof¬ 
it  of  $330,000  contrasted  with 

a  $1.5  million  third-quarter  loss 
last  year. 

Lapping  it  up 

►  Seiecterm,  Inc.,  a  com¬ 
puter  products  rental  and  main¬ 
tenance  firm  based  in  Danvers, 
Mass.,  early  this  month  acquired 
the  assets  of  Lapstop  Corp.,  a 
start-up  in  the  upstart  field  of 
short-term  laptop  rentals  in  the 
travel  arena.  The  deal,  accord¬ 
ing  to  spokesmen  from  the  re¬ 
spective  firms,  will  give  Lapstop 
a  shot  of  financial  and  corporate 
backing  needed  to  expand  and 
will  speed  Seiecterm  into  the 
business  of  renting  fax  machines 
and  laptops  to  traveling  busi- 
nessfolks  at  airports. 

I 

General  acclaim 

►  The  computer  industry  has 
pitched  the  ultimate  curve  ball  to 
Wall  Street,  it  would  seem: 
“Data  General  [Corp.]  has  re¬ 
ported  two  excellent  quarters 

in  a  row,”  a  recent  Salomon 
Brothers,  Inc.  report  said, 

“and  analysts  don’t  know  what 
to  do.”  At  least  one  group  of  an¬ 
alysts  came  up  with  an  answer: 
conceding  that  its  move  might 
initially  incur  “incredulity  and 
skepticism,”  Salomon  said  the 
one  word  analysts  are  out  of 
practice  mouthing  with  regard 
to  DG  is  “buy.” 


Northgate  financials  fool  the  naysayers 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


EDEN  PRAIRIE,  Minn.  — 
Northgate  Computer  Systems, 
Inc.’s  choice  of  April  1  as  the  re¬ 
lease  date  for  its  1990  financial 
results  only  underscored  the  iro¬ 
ny:  Could  we  believe  the  positive 
postscript  to  a  loss-wracked  re¬ 
port,  or  should  we  wait  for  the  al¬ 
most  inevitable  cry  of  April  Fool? 

It  was,  after  all,  as  recently  as 
November  [CW,  Dec.  3,  1990] 
that  Northgate  posted  a  third- 
quarter  loss  and  warned  that  it 
was  likely  to  lose  money  in  the 
fourth  quarter,  reported  that  it 
was  no  longer  meeting  the 
agreements  of  its  bank  loans  and 
replaced  its  chief  executive  offi¬ 
cer.  At  the  time,  rumors  circu¬ 
lated  that  Northgate,  a  mail-or¬ 
der  systems  vendor  heavily 
reliant  on  advertising,  was  not 
paying  its  bills  to  trade  maga¬ 
zines  and  could  be  in  danger  of 
being  cut  off. 

One  analyst  went  so  far  as  to 
look  at  the  former  highflier’s  cat¬ 
alog  of  misfortunes  and  curtly 
concluded:  “I  think  it’s  a  compa¬ 
ny  you  and  I  will  not  remember 
in  two  years.”  So,  barely  four 
months  later,  it  was  natural  to 
raise  an  eyebrow  when  new 
CEO  Gary  Held  said,  “North- 
gate  in  the  last  120  days  has 
been  a  Harvard  Business  School 
[type  of]  case  study  on  how  to 
turn  a  company  around.  We  have 
had  an  absolutely  phenomenal 
and  complete  turnaround.  ’  ’ 

The  figures  issued  on  April  1 
offered  some  support  for  Held’s 
optimistic  statements.  Accord¬ 
ing  to  the  report,  Northgate 
posted  a  $6.9  million  loss  on  rev¬ 


enue  of  $203  million  for  fiscal 
1990,  compared  with  a  $2.4  mil¬ 
lion  profit  on  $112  million  in 
sales  in  1989.  The  firm  attribut¬ 
ed  the  loss  largely  to  a  onetime, 
$7  million  restructuring  fee. 

However,  good  news  came 
along  with  the  bad:  Held  said 
Northgate  had  posted  profitable 
numbers  for  December  and  con¬ 
tinued  in  the  black  during  Janu¬ 
ary  and  February,  heading  for 
what  he  predicted  would  be  “a 
solid  first-quarter  profit.”  Last 
month,  Northgate  reported  a 


$2.24  million  profit  on  revenue 
of  $46.94  million  for  the  first 
quarter  of  fiscal  1991,  which 
closed  on  March  3 1 . 

Some  saw  turnaround 

A  turnaround  of  this  sort  was  not 
a  completely  unforeseeable 
event,  some  analysts  said.  Even 
at  the  time  of  Northgate’s  public 
disclosure  of  its  problems,  some 
analysts  said  they  thought  the 
company  would  pull  through. 

“Can  they  come  out  of  it? 
Sure  —  take  a  look  at  AST  a  few 
years  ago,”  said  Seymour  Mer- 
rin,  president  of  Palo  Alto,  Calif.- 
based  Merrin  Information  Ser¬ 


vices.  He  referred  to  earlier 
financial  reverses  at  Irvine, 
Calif. -based  AST  Research,  Inc. 
“Everybody  had  crossed  them 
off  the  list,”  Merrin  noted,  “but 
now  they’re  very  strong.” 

Earlier  this  year,  another  ana¬ 
lyst  talked  about  how  Northgate 
could  overcome  its  troubles. 

“Things  aren’t  looking  real 
great  right  now,  but  it’s  certainly 
not  beyond  salvaging,”  said  Eric 
Zimits,  an  analyst  at  Rauscher 
Pierce  Refsnes,  a  regional  bro¬ 
kerage  firm  headquartered  in 


Dallas.  “If  management  takes 
the  necessary  steps  and  pulls  in 
the  reins,  I  don’t  think  it’s  des¬ 
tined  for  bankruptcy.  ’  ’ 

Zimits  said  he  believed  North- 
gate’s  problems  stemmed  from 
overspending  on  marketing  and 
a  disastrous  foray  into  establish¬ 
ing  a  corporate  sales  force. 

“I  think  it’s  a  matter  of  the 
company  going  back  to  what 
they  know  best,  and  that’s  di¬ 
rect-mail,  low-cost,  quality  com¬ 
puters  direct  to  customers,”  he 
said. 

Held  seems  to  have  been  lis¬ 
tening.  Where  his  predecessor, 
Lawrence  Greenberg,  was  val¬ 


ued  for  his  financial  acumen, 
Northgate’s  board  —  on  which 
Greenberg  still  sits  —  tapped 
Held  for  his  operating  experi¬ 
ence.  His  reign  as  president  and 
CEO  has  seen  the  company  slash 
22%  of  its  work  force  and  focus 
on  its  core  mail-order  business. 

In  addition,  Northgate  has 
rolled  out  new  products.  In 
March,  the  company  introduced 
several  new  desktop  machines. 
It  also  began  shipping  its  first 
notebook,  based  on  Intel  Corp.’s 
80386SX  chip,  in  the  first  week 
of  April. 

The  firm  is  also  counting  on 
its  recent  switch  in  service  con¬ 
tractors  to  further  buff  an  al¬ 
ready  glowing  reputation  for  fine 
service,  Northgate  Chairman 
Arthur  Lazere  said.  He  praised 
former  Northgate  service  con¬ 
tractor  Bell  Atlantic  Corp.  but 
said  new  choice  NCR  Corp.’s 
ability  to  provide  same-day  ser¬ 
vice  throughout  the  U.S.  should 
help  win  corporate  accounts. 

No  stranger  to  struggle 

Held,  who  has  been  with  North- 
gate  for  two  years  and  is  La- 
zere’s  son-in-law,  is  no  stranger 
to  struggling  companies.  He 
took  over  the  Connecting  Point 
retail  chain  the  day  it  declared 
bankruptcy  and  turned  that 
around  in  a  year  and  a  half. 

“Those  situations  don’t  both¬ 
er  me  —  that’s  when  I  do  my 
best  work,”  Held  said. 

Held  said  Northgate’s  busi¬ 
ness  plan  in  the  future  would 
continue  its  three-point  push: 
Focus  on  quality  improvement, 
beef  up  service,  and  improve  in¬ 
ternal  procedures,  including  sys¬ 
tem  development. 


Which  way  Northgate? 

Northgate  Computer  Systems,  Inc.,  which  once  seemed  headed  south, 
could  be  on  the  rise  again  with  a  new  leader  and  a  tightened  focus 
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Once-mighty  Maxtor 
fumbles  '91  earnings 


BY  RICHARD  PASTORE 

CW  STAFF 


Maxtor  Corp.,  once  the  leading 
vendor  of  high-end  5  Vi -in.  Win¬ 
chester  disk  drives,  has  dropped 
the  ball  and  suffered  a  penalty 
shot  to  its  earnings  with  a  $49.8 
million  loss  for  the  latest  quarter 
and  a  $45.4  million  loss  for  fiscal 
year  1991,  ended  March  3 1 . 

Maxtor’s  problems  began  un¬ 
der  the  stewardship  of  recently 
deposed  Chief  Executive  Officer 
George  Scalise,  analysts  said. 
Engineers  who  were  unhappy 
with  management  left  the  San 
Jose,  Calif. -based  firm.  Conse¬ 
quently,  Maxtor  fell  behind  on 


development  of  5% -in.  and  3%- 
in.  drives  with  capacities  over 
1G  byte,  several  analysts  said. 

“That  leadership  advantage 
not  only  eroded,  it  vanished,” 
said  James  A.  Stone,  an  analyst 
at  Ladenburg,  Thalmann  &  Co. 
in  New  York.  Maxtor  has  few 
OEM  deals  for  its  latest  genera¬ 
tion  of  high-end  drives,  he  said. 

Maxtor  competitors  Seagate 
Technology,  Inc.  and  Micropolis 
Corp.  have  picked  up  the  slack 
and  taken  over  the  lead,  netting 
significant  OEM  deals  for  their 
high-end  drives,  said  James  Por¬ 
ter,  president  of  Disk/Trend, 
Inc.  in  Los  Altos,  Calif. 

Just  13  months  ago  Maxtor 


was  looking  much  more  formida¬ 
ble,  when  it  virtually  doubled  its 
size  with  the  acquisition  of  the 
former  Miniscribe  Corp.  and 
leapt  from  fourth  place  into  the 
No.  2  position  among  5  Vi -in.  and 
3V2-in.  drive  manufacturers,  be¬ 
hind  only  Seagate. 

Maxtor  paid  $46  million  to 
buy  Miniscribe  —  which  posted 


$70  million  in  1989  sales  —  in  a 
court-ordered  auction.  A  new 
management  team  has  stabilized 
the  Miniscribe  operation,  Pbrter 
said. 

In  January,  Scalise  was  re¬ 


placed  by  former  chairman  and 
company  founder  James  McCoy. 
The  new  CEO’s  primary  objec¬ 
tive  is  to  “rebuild  the  engineer¬ 
ing  ability  to  get  new  products 
out  earlier,”  Porter  said. 

Others  said  they  expect  that 
Maxtor  will  not  have  a  chance  to 
regain  a  leadership  role  in  the 
next  generation  of  high-end 
drives  before  1992.  The  window 
of  market  opportunity  for  drives 
greater  than  1G  byte  is  already 
closing,  Stone  pointed  out,  while 
the  window  for  the  next  genera¬ 
tion  has  barely  opened. 

The  firm  reported  the  losses 
on  $223.6  million  in  sales  for  the 
quarter  and  $871.3  million  for 
the  fiscal  year.  Roughly  59%  of 
the  loss  came  from  onetime  re¬ 
structuring  and  other  charges, 
including  consolidation  and  lay¬ 
off  costs.  The  company  ended 
fiscal  1990  with  $491  million  in 
sales  and  $  1 8.9  million  profit. 
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The  cost  crunch. 


Budgets  get  cut.  Dema] 

Tradition  has  it  that  if  you  want  something 
done  for  less,  you  do  it  yourself.  So  once  again, 
the  computer  world  defies  tradition. 

IS  departments  are  discovering  that  many 
“ 'in-house”  functions  can  be  handled  more 
economically,  and  better,  by  outside  specialists. 
Which  is  why,  as  belts  tighten,  outsourcing  has 
become  a  hot  topic. 

It’s  also  why  IBM  has  dramatically  expanded 
our  range  of  services,  to  provide  whatever  kinds 
of  support  you  need,  to  save  you  the  most  money. 

For  example,  we  can  run  your  whole 


fe  don’t.  If  you  need  help,  we  have  it 


data  center  (as  were  now  doing  for  several  large 
i  customers)  or  we  can  take  responsibility  for 
i  selected  areas: 

From  disaster  recovery,  to  network  manage¬ 
ment,  to  application  development  and  engineer¬ 
ing,  to  training  your  people  and  helping  end 
users,  to  installing  fiber  optics,  to  multivendor 
integration  and  maintenance,  to  name  a  few. 

If  you  like,  we  can  begin  by  analyzing  your 
operation  to  see  where,  or  if,  we  can  help  you. 

If  you  don’t  need  us,  well  say  so.  But  il  we  can 
save  you  money,  we’ll  show  you  bow,  up  front. 


We’ll  also  put  you  in  touch  with  similar  custom¬ 
ers  so  you  can  share  their  experience. 

The  idea  is  for  IBM  to  lighten  your  IS  bur¬ 
den,  to  free  your  resources  so  you  can  focus  on 
your  core  business.  After  all,  our  core  business 
is  IS.  Were  already  geared  for  just  about  any 
problem  you’re  likely  to  face.  So  our  economies 
of  scale  can  mean  economy  for  you,  too. 

lb  learn  more  about  how  IBM  services  can 

help  you  meet  both  your  needs  — -  —  — 

and  your  budget,  call  us 

at  1  800  IBM-6676,  ext.  881.  =====  7  = 
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British  Rail  spins  off  telecommunications  unit 


Operator  aims  to  position  itself  alongside  British  Telecom  as  major  public  telecom  carrier 


BY  BRYAN  CRUMP 

IDG  NEWS  SERVICE 


LONDON  —  What  does  telecommunica¬ 
tions  have  to  do  with  trains?  What  gives 
British  Rail  Telecom,  part  of  a  company 
that  operates  a  rail  network  with  its  ori¬ 
gins  in  the  last  century,  license  to  sell 
communications  technology  for  the  next? 

Peter  Borer,  managing  director  at  BR 
Telecom,  answered  both  questions  by 
pointing  to  BR  Telecom’s  long  history  as 
a  telecommunications  operator,  during  its 
tenure  as  a  part  of  British  Rail.  Good  com¬ 


munications  are  vital  to  a  railway,  Borer  the  three  major  public  telecommunica- 
said.  If  stations  cannot  talk  to  each  other,  tions  carriers  in  the  UK.  With  the  March 
or  if  the  lines  to  the  signals  are  broken,  release  of  the  government 

then  trains  cannot  run.  white  paper  on  telecom- 

Officially  formed  as  a  sep-  munications  competition 

arate  company  last  Sep-  for  the  1990s  giving  the 

tember,  BR  Telecom  runs  green  light  for  the  scrap- 

about  60,000  internal  lines  ping  of  the  telecom  “duopo- 

for  British  Rail’s  business  ly”  that  prevented  companies 

operation.  The  railroad’s  ^  other  than  British  Telecom  and 

signaling  staff  still  has  its  own  network.  Mercury  from  offering  a  public  fixed-line 

Borer’s  mission  is  simple:  to  establish  service,  Borer’s  team  is  ready  to  swing 
the  firm  alongside  British  Telecom  and  to  out  onto  the  marketing  mainline  —  once 
rival  Mercury  Communications  as  one  of  he  has  found  another  business  partner. 


A  leasing  company  that 
won’t  throw  you  any  curves 


In  baseball,  if  you  fail  70%  of  the  time,  you’re  a  superstar.  In  business, 
you’re  history. 

That’s  why  you  need  a  leasing  partner  that’s  straight  with  you,  helping 
you  analyze  the  complete  line-up  of  high-tech  equipment  options 
facing  you...new,  used,  lease,  purchase,  regardless  of  the  manufacturer. 

Comdisco  is  with  you  every  inning  of  the  game.  Discussing  strategies. 
Analyzing  alternatives.  Coming  up  with  solutions  that  work  and  save 
you  money. 

So  call  Comdisco  today... because  you  never  know  what  the  other  guy 
is  going  to  throw  at  you. 


More  than  a  leasing  company.  Much  more. 


Comdisco  Inc. 

6111  North  River  Road 
Rosemont,  Illinois  60018 

708-698-3000 


Comdisco  and  its  logos  are  registered 
service  marks  of  Comdisco  Inc 
6  1991  Comdisco  Inc 


Borer  is  looking  for  a  solid,  privately 
owned  telecommunications  carrier  with 
plenty  of  money  and  marketing  expertise 
to  share  with  his  fledgling  company. 
“They’ve  got  to  be  pretty  substantial 
companies,”  he  said.  “We’re  talking 
about  hundreds  of  millions  of  dollars.” 

However,  it  is  the  marketing  as  much 
as  the  money  that  BR  Telecom  wants. 
Until  now,  the  firm  has  had  only  one  cus¬ 
tomer:  British  Rail.  Selling  telecom  ser¬ 
vices  to  the  rest  of  the  UK  will  not  be  so 
easy,  Borer  conceded.  While  he  has  no 
doubts  about  his  firm’s  ability  to  come  up 
with  the  telecommunications  goods,  he 
said  he  thinks  BR  Telecom  will  need  help 
in  tailoring  them  to  the  marketplace. 

Aside  from  being  BR  Telecom’s  sole 
customer,  British  Rail  could  be  the  fledg¬ 
ling  firm’s  biggest  liability:  British  Rail  al¬ 
ways  seems  to  be  struggling  against  bad 
press.  Borer  acknowledged  that  it  is  a  big 
problem,  but  he  said  he  believes  the  right 
advertising  will  help  BR  Telecom  bypass 
the  issue.  “Some  people  are  always  going 
to  knock  us,  but  good  branding  can 
change  the  customer  perception  of  what 
you  are  trying  to  sell.  Intercity  [Rail]  has 
managed  to  do  that,  and  they  are  100% 
[British  Rail],”  he  said. 

Borer  is  no  stranger  to  the  realities  of 
the  marketplace.  He  has  spent  most  of  his 
working  life  in  the  service  of  telecom¬ 
munications  companies:  first  at  IT&T  in 
Brussels,  Paris  and  the  U.S.,  and  since 
1984  at  Kingston  Communications,  a  UK 
telecommunications  company. 

Firsthand  knowledge 

Borer’s  stint  at  Kingston  gave  him  an  op¬ 
portunity  to  experience  what  it  is  like  to 
compete  against  British  Telecom  first¬ 
hand.  His  conclusion:  Sometimes  it  is  bet¬ 
ter  to  be  smaller.  Kingston’s  small  size 
meant  it  was  relatively  easy  to  become  a 
100%  digital  network,  a  task  it  completed 
shortly  after  Borer  joined  British  Rail. 

His  point  is  that  small  firms  are  often 
better  placed  to  take  advantage  of  market 
changes.  Changes  such  as  the  rise  in  the 
use  of  computers  has  led  to  greater  de¬ 
mand  for  data  as  well  as  voice  lines.  Borer 
said  he  expects  telephone  demand  to  stay 
constant  throughout  the  ’90s. 

“Growth  seems  to  be  insatiable,  even 
within  British  Rail.  British  Telecom’s 
weakness  is  that  it  has  difficulty  in  moving 
quickly  in  an  entrepreneurial  way  to  take 
advantage  of  this,”  Borer  said. 

But  isn’t  Mercury  small,  too?  Borer 
agreed  but  said  Mercury  serves  limited 
areas  of  the  UK.  BR  Telecom’s  cables  go 
everywhere  the  railway  goes. 

When  it  comes  to  those  cables,  Borer 
has  no  worries  about  his  firm’s  expertise. 
About  70%  of  its  lines  are  digital,  and  the 
network  has  1,500  miles  of  fiber-optic  ca¬ 
ble.  In  two  years,  he  said,  the  network 
should  be  100%  digital  and  fiber. 

If  it  succeeds,  BR  Telecom  will  not  be 
the  first  telecommunications  firm  to  spin 
off  from  a  railway.  Borer  cited  the  case  of 
Japan  Telephone  Co.,  No.  3  in  its  national 
market,  as  a  case  of  a  telecom  supplier 
formed  from  the  telephone  network  of  the 
country’s  national  rail  network.  Railways 
in  Canada,  the  U.S.  and  New  Zealand  have 
also  attempted  to  sell  spare  capacity  on 
their  telephone  systems. 

Borer  said  the  business  is  there.  If  BR 
Telecom  can  get  on  the  same  bandwagon. 
Borer  may  find  he  has  booked  a  perma¬ 
nent  seat  on  the  gravy  train. 

Crump  writes  for  PC  Business  World, 
an  IDG  Communications  British  publi¬ 
cation. 
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Privacy  issues  cloud  software  future 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C. —  A  report  just  is¬ 
sued  by  the  National  Research  Council 
points  up  a  burgeoning  problem  for  the 
software  industry:  Not  only  is  the  law  un¬ 
clear  on  the  critical  issue  of  intellectual 
property  protection  as  applied  to  soft¬ 
ware,  but  leading  lights  in  the  field  are  at 
loggerheads  over  what  direction  legal  de¬ 
velopment  should  take. 

Meanwhile,  as  confusion  proliferates, 
a  double-edge  irony  is  mounting:  The 
law’s  inability  to  keep  pace  with  software 
technology  is  starting  to  impede  that 
technology,  while  failing  to  protect  the 
rights  of  its  developers. 

Results  of  a  December  1989  work¬ 
shop,  which  brought  together  100  com¬ 
puter  specialists,  entrepreneurs,  legal 
scholars  and  lawyers  are  laid  out  in  the  re¬ 
port  published  by  the  council,  an  arm  of 
the  National  Academy  of  Sciences.  The 
report  has  been  updated  to  reflect  recent 
developments  in  technology  and  case  law. 

According  to  the  report,  “Some  see 
[industry’s  future]  obstructed  by  uncer¬ 
tainty  over  intellectual  property  protec¬ 
tion  for  software  and  by  the  adversarial 
behavior  that  has  arisen  in  this  climate  of 
uncertainty.  “The  result,”  said  Robert 
Spinrad,  director  of  corporate  technology 
at  Xerox  Corp.,  “is  confusion,  which  is 
having  a  ‘stultifying,  dulling  effect'  and  is 
‘slowing  down  the  activity’  of  firms  big 
and  small.” 

A  unique  situation 

Workshop  attendees  said  that  none  of  the 
three  ways  by  which  software  may  be  pro¬ 
tected  —  copyright,  patent  and  trade-se¬ 
cret  laws  —  really  offers  a  good  fit  for  the 
uniqueness  of  software.  As  a  result,  gaps 
in  protection  are  hard  to  avoid,  while 
some  areas  of  coverage  are  too  stringent. 
Proposals  ranged  from  “do  nothing”  to 
hybrid  patent-copyright  approaches  to 
the  development  of  a  new  body  of  law  spe- 


Five  Cs 


The  following  are  suggested  goals 
for  a  software  protection  system: 

•  Coverage.  Protection  should  ex¬ 
tend  to  the  brilliant  ideas  and  the 
hard  work  —  the  inspiration  and 
the  perspiration  —  that  goes  into  a 
product. 

•  Continuity.  The  ability  to  build 
on  existing  standards  and  conven¬ 
tions  at  a  reasonable  cost  should  be 
assured. 

•  Consistency.  This  is  key  in  the 
application  and  scope  of  intellectual 
property  protection.  Surprises 
from  belated  declarations  of  proper¬ 
ty  rights  are  to  be  avoided. 

•  Cognizance.  The  timely  aware¬ 
ness  of  competing  property  rights 
claims  should  be  facilitated  so  that 
developers  will  not  be  blindsided  by 
competitors. 

•  Convenience.  A  straightfor¬ 
ward  intellectual  property  system 
that  minimizes  litigation  and  con¬ 
flict  should  be  the  ultimate  goal. 

Source:  Robert  Spinrad,  Xerox  Corp.,  as  reported  by  the 
National  Research  Council 


cific  to  software. 

Copyrights  cover  the  expression  of 
ideas,  not  the  ideas  themselves.  That  of¬ 
ten  works  well  in  the  software  world 
where  independent  developers  may  im¬ 
plement  the  same  functions  in  a  different 
way,  as  in  competing  word  processing 
systems.  But  viewing  software  as  analo¬ 
gous  to  literary  works,  as  courts  generally 
do,  ignores  its  status  as  technological  pro¬ 
cesses,  the  purview  of  patent  law. 

To  augment  intellectual  property  pro¬ 
tections,  the  U.S.  Patent  and  Trademark 
Office  has  begun  granting  patents  for 
software  and  for  software-dominant  prod¬ 


ucts.  Some  applauded  the  accelerating 
practice,  saying  it  properly  recognizes 
software  as  technology  while  offering 
powerful  incentives  for  innovation. 

However,  some  attending  the  work¬ 
shop  saw  the  practice  as  “a  little  black 
cloud  on  the  horizon,”  saying  it  will  inhibit 
independent  invention  and  lead  to  sky¬ 
rocketing  litigation. 

Others  said  the  slowness  of  the  patent 
process  would  impede  product  deploy¬ 
ment,  and  one  observer  said  it  could  put  a 
“stranglehold”  on  scarce  supplies  of  effi¬ 
cient  algorithms  for  some  processes. 

The  report  also  looks  at  proprietary  in¬ 


terest  in  interface  code,  particularly  at 
the  hotly  contested  issue  of  what  can  and 
cannot  be  protected  in  the  “look  and  feel” 
of  the  user  interface.  It  “is  one  of  the  nas¬ 
tiest  and  most  difficult  areas”  the  soft¬ 
ware  industry  has  to  grapple  with,  said 
Frank  Ingari,  a  former  Lotus  Develop¬ 
ment  Corp.  executive.  Last  summer,  Lo¬ 
tus  won  a  major  “look  and  feel”  suit  in¬ 
volving  its  1-2-3  spreadsheet  interface.  It 
is  currently  in  court  on  another. 

In  a  controversial  proposal,  Harry  C. 
Reinstein,  chairman  at  Aion  Corp.,  said  all 
interfaces  should  be  considered  “open,” 
allowing  independent  implementation  of 
publicly  available  specifications  but  not 
copying  of  code.  “Let  us  just  not  protect 
interfaces  . . .  interfaces  are  legitimate 
points  of  competitive  entry,”  he  said. 


The  World’s  Most  Advanced  On-Line  UPS...  Is  Also  The  Best  Selling. 


The  EPS  2000  (11-125  kVA) ,  3-phase  on-line  UPS  (Uninterruptible  Power  System) ,  represents  dramatic 
advances  in  the  field  of  on-line  power  protection  for  critical  load  applications.  Its  innovative  features  and 
high  reliability  have  made  the  EPS  2000  the  world’s  best  selling  UPS,  ever,  and  set  a  new  industry 
“  standard  in  performance. 

Feat  ures  like  a  Transistorized  Pulse  Width  Modulated  (PWM)  inverter  allows  a  higher 


tolerance  of  non-linear  loads  while  maintaining  the  clean  sine-wave  output  required  by 
computers.  And  it’s  so  compact  and  quiet  that  even  with  its  matching  battery-backup  cabinet, 

|  the  KPS  2000  can  be  installed  in  a  computer  room. 

The  EPS  2000  provides  total  power  protection  and  conditioning  for  a  range  of  critical  load 
applications.  And  with  thousands  of  installations  worldwide,  this  system  has  proven  itself  in 
the  field  time  and  again.  The  EPS  2000  is  controlled  by  microprocessors  that  |.| 

_ is um  • 

continuously  monitor  all  system  parameters,  while  providing  diagnostics  and 

status  information.  KPK 


complete  line  of  power  protection  equipment.  Built  with  only  the  finest  quality  components,  like  Merlin 
Gerin  circuit  breakers,  all  EPE  products  offer  reliability,  durability  and  value.  And  EPE’s  own  service 
division  provides  a  wide  range  of  training,  service  and  support  programs  to  keep  your  equipment  at 

Merlin  Gerin,  together  form  the  world’s  largest  producer  of  power  protection  equipment. 

Look  to  advanced  technology.  Look  to  the  world’s  best-selling  UPS.  So  look  to  the 
leader  in  power  protection  equipment.  For  more  information  about  EPE  and  its  products  call 
1-800-245-EPE  or  write  us  at  1660  Scenic  Avenue.  Costa  Mesa,  CA  92626. 


?  KPK  Technologies,  a  subsidiary  of  Merlin  Gerin.  1991.  All  rights  re; 
of  KPK  Technologies.  Specifications  subject  to  change  without  notice. 
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Network  Systems  acquires  vital  link 


BY  ELISABETH  HORWITT 

CW  STAFF 


Just  as  AT&T  was  finally  dropping  its  net 
over  NCR  Corp.  last  week,  Network  Sys¬ 
tems  Corp.  was  finalizing  an  agreement  to 
acquire  local-area  network  interconnecti¬ 
vity  vendor  Vital  ink  Communications 
Corp.  for  approximately  $45  million. 

Unlike  the  AT&T/NCR  rapproche¬ 
ment,  however,  the  Vitalink  acquisition 
was  friendly  on  both  sides,  according  to 
company  spokesmen. 

Minneapolis-based  Network  Systems 
has  historically  specialized  in  high-speed, 
channel-based  networks  between  IBM 


mainframes  and  supercomputers. 

During  the  past  several  months,  the 
firm  has  plunged  into  the  LAN  intercon¬ 
nectivity  business  through  a  reseller 
agreement  with  Wellfleet  Communica¬ 
tions,  Inc.  and  a  slew  of  announcements. 

The  sticking  point  for  Network  Sys¬ 
tems  is  that  “they  have  no  present  in 
terms  of  installed  base,  distribution  chan¬ 
nels  or  reputation,”  Vitalink  spokesman 
Dana  Henrickson  said. 

Vitalink  can  fill  this  gap,  he  added. 

Vitalink,  for  its  own  part,  has  been  los¬ 
ing  out  recently  to  aggressive  router  ven¬ 
dors  such  as  Cisco  Systems,  Inc.  and  Well- 
fleet.  “It  would  take  our  internal  program 


two  to  three  years  to  come  up  with  a  full 
range  of  [LAN  interconnectivity]  prod¬ 
ucts  . . .  and  the  market  won’t  wait,” 
Henrickson  said. 

“Vitalink  was  really  hot  when  people 
thought  remote  bridging  was  viable,  but 
time  has  shown  that  bridges  are  not  the 
answer  for  large  networks,”  said  Janet 
Hyland,  an  analyst  at  Cambridge,  Mass.- 
based  Forrester  Research,  Inc. 

Integration  of  the  LAN  interconnecti¬ 
vity  side  of  the  house  is  still  down  the 
road,  Network  Systems  spokesman  David 
Flanagan  said. 

Vitalink  will  continue  to  operate  under 
its  own  name  as  an  autonomous  business 
unit  responsible  for  all  of  Network  Sys¬ 
tems’  LAN  interconnectivity  products, 
according  to  Flanagan. 


Access  Hub  132  puts  you  in  control. 

Your  search  for  advanced  LAN  con¬ 
nectivity  has  just  taken  a  turn  for  the 
better.  Introducing  Access  Hub  132, 

Gandalf's  new  cost-effective  wiring  con¬ 
centrator  with  integral  bridging. 

Cost-effective,  because  you  can  join 
a  variety  of  LAN  devices  with  existing 
unshielded  twisted  pair  wiring  using 
the  10BASE-T  Ethernet*  standard  ana  its 
assured  interoperability. 

Cost-effective,  because  you  can  combine  sophisticated 
components  into  a  highly  modular  system -regardless  of 
the  media  you  choose. 

Cost-effective,  because  you  can  make  fast  and  easy 
moves,  adds  and  changes. 

Access  Hub  132  also  features  OSI  and  SNMP  network 
management.  As  your  information  systems  evolve,  Access 


Hub  132  integrates  today's  and  tomor¬ 
row's  technologies,  offering  an  ideal 
building  block  for  future  networking 
requirements. 

There's  greater  productivity  and  less 
downtime,  with  hot-standby  power . . . 
Distributed  Repeater  Architecture,  a 
unique  method  of  isolating  individual 
stations  without  affecting  others . . .  plus 
the  ability  to  change  modules  without 
disabling  your  LAN.  And,  we  back  up 
every  Access  Hub  132  installation  with  a  responsive  nation¬ 
wide  sales  and  support  network. 

Access  Hub  132.  It's  everything  you  should  expect  from 
an  industry  leader  offering  over  20  years'  of  proven  global 
communications  experience.  Call  today  and  help  make  your 
network  vision  a  reality:  1-800-GANDALF,  EXT.  402. 

IgdJKtBtT 

Open  Networks 
for  Open  Minds 


A  Better 
Networking 
Solution 
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Ethernet  is  a  registered  trademark  of  Xerox  Corporation. 


COURT 

REPORT 


Atlanta-based  Hayes  Micro¬ 
computer  Products,  Inc.  was  re¬ 
cently  awarded  additional  dam¬ 
ages  in  its  patent  infringement 
lawsuit  against  Everex  Systems, 
Inc.,  Ven-Tel,  Inc.  and  Omnitel, 
Inc.  Federal  Judge  Samuel  A. 

Conti  doubled  the  damages  award¬ 
ed  by  a  jury  in  San  Francisco  four 
months  ago  as  a  result  of  its  finding 
that  the  defendants  had  willfully 
infringed  on  a  Hayes  modem  patent. 
Conti  also  granted  Hayes’  request 
to  recoup  litigation  expenses  and 
added,  “The  court  hopes  that  its 
holding  will  deter  future  would-be 
infringers  from  plunging  into  com¬ 
plex,  expensive  litigation . . .” 


Meanwhile,  Signature  Sys¬ 
tems,  Inc.  is  asking  a  U.S.  District 
Court  to  resolve  the  copyright  dis¬ 
pute  that  has  been  brewing  for  the 
past  five  years  between  Sebastopl, 
Calilf. -based  Signature  and  Hay¬ 
ward,  Calif.-based  Qantel  Busi¬ 
ness  Systems.  Back  in  1985,  Sig¬ 
nature  began  to  market  Comet,  a 
software  package  that  allows  soft¬ 
ware  written  in  Qantel’s  Qibasic  to 
run  on  personal  computers  other 
than  Qantel’s.  Qantel  threatened 
suit  in  1985.  Subsequently,  the  two 
companies  engaged  in  negotia¬ 
tions  for  the  sale  of  Comet  to  Qan¬ 
tel;  the  sale,  however,  went  the 
way  of  the  suit.  Last  month,  with 
Qantel  once  again  hinting  at  litiga¬ 
tion,  Signature  beat  them  to  the 
bench.  The  firm’s  suit  asks  for  a 
declaratory  judgment  that  Comet 
does  not  infringe  on  any  Quantel 
copyrights. 


One  of  the  computer  industry’s 
more  ballyhooed  legal  affairs  —  the 
lawsuit  fired  off  by  IBM  leasing 
and  financing  subsidiary  IBM 
Credit  Corp.  (ICC)  against  lead¬ 
ing  independent  lessor  Comdisco, 
Inc.  on  the  grounds  that  certain 
Comdisco  upgrades  and  reconfigur¬ 
ations  of  IBM  computers  in  the 
hands  of  ICC  lessees  amounted  to 
theft  of  ICC’s  property  —  got  its 
day  in  court  late  last  month.  The  re¬ 
sult  is  another  wait.  The  Delaware 
Chancery  Court  heard  arguments 
for  and  against  Comdisco’s  motion 
to  dismiss  ICC’s  complaint  and  has 
the  matter  under  consideration.  A 
ruling  is  expected  any  day. 
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Intergraph  moves  tentatively  to  open  systems 

Despite  cross-system  compatibility,  the  firm  will  license  its  software  only  for  its  own  platform 


BY  J.  A.  SAVAGE 

CW  STAFF 


HUNTSVILLE,  Ala.  —  Intergraph 
Corp.,  the  first  company  to  market  a  re¬ 
duced  instruction  set  computing  (RISC) 
workstation,  claims  it  is  moving  into  open 
systems.  If  management  has  its  way,  how¬ 
ever,  the  company  will  not  be  dragged 
into  mix-and-match  computing. 

During  the  past  year,  Intergraph  has 
moved  to  interconnect  its  engineering 
workstations  and  other  systems.  It  also 
acquired  Dazix,  an  electronic  design  firm 
that  offers  software  on  Sun  Microsys¬ 
tems,  Inc.’s  workstations.  Despite  these 
moves  into  heterogeneous  computing,  In¬ 
tergraph  plans  on  “licensing  its  software 
only  for  our  own  platform,”  said  Robert 
Glasier,  vice  president  of  marketing. 

In  the  near  future,  Intergraph  will 
adopt  the  Open  Software  Foundation’s 
OSF/1,  abandoning  AT&T’s  System  V.3. 
Although  that  would  mean  the  company’s 
software  should  be  able  to  run  on  any  oth¬ 
er  hardware  that  conforms  to  the  OSF/1 
standard  —  IBM’s  or  Hewlett-Packard 
Co.’s,  for  instance  —  Intergraph  would 
rather  it  did  not.  “I  can’t  say  we’d  leap  at 


the  opportunity  to  license  our 
software  to  run  on  HP,”  Gla¬ 
sier  said. 

Dave  Burdick,  vice  presi¬ 
dent  of  Dataquest,  Inc.’s  sys¬ 
tems  group,  said  the  strategy 
of  not-quite-open  open  sys¬ 
tems  will  not  hurt  the  compa¬ 
ny  in  the  short  run.  "Inter¬ 
graph  is  a  follower  rather 
than  a  leader,”  Burdick  said. 
“It  doesn’t  need  to  waste  a  lot 
of  time  trying  to  be  a  leader  in 
open  systems.” 


Glasier:  ‘It’s  neces¬ 
sary  to  be  able  to  sup¬ 
port  standards’ 


The  firm  has  chosen  to  ig¬ 
nore  the  larger  commercial 
market  that  RISC  vendors  in¬ 
cluding  HP,  IBM  and  Sun  are 
pursuing.  According  to  Gla¬ 
sier,  the  company  assembled 
a  commercial  sales  force 
three  years  ago,  but  it  was  re¬ 
focused  on  technical  sales. 

Intergraph  is  doing  fairly 
well  in  its  niche.  Its  revenue 
crested  at  $1  billion  in  1990, 
up  from  $860  million  in  1989; 
annual  profits  slipped  from 


"CAMBEXIS 
INTRODUCING 
SHORT-TERM 
MEMORY  RENTAL 
JUST  WHEN 
I  NEED  IT  MOST." 


$79.5  million  in  1989  to  $62.6  million, 
driven  down  by  the  costs  of  the  Dazix  ac¬ 
quisition,  Intergraph  said. 

In  fact,  Burdick  said,  in  coupling  a 
workstation  business  mode  with  systems 
application  software,  Intergraph  has 
carved  out  “a  unique  existence  in  the 
workstation  market.” 

But  its  foray  into  open  systems  re¬ 
mains  limited  to  networking.  “To  be  com¬ 
petitive,  to  tie  our  systems  to  an  MIS  de¬ 
partment,  it’s  necessary  to  be  able  to 
support  standards,”  Glasier  said.  Last 
month,  the  company  announced  products 
that  communicate  and  share  data  with 
Digital  Equipment  Corp.,  HP,  IBM  and 
Sun  computers  as  well  as  Open  System 
Interconnect,  Token  Ring  and  X.25  inter¬ 
face  standards. 


INTERNATIONAL 

BRIEFS 

Open  up  in  the  name  of  Microsoft 

►  Acting  on  a  complaint  filed  jointly  by 
Microsoft  Corp.  and  Autodesk,  Inc., 
Brazilian  officers  of  justice  raided  the 
Sao  Paulo  offices  of  Westinghouse  Bra¬ 
zil  late  last  month  and  discovered  a 
cache  of  unauthorized  copies  of  MS-DOS 
and  Autodesk’s  Autocad  software, 
Microsoft  said  last  week.  If  Westing- 
house  and  the  software  vendors  fail  to 
reach  an  accord  by  May  27,  Microsoft 
said,  Westinghouse  could  face  a  civil  suit 
as  well  as  copyright  infringement  fines  in 
the  ballpark  of  $2  million. 

Bull  regroups  in  Asia 

►  Groupe  Bull  said  it  has  reorganized 
its  Asian  operations  to  better  serve  Pacif¬ 
ic  Rim  customers.  Previously,  Bull  SA 
of  Europe  and  Bull  HN  Information 
Systems,  Inc.,  based  in  the  U.S.,  main¬ 
tained  sales  and  marketing  operations  in 
that  region.  The  reorganization  consoli¬ 
dates  all  Asian  sales  and  marketing  under 
Bull  HN.  Bull  has  segmented  the  area 
into  four  operations,  all  of  which  will  re¬ 
port  to  John  Noonan,  vice  president  and 
general  manager  of  Asia  Operations,  at 
Bull  HN  headquarters  in  Billerica,  Mass. 

Turn  for  the  worse 

►  Hopes  that  economic  fluctuations 
would  leave  Finland’s  technology  sector 
relatively  unscathed  evaporated  as  the 
Finnish  technology  industry’s  bankruptcy 
rate  soared  90%  over  last  year’s,  a  re¬ 
cent  report  in  the  Finnish  business  press 
said.  From  January  to  March,  said  Mikko 
Parjanne,  executive  officer  of  Finnish 
market  research  firm  Asiakastieto 
Oy,  1,524  creditors’  petitions  were  filed 
against  technology  firms,  driving  many 
smaller  firms  into  bankruptcy. 


If  you  are  like  most  IBM 
System/3090  mainframe  users, 
the  effect  of  tight  economic 
conditions,  internal  streamlining 
and  restrictive  budgets  has 
made  cost  savings  a  key  goal. 

Cambex  can  help  you  reach  it. 
Because  now,  for  the  first  time, 
Cambex  is  offering  3090  and 
ES/9000  users  a  short-term 
memory  rental  and  leasing  pro¬ 
gram  that  gives  you  maximum 
flexibility,  configurability  and 
freedom  of  action  at  the  lowest 
prices  ever  seen. 

As  mainframe  upgrades  have 
grown  more  frequent  and  com¬ 
plicated,  many  users  do  not 
want  to  lock  into  fixed  storage 
configurations  or  capacities 
under  a  long-term  lease. 

With  Cambex's  unique  short¬ 
term  rental  and  lease  plans, 
you  don't  have  to. 

The  plans  let  you  upgrade  or 
reconfigure  central  or  expanded 
memory  on  any  mainframe  on 
a  rental  term  as  short  as  90  days. 

We’ll  install  either  Cambex  or 
IBM  storage  cards,  as  you  prefer. 
Cambex  STOR/9000  cards  are 
identical  to  IBM's,  so  the 
upgrade  is  fast,  easy,  safe,  and 
immediately  recertified  by  IBM. 

Cambex  cards  are  also  far  less 
costly  than  IBM's  —  so  you  get 
a  major  additional  cost  savings. 
A  Cambex  card  can  be  used  in 
all  50  3090  models,  so  you  can 
reconfigure  a  number  of  main¬ 


frames  from  a  single  pool  of 
rented  or  leased  cards,  for  even 
more  savings. 

Cambex  factory-trained  techni¬ 
cians  install  and  reconfigure  the 
storage  cards  in  just  a  few 
hours.  At  no  cost  to  you.  And 
for  any  rental  period  of  90  days 
or  more  that  your  site  require¬ 
ments  demand. 

If  you  are  an  IBM  mainframe 
user,  turn  to  Cambex  for  your 
memory  today.  If  you  are  plan¬ 
ning  to  acquire  a  3090  or 
ES/9000  in  the  future,  get  just 
the  processor  and  leave  the 
memory  to  Cambex.  You'll  see 
savings  you  never  thought 
possible. 

CAMBEX 
TO  THE 
RESCUE. 


Cambex  Corporation 
360  Second  Avenue 
Waltham,  MA  02154 
617-890-6000 


Cambe\ 


Cambex  a/so  designs  and  manufactures  storage  solutions  for  the  IBM  Rf SC  System/6000. 
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Now  you  have  a  better  way  to  recruit 
university  and  college  students 
planning  computer  careers: 

Computerworld's  fourth  annual 
Campus  Recruitment  Edition 


Issue  Date:  October  31, 1991 
Close:  September  27,  1991 


i  Top  Wptoo 
you  want  to  * 


i  William  Gibson, 
author  of  Neuromanccr 


Computer  careers 
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confines  of  campus 


Resume  in  Mi*.***  « 


If  you  recruit  top  computer  career  students  on 
America’s  campuses,  your  message  in  this  special 
issue  will  target  more  of  them  than  any  other 
newspaper  or  magazine! 

Now  you  can  recruit  computer  talent  on 
campus  without  leaving  your  office! 

That’s  because  135,000  copies  of  this  special 
issue  will  be  distributed  to  America’s  best 
and  brightest  students  enrolled  in  Information 
Systems  (IS),  Computer  Science,  Computer 
Engineering,  Electrical  Engineering,  and  just 
about  any  other  computer-involved  curricula. 

Finally  you  can  cost-effectively  reach 
the  quality  and  quantity  of  students 
you  need! 

And  you  can  do  it  with  just  one  ad  in 


Computerworld’s  Campus  Recruitment  Edition!  For  a 
rate  card  reflecting  complete  campus  distribution,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/343-6474  (in  MA,  508/879-0700).  But 
hurry  . . .  this  issue  closes  September  27,  1991! 


Planned  Editorial  Features: 

(subject  to  revision) 


Companies  where  computer  career  students  want 
to  work.  And  their  top  choices  for:  Information 
Systems,  Engineering,  Sales  &  Marketing, 
Technical  Support,  Research  &  Development. 

Prospects  for  minorities  in  computing. 


Merits  of  an  Electrical  Engineering  degree  for 
a  computer  career. 

Information  Systems  salaries  from 
Computerworld's  annual  survey  with  the  Data 
Processing  Management  Association. 
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It  may  come  as  no  surprise 
that  opportunities  for  in¬ 
formation  systems  profes¬ 
sionals  aren’t  exactly  siz¬ 
zling  in  the  struggling  retail 
industry.  Fortunately,  there  are 
some  bright  spots,  namely  suppli¬ 
ers,  prescription  drug  companies 
and  mail-order  firms. 

For  example,  Walgreen  Co.,  a 
drugstore  chain  in  Deerfield,  Ill., 
reports  a  growth  of  more  than 
100  stores  per  year  from  a  base 
of  1,500-plus  stores,  according 
to  Pam  Schmitz,  a  technical  re¬ 
cruiter  for  the  company.  “We’re 
in  a  recession-resistant  business. 
People  don’t  stop  buying  pre¬ 
scription  drugs,”  she  says. 

As  the  number  of  Walgreen 
stores  increases,  existing  stores 
are  being  outfitted  with  in-store 
processors  —  an  IBM  Applica¬ 
tion  System/400  in  each  store  — 
as  well  as  point-of-sale  and  scan¬ 
ning  equipment,  Schmitz  says. 

Walgreen  is  also  implementing 
a  system  to  manage  inventory, 


Shining  spots  on 
the  retail  horizon 


BY  BARBARA  FRANCETT 

SPECIAL  TO  CW 


and  it  subsequently  needs  people 
to  develop  and  maintain  them,  ac¬ 
cording  to  Schmitz. 

Overall,  the  company  is  look¬ 
ing  for  professionals  experienced 
with  IBM  midrange  and  main¬ 
frame  computers.  “We  have  all 
that  point-of-sale  data,  so  we 
want  to  use  the  informa 
tion  to  do  a  better  job 
of  purchasing  at  the 
right  price  and  the 
right  time  of 
year.” 

The  company 
has  increased  its 
IS  hiring  by  approxi¬ 
mately  7%  since  last 
year,  Schmitz  says.  Most 
of  the  new  hires  are  programmer 
analysts  with  two  to  five  years  of 
experience.  Not  much  is  happen¬ 
ing  at  the  project  leader  or  man¬ 
agement  level,  she  says,  because 
Walgreen  generally  hires  at  the 
lower  end  and  promotes  from 
within. 

Job  hunters  with  a  hankering 
for  retail  might  also  find  pockets 
of  opportunity  at  mail-order  and 
direct-sales  companies.  Both  of 


these  segments  are  computer-in¬ 
tensive  businesses  and  are  re¬ 
portedly  growing. 

“Basically,  we’re  strong  and 
moving  ahead.  We  haven’t  been 
touched  by  setbacks,”  says  Ray¬ 
mond  Perry,  vice  president  and 
chief  information  officer  at  Avon 
Products,  Inc.  in  Rye,  N.Y. 

“IS  is  an  exciting  place  to 
work  because  our  business  strat¬ 
egies  have  an  IS  component,” 
Perry  says.  The  most  recent  of 
these  is  a  new  direct-mail  pro¬ 
gram  Avon  plans  to  launch  na¬ 
tionally  during  the  next  year. 

IS  professionals  skilled 
in  telecommunica¬ 
tions,  database  and 
applications  pro¬ 
gramming  and  de¬ 
sign  are  in  the 
heaviest  demand, 
according  to  Per¬ 
ry. 

Hiring  opportuni¬ 
ties  are  also  flourishing  at 
retailers’  suppliers,  a  related  em¬ 
ployment  avenue.  Retailers  are 
starting  to  demand  that  their 
suppliers  invest  more  in  technol¬ 
ogy,  says  Dean  Trilling,  vice 
president  of  IS  at  American 
Greetings  Corp.  in  Cleveland. 
The  greeting  card  and  gift  wrap 
company  supplies  retail  stores 
and  maintains  a  small  retail  divi¬ 
sion  of  its  own. 

“We’re  spending  money  on  de¬ 


veloping  technology  like  EDI  that 
helps  us  build  better  relation¬ 
ships  with  retailers,”  Trilling 
says. 

However,  the  majority  of  re¬ 
tailers  are  riding  out  a  difficult 
economic  storm,  making  IS  em¬ 
ployment  opportunities  slim.  Al¬ 
though  they  have  started  to  in¬ 
vest  in  information  technologies 
such  as  inventory  control  sys¬ 
tems  and  electronic  data  inter¬ 
change  (EDI),  retailers  are  cur¬ 
rently  refocusing  and  consolidat¬ 
ing  the  responsibilities  of  their 
existing  staffs. 

For  example,  retail  managers 
are  asking  their  systems  analysts 
to  perform  coding  and  their  tech¬ 
nicians  to  demonstrate  adminis¬ 
trative  skills. 

“Many  retailers  want  state- 
of-the-art  systems,  but  they 
don’t  want  to  buy  the  expertise 
to  run  them,”  says  Allan  Gross- 
man,  senior  partner  at  A.  Davis 
Grant  &  Co.,  an  Iselin,  N.J.- 
based  recruiter.  “In  the  last 
year,  we  haven’t  seen  any  pickup 
at  the  management  level  in  the 
retail  sector.” 

But  if  retailers  want  to  com¬ 
pete  successfully,  they  need  an 
up-to-date  and  technically  profi¬ 
cient  IS  department,  says  Mur¬ 
ray  Forseter,  editor  and  asso¬ 
ciate  publisher  of  Chain  Store 
Age  Executive  magazine  in  New 
York. 


While  the  overall  retail  career 
picture  is  gloomy  now,  it  may 
nevertheless  improve  in  the  near 
future,  analysts  say.  “In  the  long 
run,  the  emphasis  on  technology 


Many  re¬ 
tailers 

want  state- 

of-the-art  systems,  but 
they  don’t  want  to  buy 
the  expertise  to  run 
them.” 


ALLAN  GROSSMAN 
A.  DAVIS  GRANT 


will  translate  into  more  jobs,” 
says  Burton  M.  Nudelman,  a 
management  consultant  special¬ 
izing  in  the  retail  industry  in  Port¬ 
land,  Ore. 

The  summer  should  bring  a 
more  positive  outlook.  “We’ve 
turned  the  corner  of  the  retail  re¬ 
cession,”  says  Herb  Kleinberger, 
a  partner  responsible  for  retail 
systems  consulting  at  Price  Wa¬ 
terhouse’s  Management  Hori¬ 
zons  Division  in  New  York. 

“I  wouldn’t  call  it  boom  time, 
but  there  will  be  opportunities.” 


Francett  is  a  free-lance  writer  based  in 
Bloomfield,  NJ. 


Sunbelt  Opportunities 


TELON  Prog/Anal's  34-43K 

ASSEMBLER  Prog/Anal  s.  ..  30-35K 
DB2/SQL  Prog/Anal's  30-40K 
CICS  Prog/Anal's.  30-37K 

IMS  OB/DC  Prog/Anal's  30-37K 

PL/1  Prog/Anal's .  32-36K 

IDMS-ADS/0  Prog/Anal's  32-38K 
FOCUS  Prog/Anal's  33-40K 
AS/400- S/38  Prog/Anal's  30-38K 
TANDEM  Prog/Anal's  30-40K 
HP  3000-C060L  Prog/Anal's  30-37K 
VAX/COBOL  Prog/Anal's  32-36K 
ADABAS/NAT  Prog/Anal's  .  30-37K 
ORACLE/SQL  Prog/Anal's...  35-45K 
MSA  or  M&D  Prog/Anal's..  33-45K 

DB2  or  IMS  DBAs .  40-53K 

EDP  Auditors .  33-46K 


North  Carolina's  largest  employment 
agency,  in  business  since  1975.  300  affili¬ 
ates  Opportunities  in  the  Southeast  and 
nationwide 


Corporate 

Personnel 

Consultants 


3705-320  Latrobe  Drive.  Box  221739 
Charlotte.  NC  28222  (704)  366-1800 

Attn:  Rick  Young,  C.P.C. 


Assistant  Director 

Administrative  Information  Systems  and  Services 
University  of  Illinois 

Administrative  Information  Systems  and  Services  has  an  opening  for 
an  Assistant  Director  in  Information  Management  Services  in  Urbana. 
expected  availability  June  1,  1991.  Responsibilities  include  directing 
and  managing  the  Decision  Support  Services  team.  The  team  is  re¬ 
sponsible  for  designing  and  implementing  systems  that  provide  client 
access  to  production  data  to  support  the  decision  making  process 
within  the  University. 

The  position  requires  a  Bachelor’s  Degree  with  emphasis  in  Computer 
Science  and/or  Management  Information  Systems.  A  minimum  ol  four 
years  experience  in  computing  including  demonstrated  skill  in  manag¬ 
ing  human  resources,  interacting  with  various  levels  of  management, 
systems  design  and  analysis,  and  large  scale  project  management  is 
required.  Preference  will  be  given  to  those  with  Master’s  Degrees,  five 
years  of  experience  doing  analysis  and  three  years  of  management 
experience  including  human  resource  management,  large  scale  proj¬ 
ect  management  and  strategic  planning.  Salary  is  commensurate  with 
education  and  experience.  The  anticipated  minimum  starting  salary  is 
$45,000.  Please  submit  a  letter  of  application,  resume,  and  three  ref¬ 
erences  no  later  than  May  31 , 1991  to: 

Maxine  Hayden,  Assistant  Director 
Administrative  Information  Systems  and  Services 
911  S.  Sixth  Street 
Champaign,  IL  61820 

The  University  ot  Illinois  is  an  Affirmative  Action/ 

Equal  Opportunity  Employer. 


CONTRACT  PROGRAMMERS 

WITH  A  MINIMUM  OF  5  YRS  EXP 


ADABAS/NATURAL  2.0 
SENIOR  PROGRAMMER/ANALYST 
PROJECT  LEADER.  SYSTEMS  ANALYST 

Up  to  $45  Per  Hour 

ADABAS  NATURAL  SYSTEM 


TEST  COORDINATOR 

(Heavy  Planning  &  Integrated  Testing) 

ADABAS  DATABASE  ADMINISTRATOR 
PREDICT  AND  UTILITIES 

UP  TO  $50  PER  HOUR 


RELATIONAL  DATA  BASES 


INGRES 
SQL,  DB2 
XBASE 
CASE  TOOLS 
PARADOX 
VAX,  VMS 
SUN 


ORACLE 

ETHERNET 

FOXBASE 

CASE  METHODOLOGY 

CAD,  CAM 

UNIX 

FORTRAN 


IMMEDIATE  OPENINGS 


J.P.S.,  INC 

P.O.  Box  690007,  Houston,  TX  77269-0007 
(713)  820-0024,  Toll  Free  (800)  633-0391,  FAX  (713)  370-8021 
No  tralnaas  or  part-time  positions 

Equal  Opportunity  Employer 


CA&M 

CONTRACTS 


P  Murphy  6  Associates.  Inc. 


4405  RIVERSIDE  DR.,  SUITE  100 
BURBANK,  CA  91505 
(818)841-2002  (714)552-0506 
FAX:  (818)  841-2122 

Membar  NACCB 


MANAGER 

BULL  ENVIRONMENT 

Large  Mid-western  wholesale  distributor  is  seeking  Manager,  Sys¬ 
tem  Implementation  with  experience  in  a  Bull  HN  DPS9000/DPS90, 
national  DN8  network,  IDS-ll,  TP8  environment. 

Candidates  should  possess  10-15  years  experience  in  a  Bull  HN  en¬ 
vironment  with  management  of  large  applications  development  proj¬ 
ects,  Bull  HN  techniques  and  computer  operations,  configuration 
expertise  for  Bull  HN  mainframes,  mini-computers,  and  networking. 
Excellent  verbal  and  written  communication  skills  required. 

Excellent  benefit  program  including  profit  sharing  and  stock  pur¬ 
chase.  Salary  commensurate  with  experience 

Equal  Opportunity  Employer  M/F/H/V 


PROFESSIONAL 


II  CONSULTING  NETWORK  H 

SAN  FRANCISCO  BAY  AREA 

CONTRACTS  TO  ADVANCE  YOUR  CAREER 
INGRES  DBAs  N  Programmers 
DB2  Analysts/Programmers  &  DBAs 
AS-400  Programmers/Analysts 
C/UNIX  Programmers  &  Systems  Administrators 
RDBMS  All  levels  of  ORACLE,  INGRES, 
INFORMIX.  SYBASE 


For  Immediate  consideration,  send  resume  to: 

CW-58419,  Computerworld 
Box  9171,  Framingham,  MA  01701-9171 


595  Market  Slreel,  Suite  1400 
San  Francisco,  Ca  94105 
1415)  777-4321  .  Fax  777-8632 


CALLUS... 
Because  Your 
Future  Is  Our 
Business 

M.I.S.  International  is  one  of  Michigan’s  oldest 
and  most  respected  consulting  firms.  For  over 
20  years,  we  have  provided  top-notch  data  pro¬ 
cessing  services  to  Fortune  500  firms  including 
the  major  automobile  manufacturers  and 
suppliers. 

We  are  enjoying  exceptional  growth  in  our 
Michigan,  Ohio  and  California  offices,  making 
this  a  perfect  time  to  step  up  to  a  permanent 
position  on  our  technical  staff.  Currently  avail¬ 
able  opportunities  include: 

•  ORACLE  •  IMS  DB/DC  DB2 

•  PARADOX  •  PU1,  APS,  CICS, 

•  INGRES  DB2 

•  DEC  VAX,  FORTRAN  •  MSA,  IMS  DB/DC, 

•  DEC  DTM,  C  DB2  a  plus 

Call  Marie  Clark  at  1-800-878-1118,  or 
forward  your  resume  to:  MIS  International 
Corporate  Headquarters,  445  Enterprise 
Ct.,  Bloomfield  Hills,  Ml  48302.  FAX 
(313)  253-9506.  Equal  Opportunity  Employer. 
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COMPUTER  CAREERS 


Data  Processing 


Twentieth  Century  Companies,  providing  management  and  service  to 
Twentieth  Century  Investors,  a  $10  billion  family  of  no-load  mutual 
funds  located  in  Kansas  City,  Missouri,  is  seeking  analyst/ 
programmers  to  join  our  expanding  Information  Systems  department. 
Reporting  to  a  programming  manager,  the  responsibilities  of  these 
positions  include  the  design,  construction,  testing  and  documentation 
of  application  systems. 

Qualifications: 

•  College  degree  in  information  systems  or  computer  science,  or 
an  equivalent  combination  of  education  and  information  systems 
experience. 

•  Demonstrated  proficiency  in  the  analysis,  design,  construction 
and  implementation  of  fairly  complex  mainframe  on-line  and 
batch  application  program  systems. 

•  Dyatron  recordkeeping  system  experience. 

•  A  minimum  of  two  years  of  information  systems  experience 
which  includes: 

-  CICS  Command  Level  programming 

-  VSAM  COBOL  experience 

-  Proficiency  in  use  of  TSO/ISPF 

-  Programming  in  an  OS/MVS  environment 

-  Proficiency  in  coding  of  MVS  job  control 

•  Other  beneficial  experience  includes: 

-  Database,  preferably  DB2 

-  Cross  System  Product 

•  Demonstrated  commitment  to  working  as  a  member 
of  a  team. 

We  offer  a  competitive  salary  and  benefits  program  within  a 
progressive,  results-oriented  environment.  If  your  background  and 
experience  match  the  requirements  of  this  opportunity,  please 
respond  by  June  10  with  your  resume  and  cover  letter  (including 
salary  requirements)  to: 


Twentieth  Century  Companies,  Inc.  •  Employment  Specialist 
P.O.  Box  418210,  Kansas  City,  MO  64141-9210 

An  Equal  Opportunity  Employer  /  A  Drug-Screening  Employer 
No  third-party  inquiries,  please. 


UNISYS  PROFESSIONALS 


KPMG  Peat  Marwick,  the  world’s  largest  professional  services  firm,  is  seeking  a 
number  of  Unisys  experienced  and  highly  motivated  individuals  to  join  our  rap¬ 
idly  expanding  information  technology  practice. 

The  ideal  candidates  will  have  experience  on  either  A-Series,  1 100/2200,  V- 
Series  or  Unix  platforms  with  4  -  10  years  of  systems  development  experience 
using  UNO;  technical  support,  data  base  or  communications.  Complex  systems 
development  with  LINC  and  MAPPER  are  particularly  desirable. 

Successful  candidates  will  be  involved  in  a  variety  of  challenging  projects  in  the 
Southeast  requiring  direct  client  contact.  If  you  are  seeking  a  highly  profes¬ 
sional  and  dynamic  environment  where  there  is  extraordinary  dedication  to 
achieving  outstanding  client  service  and  the  opportunity  to  work  with  highly 
motivated  professionals,  then  please  contact  us  in  confidence. 

Degree  desirable.  Principals  only  -  no  telephone  appointments  accepted  prior 
to  submission  of  a  resume. 

Ms.  Robin  Corley 
KPMG  Peat  Marwick 
Management  Consultants 
245  Peachtree  Center  Avenue,  SE 
Atlanta,  GA  30303 


KPM&  Peat  Marwick. 


An  Equal  Opportunity 
Employer  M/F/V/H 


The  Coors  Brewing  Company,  Memphis  offers  a  rewarding  career  as  a 
full  time: 

INFORMATION  SYSTEMS 
SPECIALIST 

Perform  feasibility  studies,  systems  design,  project  management  and 
post-implementation  audits  for  M.I.S.  projects  in  all  phases  of  administra¬ 
tion  and  plant  operations  of  the  Memphis  Brewery  by  applying  System 
Development  Life  Cycle  (SDLC)  methodologies. 

This  position  must  have  and  maintain  a  professional  level  of  knowledge  of 
computer  systems  and  their  business  use  within  the  company.  This  indi¬ 
vidual  should  have  earned,  at  a  minimum,  an  undergraduate  degree  in 
Computer  Science,  however,  an  MBA  is  preferred,  or  have  gained  the  nec¬ 
essary  knowledge  and  experience  through  a  minimum  often  (10)  years  of 
progressively  more  challenging  assignments  with  a  primary  emphasis  In 
data  processing  systems  development.  Must  demonstrate  strong  com¬ 
munication  skills.  ORACLE  and  VAX  VMS  experience  strongy  desired. 

Starting  salary  up  to  $57,000  annually,  depending  on  qualifications. 

For  consideration,  please  submit  your  resume,  with  salary  requirements  to: 

Coors  Brewing  Company 

Employee  Relations 

P.O.  Box  752390  •  Memphis.  TN  38175-2390 
Equal  Opportunity  Employer  M/F/H/V 


DIRECTOR  OF 

MANAGEMENT  INFORMATION 
SYSTEMS 

Highly  responsible  management 
level  position  directing  implemen¬ 
tation  of  5-year  MIS  plan  for  the 
City  of  Kissimmee,  a  rapidly  grow¬ 
ing  Central  Florida  community. 
Requires  knowledge  of  LAN  and 
GIS  concepts  and  practices;  RPG 
III,  COBOL,  BASIC;  and  outstand- 


pre- 

ferred.  4-year  degree  with  eight 
years  information  systems  experi¬ 
ence  preferred.  Salary  range  cur¬ 
rently  $30,728  to  $43,261  DOQ 
plus  full  benefit  package.  Respond 
to  Personnel  Department,  P.O. 
Box  421608,  Kissimmee,  FL 
34742-1608  by  June  21, 1991. 


Computers 

YOU  CAN 
HAVE  IT  ALL— 
In  Minneapolis 

At  AiC,  DP  profession¬ 
als  get  the  best  of  every¬ 
thing  —  the  excitement 
of  new  and  challenging 
consulting  assignments 
PLUS  the  security  and 
stability  of  being  part  of 
Minnesota’s  leading 
software  services  com¬ 
pany.  It's  a  great  combi¬ 
nation  that  gives  you 
the  freedom  to  max¬ 
imize  your  career 
potential. 

We’re  seeking  more 
good  people  with  2-plus 
years  experience  in 
ANY  of  the  following 
areas: 

IBM  MAINFRAME: 

DB2/TELON, 

IMS/CICS, 

ADABAS/NATURAL 
IMS  DB/DC 

As  a  member  of  the  AiC 
team,  you  'll  enjoy  an  ex- 
cellent  salary,  paid 
overtime,  superior  ben¬ 
efits  and  the  repu¬ 
tation  for  excellence 
that  comes  from  being 
an  industry  leader.  For 
further  information  call 
Carol  Lee  at  (800) 
279-1658  or  send  your 
resume  to  her  at: 
Analysts  International 
Corporation,  Dept. 
CN-422,  7615  Metro 
Blvd.,  Minneapolis, 
MN  55439-3050.  FAX 
(612)  835-4924. 

ATC 

A  Reputation  You 
Can  Be  Proud  Of 

An  Equal  Opportunity 
Employer  M/F/H/V 


Permanent  &  consulting 
opportunities  both  hourly  and 
salaried  nationwide.  We  can 
provide  a  high  level  of 
professional  representation  to 
individuals  with  skills  in  the 
following  areas. 

C/UNIX 

Oracle  RDB  6.0-DBAs  & 
Programmers,  Graphics  Dev.- 
GR.  User  Interfaces  &  3-D 
Visualizations  Algorithm  Dev. 
Kernal  Programmers 
Colleen  $40-$90K 

IBM  MAINFRAME/DATABASE 

CICS,  IDMS/ADS0,  IMS  (Teton 
a  plus),  DB2,  ADABAS 

Noreen  $30 -$55K 

SYSTEMS  38/AS  400 

RPG  III  or  COBOL 

Susan  $30  -$50K 

TELECOMMUNICATIONS 

Netview,  VTAM/NCP,  SNA, 

OS/2,  LU6.2,  EDI,  Presentation 
Mgr.,  IBM  Info  Mgt„  TCP/IP 

Paul  S.  $45-$75K 

_  *  Resume  not  required 


CALL  1-800-955-9695 
FAX  RESUME:  1-716-883-0776 


RESUMES 


Professional  Resume 
Services  has  been 
successfuly  serving 
I  the  national  computer 
industry  since  1976. 


-  All  Levels  and  Specialties 

-  Resume  Preparation 

-  Cover  Letter  Development 

-  Career  Planning 


Immediate  Service 
Call  800-933-7598 
24  hours  a  day. 


Applications-Systems 

Communications 


HYPERION  W.W.  &  Associates  has  been 
providing  top  quality  TPF  consulting  and  contract 
services  for  years.  And  with  offices  in  Amsterdam. 
Dallas.  Singapore  and  London,  our  experience 
spans  the  globe. 

We  now  have  immediate  openings  for 
qualified  professionals  with  expertise  in  large- 
scale  TPF  development  projects.  Applicants 
should  be  extremely  quality  conscious,  reliable 
and  professional. 

Assignments  are  available  to  qualified 
applicants  in  a  wide  variety  of  locations. 

Please  fax  or  mail  your  resume  to  our 
Dallas  office.  Fax:  214-980-7712. 


HYPERION  W.W.  &  ASSOCIATES 

Amsterdam  •  Dallas 
London  •  Singapore 


4004  Beltline  Hoad,  Suite  150 
Dallas,  Texas  75244 
VOICE:  800-992-4873 
FAX:  214-980-7712 


CHALLENGE... 

At  IHS,  we  thrive  on  it. 

It’s  not  easy  being  an  industry  leader  in  an  in¬ 
dustry  that  changes  daily.  It’s  a  challenge.  But 
one  that  we  accept.  As  a  leading  publisher  of 
business  and  technical  data  for  use  by  industry 
and  government,  it  is  important  that  we  keep 
pace  with  this  changing  industry.  Currently  we 
are  expanding  into  new  products  and  new 
growth  opportunities  which  translate  into  career 
success  for  you. 

Sr.  Software 
Engineers 

There  are  several  opportunities  for  top-notch 
software  engineers  available  through  our  most 
recent  special  project.  You  will  be  responsible 
for  developing  detailed  software  and  database 
designs  and  programming  assignments  from 
functional  specifications.  Will  also  be  respon¬ 
sible  for  managing  daily  software  development 
to  meet  user  requirements,  schedules  and 
quality  commitments. 

The  ideal  candidate  will  possess: 

•  BS  in  Computer  Science;  MS  preferred 

•  3-5  years  experience  in  UNIX™  internals  de¬ 
velopment 

•  3+  years  in  graphical  user  interface  develop¬ 
ment  including  X  windows/Motif/Sunviews 

•  Experience  in  80X86  or  680xx  Assembly  lan¬ 
guage 

•  Experience  in  developing  user  interfaces 

•  C  and  C++  experience  required 

•  PC  DOS  experience  required 

•  Total  of  7  years  software  experience 

IHS  offers  excellent  salary  and  benefits  plus  the 
unique  lifestyle  offered  by  our  Denver.  CO  home. 
For  immediate  consideration  send  letter/resume 

to:  Human  Resources  CW513,  Information 
Handling  Services,  15  Inverness  Way  East, 
Englewood,  CO  80150.  E0E/AA  M/F/H/V. 

•  UNIX  is  a  registered  trademark  of  AT&T 

Information  Handling  Services® 


Principal  Software  Engineer  -  Re¬ 
sponsible  for  research,  design,  & 
implementation,  of  visual  pro¬ 
gramming  software  for  3D  com¬ 
puter  graphics  workstations.  De¬ 
sign  &  implement  programming 
environments  based  on  visual  pro¬ 
gramming  techniques  &  theory, 
demonstrate  the  resulting  sys¬ 
tems  to  researchers,  manage¬ 
ment,  &  customers.  Re-design  ex¬ 
isting  data-flow  based  visual  pro¬ 
gramming  system  for  real  time  3D 
graphics  &  animation.  Design  & 
develop  a  3D  user-interface  con¬ 
struction  tool  based  on  the  state- 
of-the-art  research  on  user  inter¬ 
face:  constraint  satisfaction  theory 
&  techniques,  logic  programming 
theory  on  unification  of  non-linear 
structures,  &  visual  programming. 
Follow  trends  in  visual  program¬ 
ming,  user  interface  theory,  &  pro¬ 
gramming  language  design.  De¬ 
sign  &  code  efficient  algonthms  & 
data  structures  in  C,  Prolog, 
Scheme  or  Lisp  programming  lan¬ 
guages.  Use  the  X-Window  Sys¬ 
tem  &  OSF/Motif  libraries.  De¬ 
velop  advanced  3D  graphics  user 
interface  &  animation  software. 
Requirements  for  this  position  are: 
A  Doctoral  degree  in  Computer 
Science  or  Electrical  Engineering; 
background  in  constraint  satisfac¬ 
tion  theory  &  techniques,  &  logic 
programming  theory  on  unification 
of  non-linear  structures;  demon¬ 
strated  ability  in  developing  &  im¬ 
plementing  constraint  &  logic  vi¬ 
sual  programming  languages; 
background  in  theory  &  design  of 
visual  programming  language  sys¬ 
tems,  and  research;  knowledge  of 
C,  Prolog,  Scheme  or  Lisp,  X- 
Window  systems,  &  3D  computer 
graphics.  No  exp.  req.  Place  of 
employment  and  interviews,  Palo 
Alto,  CA.  Salary  $58,822.  per 
year.  40  hr/wk.  8:15am-5pm.  If 
you  are  interested  in,  and  qualified 
for  the  above  position,  please  for¬ 
ward  your  resume  to:  J.O.  #DB 
22204,  P.O.  Box  9560.  Sacra¬ 
mento,  CA  95823-0560  no  later 
than  May  28, 1991. 


Four  or  more  REAL  TIME  SOFT¬ 
WARE  ENGINEERS  required. 
Code  and  develop  real  time  appli¬ 
cations  in  an  ACP/TPF  environ¬ 
ment.  Coding,  testing,  and  imple¬ 
mentation  or  software  using  As¬ 
sembler.  Program  and  debug¬ 
ging  program  applications  and 
testing  procedures.  Applicants 
required  to  have  an  Associates 
Degree  or  its  Equivalent  in  Com¬ 
puters,  Math  or  Engineering  with 
at  least  two  years  ACP/TPF  Pro¬ 
gramming  and  Assembler  Coding 
experience.  Annual  salary  will  be 
$36,000.00  per  year  for  a  40 
hour  work  week  Additional  sal¬ 
ary  may  be  paid  up  to 
$42,000. 00/year  if  education  and 
experience  warrant.  Interested 
applicants  apply  at  the  Texas 
Employment  Commission,  Fort 
Worth,  Texas,  or  send  resume  to 
the  Texas  Employment  Commis¬ 
sion,  Austin,  TX  78778-0001, 
J.O  Number  6342684  This  ad¬ 
vertisement  paid  by  an  Equal  Op¬ 
portunity  Employment  Employer. 
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Programmer  Analysts  &  Programmers 

FOR  THE  SERIOUS  BUSINESS 
REHIND  THE  KID  STUFF 

At  Toys  "R"  Us  and  Kids  “R"  Us,  we  take  our  kid  stuff  very  seriously.  So 
seriously,  in  fact,  that  in  just  a  few  short  years,  we’ve  become  the  world’s 
largest  toy  and  children's  fashion  retailer  by  far.  With  over  $5  billion  in 
sales.  More  than  500  stores  worldwide.  And  a  potential  for  further 
success  that  few  companies  anywhere  can  equal.  In  order  to  keep  an 
operation  this  large  and  diverse  going  strong,  we  rely  heavily  on  our 
state-of-the-art  mainframe  systems.  In  fact,  our  multi-vendor  shop 
provides  our  professionals  with  an  exceptional  opportunity  to  learn  a 
variety  of  platforms.  And  to  grow  as  fast  as  we  do. 

PROGRAMMER  ANALYSTS 

These  positions  require  2-3  years  experience  on  either  Unisys  or 
DEC/VAX  Mainframes.  Using  your  knowledge  of  programming,  analysis, 
design,  and  documentation,  you  will  be  responsible  for  developing 
programs  in  COBOL. 

PROGRAMMERS 

Successful  candidates  will  be  experienced  Unisys  A  Series  programmers 
who  possess  a  minimum  of  2  years  COBOL  experience  and  working 
knowledge  of  COMS,  DMS  II,  CANDE,  and  WFL.  VAX  experience  is  a 
plus  as  well  as  knowledge  of  warehouse  applications. 

All  our  positions  offer  competitive  salaries  and  superior  benefits  which 
include  profit-sharing,  stock-options,  401(k)  savings  plan,  medical/ 
dental/life  insurance,  and  more.  To  find  out  more  about  these 
opportunities  and  to  meet  our  staff,  send  resume  including  salary 
requirement,  to:  Manager  of  Recruitment  and  Placement,  Toys  “R”  Us, 
395  West  Passaic  Street,  Rochelle  Park,  NJ  07662.  We  are  an  equal 
opportunity  employer  M/F. 


r&ysaus 

A  toy  Company  You'll  Novor  Outgrow 


KtDSJVC/S 

Big  Canon  In  Klda  Fashion 


Data  Processing 

IS  PROFESSIONALS 

Opportunities  abound  in  the 
Southeast  for  talented,  expe¬ 
rienced  (3  years  minimum) 
Programmers,  Senior  PA's 
and  DBA  s,  Join  our  talented 
staff  and  work  in  state-of- 
the-art  environment  on  chal¬ 
lenging  projects.  Current  op¬ 
portunities  for  '91  include: 

*  VAX,  COBOL  Smartstar, 
ROB 

*  COBOL  CtCS.  IMS  (DU1) 

-  IBM,  IDMS,  EDI 

'  DB2,  CCS,  Coboi  II,  QMF 

*  IMS,  CICS,  Easytrieve  + 

*  Cobd,  DB2,  CtCS 

*  DB2  DBA 

*  VAX,  Fortran,  Ingres 

*  DB2,  Data  Analyst 

*  ASmSynon 

*  Teton 

*  HP  3000  Transact 

We  offer  excellent  compen¬ 
sation,  relocation  assistance, 
full  benefit  package  and  ed¬ 
ucation  reimbursement. 
Send  your  resume  TODAY! 


AMERICAN 

COMPUTER 

PROFESSIONALS 

1 40  Stoneridge  Drive 
Suite  350 

Columbia,  SC  29210 
(800)  933-9227 
(803)  779-1955-FAX 
E.O.E. 


ASSISTANT  DIRECTOR  OF 
STUDENT  INFORMATION  SYS¬ 
TEMS:  Reporting  to  the  Director 
of  Computer  Services,  this  posi¬ 
tion  has  responsibility  for  manag¬ 
ing  all  aspects  of  a  comprehen¬ 
sive  student  information  system 
comprised  of  student  records, 
registration,  admissions,  financial 
aid,  fee  assessment,  and  other 
sub-systems.  This  position  will 

Sovide  leadership  and  direction 
r  the  implementation  of  rela- 


V e?VouL0l&~ 


So  vo  WfE. 

Bring  your  love  for  programming  to  a  company  that  is  passionate  about 
it.  Our  business  is  Information  Technolog}'  Consulting  Services.  Our 
Staff  is  500  strong,  doing  challenging  work  at  locations  throughout  the 
Southeast.  We  re  looking  for  the  best  programmer/analysts  with  2  or 
more  years  experience  in  the  skills  listed  below.  Good  people  who  see 
themselves  going  great  places  in  a  fast-growth,  people-oriented  com¬ 
pany  with  exceptional  benefits,  including  medical-dental,  technical  and 
professional  education,  tuition  reimbursement  and  profit  sharing.  Call 
Kim  Willey  for  more  details.  Or  mail/fax  your  resume  to  PO.  Box  8888, 
Virginia  Beach,  VA  23450.  Phone  800/284-8888.  Fax  804/486-0816. 
She’ll  rush  you  our  information  packet.  It  could  be  just  the  ticket  that 
starts  us  going  great  places  together. 


SKILLS  WE  NEED: 


DB2  •  IDMS,  ADS/O  •  ADABAS/ NATURAL  2 
IMS  DB/DC  •  SYNON  •  CICS  •  UNIX,  C  •  COBOIVMVS 
AS/400,  RPG-III  •  CSP  •  LIFECOM  •  VAX,  C,  SUN  W/S 
TANDEM  •  DEC  VAX  RDB,  ACMS  •  APS  •  FOCUS 
HyperCard,  EXCEL  •  MSA 

METRO 

nformation  Services 

Good  people  going  great  places  in  Atlanta,  Charlotte,  Fl  Lauderdale,  Greensboro,  Greenville, 
Nashville,  Orlando,  Raleigh,  Richmond.  Roanoke,  Sanjuan,  Tampa,  and  Virginia  Beach 


EOE 


COMPUTER  SYSTEMS  DE¬ 
SIGN  ANALYST  -  for  computer 
development  company  of  so¬ 
phisticated  software.  Must  have 
M.S.  in  Computer  Science  plus  2 
year's  experience  as  systems 
design  analyst  or  senior  pro¬ 
grammer/analyst  This  experi¬ 
ence  must  include  (a)  2  years  re¬ 
lational  database  programming 
and  design  in  SQL,  and  (b)  1 
year  of  "C'  language  program¬ 
ming  or  3  courses  at  university 
level  using  "C"  language  [may 
be  done  at  same  time  as  (a)]. 
Must  have  ability  to  program  us¬ 
ing  VAX/VMS  operating  system, 
and  familiarity  with  IBM  PC- 
DOS  environment.  References 
and  transcripts.  40  hrs/wk. 
$37 ,500/year.  Apply  in  person  or 
forward  resume  to  Georgia  De¬ 
partment  of  Labor  at  2811 
Lakewood  Ave.,  S.W.,  Atlanta, 
Georgia  3031S,  or  to  the  near¬ 
est  Georgia  Job  Service  Cen¬ 
ter.  Job  Order  #  GA  5483845. 


PROG.  ANALYST 
OPPORTUNITIES 


.  CICS 
.  IMS 

•  DB2 

•  IDEAL 

.  MANTIS 
. ORACLE 

Pittsburgh  Business 
Consultants,  Inc. 

Chamber  of  Commerce  Bldg. 
411  7th  Ave.,  Suite  1401 A 
Pittsburgh,  PA  15219 
phone  (4X2)  391-0714  or 
(800)722-9820 

runma?i-iH7B 


Cooperative  Processing  Engneer  to 
analyze,  design,  develop  and  main¬ 
tain  real-time  mechanical  oontrol  sys¬ 
tems  for  carpet  production,  work-in- 
process.  data  archival  and  reporting 
using  AS/400.  IBM  PC/PS2,  work¬ 
station  with  Metaview  system,  ma¬ 
chine  controller  (fisher  measurement 
boards),  Digiboard  (nteligent  and 
non-mteigent),  cooperative  commu¬ 
nication  ooncepts  and  programming 
techniques.  Languages:  C.  RPGj 
Assembly  and  Metaview  and  knowl¬ 
edge  of  relatxjnal  database,  MS- 
DOS,  network  multi-user  interface 
and  Code  Base  C  function  ibranes 
Require  B.S.  in  Computer  Science 
with  two  years'  experience  (or 
M.S.C.S  with  B.S.  in  Mechanical 
Engineenng  h  leu  of  experience) 
Demonstrated  ability  to  perform 
stated  duties-  Salary:  $30,000  per 
year  Apply  with  resune  to:  Georgia 
Department  of  Labor,  Job  Order  # 
GA  5484696.  417  W  Crawford  St., 
Dalton  Georgia  30722-0929,  or  to 
the  nearest  Georgia  Job  Servioe 
Center 


HEALTH  CARE 

Immediate  openings  for 
Programmers  through  Consultants! 

Ground  floor  opportunity  for  professionals  with 
hospital  or  vendor  experience  in  health  care  infor¬ 
mation  systems. 

Our  Delaware  Valley  branch  office  is  located  in 
suburban  Philadelphia.  We  are  forming  an  indus¬ 
try  specialty  team  to  deliver  quality  information 
services  to  our  clients. 

In  the  1990's  health  care  providers  will  continue  to 
be  confronted  with  the  problems  of  increasing 
health  care  costs  and  the  challenges  of  improving 
the  quality  and  effectiveness  of  their  service  deliv¬ 
ery.  It  will  be  necessary  for  them  to  alter  the  orga¬ 
nizational  and  operational  infrastructure  to  sup¬ 
port  the  concept  that  information  is  an  essential 
strategic  resource. 

Computer  Task  Group  is  a  $250  million  in¬ 
ternational  consulting,  systems  integration  and 
professional  services  firm  with  over  60  offices  and 
4,000  employees. 

If  you  would  be  excited  and  challenged  by  work¬ 
ing  with  a  team  of  elite  industry  specialists,  now  is 
the  time  to  call  or  send  your  resume  to: 

Computer  Task  Group,  Inc. 

One  Media  Plaza,  Suite  200 
1023  E.  Baltimore  Pike 
Media,  PA  19063 
(215)891-7200 
(215)  891-7206  (FAX) 


Equal  Opportunity  Employer 


ANALYST 
PROGRAMMERS 

American  Computer  Technologies,  a  Contracting  firm  in  Or¬ 
lando,  FL  has  numerous  permanent  and  contracting  assign¬ 
ments  available  ACT  seeks  professionals  with  a  minimum 
of  two  years  experience  in  one  of  the  following  areas: 


•  OS/3,  Presentation  Manager  •  UNIX,  ORACLE 

•  IMS  DB/DC,  EASYTRIEVE  •  COBOL,  IDMS,  CICS 

•  DB2,  CSP,  AS  •  AS  400,  HOGAN 

•  HP3000,  MPE,  COBOL 


We  offer  very  competitive  salanes  and  excellent  benefits  plus  the  oppor¬ 
tunity  to  live  and  work  in  one  of  the  most  desirable  and  affordable  growth 
areas  in  the  country  Please  mail  or  FAX  your  resume  in  confidence  to: 


ACT 

Attn:  Donna  Shealy 

1950  Lee  Road,  Ste.  107,  Winter  Park,  Florida  32789 
TEL  800-ACT-71B5  FAX  (407)  740-8023 


tional  data-bases,  network  sys¬ 
tems,  fourth  generation  applica¬ 
tions  development,  Computer  As¬ 
sisted  Systems  Engineering  and 
for  the  integration  of  microcom¬ 
puters  into  administrative  sys¬ 
tems  support.  Georgia  Southern 
University,  a  unit  of  the  University 
System  of  Georgia,  is  a  public 
residential  institution  enrolling  ap¬ 
proximately  12,500  students.  A 
Bachelors  degree  plus  five  years 
of  substantial  systems  develop¬ 
ment  experience  in  a  minl/main- 
frame  environment  is  required. 
Appropriate  work  experience 
may  be  substituted  for  the  Bach¬ 
elors  degree.  Candidates  should 
evidence  at  least  three  years  of 
experience  in  supervising  applica¬ 
tions  development  Experience  in 
a  DEC  VAX/VMS,  UNIX  or  ORA¬ 
CLE  environment  is  highly  desir¬ 
able.  Salary:  Competitive  Date 
available:  Immediately  Applica¬ 
tion  deadline  June  14,  1991 . 
Submit  resume  and  cover  letter 
to:  Personnel  Services,  Georgia 
Southern  University,  Landrum 
Box  8104,  Statesboro,  GA 
30460-8104.  Georgia  is  an  open 
records  state.  AA/EOI. 


A  Terrific 
Opportunity 


Computer  Consulting  Group,  has 
immediate  openings  on  its  consul¬ 
ting  staff  for  talented  Programmer/ 
Analysts  with  2  or  more  years 
experience.  Excellent  salary  & 
benefits.  Were  especially  seeking 

•  IMS  DB/DC 

•  DB-2/CICS 
•C/UNIX 
•INGRES 
•RDB 

• ORACLE 

•  FOCUS 

•  WANG 

Computer 
Consulting 
Group _ 

Contract  Professional  Services 

Servicing  the  Research 
Triangle  Park  and  the 
Southeast  area. 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh.  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 


Inside  Waldenbooks 

...It’s  more  than  books,  videotapes  and  software.  It's  a 
high-tech  company  that  has  developed  the  systems 
that  have  enabled  us  to  efficiently  handle  the  data  that 
comes  with  being  a  billion  dollar  retail  bookseller.  It’s 
also  a  unique  company  that  puts  people  first. 

Look  Inside  Waldenbooks  and  see  your  future.-  A 
state-of-the-art  environment  utilizing  COBOL,  CICS, 
DB2,  Assembler,  OS/MVS/ESA,  TSO/ISPFas  well  as  C, 
PC/DOS,  OS2  and  LAN.  A  management  team  chal¬ 
lenged  to  develop  systems  and  programs  that  will 
help  Waldenbooks  maintain  Its  pinnacle  in  the  indus¬ 
try.  An  atmosphere  charged  with  accomplishment 
and  an  environment  that  encourages  and  rewards 
personal  contribution. 

If  you’re  an  experienced  MIS  Professional  and  you’re 
exploring  Job  opportunities  today  or  focusing  your 
sights  on  a  change  sometime  In  the  future,  consider 
our  competitive  starting  salary  and  benefit  package 
Including  1 00%  tuition  reimbursement,  merchandise 
discount  and  fitness  center.  Get  a  closer  look  inside 
Waldenbooks.  Forward  your  resume  and  salary  re¬ 
quirements  In  confidence  to:  Waldenbooks,  Ref.  CW. 
201  High  Ridge  Road.  Box  23,  Stamford,  CT  06904. 
We  are  an  equal  opportunity  employer. 

Waldenbooks1 

YOUR  GUIDE  TO  GREAT  READING" 


COMPUTER  PROGRESS 
UNITED 

S40.000  to  S60.000 


We  provide  Fortune  500  companies 
with  consulting  and  programming 
services.  We  have  immediate 
positions  available  for  P/A  in 
Kentucky,  Ohio,  Indiana,  and 
Tenneaiee.  We  are  the  DB2 
Specialist! 

TEL0N 

DB2  ■  IMS  ■  CICS 


UPSTATE  NEW  YORK 


LEAD  ANALYST  -  SR.  ANALYST 
SENIOR  PROGRAMMER  ANALYSTS 

AS400 

Western  New  York  s  leading  computer  consulting  firm  has  fifteen  (15) 
openings  for  staff  personnel  on  a  PANSOPHIC  PRMS  payroll  irrp'ementa- 
tion  project 

At  least  two  years  AS400  RPG  III  use  desired  with  manufactunng  and 
payroll  experience  (PRMS  payroll  preferred).  Excellent  compensation  with 
per  diem/salary  and  benefits  package 

Join  our  select  staff  of  1 10  consultants  serving  Fortune  500  clients 


Sen)  resume  or  cal: 


Computer  Progress  United 
12730  Townepark  Way 
Louisville,  KY  40243 
(502)  245-6533 


(716)  586-1340 


JTS 

Computer  Services,  Inc. 

412  Linden  Avenue 
Rochester,  NY  14625 

FAX  (716)  586-8379 


MAY  13,  1991 


COMPUTERWORLD 


99 


COMPUTER  CAREERS  EAST 


m 


Software  And  Data 
Quality  And  Security 

TVA's  Information  Services  has  immediate  career 
openings  for  those  with  at  least  3-5  years  of 
professional  experience  (management  level)  in 
the  following  areas:  quality  assurance,  systems 
analysis  and  design,  computer  and  telecommuni¬ 
cations  security,  systems  development  methodol¬ 
ogy,  large  scale  hardware  and  software  systems, 
computer  operations,  data  base  methods  and 
technologies,  internal  controls  and  complex 
technical  and  operational  systems  evaluations. 
Extensive  experience  required  in  supervising  both 
high-skill  technical  employees  and  low-skill 
security  personnel.  We  offer  challenging  work  in 
an  exciting  organization  along  with  an  excellent 
opportunity  for  personal  and  professional  growth. 

Openings  are  in  Knoxville  and  Chattanooga, TN. 
Salaries  to  $65K  with  a  comprehensive  benefit 
package.  To  apply,  send  resume  and  salary 
requirements  to: 


Deborah  Wright,  Human  Resources 
Tennessee  Valley  Authority 
400  Summit  Hill  Drive,  WT7A 
Knoxville,  TN  37902 

TVA  is  an  equal  opportunity  employer.  Selections  will  be 
made  on  the  basis  of  merit  and  efficiency  as  set  out  in  the 
TVA  Act  and  applicable  laws  prohibiting  discrimination  in 
Federal  employment.  TVA  may  consider  for  employment  only 
U.S.  citizens  and  others  eligible  for  payment  under 
applicable  statutes. 


/\TTTV\ 


Xrf/JL  JL  %.  JL 

Programmer/Analysts 

Take  your  career  to  new  heights  when  you  join  the  team  at 
Systems  &  Programming  Consultants,  serving  an  impressive  list  of 
clients  across  the  southeastern  United  States.  SPC  provides  a 
complete  range  of  contract  and  consulting  services  from  offices  in 
Atlanta,  Charlotte,  Nashville,  Orlando  and  Tampa.  We  currently  have 
professional  opportunities  for  programmer/analysts  with  a  minimum  of 
two  years'  experience  in  any  of  the  following  areas: 

•HOGAN  -BANKING  -CSP  -DB2 
•DLI  -COBOL  -CICS  -IMS  DB/DC 

SPC  offers  outstanding  opportunities,  competitive  salaries 
and  excellent  benefits  to  those 
selected  to  join  our  goal-oriented  team. 

If  you're  ready  to  advance  your  career, 
send  or  fax  a  resume  today,  including 
the  office  location  you  prefer. 


W 


SYSTEMS  &  PROGRAMMING  CONSULTANTS 


"Joining  Forces  To  Reach  New  Heights" 

212  South  Tryon  Street,  Suite  1660,  Charlotte,  NC  28281 

Fax  803/831-8630 


Director  Information  Systems 

High  growth  strategically  focused  North  Caro¬ 
lina  based  marketer  and  manufacturer  of  dura¬ 
ble  goods,  used  in  the  construction  and  repair 
and  remodeling  industry,  seeks  I/S  professional 
with  leadership  and  vision  to  assist  in  conver¬ 
sion  of  I/S  department  to  strategic  and  compet¬ 
itive  advantage  for  the  company. 

Reporting  to  company  officer,  this  position  will 
interact  with  all  levels  of  management  as  well  as 
sister  company  I/S  executives.  Will  be  responsi¬ 
ble  for  all  facets  of  I/S  including  managing  a 
major  development  thrust  which  has  resulted 
in  a  doubling  in  department  size  in  the  last  6 
months. 

Ideal  candidate  will  have  8-10  years  I/S  experi¬ 
ence,  including  department  management  in  an 
A/S  400  shop,  utilizing  remote  P/fc  LAN’s  and 
will  be  a  forward  thinker  with  strong  organiza¬ 
tional  and  leadership  skills.  Upper  and  Lower 
Case  environment  background  and  MAPICS  a 
plus. 

We  offer  excellent  benefits  and  salary  commen¬ 
surate  with  experience.  Send  resume  with  sal¬ 
ary  history  in  confidence  to:  Personnel  Manag¬ 
er,  P.O.  Box  7521,  High  Point,  NC  27264 

■ _ An  Equal  Opportunity  Employer  , ' 


BANYAN  VINES  LAN/ 
TOKEN  RING 
C+  +  /MS-WINDOWS/OOP 
DB2/TELON/CICS 
DBASE  IV/CLIPPER/ 
WORDPERFECT 
IBM  MVS/FOCUS 
INFORMIX  /  4GL 
HONEYWELL/COBOL 
-  IDSII/DMIV 
HP3000/9000 
RS6000/AIX/C 
STRATUS  /  PL/1 
TANDEM/TAL/GUARDIAN 
Tl  IEF  CASE  /  DB2 
UNIX/C 

UNIX  KERNEL/DEBUG 

We  need  experienced 
computer  professionals  for 
long  term  engagements  along 
the  East  Coast. 

For  immediate  consideration 
FAX  215-265-8947 
or  mail  resume  to: 


Tipd 

Cor 


orporation 


1016  W.  9th  Avenue,  Dept  X17 
King  of  Prussia.  PA 
19406-0931 
215-265-8977 
A  CD I  Company 


(H 
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The  Artificial  Intelligence  Laboratory 
at  Massachusetts  Institute  of  Technology 

invites  applicants  to  the  position  of 

Computer  Systems 
Engineer 

To  participate  in  a  research  project 
developing  and  evaluating  some  of  the 
world’s  fastest  parallel  computers.  Work 
involves  design  and  implementation 
of  compilers  and  operating  systems, 
performance  measurement,  and  system 
evaluation.  Additional  responsibilities 
will  involve  some  coordination  of 
other  designers. 

Requirements:  BS/MS  in  Computer 
Science  or  Electrical  Engineering; 
experience  with  digital  system  design, 
systems  software,  and  parallel  com¬ 
puter  systems;  and  familiarity  with 
chip  and  board  level  hardware  design. 

Qualified  applicants,  please  send  two 
copies  of  resume  and  cover  letter  refer¬ 
encing  Job  No.  R91-083  to:  Mr.  James 
McCarthy,  MIT  Personnel  Office, 

Bldg.  E19-238,  400  Main  Street, 
Cambridge,  MA  02139-4307. 

MIT  is  an  Equal  Opportunity/ 

Affirmative  Action  Employer 
MIT  is  a  non-smoking  environment 


Massachusetts 
Institute  of  Technology 


EXPAND  YOUR  SKILLS 
GROW  YOUR  EARNINGS 


Gilcor  Enterprises,  Inc.,  a  national  subcontractor  to  IBM 
with  offices  in  Chicago  and  Atlanta,  has  “hands-on”  techni¬ 
cal  consulting  projects  in  the  Midwest  and  Southeast. 

These  assignments  require  a  minimum  of  5  years  experi¬ 
ence  in  one  or  more  of  the  following  areas: 

•  CASE:  1EW/ADW,  Bachman,  Synon, 

EASEL,  Excelerator 

•  SYS.  PROG.:  MVS,  DOS/VSE,  VM,  IMS, 

NCP/VTAM,  DB2,  CICS,  ACP/TPF 

•  P/A:  370/BAL,  CSP,  DB2,  CICS,  IMS,  WAF, 

AS/400:  FAF,  COBOL,  RPG  III 

Prefer  candidates  willing  to  travel.  Please  forward  resumes 
with  salary  history  to: 

GILCOR  ENTERPRISES,  INC. 
Attn:  Ms.  Pat  McRoberts 
2021  Midwest  Road,  Suite  300 
Oak  Brook  IL  60521 
Or  fax  to  708-953-1463 
Principals  Only/EOE 

GILCOR  ENTERPRISES,  INC. 


USER  SUPPORT 

Burlington  Coat  Factory's  Information  Services  depart¬ 
ment  is  seeking  individuals  to  join  an  expanding  user  sup¬ 
port  department.  This  department  consists  of  technical, 
corporate,  distribution  center,  merchandising,  and  retail 
support  groups.  Responsibilities  will  include  the  trouble¬ 
shooting  and  resolution  of  computer  related  problems,  in¬ 
stallation  of  new  software  and  hardware,  and  to  provide 
ongoing  training  and  support  for  all  end  users. 

Ideal  candidates  must  have  a  working  knowledge  of  Unix 
and  MS-DOS.  Experience  with  micro  computers,  IBM 
compatible  PC’s,  and  related  peripherals  is  required.  Can¬ 
didates  must  have  good  written  and  oral  communications 
skills.  Experience  with  retail  systems,  Distribution  Center, 
LAN's,  or  WAN's  is  a  plus. 

If  you  are  an  individual  who  is  looking  for  an  opportunity 
to  learn  and  grow  in  the  computer  field,  please  send  your 
resume  to: 

BURLINGTON  COAT  FACTORY 

1830  ROUTE  130  NORTH 
BURLINGTON,  NJ  08016 

Attention:  Joan  Elding 

Equal  Opportunity  Employer 


SUNBELT  &  ATLANTA 

$25,000  to  $95,000 
IDMS/CASE/IEF/IEW/TELON/DB2 
VAX/IMS/FOCUS/SYS38/AS400/JAD 
RPG/PLI/UNIX/C/COPICS/ADABAS 

Need  Programmers,  Programmer/Analysts  for  Full-Time 
and  Consulting  Positions  in  IBM  Shops.  Relocation  Ex¬ 
penses  Paid.  Send  resume  to: 

Jim  Heard,  EDP  Consultants,  Inc. 

3067  Bunker  Hill  Road,  Suite  202 
Marietta,  Georgia  30062 

FAX:  24-HOURS  PHONE: 

404-977-8223  or  404-971-7281 

404-565-0490  Member  NACCB 


SYSTEMS  ENGINEER, 

Training  Division.  (2  posi¬ 
tions)  Requires  Bachelor's 
degree  in  a  technical  disci¬ 
pline,  emph.  computers,  & 

5  yrs.’  exp.  in  technical  sup¬ 
port  and  training  for  LANs, 
SNA,  and  3270  communi¬ 
cations  products.  Also 
requires  demonstrated 
expertise  in  providing  sup¬ 
port-level  training  on  DOS, 
OS/2  &  Novell  NetWare,  & 
detailed  practical  knowledge 
of  3270  parameters  relating 
to  PC  communications  prod¬ 
ucts,  as  well  as  proven 
ability  to  develop  training 
courseware  &  excellent 
communication  &  presenta¬ 
tion  skills.  Formal  training 
of,  &  related  technical  sup¬ 
port  for,  users  &  company 

6  reseller  support  personnel 
with  respect  to  LANs,  SNA 
&  communications  products 
in  3270  mainframe  environ¬ 
ments.  Develop  training 
courseware  using  structured 
meltiodologies.  Salary  range 
$42,100-550, 500/yr„  dep. 
on  educ.  &  exp.  8:00-5:00. 
Apply  to:  Georgia  Depart¬ 
ment  of  Labor,  Job  Order 
#  GA  5484622,  2972 
Ask-Kay  Drive,  Smyrna, 
Georgia  30082,  or  to 
the  nearest  Georgia  Job 
Service  Center. 


FLORIDA 

OPPORTUNITIES 

AS400/RPGIII  UNIX/AIX 

BASIC/C  IDMS  ADSO 

ADABAS/NATURAL  2  CSP/DB2 
MSA/M&D  DEC/VAX 

HP-3000  IMS  DB/DC 

CICS/DL1  INFORMIX  4GL 

INGRES/ORACLE  NOVEL 
LAN/WAN  FOCUS/RAMIS 
WINDOWS  PC  NETWORKS 
DBASE  lll/IV  CLIPPER 

COMPUTER  BUSINESS 
ASSOCIATES,  INC. 

ORLANDO: 

2500  MAITLAND  CTR  PKWY 
MAITLAND,  FL  32751 
(407)  660-0440 
FAX  (407)  660-2103 

TAMPA: 

500  NORTH  WESTSHORE 
TAMPA,  FL  33609 
(813)  287-2100 
FAX  (813)  287-2954 


CONSULTANTS 
SHOULD  CONSULT 

MIM 

Great  Consulting  Assignments 
and  Full  Time  Opportunities 
Please  send  resume  &  call: 

Mimi  Simon  Assoc 

90  West  St.  Suite  1 105.  NYC  10006 

(212)  406-1705 
FAX  (212)  406-1768 


P/A  DOS/VSE  COBOL/CICS  S60K 
Custody/Trust  PA  PM.  CICS  S75K 

New  York  •  212-227-7370 
7  Dey  St..  New  York  NY  10007 

AS400.  RPGIII  S42.000 

CASE  Tools.  IBM  M/F  S47  000 

Clearwater  FL  •  813-796-6907 
28050  U  S  19N  Suite 309  34621 

AS400.  RPGIII  P/A  To  S40K 

ORACLE/VAX  DBA  To  S45K 

Jamesville.  NY •  315-449- 1838 
4933  Jamesvllle  Rd  13078 

National 
Computer 
Associates 


AS/400  DIR. 

To  80K+ 

Career  Opportunity  -  Na¬ 
tional  firm  in  New  Jersey. 
Hands-on  RPGIII  and 
Apparel  Industry  Manu¬ 
facturing  are  required. 
Retail,  POS  are  +++. 

Contact  in  Confidence 
Norm  Fastenberg,  VP. 


342  Madeon  Ave  PAnfTBf 
N.Y.,  N.Y.  10017  rUKUITI 
212-6874050  — 


SOFTWARE  ENGINEER  (CON¬ 
SULTANT)  -  With  minimal  super¬ 
vision,  provide  software  engi¬ 
neering  services  in  project  de¬ 
sign,  development  and  implemen¬ 
tation  of  communications,  finan¬ 
cial  management  information,  and 
commercial  systems.  Design,  de¬ 
velop  and  implement  software 
systems.  Develop  methodologies 
for  analysis  and  design  of  sys¬ 
tems,  perform  systems  testing 
and  feasibility  analysis.  Provide 
on-site  technical  and  engineering 
support  to  client's  data  process¬ 
ing  and  engineering  staff.  Duties 
entail  work  with  IBM  Mainframes. 
MVS,  C,  REXX,  VM,  SQL  and 
OS/2.  Must  have  Master's  in 
Computer  Science  or  Engineering 
or  Math.  Experience  required  is 
six  months  in  job  offered  or  six 
months  as  a  Programmer  Analyst 
or  Systems  Analyst  or  Research 
Assistant  Additionally,  experi¬ 
ence  must  involve  the  use  of  IBM 
Mainframes,  MVS,  C,  REXX,  VM, 
SQL,  and  OS/2.  M-F;  40  hrs / 
week,  8:00-5:00;  salary 
$39, 047/year;  Atlanta,  Georgia 
location.  Must  have  proof  of  legal 
authority  to  work  in  the  U.S.  Ap¬ 
ply  in  person  or  send  resume  to 
Georgia  Department  of  Labor, 
J  O.  #GA  5481812,  2972  Ask- 
Kay  Dr.,  Smyrna,  Georgia, 
30082,  or  to  the  nearest  Georgia 
Job  Service  Center.  EOE. 


PROGRAMMER/ 
ANALYST  POSITIONS 

SYSTEMS 

PROGRAMMERS 

With  at  least  3  years  experience  in 

*  IMS  DB/DC,  DLI  *  CICS 


NATURAL 

*  PL1 

*  DB2/SQL 

*  VM/MVS 

*  VAX/VMS 

*  FOCUS 


ADABASE 
COBOL 
*  TANDEM 
RPGII/llt 
*  IDMS/ADS/O 
C  LANGUAGE 


Please  Send  Resume  to: 


MSI 


Management 
Solutions,  Inc. 

1416  South 
Third  Street, 
Louisville,  KY 
40208 


502-634-1387 


PROGRAMMER/ANALYSTS 
A  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities 
exist  for  on-line  and  data 
base  applications  P/A's  as 
well  as  systems  programmers 
and  DBA  s.  Fee  Paid  Please 
call  or  send  resume  to: 

Keith  Reichle,  CPC 
Systems  Search,  Inc. 

203  Heritage  Park 
Lake  Wylie,  SC  29710 
803/831-2129 

(Local  to  Charlotte.  NC) 


Me 

Vey  &.  Associates 

Contract  Positions 

AS400/S-38 
RPG  III 
RPG  400 
CICS/COBOL 
IMS  DB/DC 
MVS/XA 
DB2/SQL 
DEC/VAX 

Call  or  send  resume  to: 

P.O.  BOX  2693 
BURLINGTON,  NC  27216 
919-228-9016 


•  OVERSEAS  • 

•  ITALY  &  MIDEAST  • 


Systems  Programmers: 

5+  years  MVS.  VM  or  VSE. 
Must  speak  fluent  Italian. 
Several  locations  in  Italy. 

Analysts/Programmers: 

5+  years  IBM  mainframe 
exp.  with  OS/MVS,  IMS 
DB/DC  and  COBOL,  TELON, 
PL/1  or  FOCUS  a  plus. 

Middle  East  location. 

Some  positions  tax  free. 

Superior  Resource*,  Inc. 
6016  Fallbrook  Ave.  #200C 
Woodland  Hills,  CA  91367 
TEL:  (818)  884-3000 
FAX:  (818)  884-3454 


Member  NCA 
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TDS/CS  is  an  informat 
development  entity  servii. 

family  of  communicatior _ r„ 

nies.  Our  continued  growth  has 
created  the  following  positions: 


Information  Systems 
Planning  Manager 

Planning  Manager  provides  techni¬ 
cal  expertise  in  planning  and 
direction  of  multi-tier,  client-server 
architecture  in  an  RDBMS/Oracle 
environment.  Evaluates  proposals 
and  projects  for  utilizing  information 
systems  and  prepares  long  and  short 
range  plans  for  application  selection, 
systems  development,  and  for 
necessary  support  resources. 

Account  Management 

Account  Manager  is  the  primary  in¬ 
terface  between  TDS/CS  and  the 
client  representing  innovative  prob¬ 
lem  resolution  for  business  needs. 
Our  leading  technology  offers  our 
clients  integrated  systems  developed 
on  several  different  platforms,  using 
ORACLE,  CASE,  and  other  special 
tools. 

Both  positions  require  direct 
experience  with  Cellular,  Paging,  or 
the  Telephone  industry.  Additionally, 
a  BS  or  BA  degree,  in  a  business  or 
technology  related  field,  an  MBA  is 
a  plus.  Strong  presentation  skills 
required.  Minimum  five  years 
experience  in  a  professional  systems 
development  environment.  Mail 
credentials  and  inquiries  to:  CW- 
58057,  Computerworld,  Box  9171, 
Framinham,  MA  01701-9171. 


Tnq/PG-.  TDS  Computing 
I  U«J/  uS»  Services,  Inc. 

Madison,  Wl 
53705-0138 

TDS/CS  is  proud  to  be  an  Equal  Op¬ 
portunity  Employer  Principals  Only 


ASSOCIATE  SCIENTIST 
Research  in  decision  technology 
with  applications  to  management 
information  system  clients  in  areas 
of  strategic  planning  and  schedul¬ 
ing.  Conducts  analyses  of  man¬ 
agement  and  operational  problems 
and  formulates  mathematical  and 
simulation  models  of  problem  for 
solution  by  computers  or  other 
methods  utilizing  decision  analysis, 
optimization  theory,  artificial  intelli¬ 
gence,  fuzzy  reasoning,  cluster 
analysis  of  data  and  modeling  of 
stochastic  processes.  Analyzes 
problem  in  terms  of  management 
information  and  conceptualizes 
and  defines  problems.  Develops 
forecasts  based  on  modeling  ran¬ 
dom  processes  by  aggregating  de¬ 
mand  utilizing  theory  of  clustering 
based  on  vector  quantization  Pre¬ 
pares  model  of  problem  in  form  of 
several  equations  that  relates  con¬ 
stants  and  variables,  restrictions, 
alternatives,  conflicting  objectives 
and  their  numerical  parameters. 
Defines  data  requirements  and 
gathers  and  validates  information 
applying  judgement  and  statistical 
tests.  SpeJafies  computational 
methods  to  be  applied  to  model. 
Performs  validation  and  testing  of 
model  to  ensure  adequacy,  or  de¬ 
termines  need  for  reformulation. 
Prepares  reports  to  management 
defining  problems,  evaluation,  and 
possible  solution.  Evaluates  imple¬ 
mentation  and  effectiveness  of  re¬ 
search.  Combines  graphic  tools 
with  the  applications,  trains  clients 
in  the  features  and  functions  of  the 
new  applications.  REQUIRE¬ 
MENTS:  Ph  D  In  Computer  Sci¬ 
ence  or  Engineering  is  required. 
Must  have  experience  in  the  fol¬ 
lowing  techniques  and  processes 
acquired  through  education  or  on- 
the-job  training:  deterministic  and 
stochastic  optimization  methods, 
conventional  and  fuzzy  decision 
analysis,  theory  of  influence  dia¬ 
grams,  cluster  analysis,  and  com¬ 
puter  graphics.  Education  should 
include  statistics  and  probability 
theory,  real  analysis,  topology,  dif¬ 
ferential  geometry,  advanced  nu¬ 
merical  analysis,  combinatorial  op¬ 
timization,  theory  of  algorithms, 
and  artificial  intelligence.  The  ability 
to  use  the  following  computer  lan¬ 
guages  and  environments:  C,  For¬ 
tran,  Lisp.  Unix,  and  X  Windows. 
40  hour  work  week.  Hours:  8:30 
am.  to  5:00  p.m.  Salary: 
$63,000.00  per  year  Must  have 
proof  of  legal  authority  to  work 
permanently  in  the  U.S.  Interested 
applicants  should  send  resume  to 
Illinois  Department  of  Employment 
Security,  401  South  State  Street, 
3  South,  Chicago,  Illinois  60605 
Attention:  Margaret  McKenzie. 
Reference  #V-IL-2457.  No  Calls 
An  Employer  Paid  Ad. 


FLORIDA 

LOOKING  FOR  A 
CAREER  MOVE  WITH 
GROWTH  POTENTIAL? 


Our  Fortune  100  customers  have 
asked  us  to  find  professionals  with 
2  +  years  of  experience  who  want 
to  learn  new  skills  and  work  in  high 
tech  environments 

COMPUTERPEOPLE's  staff  is 
currently  working  on  over  100  + 
assignments  involving: 


APPLICATIONS 

M&D 

MSA/IE 

AA/DCS 

MRP 

HEALTH 

S/E 

UNIX  C  COMM 

X-WIND 

ADA 

GENERAL 

R-BASE 
WANG/C0B0L 
CASE  TOOLS 
HP/SPEED 


IBM 

DB2 

CICS/C0B 
ALC 
IMS/DL1 
IDMS/ADS0 
ADR/IDEAL 
FOCUS 
AS400/RPG 
CSP 
DEC 

VAX/VMS 
“C"  OR  COB 
VMS/A0A 

TANDEM 

SC0B/PATH 

TAL/C0MM 

Should  you  desire  to  be  a  member 
of  a  strong  team  and  possess  high 
level  skills  in  one  of  the  above 
areas  send  resume  io: 
COMPUTERPEOPLE.  Dipl  506 
12225  28th  St  N. 

St  Petersburg.  FL  33716 

813-573-2626 

20  North  Orange  Avenue  Suite  1400 
Orlando.  FL  32801 

800-888-1 064 

2005  W  Cypress  Creek  Rd,  Suite  3 
Ft  Lauderdale  Ft  33309 

305-771-8603  000-777-8603 


COmPUTERPEDPLE 

“  Your  Next  Job 
Is  Our  Business" 


Technology  that's  driving  the 
industry  built  on  a  foundation 
of  financial  stability 


Quality.  Innovation.  Stability.  These  are  just  a  few  of  the 
characteristics  that  have  distinguished  high-perfor¬ 
mance  Amdahl  computer  systems.  Of  course,  the  same 
qualities  apply  to  Amdahl,  the  company,  as  well.  Add  to 
that  consistently  strong  sales  and  a  company  that's  built 
on  a  stable,  financial  foundation.  Consider  these 
opportunities  located  in  the  San  Francisco  Bay  area. 

MACROCODE  DEVELOPMENT 
ENGINEERING 

Macrocode  is  the  layer  of  firmware  embedded  in 
Amdahl  processors  that  makes  “compatibility  plus”  a 
reality.  Macrocode,  besides  providing  the  environ¬ 
ment  in  which  MVS,  VM  and  UTS*  run,  makes  possible 
the  innovative  new  features  like  MDF,  our  Multiple 
Domain  Feature.  MDF  is  a  significant  development  in 
operating  system  power,  performance  and  flexibility. 

Macrocode  developers  work  at  a  level  closer  to  the 
mainframe  than  any  other  type  of  programmer.  Our 
macrocode  developers  are  working  on  features  and 
facilities  the  rest  of  the  computing  world  won’t  even 
hear  about  for  two  to  three  years. 

Macrocode  Engineer 

To  join  our  macrocode  development  team,  you’ll  need 
a  strong  background  in  systems  software  level  develop¬ 
ment.  This  should  include  either  VM  or  MVS  internals, 
370  extended  architecture  and  strong  370  Assembler. 

A  BSCS  or  equivalent  experience  is  required. 

Software  Engineer 

You  will  take  part  in  the  development  and  testing  of  a  C 
compiler.  In  addition,  you  will  design,  develop  and 
maintain  tools  in  a  VM/CMS  and  Sun/OS  workstation 
environment  and  serve  as  backup  workstation  adminis¬ 
trator.  We  require  3+  years'  development  experience 
in  a  UNIX**/Sun  environment,  knowledge  of  C  and 
an  understanding  of  UNIX  internals.  370  BAL  experi¬ 
ence  is  highly  desirable.  A  BSCS/BSEE  or  equivalent 
experience  is  required. 

Please  contact  Derek  Metz  at  (800)  538-8460, 
ext.  75962  or  send  your  resume  to  him  at  Mail 
Stop  300. 


DESIGN  AUTOMATION 

Our  Design  Automation  group  develops  state-of- 
the-art  CAD  Systems  and  tools  for  Amdahl 
mainframes  from  initial  concept  through  design, 
development  and  manufacturing. 

Design  Automation  Engineer 

As  part  of  this  group,  you’ll  design  and  develop  board 
physical  design  tools.  You'll  need  a  BS/MS  in  CS/EE, 
or  equivalent  experience,  and  3-5  years’  experience  in 
software  development  of  CAD  tools.  Extensive 
knowledge  of  automatic  routing  algorithms  and 
experience  developing  a  router  is  of  key  importance 
in  this  position.  An  understanding  of  UNIX/C,  PCB’s 
and  logic  design  is  also  needed. 

Test  Generation  Design  Engineers 

Intermediate  to  senior  level  positions  exist  developing 
Automatic  Test  Generation  (ATG)  software  and  other 
Design  Automation  Tools.  You  must  have  experience 
and  knowledge  in  the  design  and  development  of  at 
least  one  of  the  following:  delay  test,  function  test, 
fault  simulation,  IDDQ  testing,  logic  and  timing 
simulation,  and  test  generation  algorithms 

This  position  requires  strong  UNIX/C  and  software 
engineering  skills,  and  a  working  knowledge  of  logic 
design,  computer  architecture  and  digital  computer 
fundamentals.  Familiarity  with  design  for  testability 
and  BIST  concepts  is  a  plus. 

Please  contact  Sherri  Yarp  at  (800)  538-8460,  ext. 
67689,  or  send  your  resume  to  her  at  Mail  Stop 
300. 

The  satisfaction  of  exceptional  challenge  awaits  you. 
To  find  out  more  about  Amdahl  and  its  relocation 
package,  please  send  your  resume  to  Amdahl 
Corporation,  Employment  Department  AJL  0508, 
1250  East  Arques  Avenue,  P.O.Box  3470,  Mail  Stop 
300,  Sunnyvale,  CA  94088-3470.  Principals  only, 
please.  Amdahl  Corporation  is  proud  to  be  an  equal 
opportunity  employer  through  affirmative  action. 

*UTS  is  a  trademark  of  Amdahl  Corporation 
“UNIX  is  a  trademark  of  UNIX  Systems  Labs,  Inc. 


amdahl 


Why  WTW? 


Because  You’re  The  Best 

Wesson,  Taylor,  Wells 

one  of  the  nation's  premiere 
software  consulting  firms  - 
has  challenging  careers 
across  the  country  for  top 
programmer/analysts  with 
applicatipn  development 
expertise. 

DEC  VAX,  SMARTSTAR 
Rdb  or  Oracle 

Send  resume  immediately 
or  call: 

Wesson,  Taylor,  Wells 

P.O.  Box  72137 
Atlanta,  GA  30007-2137 

1-800-833-2892 


WTW 


software 

roNsu.riNc; 

SKKVKKS 


An  Equal 

Opportunity 

Employer 


SOFTWARE 

OPPORTUNITIES 

713/488-7961 

Let  our  national  award  winning 
computer  specialists  assist  you  in 
your  search.  We  have  over  300  af¬ 
filiated  offices  around  the  country 
ready  to  work  for  you! 

SYSTEMS  SOFTWARE  S80K  ♦ 
AS/400,  S/38  P/A  TO  S48K 

LIFE  INSURANCE  TO  $60K 

DB2  ANALYSTS  TO  S60K  ♦ 

IDMS,  IMS  OR  ADABAS  TO  S50K 
P/A  (COBOL  OR  ALC)  TO  S40K 
MVS  OR  VM  INTERNALS  S OPEN 


ACF/VTAM/NCP 
COBOL/CICS 
UNIX  INTERNALS 
UNIX/C 

COBOL/DB2  OR  IMS 
EDP  AUDITOR 


TOS50K 
TOS40K 
TO  S60K  ♦ 
TOS55K 
TOS48K 
SOPEN 


ROBERT  SHIELDS  & 
ASSOCIATES 

P.O.  Box  890723.  Dept.  C 
Houston.  TX  77289-0723 

FAX:  713/486-1496 


COMPUTER  DIRECTORIES 


THE 

DP 

BLUE 

BOOK 

i  hi 

I  OMI’I  II  k 
l\M  \l  I  \III1\ 
Mil  K<  I 


ORDER  YOURS 
TODAY! 

caii.  1-800-827-8338 


•  Identifies  Mainframe,  Midrange  and 
Mini-Computer  Installations 

•  Hardware/Software  Configurations 

•  M.IJS.  Management  Contacts 

•  Cross-Referencing  Indexes 

•  Industry  Type 

Call  For  The  D.P.  Blue 
Book  In  Your  State(s). 
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COMPUTER  CAREERS 


Computerworld/CorpTech  Career  Index 

ENVIRONMENTAL  COMPANIES  —  small-  and  medium-sized  high  tech  firms  involved  in  environmental  equipment  and  services  are 
experiencing  employment  growth,  particularly  in  the  New  York  Metro  and  Southeast  U.S.  regions,  based  on  a  survey  of  305  environmental 
equipment  and  services  manufacturers 


1 

.  '  •••  . 

..  /  "  \  '  ' '  •  -• 

Overall 

growth 

rate 

3.7% 

©Copyright  1991, 

Corporate  Technology 
Information  Services,  Inc., 

I  Woburn,  MA 

Growing  at 
over  25% 


Business 

failures 


Stable 


Growing  at 
under  25% 


Shrinking 


Employment  growth  by  region 


4.4% 


Southeast 

U.S. 


Northwest 

U.S. 


New  England  California 
(25  or  more 
employees) 


North  Eastern 

Central  U.S.  Great  Lakes 


New  York 
Metro 


Mid-Atlantic 

SouthCentral 

Southwest 

U.S. 

U.S. 

Opportunities  throughout  the  United  States 

If  you’re  seeking  career  rewards... 


we  can  help  you  get  there. 


At  AGS,  we  know  that  linking  the  best  Programmer/ Analysts  to  the  best 
career  opportunities  can  often  involve  some  intelligent  career  "moves". 
That  is  why,  in  addition  to  highly  competitive  pay,  we  can  also  offer  you 
relocation  assistance,  and  initial  living  expenses 

We  are  currently  seeking  degreed  individuals  with  2+  years'  applications 
development  or  systems  software  experience  in  the  following  areas: 


•  AS/400,  S/38 

•  SYBASE 

•  AIX,  INFORMIX 

•  DB2,  TELON 


•  SAPs  R/2 

•  INTEGRAL 

•  C,  OS/2 

•  MS-Windows,  C 


•  ORACLE 

•  METAPHOR 

•  NOMAD 

•  IEW,  IEF 


Wherever  your  career  with  AGS  takes  you,  you  will  receive  benefits 
which  include  medical  and  dental  coverage,  tuition  reimbursement,  a 
401K  savings  plan,  and  more  For  immediate  consideration,  call  or  send 
your  resume  to  National  Resources  Manager,  AGS  Information  Services, 
Inc.,  1139  Spruce  Drive,  Mountainside,  NJ  07092. 


A  NYNEX  Company 

An  equal  opportunity  employer  M/F/H/V 


(800)  HIRE  AGS 
Fax  (908)  654-9794 

AGS,  a  NYNEX  Company,  is  a  leader 
in  developing  information  solutions 
for  clients  in  both  industry  and 
government  We  have  more  than 
2500  computer  professionals  in  50 
offices  in  the  U.S ,  Canada  and 
England 


Arizona,  California.  Colorado,  Connecticut.  Delaware,  Florida.  Georgia.  Illinois.  Indiana.  Maryland. 
Massachusetts.  Michigan.  New  Jersey.  New  York.  North  Carolina.  Ohio,  Pennsylvania,  Texas 


Systems  Programmer  position 
available  Applicants  must  have 
at  least  a  Bachelor  of  Science 
degree  in  Computer  Science  or 
a  related  field  plus  minimum  two 
years  systems  experience  of 
which  one  year  must  be  Wang 
VS  experience.  Combination  of 
education  and  experience  may 
be  substituted.  Position  also  re¬ 
quires  excellent  knowledge  of 
several  programming  languag¬ 
es,  including  at  least  one  as¬ 
sembler  ana  demonstrated  abil¬ 
ity  to  produce  significant  as¬ 
sembly  language  programs.  Re¬ 
sponsibilities  include  main¬ 
taining  software,  enhancing  ex¬ 
isting  software,  writing  onginal 
software,  monitoring  software 
performance,  monitoring  tele¬ 
processing  systems,  document¬ 
ing  system  facilities,  and  con¬ 
sulting  for  operators  and  users 
on  system  facilities  Forty  (40) 
hours  per  week.  $30,513  per 
year  Please  send  resume  to: 
Matilda  Moore,  Department  for 
Manpower  Services,  Cabinet  for 
Human  Resources,  300  South 
Upper  Street,  Lexington,  KY 
40508.  Job  Order  No.  08041 1  ’. 


Computer  Analyst,  40  hrs/wk. 
8:00am  -  5:00pm,  $39,000/yr.  De¬ 
sign,  development,  implementation 
and  testing  of  management  sup¬ 
port  systems.  Database  design  and 
management.  Networking.  Tools: 
VAX  mainframe;  VAX  source  code 
analyzer  and  language  sensitive  ed¬ 
itor;  VAX  CDD/Plus;  DECForm; 
RTL,  UDU,  DDU,  ADU,  SDA,  IBM 
OS/MVS;  Data  Reporter  and  Data 
Query;  IDEAL;  COBOL;  C  MS  in 
Computer  Science  as  well  as  3 
years  experience  as  a  Computer 
Analyst  or  as  a  Systems  or  Pro¬ 
grammer  Analyst  Previous  direct 
or  related  experience  must  Include 
work  with  VAX  and  IBM  mainframe 
Computers,  COBOL  and  C.  Addi¬ 
tional  one  year  experience  with 
IDEAL.  Data  Query  and  Data  Re¬ 
porter  Graduate  course  work  must 
include:  Organization  of  Program¬ 
ming  Languages;  Information  Orga- 
nizatxxi  and  Retrieval  Must  have 
proof  of  legal  authority  to  work  per¬ 
manently  in  trie  U  S.  Send  resume 
to:  ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY.  401 
South  State  Street  -  3  South,  Ch+ 
cago.  Illinois  60605.  Attention:  D 
Rule.  Reference  #V-IL-2329-R,  NO 
CALLS,  AN  EMPLOYER  PAID  AD 


PROGRAMMER-ANALYST:  Design 
systems  software  for  invoices,  ac¬ 
counts  receivable,  payments,  and  in¬ 
ventory  control  systems.  Perform 
systems  requirements  and  data 
model  analysis.  Design  the  on-line  In¬ 
teractive  systems,  using  program¬ 
ming  languages  and  software  pack¬ 
ages.  User  numerical  analysis  tech¬ 
niques  to  analyze  complete  algo¬ 
rithms,  Provide  consulting  services  in 
products  trouble-shootirig.  Requires 
MS  degree  in  Computer  Science  or 
Mathematics  Graduate  education 
should  ndude  one  course  each  h: 
Computer  Operating  Systems,  Pro¬ 
gramming  Language  Design,  Nu¬ 
merical  Analysis,  Fie  and  Communi¬ 
cation  Systems,  and  Computer  Al¬ 
gorithms  $27.000/yr.,  40  hrs./wk„  8 
-  5  Must  have  proof  of  legal  author¬ 
ity  to  work  permanently  n  the  U.S. 
Send  resume,  and  transcript  to:  IS- 
nois  Dept,  of  Employment  Security, 
401  S  State  St.  -  3  South.  Chowo. 
IL  60605,  Attn:  Maxine  Couits,  Ref 
#V4L-2472-C.  NO  CALLS.  Em¬ 
ployer  Paid  Ad. 


Staff  Programmer  to  design  and 
implement  a  geographical  data¬ 
base  of  the  Ancient  Near  East; 
analysis  and  development  of 
product  requirements  through 
contact  with  customers,  applica¬ 
tion  domain  experts,  and  fellow 
employees;  design  and  analysis 
of  algorithms  to  implement  prod¬ 
uct  in  cooperation  with  team 
members;  identification  and  eval¬ 
uation  of  common  (reusable)  soft¬ 
ware  modules,  either  purchased 
from  third  parties  or  developed 
in-house;  writing  product  source 
code  and  integrating  with  contri¬ 
butions  of  other  team  members; 
testing  the  product  and  making 
corrections  to  the  source  code; 
coordinating  with  technical  sup¬ 
port  and  marketing  to  assure 
quality  customer  service  after 
sales;  complete  additional  special 
projects  as  assigned.  Bachelors 
Degree  in  Computer  Science  re¬ 
quired.  Applicant  must  have  com¬ 
pleted  each  of  the  following 
courses:  Compiler  Construction, 
Artificial  Intelligence,  Operating 
Systems  and  Concurrent  Pro¬ 
gramming,  Management  Informa¬ 
tion  System,  Operations  Re¬ 
search,  MacApp  and  Object-Ori¬ 
ented  Programming/Pascal  and 
Macintosh  Programming  Funda¬ 
mentals.  Academic  courses  must 
have  also  included  the  use  of  C  in 
developing  a  compiler  for  a  sub¬ 
set  of  Pascal  which  was  imple¬ 
mented  in  Lexical  Scanner,  Syn¬ 
tax-directed  code  generator,  and 
a  code  optimizer.  Applicant's  aca¬ 
demic  program  or  industrial  expe¬ 
rience  must  have  included  pro¬ 
gramming  the  Macintosh  Com¬ 
puter.  utilizing  concepts  of  ob- 
|ect-oriented  design  and  pro¬ 
gramming.  40  Hrs./wk.  M/F,  8  am 
to  4:30  pm,  $28,000/annum. 
Must  have  proof  of  legal  authority 
to  work  in  the  United  States.  Ap¬ 
ply  or  send  resume  to  Job  Ser¬ 
vice  of  Iowa,  P.O.  Box  729  (800 
7th  St.  SE)  Cedar  Rapids.  Iowa 
52406.  Refer  to  Job  Order  #IA 
1100020.  Advertisement  is  paid 
by  the  employer. 


SYSTEMS 

INTEGRATION 

CONSULTANTS 


We  are  a  professional  services 
firm  and  have  an  immediate 
need  for  the  following  skills; 
openings  are  nationwide: 

•  OS/2  Appl.  Pgmrs 

•  IMS  Systems  Pgmrs 

•  JES3  Systems  Pgmrs 

•  VM  Systems  Pgmrs 

•  CASE/Info.  Engineers 

•  DB2  DBA’s 

•  DB2/CICS  Appl.  Pgmrs 

•  SQL/DS  DBA’s 

•  QMF  Appl.  Pgmrs 

•  OS2/LANVC’ 

•  Tandem  Programmers 

Complete  benefits  pkg;  reloca¬ 
tion  not  necessary. 

For  immediate  and  confiden¬ 
tial  consideration,  phone/fax/ 
write: 

Mr.  Wendell  Man  ess,  EVP 
Enterprise  Systems  Assoc. 
7041  Roll  Center  Pkwy. 
Suite  260 

Pleasanton,  Ca  94566 
Ph:  (415)  846-4256 
Fax:  (415)  846-7925 


eSa 


Opportunities 

Nationwide! 


Data  Processing 

ATLANTA 

SOUTHEAST 

(404)  447-8773 

Software  &  Services 
Contract  or  Permanent 


BRANNON 
<&  TUI  I  V 


DB2  -  IDMS  -  ADS/0 
DATAC0MM  -  IDEAL 
CICS  -  AS400  -  RPG3 
HOGAN  -MSA  -  ORACLE 
FOCUS  -  PARADOX 
UNIX  -  C  -  OS/2  -  DOS 
MOTIF  -  J  D.  EDWARDS 

Brannon  &  Tully,  Inc. 

3169  Holcomb  Br  Rd  Ste  675 
Norcross.  GA  30071 
404-447-8773 
404-729-9803  Fax= 

Member  NACCB 


TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL.C,  SQL, X. 25 


THE  JOB  LINE 


POSITION  «EPO«T 


Over  500+  current  DP,  IS,  MIS 
positions  nationwide  appear  in 
each  weekly  issue  of 
POSITION  REPORT,  on-line  or 
by  hardcopy.  Jobs  are  sorted 
by  geographic  region  and 
computing  environment  (micro, 
mini  and  mainframe)  To  get 
our  on-line  number  or  to  order 
call:  (800)  962-4947 


$42»/4  weeks.  $115/12  weeks. 
V/MC/Chk/M  O  To  order  call: 

(800)  982-4947 


David  J.  White  &  Assoc,  Inc. 

809  Ridge 

Road 

Wilmette,  IL 

60091 

SO.  CALIFORNIA 
OPPORTUNITIES 

Outstanding  permanent  and  con¬ 
tract  opportunities  in  sunny 
Southern  California. 

Immediate  openings  for: 

Mainframe  UNIX  Syst.  Prog. 
Unisys  A  Series  Cobol  QMS  II 
COBOL/CICS  -  Sr.  P/A 
VAX/COBOL  P/A 
McCormack  &  Dodge  Sr.  P/A 
EDI/MVS  Sr.  P/A 


Relocation  assistance  is  available 
on  some  positions. 

Commercial  Programming 
Systems,  Inc. 

3250  Wilshire  Blvd  #1212 
Los  Angeles.  CA  90010-1602 
Call:  213/380-2681 
Fax:  213/389-2603 


Engineer,  Serna  Research  &  Devel¬ 
opment:  Resp.  fa  research,  design, 
&  development  of  advanced  logic 
design  CAD  systems,  ind.  develop¬ 
ment  of  algorithms  &  design  of  sys¬ 
tems  &  subsystems.  Reqs.  Ph.D.  in 
C.S.  Also  reqs.  doctaal  research 
concentration  m  synthesis  &  optimi¬ 
zation  algorithms.  Also  reqs.  knowl. 
of  switching  theory  &  logic  design; 
VLSI  CAD;  conbinatoria)  algorithms 
&  algorithms  analysis:  digital  1C  de¬ 
sign,  synthesis  &  optimization  algo¬ 
rithms,  computer  architecture  &  op¬ 
erating  systems  ind.  UNIX,  &  com¬ 
pilers  &  programming  languages 
ind.  C.  Salary:  $1,1 54/week.  Job 
Site/intervw  site:  San  Jose,  CA. 
Send  ad  &  resume  to  Job  ET31 16, 
P.O.  Box  9560,  Sacramento,  CA 
95823-0560  no  lata  than  May  28, 
1991 .  Must  have  legal  right  to  work. 


THIS 
SPACE 
FOR  HIRE 

Call  today 
to  place  your 
recruitment  ad. 

800-343-6474 
in  MA,  508/879-0700 


Attention, 

IS  Directors! 

Recruit  computer  profes¬ 
sionals  in  the  one  newspa¬ 
per  that  reaches  more 
QUALIFIED  professionls 
than  any  other  newspaper: 
Computerworld. 

For  more  information  or  to 
place  your  ad,  call  Lisa 
McGrath  at  800-343- 
6474  (in  MA,  508-879- 
0700). 


Weekly.  Regional.  National. 
And  it  works. 

An  IDG  Communications  Publication 
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COMPUTERWORLD 


MAY  13,  1991 


“  ..Computerworld  s  Campus  Edition 
gives  us  the  most  direct  contact  with 
our  target  audience  of  computer 


and  engineering 
graduates.” 

Hughes  Aircraft,  the  aerospace  electronics 
giant,  is  a  full  products  company  involved  in 
tne  research,  development,  manufacturing, 
and  support  of  over  1 00  different  technolo¬ 
gies.  With  about  55,000  employees  in 
Southern  California,  Arizona,  and  Colorado, 
Hughes  provides  12,000  separate  prod¬ 
ucts,  services,  and  functions  to  the  defense, 
space-related,  and  commercial  industries 
worldwide.  Since  John  Wilhite’s  job  as  Man¬ 
ager,  Corporate  College  Relations  is  to 
oversee  the  recruitment  of  the  country’s  top 
technology  graduates,  he  advertises  in 
Computerworld’s  Campus  Recruitment  Edi¬ 
tion. 

“Every  year,  Hughes  recruits  somewhere 
between  250  and  300  new  graduates.  The 
mainstream  of  our  hiring  centers  around  stu¬ 
dents  with  engineering  backgrounds.  Gen¬ 
erally  about  75%  of  our  student  recruits  are 
in  the  electrical,  mechanical,  and  computer 
engineering  fields.  Another  20%  or  so  have 
scientific  backgrounds,  primarily  in  computer 
science  and  physics.  The  balance  of  our  re¬ 
cruiting,  then,  is  for  MBA  graduates  with 
strong  orientation  in  MIS  or  CIS.  With  one 
advertisement  in  Computerworld’s  Campus 
Edition,  we  get  unique  reach  to  all  three  of 
our  student  audiences. 


-  John  Wilhite 

Manager ,  Corporate  College  Relations 
Hughes  Aircraft  Company 

from  students  with  the  right  types  of  back¬ 
grounds. 

“In  addition  to  delivering  advertising  results, 
the  issue’s  Annual  Student  Survey  serves  as 
an  important  research  tool.  Upon  receiving 
data  on  how  students  typically  view  Hughes 
Aircraft,  we  felt  we  needed  to  strengthen 
our  image  in  this  area.  For  continued  suc¬ 
cess  in  recruiting  top  technical  talent,  we 
find  feedback  like  this  invaluable. 

“To  be  effective,  it’s  essential  that  our  re¬ 
cruitment  advertisement  appears  in  a  quality 
publication  that  students  will  read.  We  know 
Computerworld’s  Campus  Edition,  with  its 
meaningful  content,  will  have  a  long  shelf 
life.  Clearly,  it’s  a  publication  that  students 
will  take  back  to  their  rooms  pass  along  to 
fellow  students,  and  keep  for  future  refer¬ 
ence.  That  means  our  advertisement  in  Com¬ 
puterworld’s  Campus  Edition  keeps  right  on 
working  long  after  the  issue  date. 

“Again  this  October,  we’ll  be  relying  on  the 
cost-efficient  reach  of  Computerworld's 
Campus  Edition  to  take  our  recruitment  mes¬ 
sage  to  engineering,  computer,  and  busi¬ 
ness  graduates  at  leading  colleges  and  uni¬ 
versities  nationwide.” 


“During  the  past  few  years,  computer  engi¬ 
neering  and  computer  science  graduates 
have  become  an  increasingly  important  part 
of  our  recruitment  efforts.  So  we  need  a 
publication  that  not  only  targets  the  exact 
audience  we’re  trying  to  reach  but  also  de¬ 
livers  quality  responses.  Based  on  the  re¬ 
cruitment  success  of  our  first  advertisement, 
we  know  Computerworld’s  Campus  Edition 
gives  us  the  most  direct  contact  with  our  tar¬ 
get  audience  of  computer  and  engineering. 
It  definitely  generates  quality  responses 


Computerworld’s  Campus  Recruitment  Edi¬ 
tion.  On  October  31,  1991,  this  exclusive 
edition  reaches  135,000  top  students  en¬ 
rolled  in  America’s  top  computer  and  engi¬ 
neering  degree  programs.  It’s  an  advertis¬ 
ing  vehicle  that  works  for  John  Wilhite  at 
Hughes  Aircraft.  And  it’s  your  best  way  to 
recruit  America’s  best  computer  career  stu¬ 
dents.  For  all  the  facts,  call  John  Corrigan, 

Vice  President/Advertising  Director,  at  800/ 
343-6474  (in  MA,  508/879-0700). 

Your  best  way  to  recruit  America's 
best  computer  career  students ... 


COMPUTERWORLD 


1  800  343-6474 

IN  MA  508  879-0700 


MARKETPLACE 


Singing  those  used-computer  blues 


BYALANRADDING 

SPECIAL  TO  CW 


Anybody  want  an  old  Un¬ 
isys  Corp.  B-series 
computer  cheap? 

Bob  Connors,  a  vice 
president  at  Peoples 
Bank  &  Trust  in  Indianapolis,  is 
beating  the  bushes  for  anyone 
who  might  take  the  machine  off 
his  hands.  He  gave  up  hopes  of 
getting  any  significant  amount  of 
money  for  the  machine.  Now  he 
just  wants  to  cut  his  losses. 

Despite  a  large  and  active 
market  in  used  minicomputers, 
users  trying  to  dispose  of  an  old¬ 
er  minicomputer  or  midrange 
machine  may  be  surprised  by  the 
degree  of  effort  involved  and  dis¬ 
appointed  in  the  prices  they  re¬ 
ceive.  Disposing  of  a  used  mini¬ 
computer  today  takes  work, 
patience  and  organization. 

With  a  leased  computer,  dis¬ 
posal  is  easy.  When  the  lease  ex¬ 
pires,  the  user  simply  returns  it 
to  the  leasing  company,  unless  he 
wants  to  extend  the  lease  or  buy 
the  machine. 

Alternatives  to  leasing 

Otherwise,  there  are  four  ways 
to  get  rid  of  a  used  minicomput¬ 
er:  1)  Pass  it  along  to  another 
part  of  the  organization,  2)  Trade 
it  toward  the  purchase  of  the 
next  computer,  3)  Find  an  end- 


user  buyer  or  4)  Sell  it  to  a  used- 
computer  dealer. 

The  first  option  is  the  easiest, 
if  other  parts  of  the  organization 
will  accept  the  machine.  For  in¬ 
stance,  Lou  Riley,  MIS  manager 
at  Advanced  Environmental 
Technology  Corp.,  a  hazardous 
waste  management  company, 
easily  passed  small,  used  IBM 
System/36  machines  along  to 
newly  opened  branch  offices. 
The  company  relies  exclusively 
on  used  System/36s  although  it 
intends  to  convert  to  the  Applica¬ 
tion  System/400. 

The  second  option  is  also  un¬ 
complicated,  provided  the  seller 
trades  in  a  machine  the  vendor 
carries.  For  instance,  Bruce 
Bills,  library  systems  administra¬ 
tor  at  Ricks  College  in  Rexburg, 
Idaho,  bought  a  new  computer  di¬ 
rectly  from  IBM  but  wasn’t  able 
to  trade  in  a  non-IBM  machine 
for  it. 

For  many  managers,  the 
trade-in  option  is  attractive  be¬ 
cause  a  seller  can  kill  two  birds 
with  one  stone:  He  can  get  the 
old  system  off  his  hands  and  get  a 
discount  on  a  new  system  at  the 
same  time. 

Users  seeking  an  end-user 
buyer  for  the  old  computer  —  op¬ 
tion  three  —  often  find  them¬ 
selves  looking  for  the  proverbial 
needle  in  a  haystack  unless  they 
are  disposing  of  a  current,  popu¬ 


lar  machine.  “We  really  have  to 
find  a  unique  buyer,”  says  Con¬ 
nors,  whose  efforts  to  dump  his 
old  Unisys  B-series  machine 
have  so  far  been  in  vain.  The 
most  likely  buyer  is  a  bank  that 
has  a  similar  machine  and  wants 
to  acquire  another  for  redundan¬ 
cy.  To  find  such  a  buyer,  the  bank 
is  putting  a  classified  ad  in  vari¬ 
ous  banking  operations  mag¬ 
azines. 

The  last  option  — 
selling  to  dealers  — 
among  the  most 
popular,  but  it  is  also 
the  most  complicat¬ 
ed. 

When  Tac- 
tech,  Inc.  in 
Yorba  Linda, 

Calif.,  downsized  from  a  Digital 
Equipment  Corp.  VAX  8250  to  a 
network  of  Sun  Microsystems, 
Inc.  Sparcstations  for  the  compa¬ 
ny’s  major  on-line  transaction 
processing  application,  Informa¬ 
tion  Systems  Director  David 
Troutt  spent  two  weeks  locating 
potential  dealers  and  buyers  and 
sending  them  faxes  on  specifics 
of  the  machine.  By  thumbing 
through  ads  in  the  back  of  com¬ 
puter  magazines,  he  identified 
about  12  used-computer  dealers, 
four  of  which  showed  interest. 

That  was  the  easy  part. 

Then  the  horse  trading  began. 
Troutt  had  difficulty  pinning 


down  the  price.  “The  buyers 
were  very  cagey  when  it  came  to 
price.  They  wanted  to  know  who 
I  had  talked  to,  what  kind  of 
prices  I  was  getting  —  they  were 
trying  to  see  how  knowledgeable 
I  was,”  he  says. 

To  bring  himself  up  to  speed, 
Troutt  studied  the  prices  of  the 
used  equipment  for  sale  in  the 
magazine  ads.  “I  expected  to  re¬ 
ceive  about  25%  less  than  what 
they  would  turn  around  and  sell 
the  stuff  for,”  he  ex¬ 
plains,  “but  it  pays  to 
shop  around.”  He  re¬ 
ceived  offers  for  his 
memory  cards  that  dif¬ 
fered  by  $2,000. 
Whatever  avenue  a 
seller  chooses  to 
take,  there  is  more 
to  selling  used  com¬ 
puters  than  just  un¬ 
loading  them  or  jockeying  for  the 
best  price.  The  machines  have  to 
be  in  certifiably  excellent  condi¬ 
tion.  The  seller  must  show  that 
the  machine  has  been  under  a 
maintenance  contract  and,  in 
some  cases,  have  a  vendor  accep¬ 
tance  certificate.  If  a  software  li¬ 
cense  transfer  is  involved,  all  of 
the  documentation  of  license 
ownership  must  be  in  order. 

"DEC  came  out  to  de-install 
the  8250,  and  the  buyer  wanted 
the  [Labor  Activity  Reporting 
System]  report,”  Troutt  recalls. 
The  report  accompanies  an  offi¬ 
cial  letter  from  DEC  certifying 
that  the  machine  has  been  main¬ 


tained  to  DEC’s  standards. 

With  the  documentation  in  or¬ 
der,  users  can  dispose  of  comput¬ 
ers  in  the  used  market,  but  they 
shouldn’t  expect  to  get  rich.  Ex¬ 
cept  for  popular  machines  that 
are  still  in  production,  used  com¬ 
puters  receive  only  a  small  frac¬ 
tion  of  their  original  value  —  10 
to  14  cents  on  the  dollar  in  many 
cases. 

Depreciation  factors 

Connors  says  he  hoped  to  recover 
the  value  of  the  machine  remain¬ 
ing  on  the  bank’s  books,  but  that 
doesn’t  appear  likely.  In  a  mo¬ 
ment  of  wishful  thinking,  he  adds: 
“It  would  be  nice,  at  least,  if  we 
could  depreciate  it  faster,”  so  it 
wouldn’t  look  so  bad  on  the 
books. 

How  much  a  used  minicom¬ 
puter  brings  in  depends  on  the 
make  and  model.  Machines  cur¬ 
rently  in  production,  such  as  the 
AS/400,  bring  top  dollar.  Howev¬ 
er,  the  popular  System/36,  espe¬ 
cially  the  larger  models,  still 
brings  a  good  price  because  of 
the  large,  active  market  for  it. 

Prices  fall  off  steeply  for 
equipment  that  is  out  of  produc¬ 
tion  and  for  which  the  market  has 
dwindled.  The  System/38,  deal¬ 
ers  report,  has  very  little  value. 
In  the  end,  some  machines  are 
worth  only  what  they  provide  in 
the  way  of  a  few  spare  parts. 


Radding  is  a  free-lance  writer  in  New¬ 
ton,  Mass. 


Buy/Sell/Lease 


S/400 


CPU'S  ■  FEATURES 
UPGRADES  ■  PARTS 
BUY  ■  SELL  ■  LEASE 

1-800-553-0592  PAIR  PRODUCTS 


RID 


in  MN  612-931-9000  FAX  612-931-0930 


Call  for  FREE  AS/400  or  9370  Configuration  Guide. 

12800  Whitewater  Drive,  Ste.  130,  Minnetonka,  MN  55343 


IBM  SPECIALISTS 


SELL  •  LEASE  •  BUY 
S/34  S/36  S/38  AS/400 

3741  3742 


*  New  and  Used 

*  All  Peripherals 


'  IBM  Maintenance  Guaranteed 


‘  All  Peripherals  •  Immediate  Delivery 

’  Upgrades  and  Features  *  Completely  Refurbished 

800-251-2670 

IN  TENNESSEE  (615)  847  4031 


COMPUTER  MARKETING 

PO  BOX  71  •  610  BRYAN  ST.  •  OLD  HICKORY,  TN  37138 


IBM  WORKSTATIONS 


ADD-ON 
DISK  DRIVES 

RS  6078  780  MB  IBM  SCSI 

Full  Plug  N’ Play  Compatability  at 
HALF  THE  PRICE... 

rt  AT  A  ONLY 

uatiohJol  uffoNswoRumoE  $3,450.00 

(916)  362-1239  •  FAX  (916)  362-2419 


m  6  ™  or  MTOMATOUl  ■ 


R/6000 


9 

3 

Most  Machines, 
Upgrades.Peripherals 
&  Features  In  Stock 

9 

2 

Now  Supplying 

7 

ES/9000-9221’s 

2 

n 

Call  us  for  a  quote 

1 

u 

708-2 1 5-  9370  Fax:  708-215-9992 

y 

Executive  Infosource 

9 

s 

1548  Barclay  Blvd. 

Buffalo  Grove,  IL  60089 

S 

IBM 


BUY  •  SELL  •  LEASE 
4381  •  3725/3745  •  3380  •  3480 

•  All  peripherals  •  Feature  Work 

•  IBM  MAQ  •  Upgrades 


Salem  Computer  Group 


(800)727-5999  Fax  (919)  777-3400 
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CLASSIFIED 


Buy/Sell/Lease 


BUY  I 
SELL1 


NlClR 


I  Systems 
I  Components 
I  Peripherals 
I  New  Equipment 

SINCE  1976" 

.  k  *  W  o  o  „ 


615-870-5500 

Telex:  3785891 
Fax:  615/875-5199 


BUYING 

SELLING 

DEC  -  SUN 
Data  General 
Plus 

All  Peripherals 

rAM 

CALL 


617-837-7255 

301-750-7200 

DIGITAL  COMPUTER  CONSULTING.  INC. 


Data  General 

-  Large  inventory  of  new  & 
used  DG  equipment  available 

-  Complete  systems  &  spare 
parts  for  Nova  &  MV  systems 

-  Also  new  Plug-Compatible 
Disk,  Tape  &  Printers 

-  World-wide  Service 

Buy-Sell-Lease-Rent 

International 
Computing  Systems 

800-522-ICSC 

Fax:612-935-2580 


FOR  SALE 


Honeywell  System 
DPS  88/81 

Peripherals: 

•  Add’l  System  Console 

•  120  CPS  Printers 

•  23"  Monitors  w/Attach 

•  Plus  Extras 


516-825-7040 

Fax:516-825-7115 


REFURBISHED  USED 

[■AT A  CENTER  ENV1RONMENTALS 

•UPS  SYSTEMS 
•POWER  CONDITIONERS 
•STANDBY  GEN  SETS 
•COMPUTER  ROOM  AC 
•ACCESS  FLOORING 
•HALON  SYSTEMS 


262  S  Military  7  mil 
Deerfield  Beach  FL  33442 

1-800-226-0784 


CLASSIFIED 

MARKETPLACE 

Where  Computer 
Professionals  Shop 

(BOO)  343-6474 

(in  MA;  508/879-0700) 


MAY  13, 1991 


WE 

BOUGHT 


By  the  thousands. 

As  a  result  of  our  thousands  of  purchases  of 
new  and  used  IBM  systems  of  all  sizes,  shapes 
and  descnptions,  we  are  offering  you  great 
savings  on  IBM  AS/400's,  36's,  tapes,  dnves, 
printers  and  penpherals,  as  well  as  all  upgrades. 
As  a  specialty,  we  offer  multiplexors, 
modems,  protocol  converters  and  PS/2's 
If  you  have  a  need  to  buy  or  sell,  call  us  first 
and  DEAL  DIRECT  with  the 

COnPIITF.B“ 

MARKETPLACE 

«l  800-858-1144 

In  CA.  dial  (714)  735-2102,  205  East  5th  Street.  Corona.  CA  91719 

IBM  IS  A  REGISTERED  TRADEMARK  OF  INTERNATIONAL  BUSINESS  MACHINES  INC 
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HONEYWELL 

LEVEL  6  DPS  6 


Boudreau 
Computer  Services 

•  Complete  Minicomputer 
Line  -  New  &  Used 

•  Upgrades  and  Features 

•  Depot  Repair  Capability 

•  Immediate  Delivery 
Low  Prices 

(508) 393-6839 

FAX  508-393-3781 


BULL 


3COM 

Buy  -  Sell 
New  -  Used 

Big  Discounts 
on 

Network  Cards 


Parts/Servers/ 

Periph./Bridges/ 

Repeaters 


Ergonomic  Inc. 
800-AKA-3COM 


9370 

IN-HOUSE 
TECHNICIANS 
Buy  Sell  Lease 


New/Reconditioned 


Equipment 

Whatever  your  re¬ 
quirements  are  for  Digi¬ 
tal  Equipment,  call  CSI 

first!  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all! 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  parts  and  labor 
and  is  aligibla  for  DEC 
maintananca. 

Ottering  systems,  disk 
drives,  tape  drives,  printers, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more. 

Compurex 

vOI  Systems,  Inc. 
83  Eastman  St. 

Easton,  MA  02334 
Call  Toll-Free 
1-800-426-5499 
In  Mass.  (508)  230-3700 

FAX  (508)  238-8250 


i 

| 


◄ 


n 

w 


Series/1  to  RS/6000 
Migration  Services 


SERIES/1 


RS/6000 


SYS  36/38 


AS/400 


9370 


4300 


RT 


Buy  -  Sell  •  Lease 


612-942-9830 


DATA  TREND  ,^=- 

10250  Valley  View  Road.  Suite  149 
Eden  Prairie,  Minnesota  SS344 


DEMPSEY. 

WHERE  /BM  QUALITY VS 
SECOND  NATURE 


•  SEP/ES/1 
• 9370 
• 4381 
•  AS/400 
•  SYSTEM  36/38 
PO/NT  OF  SALE 


BUY-LEASE-SELL 
•  Processors 
•  Per/phercr/s 
•  Upgrades 

For, pretested equipment,  f/exibie  financing, 
configuration  pianning,  technicai  support 
and  overnight  shipping  cat/ 

fSOOJ 888-2000. 


Dempsey 

BUS/A/ESS  SYSTEMS 

Where  /BMQuo/ify/sSecond Nature. 

18377 Beach  BM.,  Su/fe 323  •  Huntingfon  Beach, 
CA  72638  •  f714J  837-8486  •  FAX:  t713j 837-3137 


S  §  5§j  |d|  Computer  Dealers 

®  &  Lessors  Association 


IBM  BUY  SELL  LEASE 


That's  because  Dana  offers  the  full 
range  of  new  and  used  IBM  midrange 
systems  ond  peripherals,  as  well  as 
third-party  peripherals. 

So  coll  Dana  today,  and  relax  while  we 
save  you  time  and  money-  no  sweat I 

Dana 

Serving  midrange  systems 
users  worldwide  since  1979 
California  800.433.4148  213.830.9009 
Connecticut  800.634.5516  203.359.8040 
Ohio  800.255.7560  614.899.0204 
Arizona  800.433.4148  602.266.0645 


SPECTRA 

EQUIPMENT  CORPORATION 


(714)970-7000  (800)745-1233  (714)970-7095  fax 
BUY  SELL  RENT  LEASE 


ANAHEIM 

CORPORATE 

CENTER 

5101 E.  La  Palma  Ave. 
Suite  206 
Anaheim 
California  92807 

LOS  ANGELES 
SAN  JOSE 
SEATTLE 


:  =  — 

mm 

XEROX 

9370,  4381 

MicroVax 

3700 

AS400,  S/36, S/38  VAX  6000 

4045 

Point  of  Sale 

VAX  8000 

4050 

CAD/CAM 

PROCESSORS 

4090 

Series/1 

PERIPHERALS 

8790 

Bankinq 

UPGRADES 

9790 

‘iKteyuttf, . .  .  (Ae  Sfieetnrr,  eU^&tc*tcc  ! 

A  full  line  IBM,  Digital  and  Xerox  dealer 


HP 


NEW  and  USED 
1000  •  3000  •  9000 
Including  Spectrum 

BUY  •  SELL  •  TRADE  •  RENT  •  LEASE 
Processors  •  Penpherals  •  Systems 

All  in  Stock  -  Immediate  Delivery 
All  warranted  to  qualify  for  manufacturer's  maintenance 

ConAm  Corporation 

It's  Performance  That  Counts! 
800/926-6264  213/419-2200 

FAX  213/419-2275 


VAX  RENTALS 

VAX  4000  SERIES 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  Turnaround  •  Dependable  Products 

•  Upgrade/Add-On  Flexibility 

•  6  Months  *  12  Months  •  24  Months 

BROOKVALE  ASSOCIATES 

cnu»  S£Lo»-,  ririn  35. 

VW  •  t  IMW1  AMOoatn  imniw 

EAST  COAST  WEST  COAST 

(516)273-7777  (206)392-9878 


We  Buy  &  Sell 
Computers,  Peripherals, 
Drives,  Boards,  ICs. 

All  Major  Brands 

Fax  us  your  excess  inventory  lists. 

Industrial 

Electrosurplus 

Tel  (508)  887-7390 
Fax  (508)  887-7395 


OVery  low  usage 

OVery  good  condition 

OFor  information  please  call: 

MCN  Computer  Services,  Inc. 
(313)  3374824 


Upgrades 

Up  to  30%  off 

Maintenance  certification  guaranteed 

Call  Toil  Fr..  ^  ^^^DTir^MQ 

1-800-IBM-LESS  s=  Jr  I  IWINO 

In  Minnesota 

1-800-325-9398 


group 


10340  Vkmg  Drrv.  -  14* „  Pram.  MN  SS344 
412-041-1099 


CALL  TODAY 
FOR  A  QUOTE 


1 -800-ICE-BUYS 


BUY  ■  SELL  ■ 
PERIPHERALS  1 


LEASE  ■  NEW  "  USED 
' SYSTEMS  ■  UPGRADES 


6000/8000  Senes  Mem . all  sizes 

6410  Sys...  W/Lic  8650  Sys. ..W/Lic 

Micro  VAX  II  /  III . Built  to  spec 

Apollo  DN2500  Sys  New  Loaded  6K 

Data  General  Avion  Sys  NEW  25%  off 

VT220  used  $225  Maxtor  2190  Refurb  $850 

VT320  new  $420  TK50-AA . $850 

VT420  new  $495  DSRVB-AA . $1,600 


ia  Data  General 

sun 

apollo 


TEL:  (617)  585-8688 .  FAX:  (617)  5S5-9177 

1 63  MAIN  ST. .  KINGSTON.  MA  02364  = 


INTERNATIONAL  COMPUTER  EXCHANGE,  LTD. 


COMPUTERWORLD 


105 


CLASSIFIED 


Buy/Sell/Lease 


Y^' 


IBM  AS/400 

\utoina(o>d 

Ilat'kiip 

SIMPLE  •  INTEGRATED  •  UNATTENDED 

Integrated  AS/400  media  management 
backup  and  restore  with  Magna’s  OZONE: 
Menu-driven  software  in  simple  English 
(no  extensive  CL  knowledge  needed) 
Unattended,  automatic  backup 
On-line  data-base  tracks 
what,  when  and  where  to  restore 
Full  media  management  and  tracking 
CALL  FOR  FREE  14-DAY  DEMO 

FOR  QUALIFIED  CUSTOMERS 

Magna’s  OZONE  Backup  Software  from: 


mob 

Rnnlnr  '  1  _Q  Af 


Authorized  Magna  Dealer  r  1-800-223-9264 


9000,  Convex, 
Alliant,  Cray,  Sun 
&  S.G.I.  services. 


For  Sale! 

Unix  Supercomputers 

We  are  the  exclusive  sales 
agent  for  Multiflow  Super¬ 
computers.  >50mips,  up  to 
20  gig  of  disk  &  512ma 
mem;  S/W  includes  4.3 
Berkley,  C,  Fortran,  Vax 
(EDT,  VCL,  Decnet)  NFS, 
OSF-Motif,  X-Wind.  rev-4  & 
more... 

Great  prices  &  service/sup¬ 
port  by  Bell  Atlantic  Busi¬ 
ness  Systems  Services.  Call 
Steve  at  203-488-5377. 


WE  BUY 


•  Data  General 

•  Sun 

•  Data  Products 

•  CDC 

•  PC  Equipment 


(617)  982-9664 

FAX 

(617)  871-4456 


Software 


PC-BASED  DATA  INPUT  SOFTWARE 


Replace  dedicated  Data  Entry  Systems 
Front-End  Mainframe  Applications 


□  LAN  or  stand-alone 
environments 

□  Two-pass  verification 
Q  Batch  balancing  and 

check  digits 

□  Operator  statistics 
reporting 

□  Embedded-numeric  key¬ 
pad  emulation 

□  Extensive  field  edits  and 
table  lookups 

□  Screen  Painter  and 
MenuManager  Included 

800-533-6879 


□  Batch  Control  System 
and  Reformat  utility 

□  User-definable  help 
screens  and  windows 

□  OS/2  version 

□  Outstanding  customer 
support 

□  Thousands  of  users 
worldwide 

□  French,  Spanish,  and 
German  versions 

□  Consulting,  conversion 
and  Integration  services 


@scs 

h  R  irnrw  • 


FREE 

DEMO  DISK 
AVAILABLE! 


♦ 


Southern  Computer  Systems,  inc 

Pbane  (205)  251-2985  ■  FAX  (205)  322A&51 
fc  Birope  SCS  Europe,  Lrf.  0753  36550  ■  FAX  0753-36765 


Bids/Proposals/Real  Estate 


MS  CENTRAL  DATA 
PROCESSING  AUTHORITY 

Sealed  proposals  will  be  received 
by  CDPA,  301  N.  Lamar  St.,  301 
Bldg,  Suite  508,  Jackson,  MS 
39201  for  the  following: 

RFP  2015,  due  Thurs,  5/30/91  at 
3:30  p.m.  for  hardware,  soft¬ 
ware,  &  services  to  furnish  an  ex¬ 
isting  Highway  Dept.  LAN  with 
327X,  RJE,  E-Mail  &  Calendaring 
in  conjunction  with  an  IBM  3090 
host  &  departmental  IBM  AS400 
remote  to  the  LAN  for  the  MS 
STATE  HIGHWAY  DEPT. 

RFP  2016,  due  Tues,  6/4/91  at 
3:30  p.m.  for  a  turnkey  labora¬ 
tory  information  management 
system  (or  the  MS  Crime  Labora¬ 
tory  ot  the  MS  DEPT.  OF  PUBLIC 
SAFETY. 

Detailed  specs  may  be  obtained 
from  the  CDPA  office.  CDPA  re¬ 
serves  the  right  to  reject  any  and 
all  bids  and  proposals  and  to 
waive  informalities. 

Patsy  Stanley  @  (601)  359-2604 


It’s  the 

Classified 

Marketplace 

Reach  Computer 
Professionals 
Where  They 
Shop  For: 

□  Buy/Sell/Lease 

□  Conversions 

□  PC  Rentals 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Graphics/Desktop 
Publishing 

□  Time/Services 

□  Bids/Proposals/ 

Real  Estate 

□  Business  Opportunity 

(800)  343-6474 

(in  MA„  508/879-0700) 


Business  Opportunities 


FOR 

SALE 


Software  Trade  Com¬ 
pany  in  Germany  well 
known  at  the  MVS 
and  VSE  market. 

Reply  to: 

CW-58440 
Computerworld 
Box  9171 
Framingham,  MA 
01701-9171 


Active  Partner  Wanted 
for  Novell  Service  & 
Training  Business 

Profitable  LAN  business 
doing  network  sales,  service 
and  training  looking  to 
expand.  $100,000  will  buy 
25%.  Partners  /  investors 
must  have  both  technical  & 
administrative  expertise. 
Sale  of  a  majority  interest 
will  be  considered.  FAX 
info  to  212/995-2574 


Conversions 


Data  Conversion  and  Tape  Duplication  Specialists 


Disk  Interchange  Service  Company  specializes  in  transferring 
files  between  incompatible  computers,  including: 

i  DEC  VAX  and  PDP-11  ■  Word-1 1 ,  WordPerfect, 
i  TK-50,  Taps,  Disk  Packs  Mass-11,  WPS-F  (via  DX), 
others. 

Tape  Duplication  services  for:  ■  9-Track  tape  (1600  &  6250BPI) 

■  DEC  TK-50  and  TK-70 

■  Cartridge  tape 

Call  for  Details 

DISK  INTERCHANGE  SERVICE  COMPANY 
2  Park  Drive  «  Westford,  MA  01886  «  (508)  692-0050 


PC  Rentals 


PC  RENTALS 

5M 


Also  Available: 

IBM  PS/2  •  Compaq 
Macintosh  •  Laser  Printers 
Laptops  •  Portables 
Next  Day  Delivery 
Anywhere  in  the  U.SA . 


Computer  Rental 


1  -800-765-4727 


It’s  the 

CLASSIFIED 

MARKETPLACE 

Reach  Computer  Professionals 
Where  They  Shop  For: 


O  Buy/Sell/Lease 

Software 

Communications 

Time/Services 

Conversions 

PC  Products 


O  Hardware 

□  Peripherals/Supplies 

□  Graphics/Desktop  Publishing 

□  Bids/Proposals/Real  Estate 

□  Business  Opportunities 

□  PC  Rentals 


CALL  NOW! 
(800)  343-6474 

(In  MA„  508/879-0700) 

COMPUTERWORLD 

Where  alt  computer  buyers  and  sellers  go  to  market 


Time/Services 


QUALITY 
COMPUTING. 
SERVICES _ 


PROCESSING  &  SYSTEMS  OPERATIONS 

OUTSOURCING 
FACILITIES  MANAGEMENT 
REMOTE  COMPUTING  /  TIMESHARE 

SYSTEMS  PLANNING  &  CONSULTING 

STRATEGIC  SYSTEMS  PLANNING 
NEEDS  FEASIBILITY  /  ANALYSIS 
QUALITY  ASSURANCE 

PROJECT  MANAGEMENT  &  SUPPORT 

PROJECT  LEAD  /  CONSULTANT  SUPPORT 
SYSTEMS  DEVELOPMENT 
SYSTEM  /  DATA  CONVERSIONS 

For  more  information  contact  Susan  Boush  at: 
(206)  924-2527  or  (800)  654-9347 


Weyerhaeuser 
Information  Systems 


A 


REMOTE  COMPUTING  •  OUTSOURCING 


•  MVS/ESA 

•  MVS/XA 

•  DB2 


•  CICS 

•  TSO 

•  IMS/DBDC 


•  VM/370 

•  CMS 

•  DOS/VSE 


OVER  150  SOFTWARE  PRODUCTS 
•  DEBUGGING 


’  DEVELOPMENT 
1  PRODUCTIVITY 


1  PERFORMANCE 


•  TELENET 
• SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS,  INC 


815  Commerce  Drive,  Oak  Brook,  IL  60521 


708-574-3636 


New  England 
617-595-8000 


OUTSOURCING  AND 
REMOTE  COMPUTING 


•  IBM  MVS/XA 

•  AS/400 

Environment 

•  Full  Supporting 

•  DB2,  IDMS/R,  Model 

Services 

204  and  4GLs 

-  Media  Conversion 

•  Professional  Support 

-  Laser  &  Impact 

Staff 

Print  Facility 

•  Experienced 

-  Application 

Migration  Manage 

Programming 

ment  Team 

•  Technical  Support 

•  Simplified  Pricing 

•  24  Hours  a  Day  - 

and  Invoicing 

7  Days  a  Week 

May&Speh,inc. 

1501  Opus  Place.  Downers  Grove.  IL  60515-5713 

1(800)  729-1501 

For  More  Information  Contact  Tony  Raniert 


REMOTE 

COMPUTING 


r  i 

•We  locate  COMPUTER 
TIMESHARING,  includ¬ 
ing  OUTSOURCING  on 
ALL  mainframes. 

•  Since  1968  we  have 
found  your  LOWEST 
prices  from  over  800 
nationwide  data 
centers. 

•  NEVER  a  charge  to  the 
Buyer,  because  our  fee 
is  paid  by  the  Seller. 

CALL  DON  SEIDEN  AT 

COMPUTER 
iRESERVES,  INC. 


(201 )  882-9700 


COMPinHWORLD 

Classified 

Marketplace 

delivers  your 
message  in 
companies  that 
plan  to  buy 
your  product 
or  service. 

From  PCs  to  min¬ 
is,  mainframes  to 
supercomputers, 
Computerworld’s 
readers  buy  prod¬ 
ucts  across  all 
ranges  of  today’s 
computers.  So  if 
you’re  selling,  ad¬ 
vertise  in  the 
newspaper  that  de¬ 
livers  readers  that 
plan  to  buy  YOUR 
product  or  service. 
Advertise  in  Com¬ 
puterworld’s  Clas¬ 
sified  Marketplace! 

For  more 
information, 
call: 

(800) 

343-6474 

(in  MA,  508/879-0700) 
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Time/Services 


Especially  when  you're  outsourcing.  You  need  a  company  that's  big 
enough  to  handle  everything  from  data  processing  to  coast-to-coast 
networking  to  software  development  and  integration.  All  with  total 
commitment  to  customer  service  and  support.  And  that  company  is 
Litton  Computer  Services.  We're  just  what  you’re  looking  for. 


•Multiple  Data  Centers 
•Large-scale  Information  Systems 
•Nationwide  Network 
•Remote  Facilities  Management 
•Migration  Specialists 


■Operating  System  Conversions 
■Integrated  Financial  Systems 
•Major  Third-party  Software 
Packages 


Litton 


Call  toll  free,  1-800-752-6527 


Computer  Services 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
MARKETPLACE 
PAGES  WORK ... 


Computerworld’s  Classified 
Marketplace  gives  you  51  op¬ 
portunities  to  advertise  in 
1991  -  and  needs  as  little  as  3 
working  days  notice  before 
each  Monday  issue  to  run  your 
advertisement! 


Mon. 


Issue 

Date 


Tues. 


Space 

Res 

Close 


Wed. 


Mats 

Close 


Thur. 


Fri. 


To  place  your  ad,  call  John 
Corrigan,  Vice  President/Clas¬ 
sified  Advertising,  at  800/ 
343-6474  (in  MA,  508/ 
879-0700). 


COMPUTERWORLD 


Where  all  computer  buyers  and  sellers  go  to  market. 


At  The  Genix  Group,  we  provide  mainframe  computer  out¬ 
sourcing  solutions  to  major  international  clients.  With  com¬ 
puter  facilities  that  are  among  the  finest  in  the  country,  your 
data  is  secure,  yet  readily  available  to  you.  Our  high-quality, 
cost-effective  services  include: 

•  Computer  operations  7  days  a  week,  24  hours  a  day 

•  Network  Management 

•  Electronic  Printing 

State-of-the-art  Programmer  productivity 

IBM  compatibility:  aids: 


MVS-ESA  *  VM/XA  *  TSO/E 
ROSCOE  *  CICS  *  IMS  * 
IDMS/R  *  DB2  *  QMF  * 
PROFS 


FILE-AID  *  CICS  PLAYBACK 
*  dBUG-AID  *  ABEND-AID  * 
CICS  ABEND-AID 

(Preceding  products  are  registered 
trademarks  of  Compuware 
Corporation.) 


The 

Genix 

Group 


For  more  information,  please  call: 

1-800-521-0444 

5225  Auto  Club  Drive 
Dearborn,  Michigan  481 26 


Financial 


Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 


IBM  3090,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1-800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 


EVERT  VENDOR  ON  THIS  PAGE 
HRS  0  WELL-EQUIPPED 
DflTR  CENTER 

We  all  have  large  systems 
plenty  of  MIPS,  and  UPS  systems 

We  will  all  provide  you 
with  the  software  you  need 

ONLY  ONE  WILL 
EXCEED  YOUR  EXPECTATIONS 

Only  one  runs  your  work  as  their  own 

Only  one  minimizes  your  risk 
and  maximizes  your  cash  flow 

Only  one  will  get  the  job  done-totally 

YOU'RE  IN  CONTROL 
WHEN 

YOU  PCIT  US  IN  CONTROL 

^COMPQsCKiRCE 

....outsourcing  services  for  over  a  decade 

(919)  481-2962 


COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 


COMDISCO  COMPUTING 
SERVICES  CORP. 

Provides  you  with: 

REMOTE  COMPUTING 
COMPUTER  OUTSOURCING 
FACILITY  MANAGEMENT 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Systems  Software: 

MVS/ESA,  MVS/XA,  TSO/E, 
ISPF/PDF,  CICS,  VM/XA,  VM/SF 
DOS/VSE,  HPO,  CMS 

•  Application  Software: 

Database  Management 
Application  Development 
4/GLs  Graphics 

Statistical  Analysis 

•  Multiple  Communications 
Methods 

•  Technical/Operations/ 
Production  Support 

•  Automated  Tape  Handling 

•  ULTRA-Secure  Data  Center 

•  Advanced  Laser  Printing 

•  Disaster  Recovery  Services 

Call:  Robert  Marino 

201-896-3011 

c«mDi/co 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway,  Carlstadt,  NJ  07072 


MVS/ESA  •  DB2  •  ADABAS  •  SAS  •  TSO  *  CICS  •  LIBRARIAN 

Outsourcing  & 
Computing  Services 

•  Uninterrupted  Service 

•  On-line/Batch/RJE 

•  MICR,  Lasers  Impact  Printing 

•  Media  Conversion 

908-685-3400 

Committed  to  Excellence 
in  Ouality  Service  and  Customer  Satisfaction 


□  □ 


:  sheet  & 
m 

OPERATING 

ENVIRONMENTS 

MVS/XA  CICS  VM/XA 
TSO/E  DB2  CMS 
ISPF/P0F  IMS/DB/DC 
VM-MAGtC  VPS 

FOCUS  DOS/VSE 

PRODUCTIVITY/ 
DEVELOPMENT  AIDS 

SAS  EASYTRIEVE  PLUS 
FILEAI0  ABENDAID 
SPREADSHEET  GDDM 
1AM  C0MPAREX 

XC0M  6.2  E-MAIL 
ACCTG.  PKGS.  XICS 

COMMUNICATIONS/ 

NETWORKING 

IBM  INFORMATION 
NETWORK 

TOKEN  RING  NJE 
T1  SUPPORT  TYMNET 
PROTOCOL  CONVERSIONS 
PC-HOST  SUPPORT 
...and  much,  much  more 

CALL  JOE  BALSAMO 

(708)  449-DATA 

STATTAB 

a  division  of 
CREATIVE. 
AUTOMATION 
COMPANY 
220  Fend  Lane 
Hillside,  IL  60162 
Serving  the  Nation 
Since  1936 
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EDUCATION  &  TRAINING 


Steelcase  creates  sleek,  effective  training 


BY  GLENN  RIFKIN 

SPECIAL  TO  CW 


Steelcase,  Inc.,  the 
world’s  largest  manu¬ 
facturer  of  office  furni¬ 
ture,  had  a  problem. 
Each  year,  the  company 
would  spend  more  than 
$100,000  on  outside  personal 
computer  training  for  its  employ¬ 
ees,  and  each  year,  the  informa¬ 
tion  systems  department  would 
feel  more  than  a  bit  dissatisfied 
with  the  results.  Only  10  classes 
were  held  per  month  with  only 
five  students  attending  each 
class.  Out  of  an  employee  popula¬ 
tion  of  4,000,  only  600  were  able 
to  get  training  each  year. 

To  Phil  Camillo,  a  former  pub¬ 
lic  school  teacher  and  head  of 
Steelcase’s  training  program, 
this  method  seemed  futile  and 
self-defeating. 

One  year  ago,  Camillo  decided 
enough  was  enough.  So  he  set 
out  to  design  a  learning  center 
within  Steelcase  that  would  allow 
the  company’s  end  users  to  teach 
themselves  in  a  state-of-the-art 
multimedia  environment.  The 
premise  was  simple:  Given  con¬ 
trol  of  their  own  learning  pro¬ 
gram,  students  will  ultimately 
get  far  more  out  of  the  experi¬ 
ence. 

“I  wanted  to  avoid  the  typical 
classroom  setting  in  which  the 
teacher  knows  everything  and 


the  student  knows  nothing,”  Ca¬ 
millo  says. 

“By  turning  over  the  learning 
responsibility  to  the  student,  it 
allows  him  to  schedule  his  own 
time,  plan  his  own  curriculum 
and  manage  his  own  education,” 
he  explains.  “It’s  a  basic  shift  in 
thinking.” 

Aiming  for  the  wallet 

Before  he  could  proceed,  Camillo 
had  to  sell  the  concept  to  man¬ 
agement.  He  pushed  where  he 
knew  he  would  get  a  response:  at 
the  purse  strings.  He  promised  a 
reduced  training  budget  — 
$80,000  rather  than  $120,000 
—  with  far  more  participation 
and  payoff. 

Working  closely  with  IS,  Ca¬ 
millo  set  up  The  Learning  Curve, 
an  in-house  multimedia  training 
room  filled  with  computer-based 
training,  video  and  audio  learning 
modules,  IBM  personal  comput¬ 
ers,  Apple  Computer,  Inc.  Ma¬ 
cintoshes,  laser  discs,  books, 
magazines  and  periodicals.  The 
center’s  courseware  featured 
300  multimedia  training  pro¬ 
grams,  covering  everything  from 
PC  software  to  project  manage¬ 
ment  to  leadership  skills  to  prod¬ 
uct  information. 

Since  its  opening  last  May, 
The  Learning  Curve  has  far  ex¬ 
ceeded  Steelcase’s  and  Camillo’s 
expectations.  In  nine  months,  the 
facility  has  served  nearly  3,000 


students.  When  the  center  is  a 
full  year  old,  Camillo  said,  he  ex¬ 
pects  4,000  students  will  have 
used  the  classroom,  including  re¬ 
peat  users.  He  figures  that  the 
cost  of  training  has  already  been 


reduced  from  $200  per  student 
per  year  to  $20. 

Training  wheels 

Camillo  designed  some  innova¬ 
tive  tools  to  facilitate  students’ 
introduction  to  and  use  of  the 
center.  The  IS  department 
helped  him  create  student  identi¬ 
fication  cards  with  bar  codes  so 
that  each  visit  and  use  of  the  cen¬ 
ter  could  be  easily  tracked.  Stu¬ 


dents  begin  their  training  with  an 
introduction  by  the  on-site  coun¬ 
selor,  who  guides  them  to  a  work¬ 
station  where  they  run  an  expert 
systems  program. 

The  expert  system  is  a  two- 


module  program  that  allows  stu¬ 
dents  to  determine  how  they 
learn  best  and  helps  design  their 
courseware. 

The  first  module,  the  Learn¬ 
ing  Style  Adviser,  does  a  right 
brain/left  brain  analysis,  giving 
students  a  chance  to  determine 
their  best  learning  style. 

The  second  module,  the 
Training  Plan  Adviser,  questions 
students  about  the  tasks  they 


want  to  perform  and  determines 
their  level  of  experience  with 
various  technologies. 

Success  story 

Student  response  bears  out  Ca¬ 
millo’s  enthusiasm.  For  example, 
Bob  Hall,  Steelcase’s  manager  of 
facility  management,  did  a  course 
of  self-directed  training  at  The 
Learning  Curve,  seeking  infor¬ 
mation  about  certain  computer- 
aided  design  tools. 

Hall  needed  help  in  new  pro¬ 
gram  pricing,  development  costs, 
distribution  costs  and  the  like.  “I 
found  the  experience  quite  pro¬ 
ductive,”  Hall  says.  “I  could  go 
on  my  own  time,  on  my  own 
terms.  It  was  great  for  my  sched¬ 
ule.  I  definitely  want  to  use  the 
resource  again.” 

Hall,  an  18-year  Steelcase 
veteran,  says  that  prior  to  the  es¬ 
tablishment  of  The  Learning 
Curve,  he  would  have  been 
forced  to  look  outside  for  help 
with  such  tools.  “I  just  never  did 
that,”  he  says.  “Now,  I  have  a 
place  inside  where  I  can  find 
these  tools.” 

Camillo  says  that  the  gee- 
whiz  technology  is  helpful  in  get¬ 
ting  students  into  the  center  and 
targeting  their  courseware.  But 
the  biggest  reason  for  success  is 
“turning  over  the  learning  re¬ 
sponsibility  to  the  student.  If  you 
are  given  control,  you  tend  to 
move  toward  that  environment,” 
he  says. 


Rifkin  is  a  free-lance  writer  and  a  for¬ 
mer  Computerworld  features  editor. 


Steelcase’s  Camillo  brought  training  to  a  do-it-yourself  level 
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INSIDER  ACTION 

Several  high-level  executives  at  major  semicon¬ 
ductor  firms  have  recently  cut  loose  a  substantial 
part  of  their  insider  holdings. 

One  of  the  hotter  potatoes  was  Motorola,  Inc. 
Company  vice  presidents,  directors  and  other  top 
dogs  have  sold  more  than  half  a  million  Motorola 
shares  since  December  1990,  according  to  reports 
filed  with  the  Securities  and  Exchange  Commission 
through  April.  Likewise,  nine  executives  at  Cy¬ 
press  Semiconductor  Corp.  trimmed  their 
portfolios  by  a  combined  255,000  common  shares 
(see  chart  below). 

Some  Wall  Street  watchers  said  widespread  in¬ 
sider  selling  portends  a  near-term  drop  in  stock 
prices.  Executives  in  this  case  “are  probably  cash¬ 
ing  in,”  said  John  Girtner,  an  analyst  at  Van  Kasper 
&  Co.  in  San  Francisco.  Consistent  insider  selling 
within  a  single  sector  usually  signals  that  those 
stocks  have  topped  out  for  the  time  being,  Girtner 
said.  Indeed,  some  chip  firms  hit  new  52-week 
highs  during  the  semiconductor  group’s  first-quar¬ 
ter  climb  of  more  than  30%. 

The  group,  however,  may  be  in  for  a  decline.  A 
few  factors  are  converging  to  cause  a  potential  fall, 
according  to  Daniel  Klesken,  an  analyst  at  Pruden¬ 
tial  Securities,  Inc.  For  example,  chip  orders  have 
been  strong,  but  the  book-to-bill  ratio,  which 
tracks  the  number  of  new  orders  received  against 
those  actually  shipped,  is  expected  to  undergo  a 
seasonal  decline  now  through  September.  Profit¬ 
taking  may  pervade  in  anticipation  of  this  cyclical 
lull,  Klesken  noted. 

Also,  the  buoyant  buy  mood  that  helped  propel 
the  Dow  Jones  industrial  average  past  3,000  on 
April  17  has  receded,  in  part  because  of  poor  re¬ 
ports  from  some  big  technology  names,  according 
to  a  recent  analysis  from  Donaldson,  Lufkin  &  Jen- 
rette,  Inc. 

KIM  S.  NASH 


Out  of  our  hands 

High-volume  insider  selling  by  semiconductor 
executives  since  December,  as  reported  to  the 
Securities  and  Exchange  Commission  through  May  1 

No. 

shares 

sold' 

Total  dollar 

value  No. 

(in  millions)2  selling3 

Altera  Corp. 

San  Jose,  Calif. 

194,308 

$2.59 

7 

Advanced  Micro 
Devices,  Inc. 
Sunnyvale,  Calif. 

31,600 

$.19 

3 

Chips  and 
Technologies, 

Inc. 

San  Jose,  Calif. 

102,000 

$1.05 

2 

Cypress 

Semiconductor 

Corp. 

San  Jose,  Calif. 

255,593 

$3.20 

9 

Dallas 

Semiconductor 

Corp. 

Dallas 

62,665 

$.56 

2 

Intel  Corp. 

Santa  Clara,  Calif. 

27,599 

$1.37 

5 

Motorola,  Inc. 

Schaumburg,  Ill. 

561,817 

$24.08 

10 

Texas 

Instruments,  Inc. 

Dallas 

48,274 

$2.00 

3 

Xilinx,  Inc. 

San  Jose,  Calif. 

168,513 

$2.36 

6 

1  Common  shares  directly  owned  by  company  executives  sold 
on  open  market 

2  Calculated  according  to  stock  prices  on  days  of  sales 

3  Board  members,  directors,  vice  presidents,  presidents  and 
chairmen 

Source:  Invest/Net,  Inc.  CW  Chart:  Doreen  SL  John 
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THIS  WEEK’S  HIGHLIGHTS 

•  Apple  Computer,  Inc.  gained  1%  points,  closing  Thurs¬ 
day  at  50%.  On  Monday,  Prudential  Securities,  Inc.  ad¬ 
vised  investors  to  sell  the  stock,  citing  poor  currency 
translation  rates  caused  by  the  dollar’s  strengthening 
value  overseas. 

•  IBM  joined  Hewlett-Packard  Co.  and  Compaq  Comput¬ 
er  Corp.  in  the  rush  to  cut  workstation  prices.  IBM  lost 
ground  early  in  the  week,  then  rebounded,  ending  Thurs¬ 
day  unchanged  at  105%.  HP  moved  up  lVs  points  to  49, 
and  Compaq  gained  1 V*  points  to  51. 

•  Spreadsheet  rivals  Borland  International,  Inc.  and  Lo¬ 
tus  Development  Corp.  both  gained  after  introducing 
new  products  last  week.  Lotus  jumped  1%  points  to 
345/8,  while  Borland  surged  3%  to  54. 

•  Amdahl  Corp.  picked  up  1%  points  to  16%.  The  stock 
has  advanced  25%  since  mid-March. 

•  Microsoft  Corp.,  which  announced  a  3-for-2  stock  split 
last  week,  soared  5%  points  to  close  at  105%. 


Computerworld  Friday  Stock  Ticker 

CLOSING  PRICES  FRIDAY,  MAY  10, 1991 


TOP  PERCENT  GAINERS  ■  TOP  PERCENT  LOSERS 


Computer  Automation  Inc. 

40.00 

Businessland  Inc. 

-23.08 

Hogan  Systems  Inc. 

36.84 

Masstor  Systems 

-21.90 

Advanced  Micro  Devices 

17.53 

Artel  Communication  Corp. 

-12.50 

Network  Equipment  Tech. 

14.52 

Alliant  Computer  Sys. 

-11.11 

Amdahl  Corp. 

11.67 

Wang  Labs  Inc.  (b) 

-11.11 

TOP  DOLLAR  GAINERS 

TOP  DOLLAR  LOSERS 

Autodesk  Inc. 

5.13 

Matsushita  Electronics 

-5.25 

Intel  Corp. 

4.50 

American  Info  Techs  Corp. 

-4.63 

Aldus  Corp. 

2.75 

Nynex  Corp. 

-3.88 

Apple  Computer  Inc. 

2.25 

Southwestern  Bell  Corp. 

-3.25 

Dell  Computer  Corp. 

2.13 

BellSouth  Corp. 

-3.13 

May  10  WkNet 

WkPct 

Exch  52-Week  Range 

Close  Change  Change 

Communications  and  Network  Services  Off  1 .02% 

OTC 

19.00 

5.38 

3  COM  Corp. 

8.38 

-0.13 

-1.47 

NYS 

69.75 

52.50 

American  Info  Techs  Corp. 

59.13 

-4.63 

-7.25 

NYS 

44.13 

29.00 

AT&T 

36  00 

-1.38 

-3.68 

OTC 

6.63 

0.88 

Artel  Communication  Corp. 

1.75 

-0.25 

-12.50 

NYS 

56.25 

39.50 

Bell  Atlantic  Corp. 

45.50 

-3.13 

-6.43 

NYS 

57.63 

47.88 

BellSouth  Corp. 

47.88 

-3.13 

-6.13 

NYS 

44.00 

13.13 

Cabletron  Systems 

38.88 

-0.38 

-0.96 

OTC 

25.88 

8.25 

Compression  Labs  Inc. 

20.00 

0.88 

4.58 

NYS 

41.25 

23.38 

ContelCorp. 

41.00 

0.00 

0.00 

OTC 

5.13 

2.44 

Data  Switch  Corp. 

4.25 

0.13 

3.03 

NYS 

26.75 

8.88 

Digital  Comm.  Assoc. 

18.50 

0.63 

3.50 

OTC 

25.25 

12.25 

Dynatech  Corp. 

Fibronix  Int’l  Inc. 

20.25 

1.00 

5.19 

OTC 

12.88 

5.50 

9.25 

0.25 

2.78 

OTC 

4.00 

1.75 

Gandalf  Technologies  Inc. 

3.25 

0.00 

0.00 

NYS 

4.50 

1.63 

General  Datacomm  Inds. 

3.00 

0.00 

000 

NYS 

34.13 

23.50 

GTE  Corp. 

Infotron  Systems  Corp. 

29.38 

-1.75 

-5.62 

OTC 

4.50 

0.75 

1.13 

0.00 

0.00 

NYS 

60.88 

40.25 

ITT  Corp. 

58.25 

-1.88 

-3.12 

OTC 

44.13 

17.88 

MCI  Commmunications  Corp. 

28.88 

0.88 

3.13 

OTC 

21.00 

2.75 

Microcom  Inc. 

6.25 

-0.25 

-3.85 

NYS 

11.63 

4.00 

Network  Equipment  Tech. 

8.88 

1.13 

14.52 

OTC 

14.63 

4.00 

Network  General 

8.13 

0.13 

1.56 

OTC 

15.50 

8.13 

Network  Systems  Corp. 
Northern  Telecom  Ltd. 

12.25 

-0.63 

-4.85 

NYS 

36.50 

22.13 

36.50 

0.75 

2.10 

OTC 

58.50 

17.25 

Novell  Inc. 

54.38 

1.75 

3.33 

NYS 

89.50 

67.00 

Nynex  Corp. 

69.13 

-3.88 

-5.31 

NYS 

47.88 

36.25 

Pacific  Telesis  Group 

39.25 

-2.38 

-5.71 

ASE 

15.38 

4.75 

Penril  Corp. 

14.50 

0.00 

0.00 

NYS 

29.13 

8.88 

Scientific  Atlanta  Inc. 

14.38 

-0.25 

-1.71 

NYS 

58.88 

47.25 

Southwestern  Bell  Corp. 

49.88 

-3.25 

-6.12 

NYS 

46.38 

20.63 

United  Telecom 

28.00 

1.88 

7.18 

NYS 

40.75 

32.38 

US  West  Inc. 

35.00 

-2.50 

-6.67 

Computer  Systems 

Off  0.01% 

OTC 

8.75 

0.56 

Alliant  Computer  Sys. 

1.00 

-0.13 

-11.11 

ASE 

18.88 

10.00 

Amdahl  Corp. 

16.75 

1.75 

11.67 

OTC 

73.25 

24.25 

Apple  Computer  Inc. 

51.25 

2.25 

4.59 

OTC 

13.88 

4.25 

Archive  Corp. 

7.38 

0.13 

1.72 

OTC 

32.75 

7.50 

AST  Research  Inc. 

23.75 

1.25 

5.56 

NYS 

7.38 

4.00 

Bolt,  Beranek  &  Newman 

6.38 

-0.25 

-3.77 

NYS 

21.63 

4.50 

Commodore  Int'l 

15.25 

0.13 

0.83 

NYS 

74.25 

35.50 

Compaq  Computer  Corp. 

50.75 

0.50 

1.00 

OTC 

1.75 

0.13 

Computer  Automation  Inc. 

1.75 

0.50 

40.00 

NYS 

21.13 

6.75 

Control  Data  Corp. 

11.50 

-0.63 

-5.15 

NYS 

20.88 

8.38 

Convex  Computer 

17.38 

-1.25 

-6.71 

NYS 

51.25 

20.00 

Cray  Research  Inc. 

33.75 

-0.75 

-2.17 

NYS 

18.13 

3.50 

Data  General  Corp. 

15.63 

-0.88 

-5.30 

NYS 

3.25 

0.75 

Datapoint  Corp. 

Dell  Computer  Ccxp. 

Digital  Equipment  Corp. 

1.38 

-0.13 

-8.33 

OTC 

30.63 

8.25 

22.88 

2.13 

10.24 

NYS 

95.13 

45.50 

65.88 

-0.25 

-0.38 

NYS 

36.13 

13.75 

Harris  Corp. 

25.38 

-0.50 

-1.93 

NYS 

55.13 

24.88 

Hewlett  Packard  Co. 

48.25 

2.00 

4.32 

NYS 

139.75 

96.25 

IBM 

103.25 

-0.38 

-0.36 

OTC 

14.00 

7.75 

Information  Int'l 

8.00 

-0.25 

-3.03 

OTC 

31.50 

10.50 

Intergraph 

MAI  Systems  Corp. 

29  63 

0.63 

2.16 

NYS 

2.75 

0.50 

0.69 

-0.06 

-8.27 

NYS 

149.75 

114.00 

Matsushita  Electronics 

122.75 

-5.25 

-4.10 

OTC 

26.00 

9.00 

Menta  Graphics  Corp. 

15.25 

0.00 

0.00 

NYS 

104.25 

44.50 

NCR  Corp. 

103.13 

-0.38 

•0.36 

OTC 

35.50 

11.00 

Pyramid  Technology 

24.63 

0.63 

2.60 

OTC 

34  00 

9.75 

Sequent  Computer  Sys. 

13.25 

-1.00 

-7.02 

NYS 

47.25 

18.00 

Silicon  Graphics 

36.00 

1.63 

4.73 

NYS 

37.25 

14.63 

Stratus  Computer  Inc. 

33.00 

1.38 

4.35 

OTC 

38.63 

15.00 

Sun  Microsystems  Inc. 

36.50 

-0.63 

-1.68 

NYS 

28.88 

8  88 

Tandem  Computers  Inc. 

15.13 

-0.25 

-1.63 

NYS 

39.50 

23.50 

Tandy  Corp. 

Teradata 

31.88 

-0.38 

-1.16 

OTC 

32.00 

6.75 

17.00 

0.00 

0.00 

NYS 

7  88 

1.38 

Ultimate  Corp. 

5.25 

-0.25 

-4.55 

NYS 

15  88 

1.75 

Unisys  Corp. 

4.00 

-0.25 

-5.88 

ASE 

5.75 

2.00 

Wang  Labs  Inc.  (b) 

3.00 

-0.38 

-11.11 

Software  &  DP  Services 

Off  1.00%  1 

OTC 

63.00 

17.00 

Adobe  Systems  Inc. 

52.50 

-0.50 

-0.94 

OTC 

5988 

20.25 

Aldus  Corp. 

49.13 

2.75 

5.93 

OTC 

28.50 

12.00 

American  Mgmt.  Systems 

27.25 

0.00 

0.00 

OTC 

18.25 

7.50 

American  Software  Inc. 

10.88 

-0.63 

-5.43 

NYS 

463 

1  38 

Anacomp  Inc. 

3.63 

-0.25 

-6.45 

OTC 

23.50 

10.00 

Analysts  Int'l 

15.50 

0.00 

0.00 

OTC 

13.25 

488 

Ashton  Tate 

8  88 

0.13 

1.43 

o 

WkNet 

WkPct 

Exch 

52-WBek 

Range 

Close 

Change  Change 

OTC 

10.25 

4.00 

ASK  Computer  Sys. 

8.00 

0.00 

0.00 

NYS 

36.50 

22.63 

Auto  Data  Processing 

36.50 

1.75 

5.04 

OTC 

60.25 

32.00 

Autodesk  Inc. 

56.25 

5.13 

10.02 

OTC 

31.50 

14.00 

BGS  Systems  Inc. 

26.00 

-0.50 

-1.89 

OTC 

43.88 

17.75 

BMC  Software  Inc. 

38.75 

-2.25 

-5.49 

OTC 

21.50 

11.00 

Boole  &  Babbage  Inc. 

13.25 

0.75 

6.00 

OTC 

64.25 

14.50 

Boriand  Int'l 

51.13 

0.38 

0.74 

NYS 

9.75 

0.88 

Businessland  Inc. 

1.25 

-0.38 

-23.08 

OTC 

20.88 

5.13 

Cognos  Inc. 

17.00 

-1.50 

-8.11 

NYS 

16.88 

4.38 

Computer  Associates 

7.88 

0.13 

1.61 

OTC 

17.75 

10.75 

Computer  Horizons 

11.75 

-1.00 

-7.84 

NYS 

73.25 

36.75 

Computer  Sciences 

67.50 

-1.63 

-2.35 

NYS 

11.75 

6.63 

Computer  Task  Group 

9.13 

-0.88 

-8.75 

OTC 

25.25 

13.00 

Comshare  Inc. 

17.63 

-0.63 

-3.42 

OTC 

16.00 

3.75 

Corporate  Software 

10.75 

-0.50 

-4.44 

NYS 

49.00 

27.88 

General  Motors  E  (EDS) 

47.38 

-0.63 

-1.30 

OTC 

18.75 

7.25 

Goal  Systems  Int'l 

13.25 

-1.00 

-7.02 

OTC 

6.50 

1.88 

Hogan  Systems  Inc. 

6.50 

1.75 

36.84 

OTC 

21.00 

7.75 

Information  Resources 

21.00 

1.38 

7.01 

OTC 

17.50 

2.63 

Informix  Corp. 

5.88 

-0.38 

-6.00 

OTC 

7  88 

1.38 

Intellicorp  Inc. 

1.75 

-0.19 

-9.70 

OTC 

8.25 

2.50 

Interleaf  Inc. 

6.88 

0.25 

3.77 

OTC 

43.25 

10.00 

Knowtedgeware  Inc. 

33.25 

-0.25 

-0.75 

OTC 

45.00 

16.75 

LegentCorp. 

29.50 

-1.75 

-5.60 

OTC 

39.25 

12.50 

Lotus  Development 

32.38 

-2.00 

-5.82 

OTC 

32.00 

13.63 

Micrografx 

19.00 

0.00 

0.00 

OTC 

117.50 

50.75 

Microsoft  Corp. 

102.75 

1.50 

1.48 

NYS 

10.50 

4.00 

On  Line  Software  Int'l 

8.13 

0.00 

0.00 

OTC 

24.00 

4.88 

Oracle  Systems 

9.00 

-0.38 

-4.00 

NYS 

14.63 

7.00 

Pansophic  Systems 

11.88 

-0.13 

-1.04 

OTC 

9.25 

1.25 

Phoenix  Technologies 

7.25 

0.00 

0.00 

NYS 

NYS 

52.00 

23.63 

33.38 

11.50 

Policy  Management  Sys. 
Reynolds  &  Reynolds 

48.25 

20.13 

1.38 

-0.88 

2.93 

-4.17 

OTC 

16.13 

6.88 

Sage  Software  Inc. 

SEI Corp. 

10.50 

0.38 

3.70 

OTC 

25.50 

14.75 

25.00 

0.50 

2.04 

OTC 

21.75 

12.25 

Shared  Medical  Systems 

20.88 

0.13 

0.60 

OTC 

35.25 

12.00 

Software  Publishing  Corp. 

22.88 

1.88 

8.93 

NYS 

14.63 

5.50 

Sterling  Software 

13.38 

0.00 

0.00 

OTC 

26.00 

9.50 

Sungard  Data  Sys. 

16.75 

-0.50 

-2.90 

OTC 

55.88 

17.75 

Symantec  Corp. 

45.25 

-2.75 

-5.73 

NYS 

24.50 

4.50 

System  Center  Inc. 

9.00 

-0.63 

-6.49 

OTC 

37.25 

12.75 

System  Software  Assoc. 
Weitek 

16.75 

-1.25 

-6.94 

OTC 

27.38 

4.75 

13.50 

-0.50 

-3.57 

1  Semiconductors 

Up  1.76% 

NYS 

14.25 

3.63 

Advanced  Micro  Devices 

14.25 

2.13 

17.53 

NYS 

12.50 

5.50 

Analog  Devices  Inc. 

11.25 

0.38 

3.45 

OTC 

21.75 

5.25 

Chips  &  Technologies 

9.25 

-0.50 

-5.13 

OTC 

55.25 

28.00 

Intel  Corp. 

53.00 

4.50 

9.28 

NYS 

13.00 

5.13 

LSI  Logic  Corp. 

10.63 

-0.25 

-2.30 

NYS 

19.13 

6.75 

Micron  Technology 

15.00 

-0.38 

-2.44 

OTC 

21.50 

7.25 

MIPS  Computer  Systems 

17.38 

-0.88 

-4.79 

NYS 

88.38 

45.75 

Motorola  Inc. 

63.75 

0.88 

1.39 

NYS 

9.00 

3.00 

National  Semiconductor 

7.63 

-0.25 

-3.17 

NYS 

47.63 

22.50 

Texas  Instruments 

40.13 

1.38 

3.55 

OTC 

12.25 

3.00 

VLSI  Technology 

10.50 

0.38 

3.70 

ASE 

14.88 

4.00 

Western  Digital  Corp. 

5.13 

0.00 

0.00 

Peripherals  &  Subsystems 

Off  1.79% 

OTC 

2.75 

0.88 

Apertus  Technologies 

2.44 

-0.06 

-2.48 

OTC 

24.00 

7.50 

Banctec  Inc. 

13.50 

0.25 

1.89 

OTC 

17.50 

4.25 

Cambex  Corp. 

12.50 

-0.50 

-3.85 

ASE 

11.75 

4.13 

CognitronicsCorp. 

9.63 

0.00 

0.00 

NYS 

31.25 

14.63 

Conner  Peripherals 

22.38 

-2.13 

-8.67 

ASE 

22.00 

7.00 

Dataram  Corp. 

10.25 

0.38 

3.80 

NYS 

12.50 

4.25 

EMC  Corp. 

11.88 

-0.13 

-1.04 

NYS 

47.25 

33.75 

Eastman  Kodak  Co. 

41.38 

0.25 

0.61 

OTC 

11.25 

4.75 

Emulex  Corp. 

9.00 

0.50 

588 

OTC 

34.50 

14.00 

Evans  &  Sutherland 

19.75 

-1.75 

-8.14 

OTC 

6.50 

3.75 

Iomega  Corp. 

5.75 

0.19 

3.36 

OTC 

28.25 

6.75 

IPL  Systems  Inc. 

24.00 

-3.00 

-11.11 

OTC 

1.63 

0.13 

Masstor  Systems 

0.78 

-0.22 

-21.90 

OTC 

17.00 

2.63 

Maxtor  Corp. 

3.88 

-0.13 

-3.13 

OTC 

18.00 

4.38 

Micropolls  Corp. 

14.75 

1.25 

9.26 

NYS 

93.75 

73.63 

3MCorp 

88.38 

0.38 

0.43 

OTC 

14.50 

6.00 

Printronix  Inc. 

8.00 

-0.75 

-8.57 

NYS 

24.75 

8.50 

QMS  Inc. 

23.13 

0.38 

1.65 

OTC 

18.25 

8.25 

Quantum  Corp. 

13.13 

-0.13 

-0.94 

NYS 

7.63 

4.38 

Recognition  Equipment 

7.00 

-0.50 

-6.67 

OTC 

11.50 

4.00 

Rexon  Inc. 

988 

-0.13 

-125 

OTC 

19.88 

5.63 

Seagate  Technology 

12.00 

0.13 

1.05 

NYS 

43.00 

11.00 

Storage  Technology 

43.00 

-2.25 

-4.97 

OTC 

4.75 

1.25 

TandonCorp. 

3.50 

0.00 

0.00 

NYS 

26.38 

11.63 

Tektronix  Inc. 

22.88 

-0.50 

-2.14 

OTC 

0.63 

0.16 

Televideo  Systems 

0.38 

0.03 

9.01 

NYS 

60.13 

29.00 

Xerox  Corp. 

56.00 

-1.25 

-2.18 

Leasing  Companies 

Off  1.94%] 

OTC 

16.25 

6.88 

Amplicon  Inc. 

15.25 

-0.75 

-4.69 

NYS 

28.38 

14.63 

Comdisco  Inc. 

25.88 

-1.13 

-4  17 

OTC 

16.25 

9.25 

LDI  Corporation 

14  88 

•0.13 

-0.83 

OTC 

5.75 

2.25 

Selecterm  Inc. 

3.75 

0.00 

0.00 

Copyright  Nordby  International,  Inc.,  Boulder.  CO 
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IBM  vacation  plan  aims  at  costs 

IBM’s  ongoing  effort  to  rout  inefficiency  from  its  operations 
surfaced  again  last  week  as  the  company  issued  internal  cost¬ 
cutting  guidelines  aimed  at  travel  and  vacation  practices.  The 
firm  declared  open  season  on  travel  expenses  and  off-site 
meetings.  Employees  were  asked  to  use  their  allotted  vacation 
days  sooner  rather  than  later  and  to  cluster  vacation  days  with 
official  company  days  off  whenever  possible.  Under  the  pro¬ 
gram,  which  includes  a  cutback  in  the  number  of  vacation  days 
an  employee  will  be  allowed  to  carry  over  to  future  years,  IBM 
is  shutting  down  headquarters  for  the  week  of  July  4,  forcing 
staff  to  take  three  vacation  days  along  with  the  official  July  4 
and  July  5  holidays. 


Sears  to  push  networks 

Sears  Business  Centers,  a  division  of  Sears,  Roebuck  and  Co., 
formed  a  Network  Integration  Division  last  week.  While  Sears 
Business  Centers  said  it  sold  more  than  1,800  local-area  net¬ 
works  in  1990,  President  William  Lenahan  called  the  formation 
a  “strategic  necessity.” 


Johns  Hopkins  to  honor  innovators 

Johns  Hopkins  University  in  Baltimore  will  award  a  $10,000 
grand  prize  to  the  winner  of  its  nationwide  “Search  for  Com¬ 
puting  Applications  to  Assist  Persons  with  Disabilities.”  The 
national  search  is  a  competition  for  ideas,  systems,  devices  and 
computer  programs  to  aid  the  more  than  25  million  Americans 
with  physical  or  learning  disabilities.  The  grand  prize  will  be 
awarded  at  the  National  Exhibition  at  the  Smithsonian  Insti¬ 
tute  in  Washington,  D.C. 


Arthur  Young  alumni  win 

Systems  integrator  Technology  Solutions  Co.,  based  in  Chica¬ 
go,  won  its  case  against  Big  Six  accounting  firm  Arthur  Young 
Co.  (now  Ernst  &  Young).  TSC,  which  was  formed  by  11  for¬ 
mer  Arthur  Young  employees,  sued  Arthur  Young  in  a  Califor¬ 
nia  court  to  continue  working  for  a  former  Arthur  Young  client 
in  California,  in  hopes  of  having  noncompete  clauses  in  then- 
contracts  voided. 


Callaghan  to  head  Shearson  group 

Shearson  Lehman  Brothers,  Inc.’s  information  systems  profit 
center  spin-off  last  week  tapped  the  former  top  IS  executive  at 
competitor  Bear  Stearns  &  Co.  as  its  president.  Jeremiah  M. 
Callaghan,  48,  will  head  the  American  Express  Securities  In¬ 
formation  Group,  the  unit  formed  in  January  from  the  broker¬ 
age  IS  operations  of  Shearson.  Callaghan  left  Bear  Stearns  in 
1987  to  do  community  service  and  philanthropic  work  in  the 
New  York  metropolitan  area.  Shearson  has  abandoned  plans 
reported  earlier  to  merge  back-office  operations  with  Pruden¬ 
tial  Securities,  Inc.,  a  spokesman  said. 


IBM  adds  PCs  in  Japan 

IBM  introduced  several  personal  computers  in  Japan  earlier 
this  month  that  set  a  new  low  price  point  for  Personal  Sys- 
tem/2-equivalent  units.  The  models,  some  priced  at  just 
$1,445  excluding  monitor  and  keyboard,  fill  out  the  Japanese 
PS55  and  55Z  lines.  It  does  not  follow  that  such  a  low-cost  sys¬ 
tem  would  be  unveiled  in  the  U.S.  because  the  customer  base  is 
different,  an  IBM  spokesman  said. 


Lotus  ships  Freelance  package 

Lotus  Development  Corp.  is  now  shipping  Freelance  Graphics 
for  DOS  4.0,  which  was  first  announced  in  March.  It  runs  in 
640K  bytes  of  memory  and  features  the  following:  a  graphical 
what-you-see-is-what-you-get  environment;  Grandview  LT,  a 
customized  version  of  Symantec  Corp.’s  outliner;  enhanced 
presentation  management  tools;  new  charting  capabilities;  ad¬ 
ditional  symbols;  and  master  presentation  backgrounds.  Prices 
start  at  $495.  A  Windows  version  of  Freelance  is  slated  to  be 
shown  at  the  Windows  World  Pavilion  at  Comdex  Spring  ’91 
next  week. 


Wang  cuts  research,  delays  plans 


BY  SALLY  CUSACK 

CW  STAFF 


LOWELL,  Mass.  —  The  waters 
were  still  roiling  last  week  at 
Wang  Laboratories,  Inc.,  where 
an  unconfirmed  number  of  em¬ 
ployee  layoffs  occurred  and 
scheduled  product  and  strategy 
announcements  were  postponed 
for  approximately  30  days. 

Various  sources  reported 
that  120  research  employees 
were  laid  off  at  Wang. 

While  Wang  would  not  con¬ 
firm  the  exact  number,  Frank 
Ryan,  vice  president  of  corpo¬ 
rate  communications,  acknowl¬ 
edged  that  the  cutbacks  are  part 
of  the  company’s  previously  an¬ 
nounced  plans  for  ongoing  turn¬ 
around  efforts. 

Ryan  indicated  that  the  next 


installment  of  Wang’s  Office 
2000  strategy  has  been  delayed 
until  early  June  in  order  for 
Wang  to  iron  out  the  fine  details. 

Ryan  also  responded  to  ru¬ 
mors  that  the  proprietary  VS 
line  was  to  be  discontinued  after 
the  delivery  of  one  more  large 
VS  system  by  citing  Chief  Exec¬ 
utive  Officer  Rick  Miller’s  letter 
to  customers,  which  went  out 
early  last  month. 

In  the  letter,  Miller  pledged 
Wang  support  for  VS  customers 
through  new  products  and  con¬ 
tinuing  services.  The  company  is 
also  making  a  transition  to  pro¬ 
vide  an  open  desktop-oriented 
strategy  through  the  recently 
announced  Office  2000. 

“We  realize  that  there  are  ra¬ 
tional  and  reasonable  concerns 
among  our  customers,  and  we 


are  doing  everything  humanly 
possible  to  get  the  message 
out,”  Ryan  said,  alluding  to 
Wang’s  commitment  to  VS  cli¬ 
ents. 

Roger  Sullivan,  vice  presi¬ 
dent  of  BIS  Strategic  Decisions, 
a  consulting  firm  in  Norwell, 
Mass.,  said  Wang  will  have  cus¬ 
tomer  migration  and  protection 
plans  in  place  as  it  unfolds  its  Of¬ 
fice  2000  strategy. 

“It’s  ridiculous  to  suggest 
that  Wang  would  slam  the  door 
on  the  VS  installed  base,”  Sulli¬ 
van  said,  adding  that  he  is  confi¬ 
dent  the  next  stage  of  Office 
2000  announcements  will  be 
substantial  and  structured. 
“They’re  taking  this  very,  very 
seriously.  It’s  not  your  typical 
Wang  strategy  announcement  of 
years  past.” 


Pan  Am 

FROM  PAGE  1 

services  and  resource  develop¬ 
ment  as  well  as  IS  services. 

The  departure  comes  at  a 
tough  time  for  Pan  Am,  which  is 
suffering  an  IS  turnover  rate 
double  that  of  last  year.  Up  until 
now,  Wagner  had  played  the  role 
of  staff  cheerleader,  “making 
people  believe  there  is  signifi¬ 
cant  life  for  Pan  Am  and  for  their 
career  here,”  he  said. 

Wagner  was  apparently  less 
sure  of  his  own  career’s  longev¬ 
ity  with  the  airline.  The  most 
likely  scenario  for  Pan  Am’s  sal¬ 
vation  is  a  merger  with  one  of 
the  larger  domestic  carriers,  he 
said,  “and  they  certainly  don’t 
need  two  CIOs  at  that  point.” 
Pan  Am  has  already  sold  routes 
and  merged  reservations  data 
and  frequent  flyer  programs 
with  United  Airlines. 

A  Pan  Am  spokeswoman  said 
the  company  will  replace  Wag¬ 
ner,  though  a  successor  has  not 
yet  been  named.  The  candidate 
will  likely  be  from  within  the 
company;  Pan  Am  has  found  it 
difficult  to  hire  outsiders  be¬ 
cause  of  the  Chapter  1 1  onus. 

Wagner’s  departure  is  the  lat¬ 
est  blow  to  the  firm’s  IS  depart¬ 
ment.  Since  last  year,  the  airline 
has  put  several  IS  developments 
on  hold,  cut  back  on  others  and 
trimmed  its  IS  budget  and  staff 
about  25%  and  30%,  respective¬ 
ly.  It  has  shifted  focus  from  stra¬ 
tegic  projects  with  a  three-  to 
four-year  implementation  time 
to  tactical  developments  taking 
no  more  than  six  months  to  pay 
off. 

Insiders  expected  few  IS 
changes  to  result  from  Wagner’s 
departure.  “We  have  our  hands 
full  with  the  financial  reorganiza¬ 
tion,  and  we  aim  to  continue  do¬ 
ing  the  best  we  can  for  Pan  Am,” 
said  A1  Castan,  Pan  Am’s  system 
director  of  telecommunications. 

Since  plans  to  outsource  the 
airline’s  IS  staff  and  systems 


came  as  a  mandate  from  Pan 
Am’s  top  executives,  a  feasibility 
study  is  expected  to  continue. 
The  proposed  contract  would  be 
worth  $500  million  over  five 
years  [CW,  April  8]. 

Wagner  said  the  outsourcing 
plans  for  his  department  were 
not  a  factor  in  his  decision  to 
move  on  and  that  a  significantly 
greater  salary  and  stock  package 
attracted  him  to  Conrail. 

At  Conrail,  Wagner  said,  he 
looks  forward  to  evolving  sys¬ 
tems  to  aid  in  “the  firm’s  transi¬ 
tion  from  a  railroad  company  to  a 
transportation  company.”  The 
company  has  been  endeavoring 


BY  JAMES  DALY 
and  RICHARD  PASTORE 

CW  STAFF 


SAN  JOSE,  Calif.  —  The  Busi- 
nessland,  Inc.  reseller  chain  is 
expected  to  report  a  potentially 
crippling  quarterly  financial  loss 
early  this  week.  Businessland 
spokesman  Tom  Pelandini  said 
the  company’s  revenue  line 
“hasn’t  held  up  as  well  as  we’d 
hoped,”  but  he  would  not  com¬ 
ment  on  projected  losses. 

Sources  close  to  Businessland 
said  the  operating  loss  could  be 
as  high  as  $15  million,  with  addi¬ 
tional  onetime  restructuring  and 
lawsuit  settlement  charges  on 
top  of  that.  Other  sources  put 
the  figure  at  $50  million.  Until 
recently,  Wall  Street  had  expect¬ 
ed  the  company  to  lose  any¬ 
where  from  $3  million  to  $10.5 
million. 

More  unnerving,  analysts 
said,  may  be  the  expected  15% 
drop  in  sales  over  the  previous 
quarter  last  year  to  about  $275 
million.  Businessland  has  built  its 
restructuring  on  a  certain  level 
of  revenue,  which  it  is  unlikely  to 


to  allow  its  systems  to  communi¬ 
cate  with  those  of  other  rail  and 
trucking  services  in  order  to  cre¬ 
ate  a  seamless  system  for  cus¬ 
tomers  whose  freight  is  trans¬ 
ported  by  multiple  carriers. 

Wagner  has  a  long  history 
with  IS  in  the  transportation  in¬ 
dustry,  including  seven  years 
with  Pan  Am  and  several  years 
with  another  airline  and  Avis 
Rent-A-Car  Systems,  Inc. 
“Whether  you  choose  a  plane, 
train  or  car,  companies  that  want 
to  be  successful  in  the  1990s 
need  to  look  at  themselves  as  be¬ 
ing  [overall]  transportation  com¬ 
panies,”  Wagner  said. 


realize.  That  means  its  costs  be¬ 
come  a  larger  percentage  of 
overhead,  which,  in  turn,  accen¬ 
tuates  losses,  analysts  said. 

The  dip  in  sales  is  indicative  of 
the  entire  domestic  personal 
computer  market  this  past  quar¬ 
ter,  analysts  said.  The  firm’s 
turnaround  is  a  “difficult  chal¬ 
lenge  in  its  own  right,  but  in  an 
environment  such  as  this,  it’s 
nearly  impossible,”  said  Kevin 
McCarthy,  an  analyst  at  Mabon 
Nugent  &  Co.  in  New  York. 

A  large  revenue  dip  and  sig¬ 
nificant  quarterly  loss  could  be 
potentially  devastating  for  Busi¬ 
nessland,  which  has  suffered  six 
consecutive  nonprofitable  quar¬ 
ters,  lost  $35  million  since  July  1, 
1990,  and  cut  35%  of  its  employ¬ 
ees  since  last  June. 

To  its  advantage,  Business- 
land  has  postponed  the  due  dates 
of  much  of  its  debt,  including  a 
reported  $25  million  from  IBM. 
It  also  has  about  $60  million  in 
cash  on  hand  to  stave  off  disas¬ 
ter.  “But  they  won’t  turn  around 
if  they  continue  to  have  these 
losses,”  Dillon,  Read  &  Co.  ana¬ 
lyst  Benny  Lorenzo  said. 


Bad  financial  news  expected 
from  Businessland  this  week 
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months  to  prepare  for  it. 

“I  think  it’s  advantageous  to 
both  parties,”  said  Noel  R.  Le- 
vasseur,  president  of  First 
American  Data  Services,  an 
NCR  user.  “It  adds  credibility  to 
NCR,  and  for  AT&T,  like  their 
acquisition  of  Paradyne,  they’re 
acquiring  something  stronger  to 


bring  them  up  to  speed.” 

Gordon  Kerr,  MIS  director  at 
Hyatt  Hotels  and  Resorts  Corp., 
which  uses  NCR  point-of-sale 
systems  and  AT&T  System 
7000  high-end  Unix  boxes, 
agreed:  “In  the  computer  busi¬ 
ness,  it  will  only  affect  us  in  a 
positive  way  as  far  as  I  can  tell. 
I’ve  committed  to  Unix  systems, 
so  if  I  don’t  like  the  combined 
companies,  switching  vendors  is 
of  little  concern.” 

Robert  L.  Merrick,  MIS  di¬ 
rector  at  Windmere  Corp.  in  Mi¬ 
ami  Lakes,  Fla.,  an  NCR  user 
employing  V  series  mainframes, 
said  he  expects  business  as  usu¬ 


al,  “as  long  as  AT&T  doesn’t  go 
in  and  change  NCR.”  He  asked, 
“Since  [AT&T]  didn’t  make 
their  Computer  Systems  Divi¬ 
sion  work,  why  would  they  go  in 
and  screw  around  with  an  outfit 
that’s  starting  to  make  pro¬ 
gress?” 

Merrick’s  question  was  ech¬ 
oed  by  a  number  of  NCR  users. 
At  the  press  conference  an¬ 
nouncing  the  deal,  AT&T  Chair¬ 
man  Robert  E.  Allen,  along  with 


Exley  and  President  Gilbert  N. 
Williamson,  talked  as  though 
NCR  were  buying  AT &T. 

Most  users  and  analysts  said  a 
successful  merger  strategy  will 
see  AT&T  treat  NCR  like  Greta 
Garbo  and  leave  it  alone. 

Allen  reasserted  during  the 
press  conference  that  “NCR’s 
corporate  structure,  corporate 
leadership  and  name  will  remain 
intact.”  Analysts  said  AT&T  has 
indicated  it  will  follow  a  hands-off 
policy. 

“It’s  really  tough  to  say  at 
this  point,”  said  Stuart  Wood¬ 
ring,  director  of  software  strate¬ 
gy  research  at  Forrester  Re¬ 


search,  Inc.  in  Cambridge,  Mass. 
“Once  there  is  a  clear  mandate 
for  who  is  in  charge  and  how 
much  power  they  have,  then 
things  will  fall  into  place.” 

Woodring  added  that  if  NCR 
finds  itself  needing  to  get  deci¬ 
sions  approved  by  AT&T,  “then 
we’re  probably  going  to  have  a 
lot  of  compromises,  and  that  is 
not  going  to  make  anybody  over¬ 
ly  happy.” 

Some  users  want  more  infor¬ 
mation  on  how  the  merger  will 
actually  work  out.  “We’d  like  to 
know  exactly  how  this  is  going  to 
affect  NCR,  and  it’s  kind  of  hard 
to  read  between  the  lines  at  this 
point,”  said  Larry  Hicks,  manag¬ 
er  of  information  systems  at  Car¬ 
dinal  Scale  Manufacturing  Co. 

Barry  Gilmore,  president  of 
Capricorn  Computing,  Inc.,  a 
Unix  consultancy  in  Lake  For¬ 
est,  Calif.,  took  a  more  fatalistic 
view:  “You  know  they  aren’t  go¬ 
ing  to  leave  NCR  alone  like  they 
said  they  were.” 

Williamson  said  last  week  that 
“the  migration  path  and  product 
directions  are  going  to  be  rela¬ 
tively  easy  to  maintain.  I  don’t 
see  any  huge  issues  there.  I  think 
we’re  going  to  be  able  to  easily 
protect  both  organizations’  cus¬ 
tomer  product  direction.” 

Still  in  control 

One  analyst  said  he  thinks  the 
NCR  organization  will  maintain 
control  over  the  deal.  “AT&T  is 
emphatically  coming  down  in 
support  of  NCR’s  plans  and  will 
subordinate  its  own  prior  strate¬ 
gies  to  NCR’s,”  said  Thomas 
Nolle,  president  of  CIMI  Corp.,  a 
technology  assessment  firm. 

That  is  a  direction  that  would 
be  welcomed  by  David  Evans, 
vice  president  of  IS  at  J.  C.  Pen¬ 
ney  Co.  in  Dallas,  a  beta-test  site 
for  some  NCR  products.  “I  think 
that  NCR  has  announced  a  tre¬ 
mendously  elegant  strategy,  and 
they  have  a  lot  of  work  to  do  to 
pull  it  off.  I  hope  that  this  drama 
is  not  detracting  from  that  ef¬ 
fort,”  Evans  said. 

AT&T  indicated,  however, 
that  NCR’s  System  3000  is  not 
the  only  product  line  NCR  will 
sell.  A  spokesman  referred  to 
“the  next  generation  of  products 
from  the  combined  companies” 
and  said  this  could  likely  mean 
some  “amalgam”  of  System 
3000  machines  and  AT&T  offer¬ 
ings.  Software  is  less  clear. 

NCR  shareholders  must  ap¬ 
prove  the  merger  by  at  least  a 
two-thirds  vote.  Allen  and  Exley 
estimated  the  process  will  take 
four  to  five  months. 

In  the  meantime,  Exley  and 
AT&T  Computer  Systems  Pres¬ 
ident  Richard  McGinn  will  lead  a 
transition  team.  After  the  merg¬ 
er  is  completed,  Exley  will  retire 
from  NCR,  but  he  will  remain  as 
a  consultant.  Williamson  will  be¬ 
come  chief  executive  officer, 
joining  AT&T’s  board  and  exec¬ 
utive  management  committee. 

R.  Elton  White,  currently 
NCR’s  executive  vice  president, 
will  then  become  president. 


Cooperative  triad 


NCR’s  vision  of  the  future  of  computing  —  its  Open, 
Cooperative  Computing  Architecture  (OCCA)  — 
earned  it  AT&T’s  acquisitive  interest. 

OCCA  consists  of  three  parts: 

•  Cooperation,  a  distributed,  object-oriented  soft¬ 
ware  strategy  based  on  Microsoft  Corp.’s  Windows  3.0  and 
Hewlett-Packard  Co.’s  New  Wave. 

•  System  3000  series  hardware,  seven  platforms  ranging  from 
Level  3100  portable  computers,  including  a  stylus-based  note¬ 
pad  built  around  the  Intel  Corp.  80386SL  chip,  to  Level  3700 
machines,  which  will  feature  more  than  1,000  loosely  coupled 
microprocessors  running  at  more  than  100,000  million  instruc¬ 
tions  per  second. 

•  Open  Network  System,  a  networking  and  network  manage¬ 
ment  strategy. 

The  OCCA  strategy  effectively  made  NCR  a  start-up  compa¬ 
ny  with  $6  billion  in  revenue. 

Absorbing  AT&T  could  make  it  a  $7.5  billion  start-up,  al¬ 
though  one  that  may  lack  the  profit  margins  enjoyed  by  NCR, 
which  benefits  from  having  all  of  its  products  based  on  the  same 
basic  engine  but  would  probably  have  seen  a  slump  in  earnings 
as  it  made  the  transition  to  its  OCCA  strategy. 


NCR’s  Williamson  (left)  and  Exley  are  treating  the  deal  as  if 
NCR  isbuyingAT&T  —  rather  than  the  other  way  around 


Unix  may  smooth 
migration  wrinkles 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


No  one  is  predicting  it  will  be 
easy  for  AT&T  to  smoothly  ab¬ 
sorb  NCR  Corp.  Some  said  it 
could  work  well,  though. 

“I’ve  seen  [AT&T  and  NCR] 
work  together,  and  I’m  encour¬ 
aged,”  said  Jim  Wegmann,  se¬ 
nior  vice  president  of  the  Elec¬ 
tronic  Data  Processing  and 
Systems  Division  at  Talman 
Home  Federal  Savings  and  Loan 
Association  in  Chicago. 

Both  sides  agree  that  current 
users  will  be  migrated  to  sys¬ 
tems  that  run  AT&T’s  Unix  Sys¬ 
tem  V  Release  4.  The  hardware 
platform  looks  almost  certain  to 
be  NCR’s  System  3000  series, 
top  to  bottom. 

This  does  not  mean  AT&T’s 
3B2  will  be  killed.  Rather,  Rob¬ 
ert  Kavner,  AT&T’s  group  ex¬ 
ecutive  for  data/federal  systems, 


development  tool. 

AT&T’s  Tuxedo,  a  Unix  on¬ 
line  transaction  processing 
(OLTP)  package,  is  a  low-end 
package  that  does  not  compete 
with  NCR’s  mainframe-oriented 
Top  End  Unix  OLTP.  How  that 
will  influence  AT&T’s  agree¬ 
ment  with  Unisys  Corp.  to  devel¬ 
op  a  mainframe  version  of  Tux¬ 
edo  is  unclear.  Problems  could 
develop  quickly  if  the  two  sides 
start  debating  the  relative  mer¬ 
its  of  their  product  lines. 

“If  NCR  decides  to  take  part 
of  AT&T  around  the  comer  of 
the  bam  and  shoot  it,  [AT&T] 
has  to  let  them  do  it,”  said  Stuart 
Woodring,  director  of  software 
strategy  research  at  Forrester 
Research,  Inc.  in  Cambridge, 
Mass. 

It  is  widely  assumed  that  the 
merger  will  not  affect  NCR’s 
core  retail  and  financial  systems 
businesses.  “AT&T  is  not  stu- 


Food  chain 

AT&Ts  takeover  of  NCR  is  the  biggest 

acquisition  in  the  computer  industry, 

which  has  seen  many  buyouts  in 

recent  years 

1 986  Burroughs  Corp.  acquires  Sperry  Corp.  for  $4.8  billion  to  form 
Unisys  Corp. 

1 986  Honeywell,  Inc.  sells  57.5%  stake  in  Honeywell  Information 
Systems  to  Groupe  Bull  and  NEC  Corp.  In  1987,  it  sold  almost  half 
of  its  interest  to  those  two  companies  for  $527  million.  Last  month, 
Honeywell  sold  its  remaining  interest  to  Bull. 

1 987  Computer  Associates  International,  Inc.  buys  Uccel  Corp.  for 
$800  million. 

1988  Prime  Computer,  Inc.  buys  Computervision  Corp.  for  $400  million. 
Nine  months  later,  a  besieged  Prime  sells  out  to  J.  H.  Whitney  & 

Co.,  which  pays  $1.3  billion  and  takes  the  company  private. 

1 988  CA  buys  Applied  Data  Resources  from  Ameritech  for  $170  million. 

1989  Dun  &  Bradstreet  Corp.  buys  Management  Science  America  for 
$333  million  and  merges  it  with  McCormack  &  Dodge  to  form 
D&B  Software. 

1 989  CA  buys  Cullinet  Software,  Inc.  for  $306  million. 

1989  Hewlett-Packard  Co.  buys  Apollo  Computer,  Inc.  for  $476  million. 

1 99 1  AT&Ts  $7.4  billion  buyout  of  NCR  tops  the  list  of  computer 
industry  acquisitions  in  recent  years. 

Source:  Broadview  Associates  CW  Chart:  Doreen  St  John 


said  he  expects  it  will  be  upgrad¬ 
ed  and  sold  into  its  installed  base. 

In  networking,  NCR  is  the 
OEM  for  AT&T’s  Starview. 
AT&T  executives  said  its 
lOBase-T  networking  hardware 
and  NCR’s  Token  Ring  focus 
would  work  well  as  a  “chocolate 
and  vanilla  product  offering.” 

The  software  picture  is  murk¬ 
ier.  AT&T  has  several  products 
that  bear  similarities  to  strate¬ 
gies  NCR  has  announced. 

AT&T’s  Rhapsody,  a  work- 
flow  automation  package  based 
on  Hewlett-Packard  Co.’s  New 
Wave,  is  in  use  at  several  sites. 
NCR’s  Cooperation,  also  New 
Wave-based,  has  work-flow  ele¬ 
ments  to  it.  However,  Judith 
Hurwitz,  vice  president  of  Patri¬ 
cia  Seybold’s  Office  Computing 
Group  in  Boston,  said  Coopera¬ 
tion  is  largely  an  object-oriented 


pid,”  one  user  commented. 

Away  from  the  product  side, 
analysts  said  the  transition  team 
has  three  major  tasks:  to  merge 
the  corporate  cultures,  to  keep 
the  technical  engineers  and  mid¬ 
dle  management,  particularly  on 
NCR’s  side,  around  and  happy 
and  to  keep  customers  satisfied. 

While  the  AT&T  Computer 
Systems  Division’s  loss-ridden 
history  has  caused  many  to  look 
at  this  as  a  case  in  which  AT&T 
will  gain  more  than  NCR,  ana¬ 
lysts  noted  potential  benefits  for 
NCR:  NCR’s  niches  are  banking 
and  retail,  while  AT&T  has 
found  its  successes  in  lodging, 
transportation  and  government. 
AT&T  also  has  more  extensive 
research  and  development  re¬ 
sources  and  a  better  track  re¬ 
cord  with  value-added  resellers 
and  dealers  than  does  NCR. 
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The  changing  of  the 
guard:  A  rapid  move 


NCR  to  show  parallel  processor 

Lack  of  applications  and  target  audience  raises  analysts’ concerns 


Upon  the  retirement  of  NCR 
Corp.  Chairman  and  Chief  Ex¬ 
ecutive  Officer  Charles  E.  Exley 
Jr.,  Gilbert  N.  Williamson, 
currently  president  of  the 
company,  will  become  CEO  of 
AT&T’s  NCR  unit  and  a  mem¬ 
ber  of  the  AT&T  board.  In  a 
recent  interview  with  Compu- 
terworld  Midwest  Correspon¬ 
dent  Michael  Fitzgerald  last 
week,  Williamson  offered  his 
views  on  the  upcoming  transi¬ 
tion. 

You’ve  indicated  your  big¬ 
gest  concern  would  be 
keeping  NCR  on  its  Open 
Cooperative  Computing 
Architecture  course.  Does 
that  still  hold  true? 

I’m  far  less  concerned  today  than 
I  was  a  week  ago  . . .  Bob  Allen 
publicly  committed  that  the  di¬ 
rection  would  be  our  Open  Coop¬ 
erative  Computing  Architec¬ 
ture;  the  people  I’ve  met  with 
from  the  computer  systems  divi¬ 
sion  are  very  receptive  to  this 
idea  —  there’s  no  argument 
about  that. 

What  is  your  biggest  con¬ 
cern  at  this  time? 

My  biggest  concern  is  to  get  the 
job  done  as  quickly  as  possible.  It 
is  forecast  that  the  legal  aspect 
of  this  could  take  five,  maybe  six 
months.  I  don’t  think  five  to  six 
months  of  uncertainty  is  an  ac¬ 
ceptable  situation.  So  what 
we’re  working  to  do  is  very  rap¬ 
idly  bring  the  organizations  to¬ 
gether,  even  before  the  merger 
agreement  is  completed. 


Is  the  transition  team  in 
motion? 

We  have  selected  the  team,  and 
since  the  [merger  announce¬ 
ment],  the  team  is  meeting.  As  I 
speak,  in  this  building  there  are 
guys  working  on  the  transition 
aspect.  It’s  a  small  group  that 
will  expand  over  time,  but  it’s 
compartmentalized  from  the 
AT&T  and  NCR  people  who 
have  to  serve  the  customer. 

Users  want  to  know  what 
is  going  to  emerge  from 
the  transition  team  meet¬ 
ings. 

It’s  too  early  to  tell  . . .  We  are 
looking  to  do  this  as  rapidly  as 
possible,  even  to  the  extent  that 
[with]  any  new  requirements  of 
customers  that  come  up,  we  will 
team  up  to  ensure  that  we  pro¬ 
vide  the  best  solution  for  them, 
and  I  think  we’re  going  to  be  able 
to  rapidly  integrate  the  services 
capacity.  In  general,  our  No.  1 
objective  is  to  continue  to  serve 
our  customers  and  not  disturb  ei¬ 
ther  their  product  direction  or 
their  level  of  service. 

AT&T  is  planning  on  keep¬ 
ing  its  hands  off? 

So  far,  all  evidence  is  that  we  will 
have  all  the  autonomy  we  need 
to  be  successful ...  At  the  same 
time,  we  want  to  get  the  benefits 
of  our  combined  resources  —  for 
example,  their  networking  capa¬ 
bility  and  Bell  Laboratories’ 
technology.  I  think  we’ll  have 
the  freedom  to  strike  that  bal¬ 
ance.  The  ball  will  be  in  our 
court. 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


NEW  YORK  —  As  if  NCR  Corp. 
wants  to  prove  it  has  not  been 
holding  its  breath  during  its 
takeover  fight  with  AT&T,  it 
will  follow  last  week’s  merger 
announcement  by  unveiling  its 
System  3600  today. 

The  mainframe-class  ma¬ 
chine  will  run  on  up  to  288  loose¬ 
ly  coupled  Intel  Corp.  I486  mi¬ 
croprocessors. 

NCR  must  make  the  3600 
work  if  it  is  to  succeed  in  its  Sys¬ 
tem  3000  strategy.  But  while  an¬ 
alysts  said  they  were  optimistic 
about  the  possibilities  of  success, 
the  lack  of  applications  for  mas¬ 
sive  parallel  processing  raises 
some  doubts. 

“The  question  is,  where’s  the 
application  for  that?”  asked  Gor¬ 
don  Kerr,  director  of  MIS  at  Hy¬ 
att  Hotels  Corp.  in  Chicago.  Hy¬ 
att  is  using  Unix  in  an  on-line 
transaction  processor  (OLTP) 
environment.  “I  don’t  know  that 
there  is  a  ready  market  for  a 
10,000-user  Unix  box,”  he  said. 

The  3600  is  based  on  fairly 
straightforward,  existing  tech¬ 
nology.  NCR  essentially  will  link 
multiple  versions  of  the  eight- 
processor  motherboard  from  its 
3550  (in  prototype  now),  and 
link  this  to  a  specialized  database 


Global  goals 

FROM  PAGE  1 

fulfill  AT&T’s  goals.  “Let’s  say 
we  were  a  $2  billion  or  $3  billion 
company  and  generating  a  profit 

—  we  wouldn’t  be  the  engine  of 
growth  for  a  $50  billion  to  $60 
billion  company.” 

NCR  derives  more  than  half 
of  its  sales  from  overseas  and  has 
done  well  in  the  vertical  markets 
of  retail  and  banking,  but  gener¬ 
al-purpose  computers  represent 
only  $1.5  billion  of  its  $6.2  billion 
in  sales,  according  to  analyst  es¬ 
timates.  In  sales  to  large  custom¬ 
ers,  it  is  frequently  an  also-ran  to 
IBM  —  started  by  onetime  NCR 
executive  Thomas  Watson  Sr. 

—  and  stacks  up  as  the  fifth  larg¬ 
est  U.S.  computer  maker  behind 
IBM,  Digital  Equipment  Corp., 


“cruncher”  similar  to  that  pro¬ 
duced  by  Teradata  Corp. 

The  front-end  box  will  run  off- 
the-shelf  software,  although  ana¬ 
lysts  said  commercial  purchas¬ 
ers  will  probably  develop  their 
own  specialized  applications  for 
it. 

Mainframe  revolution 

NCR  claimed  that  its  first  3600, 
due  to  ship  to  beta-test  sites  in 
September  with  a  fourth-quarter 
release  date,  will  run  at  2,000 
million  instructions  per  second 
(MIPS),  or  four  times  as  fast  as 
an  IBM  Enterprise  Sys¬ 
tem/9000.  AT&T’s  Unix  Sys¬ 
tem  V  Release  4  will  serve  as  the 
operating  system. 

“It  could  start  a  small  revolu¬ 
tion  in  mainframe  computing,” 
said  George  Lindamood,  an  ana¬ 
lyst  at  Gartner  Group,  Inc.’s 
Large  Computer  Strategies 
Group  in  Stamford,  Conn. 

Pricing  for  the  smallest 
3600s  will  start  at  $855,000, 
with  initial  high-end  systems 
costing  $8  million.  The  boxes 
will  cost  approximately  $5,000 
per  MIPS,  according  to  NCR. 
NCR  also  said  it  will  offer  by  the 
end  of  1992  a  3600  that  can 
achieve  10,000  MIPS,  with  an 
I/O  bandwidth  of  3.8G  bytes  per 
second  and  capable  of  processing 
1,200  transactions  per  second. 


Unisys  Corp.  and  Hewlett-Pack¬ 
ard  Co. 

NCR  had  been  changing  its 
structure  for  years  to  make  a 
bigger  change:  the  jump  from  be¬ 
ing  a  proprietary 
vendor  to  selling 
open  systems.  It  had 
barely  set  foot  on 
this  path  when 
AT&T  made  its 
buyout  bid. 

NCR  has  to  meet 
its  delivery  dates  for 
the  System  3000, 
the  hardware  side  of 
OCCA,  and  for  Co¬ 
operation  and  the 
Open  Network  Sys¬ 
tem,  the  software 
side.  It  simulta¬ 
neously  has  to  migrate  its  cus¬ 
tomer  base  from  proprietary 
boxes  to  Unix  and  also  sell  to  a 
corporate  clientele  that  has 
shunned  it  in  the  past.  Now,  it 
must  also  merge  AT&T’s  com¬ 
puter  operation  with  its  own. 

Migrating  users  may  be  the 
least  of  its  worries.  Surveys  done 
by  CIMI  Corp.,  a  \foorhees,  N.J.- 
based  technology  assessment 
firm,  showed  that  nearly  90%  of 
NCR’s  users  “believe  emphati¬ 
cally”  that  the  company  will  be 
able  to  migrate  them  successful¬ 
ly  to  Unix,  and  NCR  has  a  strong 
history  of  migrating  users  from 
old  products  to  new. 

Users  and  analysts  reported 


The  3600  will  be  targeted  to¬ 
ward  new  markets,  according  to 
analysts,  who  said  they  expect  it 
to  be  used  mostly  by  companies 
that  develop  their  own  applica¬ 
tions  based  on  large  databases  in 
an  OLTP  environment.  In  some 
ways,  the  3600  simply  contains 
multiple  versions  of  NCR’s 
3550,  eight-processor  minicom¬ 
puter  due  out  later  this  year. 

Market  hunt 

Analysts  said  it  may  not  find  a 
market,  but  they  think  compa¬ 
nies  with  massive  databases  ac¬ 
tually  might  want  this  sort  of 
product. 

“The  truth  is,  airlines  are  try¬ 
ing  already  to  use  parallelism  to 
keep  up  with  demand.  They  have 
multiple  [IBM]  3090s  lashed  to¬ 
gether  because  they  can’t  build  a 
single  monolithic  processor 
that’ll  do  it,”  Lindamood  said. 
“NCR’s  saying  rather  than  patch 
and  tweak  and  design,  let’s  build 
it  from  the  ground  up  and  do  it 
right.” 

Just  how  much  demand  exists 
is  unknown.  “If  there  were  zil¬ 
lions  [of  companies]  out  there 
wanting  to  do  this,  one  would 
imagine  there  would  be  more 
competitors  in  the  market,”  said 
David  Card,  an  analyst  at  Inter¬ 
national  Data  Corp.  in  Framing¬ 
ham,  Mass. 


that  NCR  is  being  invited  to  com¬ 
pete  for  contracts  at  companies 
that  previously  shunned  it.  It  is 
perhaps  30  days  behind  schedule 
on  its  System  3000  product 
deadlines  and  signifi¬ 
cantly  behind  on 
Open  Network  Sys¬ 
tem,  though  its  oth¬ 
er  software  initia¬ 
tive,  Cooperation, 
appears  on  target. 

Whether  Unix 
will  be  accepted  in 
the  commercial  mar¬ 
ketplace  is  a  ticklish 
enough  question 
that  when  NCR  an¬ 
nounced  the  pieces 
of  its  OCCA  strategy 
(see  story  page 
112),  Steve  Lair,  Dataquest  vice 
president  and  director  of  its  mi¬ 
crosystems  group,  called  it  a 
“bet-the-company”  strategy. 

Before  the  merger,  observers 
generally  bet  that  NCR  could 
pull  off  its  open  systems  gamble 
and  do  it  in  a  big  way.  Today, 
they  say  they  will  stick  by  then- 
earlier  statements  if  AT&T  lets 
NCR  lead  the  way,  as  it  has  said 
it  will  do. 

As  for  Allen’s  vision,  analysts 
were  less  confident.  “It’s  dan¬ 
gerous  to  make  the  assumption 
that  you  can  just  melt  telecom 
with  computers  —  IBM  tried  it 
with  Rolm  [Systems]  with  less 
than  stellar  success,”  Kidd  said. 


When  large  equals  small 


A  relatively  small  -  and  declining  -  share  of  NCR  Corp.  ’s  revenue  is 
derived  from  sales  of  large  computer  systems 


1990 

1989 

Retail  products 

$623 

$596 

[  Financial  products 

$973 

$802 

Small  computer  systems/ workstations 

$444 

$391 

Midrange  computer  systems 

$765 

$850 

Large  computer  systems 

$264 

$289 

Communications  processors 

$113 

$141 

i  Other  (i.e.,  services,  semiconductors 
and  components) 

$3,103 

$2,888 

Revenue  in  millions 


Source:  NCR  Corp.  CW  Chart:  Marie  Haines 
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OVERVIEW 


Great  names 

•  Chase  Manhattan  Bank 
(New  York):  Elaine  Bond, 
senior  vice  president  of 
corporate  systems 

•  U.S.  Defense  Logistics 
Agency,  Memphis  Depot: 
Beverly  Major,  chief  of 
technology  division 

•Asset  Management  Tech¬ 
nology  (Marblehead,  Mass.): 
Alan  Loss,  president 


1 .  Porcupine  pinup 

2.  Don  King’s  hair  curler 

3.  Magnetic  drum  memory  for  the 
Univac  I 


Snazzy  corporate 

NAMES  DEPARTMENT 

HYPERACTIVE  SOFTWARE,  A  MINNEAPOLIS 
DEVELOPER  OF  HYPERCARD 
APPLICATIONS 


W.Y  S.I.W.Y  G. 


QUIPS  &  QUOTES 

He  votes  “no”  on  groupware 

“Creative  ideas  do  not  spring  from  groups.  They  spring  from 
individuals.  The  divine  spark  leaps  from  the  finger  of  God  to  the 
finger  of  Adam,  whether  it  takes  ultimate  shape  in  a  law  of 
physics  or  a  law  of  the  land,  a  poem  or  a  policy,  a  sonata  or  a 
mechanical  computer.” 

A.  Whitney  Griswold  (1957,  then  president  of  Yale  University) 

Scratch  one  T1  line 

“Our  inventions  are  wont  to  be  pretty  toys,  which  distract  our 
attention  from  serious  things.  We  are  in  great  haste  to  construct 
a  magnetic  telegraph  from  Maine  to  Texas;  but  Maine  and  Texas, 
it  may  be,  have  nothing  important  to  communicate.” 

Henry  David  Thoreau  (1854) 

Better  dead  than  high-tech 

“The  American  stake  in  literacy  as  a  technology  or  uniformity 
applied  to  every  level  of  education,  government,  industry  and 
social  life  is  totally  threatened  by  the  electric  technology.  The 
threat  of  Stalin  or  Hitler  was  external.  The  electric  technology  is 
within  the  gates,  and  we  are  numb,  deaf,  blind  and  mute  about  its 
encounter  with  the  Gutenberg  technology,  on  and  through  which 
the  American  way  of  life  was  formed.” 

Marshall  McLuhan  (1964,  Canadian  educator) 

• 

Do  you  have  anecdotes  about  your  users,  your  boss  or 
your  job?  Know  any  industry  trivia?  If  so,  please  contact 
Lory  Zottola  or  Jodie  Naze  at  1-800-343-6474.  If  we  use 
your  ideas,  we'll  send  you  a  gift. 


Sting 


f-c? 


* 


operation 

Two  Texas  A&M 
University  scien¬ 
tists  are  formulating  a  computer- 
aided  map  depicting  the  U.S.  migra¬ 
tion  of  the  Africanized  honeybee 
(popularly  known  as  the  “killer  bee” ) . 


1  •  Microsoft  Bookshelf 
(Microsoft) 

2.  Grolier  Encyclopedia 
(Grolier  Electronic  Publishing) 

3.  Microsoft  Programmer's  Library 
(Microsoft) 

4.  PC-SIG  Library 

(PC-SIG  Spectra  Publishing) 

5.  Computer  Library 
(Ziff-Davis  Communications) 

6.  Science  and  Technical  Reference 
(McGraw-Hill) 

7.  Compton's  Encyclopedia 
(Brittanica  Software) 

8.  U.S.  History  on  CD-ROM 
(Bureau  Development) 

9.  CIA  World  Fhct  Book 
(Quanta  Press) 

1 0.  World  Atlas 

(Software  Toolworks) 


Sources:  Bureau  of  Electronic  Publishing,  Inc.;  Special 
thanks  to  The  Computer  Museum,  Boston 


INSIDE  LINES 

Programming  in  the  visual  age 

►  Sources  close  to  Microsoft  said  programmers  at 
the  Redmond,  Wash.,  software  giant's  headquarters 
may  soon  be  “drawing”  applications  using  a  new  code 
generator,  dubbed  “Visual  Basic.”  The  loosely  kept  se¬ 
cret  about  Visual  Basic,  which  is  expected  to  debut 
shortly,  has  been  bubbling  up  around  the  Silicon  Valley 
in  recent  weeks.  “People  will  be  pleasantly  surprised 
to  see  how  powerful  it  is  and  how  easy  it  is  to  use,”  one 
source  close  to  the  billion-dollar  software  firm  said. 

The  Ugly  American . . .  recruiter 

►  Here  today,  gone  tomorrow.  A  certain  Swiss  IS 
manager  reported  that  an  American  headhunter  sys¬ 
tematically  ran  through  the  roster  of  his  department, 
offering  employees  40%  to  50%  more  if  they  jumped 
ship  to  a  U.S.  company  setting  up  shop  in  Switzerland. 
However,  the  headhunters’  targets  were  gun-shy  be¬ 
cause  of  American  companies’  hire-and-fire  mental¬ 
ity,  our  source  said.  Swiss  IS  managers,  who  tend  to 
stay  six  to  eight  years  in  one  job,  did  not  want  to  find 
themselves  out  of  a  job  or  transferred  to  Singapore  in 
two  years. 

Just  don’t  call  it  ‘Quaylewhacker’ 

►  Hewlett-Packard  may  have  the  fastest  worksta¬ 
tions  around  at  76  million  instructions  per  second 


(MIPS),  but  the  company  still  doesn’t  have  an  entry- 
level  RISC  system.  That  should  be  remedied  this  fall 
with  a  workstation  code-named  “Bushwhacker.” 

Which  brings  us  to . . . 

►  President  Bush  may  have  woken  up  to  the  Elec¬ 
tronic  Age  with  his  new  PC  [CW,  April  29],  but  the 
electronic  voter  has  not  warmed  up  to  his  lieutenant. 

A  poll  last  Monday  on  Prodigy  attracted  more  than 
15,500  responses,  only  16%  of  which  were  from  peo¬ 
ple  who  said  they  were  “very  confident”  of  Vice  Presi¬ 
dent  J.  Danforth  Quayle’s  qualifications  for  the  presi¬ 
dency.  Twenty-one  percent  were  fairly  confident;  20% 
were  not  very  confident.  They  posted  a  mandate  of 
55%  in  favor  of  Bush  selecting  a  new  running  mate  for 
1992. 

Don’t  tell  us! 

►  While  acknowledging  rumors  of  impending  em¬ 
ployee  layoffs  and  pay  cuts  circulating  within  the  walls 
at  Dun  &  Bradstreet  Software,  a  spokeswoman  for 
the  company  emphatically  stated  earlier  this  week  that 
there  have  been  no  discussions  to  that  end.  Several 
internal  sources  have  speculated  that  the  software  gi¬ 
ant  would  be  laying  off  staff  at  both  the  Framingham, 
Mass.,  and  Atlanta  offices  in  June. 

Tossing  the  chips 

►  Playing  cleanup,  Motorola  will  have  its  next  RISC 
chip  out  by  year’s  end.  The  8810  will  run  between  58 
and  84  MIPS,  three  times  the  speed  of  the  current 


chip.  Motorola  has  announced  that  its  next  chip,  avail¬ 
able  sometime  next  year,  will  run  between  50  and 
150  MIPS.  LSI  Logic,  which  is  a  maker  of  Sun’s  archi¬ 
tecture,  said  it  would  have  a  chip  that  runs  up  to  80 
MIPS  this  year,  and  HP’s  recent  700  series  runs  57  to 
76  MIPS. 

How  you  say,  better  be  good? 

►  Zenith  Data  Systems’  market  presence  has  suf¬ 
fered  since  its  takeover  by  Groupe  Bull,  but  at  Comdex 
Spring  '91,  Zenith  will  come  out  with  five  new  porta¬ 
bles,  which  will  include  an  Intel  80386SL-based  model 
and  some  new  high-powered  desktop  servers,  includ¬ 
ing  one  running  an  I486SX.  A  source  close  to  Zenith 
said  this  is  its  biggest  product  announcement  since 
1988,  when  it  came  out  with  the  first  battery-operated 
286  and  386  portables.  Analysts  said  it  had  better  be 
good,  or  Zenith  may  be  in  as  much  trouble  as  its  parent. 

You  can  take  it  to  the  bank,  and  maybe  you  should! 

A  n  open  letter  from  the  suddenly  compatible  AT&T 
and  NCR  managements  appeared  Friday  as  a  full 
page  ad  in  daily  newspapers  assuring  customers  that 
“you  can  buy  either  AT&T’s  or  NCR’s  products  — 
right  now,  or  in  the  future —  with  confidence.  ’’Cyn¬ 
ics  wonder  just  how  many  are  willing  to  belly  up  to 
the  3B  bar  these  days.  As  always,  we’ll  follow  this 
merger  closely  and  depend  on  our  readers  to  be  our 
eyes.  Contact  News  Editor  Pete  Bartolik  at  (800)  343- 
6474,  fax  your  stuff  to  (508)  875-8931,  or  hook  up 
with  us  on  CompuServe  at  76537,2413. 
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THE  FIRST  THING 

YOU  SHOULD  KNOW 

ABOUT  THE  CONCEPT  OF 


IS  THAT  ITS  NOT  JUST 


DIGITAL.  THE  OPEN  ADVANTAGE 


On  April  9th,  when  Digital 
joined  21  other  hardware  and 
software  vendors  to  form  ACE 
(Advanced  Computing  Environ¬ 
ment),  it  was  a  symbol  of  our 
continued  commitment  to  open 
standards.  The  ACE  initiative 
has  developed  a  set  of  hardware 
and  operating  system  standards 
for  RISC  computing.  This  will 
give  customers  the  ability  to 
choose  from  tens  of  thousands  of  off-the-shelf 
applications  for  any  ACE-compatible  system. 

Today,  with  the  announcement  of  our 
DECstation™  5000/100  Series  workstation, 
Digital  goes  beyond  symbol  to  reality.  As  a 
member  of  the  DECsystem'"  5000  family,  the 


ULTRIX™  applications  and  will 
allow  you  to  take  advantage  of 
other  products  as  they  are 
developed  by  other 


ANNOUNCING  THE  ACE-COMPATIBL 
00  SERIES  STAR! 


100  Series  workstation  is  compatible  with 
ACE  standards  by  incorporating  the  MIPS® 
R3000  chip,  little  endian  byte  ordering  and 
OSF“  technologies. 

Besides  providing  hardware  compatibility, 
ACE  standards  protect  your  investment  in 


ACE  members. 

At  Digital,  we  believe  that 
the  concept  behind  ACE  and 
other  open  alliances  is  the  key 
to  the  future.  And  with  our  DECsystem  5000 
family,  the  future  is  now.  For  more  informa¬ 
tion,  call  1-800-622-3677. 

Advanced  Computing  Environment 

SDIDDSD 


' 


Is  your  ever- diminishing  information  system 
budget  being  hogged  by  an  ever-expanding  need  for 
3090  memory?  Truth  is,  over  time  your  central  and 
expanded  memory  could  account  for  more  than  half 
of  your  total  system  cost.  Leaving  you  with  budgetary 
scraps. 

Now  StorageTek  is  putting  you  back  in  control 
of  memory  costs.  Our  3090  memory  is  priced  far  below 
IBM’s.  And  we  work  with  most  leasing  companies,  not 
just  one.  But  that’s  not  all.  With  StorageTek,  you  also  get 
the  backing  of  a  billion  dollar  Fortune  500  company 
with  the  kind  of  staying  power  to  help  you  meet  your 
long-term  storage  requirements.  Plus,  we  specialize  in 
complete  storage  and  retrieval  solutions.  That  means, 
while  others  merely  sell  you  a  product,  we  have  the  in- 
depth  expertise  to  maximize  the  value  of  your  storage 
investment-now  and  from  now  on. 

So  if  you’d  like  an  extra  six  or  seven  figures  in  your 
DP  budget  without  giving  up  reliability  or  security,  talk 
to  your  StorageTek  Representative  or  call  1 -800-456-7689 
or  303-673-5550.  We’ll  let  you  know  how  much  you 
could  save  on  your  next  upgrade.  And  no  matter  how 
you  look  at  it,  that’s  money  in  the  piggy  bank. 


StorageTek 


